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Where Do the Orders Come From? 


An editorial 


HOW MUCH? 





It's an important question 
when it means “how much 
did you make today?” A 
Rochester firm finds out 
by costing invoices and 
keeping a daily tally of 
selling price and cost price 
totals. Page 82 


How Much Did You Make Today? 


Rochester firm costs invoices, keeps daily tally 


They Don't Worry about Collections 
Columbus distributor uses radio advertising 
and on-the-spot selling 


Sales Missionary Work Made Easier with 
Movies 
Home-designed films prove successful for 


Portland, Ore., salesman CAMERA! ACTION! 





| Made Mistakes + 


Missionary work is neces 
sary to open up new sales 
potential for pneumatic 
and hydraulic systems and 


“Don't make assumptions — make sure" is code of 
York salesman 


Key to More Sales — Properly Managed 
Credit 
Passaic firm says credit department is one of 
its best salesmen 


1956 — A Good Year in Prospect 
Here's what the Department of Economics has to 
say about 24 leading industries in 1956 


More Competition on Price and Goods.... 


Macon salesman gives his views on increased 


competition 


Automation: What It Means to You 
Industrial distributors fit into the picture 


Write That Order Right 
One error can cause a chain reaction — with 


disastrous results 


Sell Yourself to Your Suppliers 
Buffalo firm does just that in its mailing campaign 


What If Disaster Strikes You? 
Minneapolis distributor tells what happened when 
fire imperiled its building and stock 


Get Room To Do Business In 
Charleston, W. Va., firm leaves congested area 


Boost Truck Efficiency with Incentive Plan. . 


Perth Amboy management rewards drivers 
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Get the Decorator Touch in Your Showroom 186 


“Originality” is keyword for Dayton decor 


The Confusion of Changing Prices... 
One man is responsible for keeping prices 
current in Bridgeport company 


188 





PUSH BUTTON 


WORLD 





rhat’s what “automation 

means to some people. To 
industrial distributor sales 
men, however, it should 


mean a new, untapped field 


for sales. An article, be 
ginning on page 97, sheds 
some light on this new era 


equipment. A Portland, 
Ore., salesman tells, on 
page 94, how he turned 
movie producer, success 
fully 
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Don't 
let 
that 


CENTER 


sale get 
READY TOOL’S NEW COMPLETE 


away! rs PACKAGE OFFERS BIGGER 
| : VOLUME CENTER PROFITS! 














Yes, podner, with the READY TOOL line of 
precision Centers in your stock, NO CENTER 
SALE EVER GETS AWAY’! It’s the only com- 








he aol Lame ad plete package available to meet every need... 


: _RE £9- ___ : 
Ce Seo IRANIGTAN AVE, BRIDOEDORT coun. Overy peice range. 
There’s a READY TOOL Standard Center to 


fit every Lathe, Grinder, Milling, Gear Cutting, 
Spinning, Railroad and Screw Machine... re- 
gardless of size, type or application. Over 200 
models engineered and designed with precision 
bearings to take loads up to 200 tons, speeds 
up to 4000 rpm. 
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Podner, if you’re looking for a way to quick 
profits ... here’s your opportunity! Just walk 
in and ask for the Center business! With a 
Ready Tool stock, you become, unquestion- 
ably, the One Source for All Centers. No other 
Center line is so complete . . . so accurate . 
so profitable. 


A. 








e If you haven’t seen the New, Low Cost, 
General Purpose Bridgeport Center line, do 
so today! It’s Red-E engineered. Ruggedly 
built, with designed-in accuracy for all 10” 
and 12” lathes—2 or 3 Morse Tapers. 
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IF YOU ARE A RED-E DISTRIBUTOR . .. DON’T WAIT, 
GET OUT AND ASK FOR THE CENTER BUSINESS . . . 
it’s yours for the asking! IF NOT — get the whole 
story today! 




















CENTER Specialists Since 1908 


COMPANY 


563 Iranistan Ave., Bridgeport 5, Conn. 
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Book 2289 Describes 
Extremely Versatile 
Screw Conveyors... 


No matter what the screw con- 
veying job, yeu can do it with 
Link-Belt equipment. Convey- 
or screws are available in many 
diameters, pitches and gauges. 
Link-Belt also builds a full 
range of accessories, including 
hangers, spouts, gates, shafts 
and couplings, troughs and 
trough ends as well as gear 
and chain drives. 

Installation and replacement 
are easily accomplished with 
Link-Belt screw conveyors. 
Link-Belt quality includes ac- 
curate manufacture to insure 
interchangeability as well as 
dependabie operation. 

For data see Book 2289. 


Silent Chain Drives Satisfy Wide 
Range of Industrial Requirements 


Whatever the industrial need 
—for normal trouble-free op- 
eration, for quietness at high 
speeds, or for 

* Sales high load capac- 
ities—Link-Belt 

Meeting silent chain 


in Print drives meet the 
requirement. 
Silent chain has a positive 
meshing action with no slip- 
page. And its high efficiency 
is sustained throughout many 
years of service. 

What's more, Link-Belt 
Silent Chain is often lower in 
initial cost. And the versatile 
line of Link-Belt silent chain 
drives can be readily applied 
to meet such specialized re- 
quirements as limited space, 
large ratios and short centers. 

Easy-to-select, easy-to- 
install, pre-engineered drives 
up to 50 hp are available from 
local stocks. They are manu- 
factured to American Stand- 
ards Association specifications. 

Detailed information in 
Book 2425 makes selection of 
the correct drive simple and 
easy. 





SINGLE WORM 


HELICAL-WORM 


DOUBLE WORM 


Link-Belt Builds Many Types of Worm 
Gear Drives, Offers Users Wide Choice 


Convenient, compact, right- 
angle connection to various 
prime movers and driven 
equipment is offered by Link- 
Belt’s complete line of single, 
double and heiical worm gear 
drives. All are available in both 
horizontal or vertical housings, 
with either singie or double 
reductions—furnishing the an- 
swer for many industrial appli- 
cations. 

Compact, high-strength de- 
sign permits high-ratio speed 
reductions in small space with 
ample capacity for heavy 
loads. Automatic splash lubri- 
cation and large roller bear- 
ings assure long, trouble-free 
operating life. 


These efficient, long-lasting 
drives feature streamlined, in 
ternally ribbed housings ma- 
chined to close tolerances. 
Your customers can be sure of 
Link-Belt dependability in 
speed ratios from 3.1 to 8000: 1, 
up to 100 hp. 





LINK-BELT COMPANY 


Plants in: 
Indianapolis + Philadelphia 
Chicago + Atlanta + Colmar, 
Pa. * Houston * Minneapo- 
lis * San Francisco + Los 
Angeles + Seattle. 

Offices in Principal Cities 
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CROTCH CONTACT, assured 
by accurate profile design, 
provides efficient high-speed 
operation. Automotive test 
stand, right, uses % inch 
pitch middle guide silent 
chain 
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FLANK CONTACT between 
link and tooth distributes 
load evenly over a wide area 
of the tooth face to reduce 
wear and increase service 
life. Left, clay working ma- 
chine is driven by Link-Belt 
silent chain 
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LOW CROTCH design pro- 
vides good load distribution 
and high capacity with great 
chain strength. Left, a 2-inch 
pitch Link-Belt silent chain 
drive operates on merchant 
mill which demands a 450 
hp drive . 
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FOR THE FINEST IN 
CUTTING TOOLS AND GAGES 


fA OFFS 


Made by THREADWELL, Greenfield, Moss. 
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The Cover 


What is it—an aspirin in a glass of 
water and a new “Rube Goldberg” in- 
vention? No, our cover artist didn’t 
have a nightmare—he merely sketched 
a digital computer, only one of the 
wonders of the coming age of automa- 
tion. The “glass of water” is a drum 
—one of hundreds contained in the 
computer. By feeding the computer 
the necessary information and pushing 
the proper buttons, only the drum that 
gives the correct solution or result (the 
“aspirin”) is affected. 
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GET ORDERS FOR 
SPECIAL TOOLS LIKE THESE 
e Kits to be supplied with 
original equipment 
e Tools to break production 
“bottlenecks” and speed 
production. 

e Multiple-purpose tools 

e “Giant” and “midget” sizes 
e Tools to reach hard-to-get- 
at places 

e Special types for unusual 
repairs and adjustments 


e Wrenches, sockets, attach- 
ments, pliers, pullers and 
other tools — modified for 
special needs 


INQUIRIES INVITED ON 
FORGINGS OF ALL TYPES 


4 


FESSIONAL 
PR TOY 


There’s a need for special tools in every industry — to increase efficiency 
and save money. Encourage your representatives to look for this 
business. It is highly profitable. It helps get the salesman’s “foot in the 
door” of large tool users. It leads to repeat sales of regular 

PROTO tools. And it builds volume and goodwill. 


Many sales points help you. All the facilities and experience of the 
world’s largest manufacturer of special tools are at your service. 
PROTO engineers will help on designs. Materials and workmanship 
will be of finest quality. Six plants assure prompt service — 
whether your customers require one or one-million items. 

Write today for Special Tools Brochure No. 5328 to 

PLOMB TOOL COMPANY 
2215K Santa Fe Ave 
Los Angeles 54, Calif. 


Give your work 
the PROfessional 
_~ TOuch"’ 


Eastern Warehouse & Factory 
Jamestown, N.Y 


Canadian Factory, London, Ont. 
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FIRST 


TRANSMISSION 
MACHINERY 











«| DOD 


Mishawaka, Indiana 





FOR DODGE 
TRANSMISSIONEERS 

















EXPANDED PROMOTION FOR ‘56 





FLEXIDYNE DOES 
GREAT JOB ON 
CAR PULLER 


One of many installations in which | 
Dodge Flexidyne, the dry fluid | 
drive, is proving its outstanding 
worth is pictured in the illustration 
below. Here the Flexidyne is ap- 
plied to a freight car puller. The 
new principle involved in the Flex- 
idyne drive makes it possible to 
start 21 sugar beet freight cars 
smoothly and then to stop them 
accurately at a loading point. 

Accurate stopping is achieved 
by partially setting brakes on some 
cars. This tends to throw a high 
starting load on the motor, and 
stretching strain on the puller cable. 
But Flexidyne delivers the power 
smoothly and permits the use of a 
smaller motor for this job. 

In addition to applications like 
the one pictured below, the dry 
fluid drive is being used on con- 
veyors, cotton cards, traveling 
cranes, pumps, ventilating fans and 
in many other installations where | 
there are heavy inertia loads. | 





Pe —-~ * * 





INCREASED ADVERTISING SUPPORT 
TO BOOST DISTRIBUTORS’ SALES 


Distributors will again have the 
benefit of a consistent, and con- 
siderably expanded advertising and 
promotion program to be carried 
on by Dodge of Mishawaka in 
1956. Details of this year’s cam- 


| paign were outlined to Dodge Dis- 


trict Sales Managers at their 
January meeting in Mishawaka 
and the Dodge men are now giving 
distributors in all parts of the 
country information concerning the 
program. The details are presented 
in an attractive plan book designed 
not only to acquaint distributors 
with the program, but to enable 


| them to make best use of the ad- 
| vertising and promotion in their 


own behalf. 


Good Display of Line 


Space units in the publication cam- 
paign will include double-pages in 





Flexidyne applied to freight car puller provides smooth starts 
and stops and enables use of smaller motor on this heavy job. 
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color, full pages, and a new 
4-column unit, which consists of 
a full page with an additional sin- 
gle column on the opposite page. 
These units afford the opportunity 
of giving outstanding display to 
the power transmission products 
in the Dodge line. The list of pub- 
lications gives extensive and in- 
tensive coverage of all the major 
fields of industry where there are 
prospects for Dodge machinery. 


Distributors Featured 


As has been the case for many 
years, Dodge distributors are 
featured in these advertisements. 
Under the headline, “Call the 
Transmissioneer, your local Dodge 
distributor,” the prospect is re- 
minded that the Dodge distributor 
is a source of information on the 
latest developments in the field of 


) mechanical power transmission. 


In addition to the publication 
program, Dodge provides material 
for a consistent direct mail effort 


| on the part of the distributor and 
| other material for the identifica- 
| tion of Dodge distributors and 


point-of-sale displays. 





SPRING SCHOOL TO 
START APRIL 23 


Dates of the classes in the Spring 
term of the Dodge School of Trans- 
missioneering at the factory in 
Mishawaka have been announced as 
follows: April 23-27, April 30-May 
4, May 7-11. The school is now in 
its thirteenth year and classes are 
invariably enrolled to the limit. 

















It’s our fault profits are down, says 


distributor; manufacturer charges dis- 


tributors yell about profit but don’t 


seek profitable lines—distributors reply 


© We're always happy to receive car- 
bons of letters. The following letter was 
written to the National Industrial Dis- 
tributors’ Association by J. S$. Zahniser, 
who gave us permission to reproduce it. 


Upping Profit Dip 


Rocuester, N. Y. 

This will acknowledge receipt of 
several copies of your pamphlet 
graphically illustrating the down 
ward trend in distributor profits 
and upward trend in expenses. 

I hope this pamphlet will tend 
to hasten the adoption of corrective 
measures among both distributors 
and their suppliers toward stabiliz- 
ing markets and standardizing dis 
counts. 

I believe both groups are at fault, 
but I also believe the basic fault lies 
with the distributor group. It seems 
to me that, for the past several 
years, many members of our (the 
distributor) group have lost sight of 
the fundamental reason for our ex 
istence, i.e., service—based on hav 
ing adequate stocks at the right time 
and place to serve our customer 
promptly and efficiently. I have 
personally noted many cases of dis 
tributors actively soliciting direct 
factory-to-user business as an excuse 
to cut prices and obtain a 
larger percentage of the potential 
business in a territory. 

As a result of this practice, prices 
obtained for such shipments have 
been getting closer and closer to 
distributors’ costs and the differen 
tial between out of stock 
shipments becoming 


thus 


prices 
and _ factory 
greater—in fact, out of all propor- 
tion. Such policy cannot help but 
weaken the position of the dis 
both his 


customer and supplier. It is my 


tributor in the eves of 


industrial Distribution 


You Said It 


Manufacturer “Burned Up” 


You are probably aware of the campaigns being conducted by the two 
distributor associations regarding the decrease in net profits over the years 
and the need for more margin to offset mounting operating expenses. 

This whole thing burns me up. Here distributors are yelling their 
heads off about profit but they are not doing anything about selling profit 
able lines such as ours. Our discounts run from 25 to 30%. For example, 
how many industrial distributors have even one well trained man who 
knows anything about selling our type of equipment. They want the line 
and they want to tie it up but do they spend the money and time in 
training men to get the profits they want. 


* How do you feel about this? We repeated this manufacturer's state- 
ment to some distributors and these are the replies we got: 


Right and Wrong 


Kansas Crry, Mo. 

This is a long drawn out ques 
tion. There are so many pros and 
cons that it’s hard to draw a con 
clusion. I know some lines that 
carry a 30% discount—but the man- 


ufacturers aren’t consistent—they 


compete with their distributors, for 
instance, and let certain users have 
15%. 

We train our men to sell volume 
lines—cutting tools and abrasives, 
for instance, which carry the great 
est amount of profit. I think this 

(Continued on page 10) 





observation that the lack of stabil- 
ization in prices largely stems from 
such practices. 

On the other hand, many manu 
facturers alarmed at this trend are 
attempting to stabilize prices by net 
pricing and reducing the distrib 
utor’s discount, apparently hoping 
to make him more cost conscious 
and thus either force him or per 
suade him to drive for more “out 
of stock” business. In most cases 
distributors’ costs have not been in 
creased but rather list prices re 
duced, thus narrowing the margin 
of gross profit. The only benefit 
from such procedure is to the cus- 
tomer and I believe the “price cut 
ter” will still factory ship at 5% or 
less just as in the past. 

I believe a more realistic approach 
to the problem would be for ou 
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suppliers to maintain a resale dis 
count to us on material into our 
stocks that would allow us to estab 
lish a scale of out-of-stock customer 
discounts commensurate with their 
purchasing power and still allow us 
an average profitable margin; at the 
same time, establish a resale dis 
count to us on direct shipments, 
possibly as much as 10% less so 
that we could no longer sell direct 
shipments because of the narrower 
spread between them and out of 
stock service. It should also show a 
better profit for our suppliers and 
discourage the customer from ex 
pecting factory shipment prices and 
out of stock service at the same 
time. 
J. S. ZAMNISER 
President 
ITaverstick & Co., In 





Distributors report New Customers and 
New Sales Records with the LQ600 Valve 


Lunkenheimer Distributors have added more new customers and set bigger 
valve sales records in the year since the introduction of the revolutionary 
LQ600 Valve than ever before in 93 years of Lunkenheimer leadership! 


This outstanding sales achievement, by one of the finest distributor organi- 
zations in the world, is proof that a great product, backed by a great team 


of industrial salesmen, can continue to build and break new records. 


Production of LQ 600 Valves has finally caught up with delivery schedules 

you can order LQ 600 for immediate delivery. This increased production, 
coupled with the aggressive plans in store for LQ600 in 1956 and the 
important announcement that will be made soon, means that this should 
be an even bigger year for Lunkenheimer Distributors and their salesmen 
who take full advantage of LQ600 . . . the biggest bronze valve news in 
50 years! 


Stocks of LQ600 Valves on hand 
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SETS 


NEW STANDARD OF 


SALES AND PERFORMANCE 





NEW BRINALLOY* SEAT AND DISC 


This exclusive new seat and disc 
alloy developed by Lunkenheimer 
is far more resistant to wear and 
corrosion than 500 Brinell Stainless 
Steel—even outlasts case-hardened 
Stainless Steel exceeding 1000 
Brinell! On-the-job reports prove 
there is no need for repair or re- 
placement. 


USE THIS LUNKENHEIMER LQ600 
SALES STORY ON EVERY CALL 


Valve users everywhere have long been looking for a valve that would stay tight 
longer . . . resist wire drawing, corrosion, and abrasion . . 
tenance. Now you have it . . . the revolutionary new LQ600 Bronze Globe Valve. 


NEW VALVE DESIGN 


The new LQ600 Valve is revolu- 
tionary in design. Its contemporary, 
functional exterior features stream- 
lined octagonal pipe-ends and rigid 
Union Bonnet construction. And its 
revolutionary seat design is made 
possible by the exceptional hardness 
and resistance to erosion and corro- 
sion of Brinalloy. 


. and reduce costly main- 





il 


NEW TYPE FLAT SEAT DESIGN 
OF INTEGRAL CONSTRUCTION 


Seats and discs are lapped to obtain 
a micro-optically smooth, flat seat- 
ing surface. There can be no leakage 
These perfectly flat surfaces are con 
structed as an integral part of the 
disc and body. They never require 
replacement or regrinding—they’re 
fused in to stay. 


FOR PERFORMANCE PROOF, WRITE The Lunkenheimer Co., Box 360, 
Cincinnati 14, Ohio, and request copies of ‘“The Wyandotte Story.” 


to assure Prompt Deliveries 


“Patented Alloy 
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SUPREME PRODUCTS, 


10 


FT belek s. mel 3.7 Wael. . 


SUPREME 
BRAND \ ontes-20" 


BALL BEARING 
CHUCKS 


True “‘tool-room quality” . . . that’s the 
way to describe the new Supreme 
“Series 20’ Ball Bearing Chucks. 
Wherever they are used...on drill 
presses, lathes, or for special jobs, 
they will do their work better than any 
similar tool in the world. Here’s why:— 
SMOOTH, EASY OPERATION —ef- 
fortless bit changes mean faster and 
easier work. 

TIGHT GRIP—Eliminate all chance 
of damage to bit shanks. 


EXTREME ACCURACY — The most 

precise chuck of its type ever built. 

LONGER CHUCK LIFE—Finest 

steels hardened by exclusive processes 

assure long, trouble-free service. 
Supreme “‘Series-20” Ball Bearing 

Chucks are made in two sizes: 

Model 23T3— Capacity 0-14” 

Model 24T3—Capacity %"-5%" 
Supreme now makes a complete line 
. and a quality line in every way. Or- 

der from your distributor. 


Supreme Chucks 


up front on America’s finest 


Write for catalog 274 


* power too/s 
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You Said It 


(Starts on page 7 








Conrrisutions to “You Said It” 
are welcome from al] readers. Write 
on any topic you like; we'll publish 
it and, if you do not want to be 
identified, you can rest assured that 
we know how to keep a secret. 

Now’s the time to get that gripe 
off your chest—now’s also the time 
you should speak up with your ideas. 
Let’s have ’em. 

Just send your letter to the 
You Sam Ir Eprror, INpustria 
Disrripution, 350 West 42nd St., 
New York 36, N. Y. 

The Editors 











INC., 2222 S. CALUMET AVE., CHICAGO 16, ILL. 


1956 





man is talking about specialty items. 

We carry a limited number of 
lines, but we make sure that our 
men know their products and we 
have twe specialists. We send our 
men to “ story schools and we have 
no doubt that product knowledge 
ranks high as a necessary part of the 
alesman’s equipment. 


Eart N. Bossert 
President 


Bossert Co. 


Cost Cuts—Not Answer 


Provipence, R. I. 

I'd like that manufacturer to 
identify himself. We're looking for 
And we will make time 
send them to his 
him time at our 


such lines. 
to train our men, 
schools, or give 
sales meetings. 

I still say something has got to 
be done on many lines to give us 
just a bit more profit. Operating 
costs are continually rising; our net 
is getting down too fine despite 
everything we do to cut costs. 

B. H. Rosen 
President 
Franklin Supply Co 


Cites Model Supplier 


SEATTLE, WASH. 

lhe charge might be true in some 

cases, but I doubt very much if it 

is generally true. We consider our 
(Continued on page 14) 





Never Confuse the No.8 MARVEL = @® oui cscrarves 


No. 8 does the 
blade remain at 


with an ordinary Band Saw evight anti 


»»- only the MARVEL is Universal Ses clits toe 


= mains stationary, 
B Only on a No. 8 MARVEL 


can the saw column be 
instantly indexed and 
locked at any angle from 
45° right to 45° left, and 
the saw then fed thru the 
work at the desired angle 
_ out moving the 
work, 


‘> Only a No. 8 
MARVEL can 
do all of these 

things: Snip-off a Y%” 


rod or cut-off an 18” 
x 18” cross section 


@& Only a No. 8 MARVEL has 


the large T-slotted work 
table, with removable quick action 
vise, that permits accurate set-ups 
of work of unrestricted sizes and 
shapes, special fixtures; Etc. 


“Rough Machine” to size and shape 
with minimun chip waste 


The No. 8 MARVEL is the “busiest tool in the shop” wherever 
installed because it is a universal tool—has both the capacity and 
the versatility to handle not only standard sawing jobs but 
innumerable ‘“‘trick’’ and convenience jobs as well. More than 
a metal saw, the No. 8 MARVEL is a fine machine tool with 
machine tool features like: Both power and hand feeds; Depth 
Stops; Automatic Blade Tension; Built-in Coolant Pump; Three 
operating speeds (or six with 2-speed motor). Moisture-proof 
electrical controls that conform to both “J.I.C.” and “MACH- 
cut off and shape INE TOOL” electrical standards; Dirt-proof ball bearings, etc. 


Suedeses. Conme. If you cut, machine or fabricate metal, this is a sawing 
machine you should know about. Write for catalog. 





ARMSTRONG-BLUM MFG. CO. « 5700 West Bloomingdale Avenue « Chicago 39, U.S.A 


iW 
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Rorto-Power" hydraulic compo- 
nents help automate industrial pro- 
cesses. Here, power-driven hydrav- 
lic pump actuates press af triple 


manual speed 


New products add SPARK 


A constant flow of terrific new products 
from Blackhawk give you something to 
talk about and im like this new faster 
lighter hydraulic pipe bender 


12 


To industrial supply men 


Why BLACKHAWK 
can be your biggest 


it’s a natural ...industry today depends on 
hydraulic power throughout its operations 





Top brand preference 
Overwhelming preference for Blackhawk 
is the result of continually giving distrib 
utors and users the world’s finest hydrau 
lic tools with exclusive features 
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including Jacks — 1%. thru 100-ton capaci- 
ties * “‘Porto-Power’’ Remote Control! Jacks — 
2, 4, 7, 10, 20, 50-ton capacities * Hollow 
Rams, Pull Rams, Hydraulic Hand and Electric 
Pumps — Cylinders, Valves, Fittings, Gauges, 
Presses, Pullers, Spreaders, Pipe Benders. 


Something tu sell everyone 
Throughout industry and construction 
— in production, maintenance and lab 
oratory work — Blackhawk Hydraulic 
Tools are basic for 1001 jobs 





who want NEW business: 


Hydraulic Tools 
business builder! 


Answer industry's No. 1 interest You out-punch with exclusives Huge pregram of sales helps 


—_— : You're way ahead of competition with Blackhawk backs you with the most pow 
iat ~tatellan yg: Bin } -_ ve a the only complete line of hydraulic tools erful and consistent advertising in the 
idene and chert-cutsa <~ Mentor. Gaeler —plus more easier to sell features hydraulic power tool field. It’s the only 
maintenance. Adding up to Resmne diiaiie. Heavy-duty jacks have “Lightning Lift hydraulic tool manufac turer to advertise 
facturing costs that build industry's for faster load contact, smoother life in the Seturday Evening Post ad after 
profits. Your own profits ride right along Gauges can be mounted on the job. Por ad telling millions to see their Blackhawk 
with the oniy line that meets every hy to-Power" features widest variation of industrial distributor. Ads throughout 
draulic power tool requirement: and hydraulic tool applications. And only the year appear constantly in leading in 
: : Blackhawk builds “Porto-Power dustrial publications, too 
that’s Blackhawk 


Don’t sell just jacks .. . sell hydraulic tools! 
More to sell... more places to sell! 


Every day throughout industry and construc- be the one source of all hydraulic tool needs in 
tion on a ——_ _—_ — they’re finding more your area for bigger sales, bigger profits! 
ways to speed up production and cut maintenance 

costs with Blackhawk’s amazingly versatile jacks, The BLACKHAWK man wants to see you 
““Porto-Power” pumps, rams and attachments . Isn’t this a profit story worth looking into? There’s 
the largest and only complete line of hydraulic ne obligation just a chance to see for yourself 
tools built! And it’s full speed ahead at every how far up you really go with the complete Black 
Blackhawk plant to meet the demands of this hawk line of hydraulic tools and Blackhawk back- 
booming market. Tied in with Blackhawk, you can ing. Contact us immediately for full facts. 


BLACKHAWES: tiorauiic rower toois 


BLACKHAWK MFG. CO., Dept. H-1726, Milwaukee 46, Wisconsin 


> 1 oh fs 


Porto-Power Hydroviic pipe benders Power-driven Gouge -equipped Hydraulic jocks 
end knockout punches hydraulic pumps jocks thry 100 tons 
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The Little Professor says— 


D-A’s Supor Sorvice 
Pays 


« 


Courtesy, Lakelcond Engineering 
Equipment Co., 
Minneapolis, Minn. 


HERE’S HOW INDUSTRIAL SALESMAN 
OSCAR ULRICH TURNS DURKEE-ATWOOD’S 
Super Service INTO PROFITABLE SALES 


Vital selling information . .. like engineering data, power ratings, 
service factors, construction features, supply and prices. . . help 
Mr. Ulrich (at left in photo) of Lakeland Engineering Equip- 
ment Co., Minneapolis, supply V-belts with Durkee-Atwood 
Super Service to the Ochs Brick & Tile Co., New Ulm, Minn. 

Ochs’ Plant Superintendent, Don Schrepfer (at right in photo), 
requires efficient power transmission plus long belt life in his 
heavy duty rock crusher. 

He gets it from the Durkee-Atwood team . . . because Durkee- 
Atwood Super Service is sales co- 
ordinated between factory, dis- 
tributor and customer to supply 
the right V-belts for any indus- 
trial application. 

Find out how 


W ufpite Y 
Wr 11" * pURKEE-ATWOOD’S 
SUPER SERVICE can work for you 


Today! Write for the complete story on how the 
Little Professor can supply you with new and impor- 
tant ways to boost your sales with Durkee-Atwood 
products and Super Service. 


WRITE DEPT. 1D-2 


DURKEE-ATWOOD COMPANY 


» v- “© 


ey 
RUBBER 








DURKEE 
wy 


SHEETING 
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You Said It 


Starts on page 7 





selves selective in that we put our 
major effort on our key lines and 
the 
lective of 


manutacturer has 
distributor 


where a se 
exclusive 
policy 

We Our 
object is sustained cffort on those 
the manufacturers 
selective in their distributor 
set up. And we have not had any 
trouble along those lines. 

Here is a letter from one of ow 
major suppliers who lists some 25 
points which reflect what he has 
done for his distributors to main 
tain effective and cordial relations 
If all other manufacturers did as 
much, we could devote more time 
to selling their products and I'm 
writing to this manufacturer to tell 
him so and to congratulate him 
again for continuing his efforts. 

TRUMAN CRAGIN 
President 
Cragin & Company 


are very rigid about it. 
lines where are 
really 


“Meeting of Minds” 
Needed 


Daas, TEXAS 
[ am in complete and hearty 
agreement with this campaign by 
the associations to improve the dis 
tributor margin. The principal 
shortcoming on that score is that 
distributors do not back up com- 
pletely the efforts of the associations 
by making their needs strongly felt 
I will admit that my efforts in 
this direction have been somewhat 
sporadic. It is not enough for a 
distributor to discuss such matters 
with the manufacturer's representa 
tive. In fact, I would rather favor 
his omitting that discussion, and 
going direct to the executive heads 
of each manufacturer of the line 
where the need is indicated. 
Certainly no one can deny that 
distributors’ margins have shrunk 
rather than increased in the past 10 
years. 
It is just as certain that the costs 





At "CHICAGO" 
we do something 
about it! 


~ 


The word “Service” is abused by many sup- 
pliers. Here at “Chicago” it means action— 
faster deliveries, whether it be a package 
or a carload. 

e@ From over 4,000 standard catalogued items 
in stock your shipment is on its way within 
24 hours—often sooner. 

@ There is no time consuming follow-up neces- 
sary to see what's happened to it. 

This is why so many industrial users in the 

last 83 years have come to specify “Chicago’ 

Screws .. . service is faster . . . quality is 

better . . . it costs less to do business with 

us because no large inventories are 
necessary. 

Our merchandising policy is based on 
complete co-operation with the Indus- 

trial Supply Distributor. Our specially 

trained sales force operates in con- 

junction with the distributor’s sales 
organization to help develop more 

sales in your territory. Write for details. 


Socket Pipe Plugs * Fiat 
Pins * Hexagon Keys and Key Ki 
ond Socket Head Cap Screws 
““Chicago"’ fine of Standard Products includes: 
Head Cop Screws in steel — bright and Grade 5 
treated, also in brass and stoiniess * Square Head and 
Headless Set Screws * Taper Pins * Steel Studs 
and Fillister Head Steel Cap Screws * Hexagon Nuts in 
steel, brass and staintess. 





w 
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Starts on page 7 





line, in 


of doing business in every 
cluding industrial distributors, has 
grown greatly in the same period. 
It takes more of a distributor's 
money every time he hires any piece 
of work done, from sales, from pur- 
chasing, from warehouse, and from 
accounting 

Not knowing who the manufac 
turer objecting to this program is, 
nor the nature of his business, we 
will have to answer his arguments 
in a general way. 

First, let us begin by admitting 
that there are many, many cases in 
which this manufacturer is com 
pletely correct in being “burned 
up.” However, as in most other 
situations, it seems to me that he 
is in error in being “burned up” at 
the associations’ effort and the dis 
tributors’ demands. As in the case 
of manufacturers, there are dis 
tributors who do and distributors 
who don’t. Let us take the case 
of the distributor who does, the one 

+ who recognizes his responsibilities 
to his manufacturer. 


° a | 1. This distributor carries a stock 
The NEW FAVORITE of Mechanics l 3 — idequate to serve the area which he 





They're all buying Williams Locking Adjustables this year because they actually covers with his sales efforts 


offer “All-3” . . . Exclusive features plus advanced design and sound 2. He sees that his men are ade 


precise drop-forged construction .. . af mo extra cost. Advertising, quately trained and directed to pro 


editorials and enthusiastic users are making your sales job easier. mote the sale of his manufacturer's 
products 


$2.08 No. 61 6" Y%" capacit = 
. itl 3. He keeps his manufacturer in 


PRICED AT: ) 2 Mi epaci 
° ) 3.10 - 10L 10” 1%" capacity formed as to the needs of his trade 


o 4.50 . 12k 12” 1X" capacity ind his organization. 


J. H. WILLIAMS & CO., 401 Vulcan St., Buffalo 7, N. Y. 4. He insists on bis manufacture: 
carrying out his end of the bargain. 


I think the real area of disagree 

LLI ment is where the manufacturer and 
Wi | distributor do not come to a definite 
agreement on this manufacturer's 

actual and true potential in the area 


INDUSTRIAL Bacle) 5 assigned to the distributor. This 


1 ‘ , must be accomplished around the 
‘The Broadest Line of Its Kind" table in oer, the manufacturer 
presents his soundly based views on 

the subject, plus facts on the terri 

tory really served by his company 

and what he will really do to pro 
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hrough coupling made of two 4 


THE ADHESIVE THAT'S — 


sa S ¥ RO M G it can lift a truck — meet practically every industrial 


bonding need 


so WE RSAT iL = it can bond virtually any material or combi- 


nation of materials—solve any industrial bonding problem 


so EAS ¢ to use, anyone can make it work—do most any industrial 


bonding job faster and better 


f . GOODZYEAR 


“BONDS ANYTHING TO ANYTHING" 


TAKE PRIDE AND PROFIT in adding PLIOBOND to your 
line of industrial supplies. You'll find almost every one of 
your customers has a need for this all-purpose adhesive 
See your nearest factory distributor for full details or 
write Goodyear, Chemical Division, Coatings Dept 

Akron 16, Ohio 
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Which sheawe 
wovuld youw choose ? 


They DO look alike . . . and they are alike, to all ap- 


pearances. 


But you can’t judge by appearances. To choose wise- 
ly, you must evaluate product availability and service. 
The plus factors of immediate availability and superior 
service are especially vital when emergencies threaten 
work stoppage and loss of production. Moreover, you 
should at ALL times effect real savings on your 
mechanical power transmission equipment by taking 


advantage of FORT WORTH’s availability and service. 


FORT WORTH quality products are offered through- 
out the nation by service-minded industrial distributors, 
and FORT WORTH provides for distributors and users 


the premium of superior industrial service. 


STEEL & 
ORT WORTH "2" 
COMPANY 


SHEAVES—V-BELTS—SPROCKETS—OTHER INDUSTRIAL PRODUCTS 


FORT WORTH @¢ Chicago ¢ St.Louis ¢ KansasCity ¢ Atlanta ¢ Houston 


San Francisco . Los Angeles 7 Memphis e Denver . Jersey City 
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You Said It 


(Starts on page 7) 





mote the sale of this manufacturer’s 
products 

What a distributor should do for 
a manufacturer in the territory as 
signed to him is actually based on 
the amount of net profit to be de 
rived by adequate efforts on the 
manufacturer's line. He certainly 
cannot expect a distributor to de 
vote as much time, money and ef 
fort to the promotion of the line 
offering $1,000 net profit per year 
versus one offering $20,000. 

These disagreements usually arise 
from an exaggerated idea on both 
sides of what each one is going to 
do for the other. A realistic meet 
ing of the minds at some point in 
the relationship will prevent either 
one from getting “burned up.” 

Henry C. Cort 
President 
Engineering Supply Co. 


He Has a Point, But. .. 


Fort Wayne, INp. 
(his manufacturer has a point 
My experience bears it out—the 
average industrial salesman doesn’t 
know enough to really sell some of 
the better-paying lines. 
lo combat this we set up a 
perishable tool department with 
two men on abrasives, grinding 
wheels, drills, etc. They call on 
some trade and do a job of special 
ized selling for us. This specialized 
selling costs us money, but it also 
pays dividends because these two 
men get to the source of problems, 
ind are equipped to handle them. 
I'd also like to say that generally 
the manufacturer is merciless—as 
soon as volume drops off in an area 
they begin to think about new dis 
tributors—when it might be to their 
advantage to bolster the one or two 
they have. 
C. F. McLetsu 
Manager, Industrial Dept 
National Mill Supply, In« 








Tops for Taps... 
it’s a 


Jacobs 


CHUCK 


Jacobs and your industrial supply distributor are 
ready to deliver the chucks you need and the serv- 
ice you deserve. First in chucks... first in service. 


THE JACOBS MANUFACTURING COMPANY e WEST HARTFORD, CONN. 


The Jacobs Mode! 91 The Jacobs Rubber- The Jacobs Model 96 The Jacobs Bal! Bear The Jacobs Plain Bear The Jacobs Impact Key- 
Spindle Nose Collet Flex® Tap Chuck for Collet Chuck for grind ing Super Chuck for ing Chuck for drill less Chuck especially 
Chuck for tool room tapping heads and im- ing machines, millers heavy duty and pre- presses, portable elec designed for the air- 


pact tools. and jig-borers cision industrial use tric and air tools croft industry 


and engine lathes. 





<A sy 
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Y 
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DRIVE f| TENSION IMPACT y PIPE 
FOOLS - WRENCH SOCKETS WRENCHES 


yr 
. | 
| Sey 








~ ie 
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Hand 


BLACKHAWK 


Tools 


7 « « « « GET A FIRM GRIP ON THE BIG 
PROFITS IN INDUSTRIAL HAND TOOLS! 


BLACKHAWK Hand Tools turn up sales 
and profits for you! Your customers do more 
—do it quicker and better—with top-quality 
BLACKHAWK Tools designed for rugged, 
industrial service. 


BLACKHAWK offers you a complete Line 
f precision-made Hand Tools for every 


BLACKHAWK HAND TOOLS 


INDUSTRIAL DISTRIBUTION 


Every Tool has the precise fit, perfect balance 
and great turning power demanded by heavy 
service. BLACKHAWK Tools designed for 
factory and industrial shop needs are fully 
covered by the BLACKHAWK Warranty. 


Ask about these great Industrial Service 
Tools today! They add up to more Tool Sales. 
Write for Catalog and prices. The New 
Britain Machine Co., New Britain, Conn. 
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Ld SoLveD WiTn NEW PG WHEEL! | 


CONTOURED WHEEL HUBS OF 


yl DVARY 7 FAMOUS SCHWINN BICYCLES ARE “Ly 
NOW COMPLETELY POLISHED WITH 3MS =“ 
AMAZING PG WHEEL... A JOB THE PG WHEEL 
FACTS DOES FASTER AND BETTER THAN OTHER KNOWN 
METHODS. PG WHEEL , MADE OF OVER 1000 SEG- 
& collection of useful tips to help you MENTS OF 3M COATED ABRASIVE, Is SELF- 


develop new selling leads in CONFORMING TO CURVES AND MAINTAINS 
industrial markets CONSISTENCY OF POLISH. 






































IT'S EASY TO PICK THE RIGHT ONE 
WHEN IT'S MARKED WITH COLORED 
STRIPS OF “SCOTCH” BRAND PLASTIC 
TAPE. “AT-A-GLANCE” CODE METHOD 
QUICKLY TELLS WORKMEN IF PIPE IS 
CARRYING COLD WATER, CHEMICAL .g 
SOLUTION, LIVE STEAM! SAVES ; SS 

HOURS OF TRACING SYSTEMS! | CE Gh idiaa alse makers of SCOTCH 
. Brand Pressure-Sensitive Tapes, “3M” Abrasives, 
“3M” Adhesives. Export Sales Office: 99 Park 


Avenue, New York 16, N.Y. In Canada: P. O. 
Box 757, London, Ontario. 
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“HOW TO TAPE OUTA 


WEY MWY 


‘USED TO SEAL DOORS OF LOADED 
TRUCK-TRAILERS AND FREIGHT 
CARS, THIS TAPE KEEPS FREIGHT 
INSIDE DRY AND DUST-FREE. 
IT'S “SCOTCH” BRAND MASKING 
TAPE ...EASY TO APPLY, EASY 
TO REMOVE...GIVES COMPLETE 
Mes PROTECTION FROM THE 
WEATHER. 








COSTLY ACCIDENTS WHEN “SAFETY-WALK” 
NON-SLIP SURFACING PROTECTS RAMPS, 
WALKWAYS, STAIRS. THOUSANDS OF TINY 
MINERAL EDGES GUARANTEE SURE 
FOOTING ANYWHERE... EVEN UNDER 
WATER, OIL, GREASE ! 


MINNESOTA MINING AND MANUFACTURING COMPANY 
Dept. LG-25, St. Paul 6, Minnesota 


rtunities 
Ger Moré DEAS of profit oppo Please send me more information on products checked below: 
in the fast-selling 3M line D 
of industrial products. C) PG Wheel 
Send coupon today! (C0 “Scotch” Plastic Tape 
C] 3M Type “H” Dises 
C) “Scotch” Masking Tape 
[) “Safety-Walk” Non-slip Surfacing 





Name a OS oe: 





Firm 





Address 
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NOW! YOU CAN ACTUALLY SHOW YOUR CUSTOMERS 


——— 


PENEIR 


O yf rust to bare metal as seen 


The greatest concentration of Rust-Oleum advertising in history is placing the results of this 
important research before your customers and prospects! Dramatic four-page advertisements 
in color in twenty leading business publications such as MILL & FACTORY, FACTORY, and 
PURCHASING, etc.—powerful two-page advertisements in TIME MAGAZINE, NEWS- 
WEEK, and BUSINESS WEEK! Rust-Oleum advertising like this will continue all through 
1956 . . . showing your customers and prospects just how Rust-Oleum penetrates through 
rust to bare metal. 

Think what this important development means to you! You can prove Rust-Oleum 
penetration by your rusted panel demonstrations —AND NOW YOU CAN SHOW 
IRREFUTABLE PROOF OF PENETRATION as revealed by actual Geiger 

Counter tracing! This remarkable penetration by Rust-Oleum’s specially-processed 

fish oil vehicle is the difference between Rust-Oleum and ordinary materials! 

Use Rust-Oleum’s specially-prepared sales tools to go over this story of 

penetration with your accounts ... show them the thirty-page report 

on Rust-Oleum penetration prepared by Battelle Memorial Institute 

technologists ... go over the results page-by-page with them. 

Rust-Oleum penetration of rust to bare metal can save 

your customers thousands of dollars in costly surface 

preparations ... and it can mean thousands of dollars 

in additional Rust-Oleum sales for you. 


Iustration of cross sec- 
tion of rusted metal 
cocted with Rust-Oleum 
(enterged 150 times) 





THIS POWERFUL STORY 
1S FEATURED IN — 


FACTORY 

MILL & FACTORY 
PLANT ENGINEERING 
THE PLANT 
PURCHASING 


MECHANICAL 
ENGINEERING 


CONSTRUCTION 
EQUIPMENT 
ARCHITECTURAL 

RECORD 
WESTERN INDUSTRY 
TIME MAGAZINE 
NEWSWEEK 
BUSINESS WEEK 

—and 50 
other important 
publications 


through the “eyes "of rad loactivity! 


There is only one Rust-Oleum. . . Nd it is distinctive as your own fingerprint 


i 
i 
Your Greatest Sales Tool! 


Be sure that each of your 

customers and prospects 

knows the facts in your com- 

plete thirty-page report on 

Rust-Oleum penetration, pre- 

pared by Battelle Memorial 

Institute technologists. It cov- 

ers in detail the methods, pro- 

cedures, and results of nearly 

three years radioactive research. It is registered in your name 
and is your most important Rust-Oleum sales tool! Remem 
ber—you sell the only one of its kind in the world ir 
Rust-Oleum. The results of this important research serve to 
emphasize the fact that Rust-Oleum is distinctive as you 
own fingerprint. 


id 


Rust-Oleum coating 


Lt 


Mixed, rust ar 


o 
Lt? | | 


Rust-Oleum Coating, 


at te 


Rust, some Rust-Oleum coating 


> 
i=) 
——y- 


vw" 
—) 
+ 
folra iim er til 
some rust 


Mixed, Rust-Oleum vehicle, 
rust, and metal 
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Radioactivity, per cent 


1 
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| ee ee) a a 
i) 1 2 3 4 5 6 
i 


Distance from Coating Surface, mifs 


recorded by Geiger Counter is shown on the graph 


i 
I 
Rust-Oleum penetration through rust to bare metal as 3 
i 
i 


above in “Percentage of Surface Radioactivity’ figures. 
oS ee eS eS ee eo ee 8 8 8 8 oe Oe Ue Ue 


RUST-OLEUM CORPORATION « 2413 Oakton Street —Evanston, Illinois 
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Dipper hoist ropes take a beating from abrasion, shock loads and constant bend- 
ing. That is why you need a rope that’s engineered for the job — Tiger Brand. 


This 3% mile tramway, equipped with Tiger Brand Wire 
Rope, reduced hauling costs by 66% over any other method. 
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When you are moving materials in a 
big way, the cost per cubic yard may 
be a deciding factor in the type of 
equipment and wire rope you select. 
Whether you use shovels, draglines 
or tramways, the problem is to pick 
the rope that will give the best pos- 
sible service on your job. 

On shovels, Tiger Brand Wire Rope 
has run up some amazing records. 
Tiger Brand shovel hoist ropes are 
designed to combine flexibility, 


Tiger Brand Drag Lines have a reputation for keeping 
costs down by moving more cubic yards per rope. 


BY Ale... Tiger Brand delivers 
top yardage per dollar spent for wire rope 


strength and resistance to abrasive 
wear as required by this class of serv- 
ice. 

On draglines, where a lot of abra- 
sive wear and abuse are encountered, 
Tiger Brand drag ropes have dem- 
onstrated time and again that the 


right rope for the job is the most 
economical. 

For tramways, Tiger Brand track 
cables and traction ropes are recog- 
nized leaders. 

For a personal guide to rope selec- 
tion, send the coupon. 


American Steel & Wire Division 
Rockefeller Building, Dept. D-26 


Cleveland 13, Ohic 


Please send me your Wire Rope Recommendation Book, ‘‘The Right 


Rope for the Job." 
Nome 

Company 
Address 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO - TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. SOUTHERN DISTRIBUTORS 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS AMERICAN TIGER BRAND WIRE ROPE 
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AGAIN...the Biggest News 
in the Cutting Tool Industry 
comes from the 
Morse-Franchised Distributor 


Read off the headlines Morse has made in for every job in every plant. . . be it carbon, 
the last few years! Hi-Helix End Mills. . . high speed or carbide. He’s backed by 
the Ambore Drill . . . Morse Electrolizing Morse’s years of experience in carbide tool- 
. new teletype-telegraph network to speed ing . . . and he’s the one man who has the 
up service ... then the sensational ““Vector- most in cutting tools. 
matic”’ Ground Taps... 
And now MORSE ADDS CARBIDE MORSE TWIST DRILL & MACHINE COMPANY 
o e d he wary NEW BEDFORD, MASSACHUSETTS 
TOOLS ...to round out the most complete line (Division of VAN NORMAN CO.) 
of cutting tools ever offered under one name, Warehouses in New York, Chicago, Detroit, Dallas, San Francisco 
This means that the Morse-Franchised 
Distributor is in a position to recommend 


the best and most economical cutting tool 





NOW ...more than ever 


MORS En 


“THE MOST” = 


in cutting tools 
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"Dayton showed us how to 


Double V-Belt sales in 10 months!” 


“Close factory cooperation and a top quality 
V-Belt line—there’s the answer,” says J. K. 
Joe) Weiser, Pres., Minnesota Bearing Co. 


“During 1955 we took on the Dayton line 
and increased our V-Belt sales 125%! 
Since the first day, Jim Lafans, Dayton 
Rubber representative, has been on my 
heels and those of our entire sales force 
making customer calls, helping solve 
\V-drive problems, setting up Preventive 
Maintenance programs and sales training 
meetings. We’ve never known such close 
factory cooperation—and it really pays 
off in good customer relations. 


“Backing up the Dayton representative 
and ourselves is the complete Dayton 
V-Belt Drive line and its ready acceptance 
in our highly diversified market. Paper 
mills, Flour mills, Canneries, Meat Pack- 
ing Plants—whatever the V-Belt drive, 
Dayton gives us a belt to sell. And with 
our Mining customers—or wherever really 
tough drives have been encountered—the 
Dayton Cog-Belt* is a sure solution. 


“Top it all off with Dayton’s Selective 
Franchise that protects us from over- 
distribution in each of our five locations 
and you’ve got an unbeatable combination 
for increasing V-Belt sales.” 


oe 


“The sale doesn’t end for us (or Dayton) with the 
installation of a new belt or set of matched Dayton 
V-Belts. Here Bob Weiser, left, Jim Lafans, 
Dayton, and Andrew Bayder, Kurth Malting Co., 
check recent drive installation as part of Dayton’s 
continuing PM program.” 


“This is headquarters in Minneapolis for our 
power transmission operations. Other V-Belt stocks 
are housed in branches at St. Paul, Hibbing and 
Duluth, Minnesota, as well as Sioux Falls, 8. D.” 





“? 





“A terrific sales tool, Dayton’s new Handbook of 
’-Belt Drive Design is the only one in the indus- 
try. In the huddle reviewing it are, from right, 
J. W. Cowan, Minnesota Bearing, Jim Lafans and 
Norm Lever, Dayton, Bob Weiser, Sales Repre- 
sentative and myself.” 


a 


Boosting our V-Belt sales to a top bracket posi- 
tion in each of our markets keeps Larry Olson, 
Shipping Clerk, busy filling orders and checking 
new factory stocks.” 


oe a 


“Close factory cooperation has been 
factor in doubling our sales volume 
gives Bob Weiser, on the left 
our sales staff a 


a primary 
>». Jim Lafans 
, and all the rest of 
hand whenever they need it, 
besides making calls on his own to sell Dayton to 
new accounts.” 


AOE LAL 


‘“‘Norm Lever, Dayton Regional Manager, pitched 
in to conduct a sales training meeting covering the 
entire Dayton line to include operation of Dayton’s 
exclusive Matchometer, used to insure perfectly 
matched V-Belt sets. That’s J. W. Cowan, our 
Sales Manager, center.” 

WwW 


Dayton Ke. 


V-BFIT DRIVES 


aagtes Aubber 


YEARS OF PROGRESS 


World's Largest Manufacturer of V -Belts 


The Dayton Rubber Co., Industrial Div., Dayton 1, Ohio 


D.R. 1956 





Sell the tools preferred by industry 


Thor electric drills 


Longer life! Lower maintenance! 25% more power! 


= it, 
EE 


HEN you sell Thor Electric Drills and the 

complete Thor line, you are selling the tools 
industry prefers—tools that last longer, deliver 
more power, and cost less to maintair.. Thor sells 
only through distributors to protect your profits. 
Thor-trained service engineers work with your 
own salesmen to increase your sales volume. 
Thor’s nation-wide network of service branches 
means prompt action—as near as your telephone. 


THOR TOOLS ARE PACKED WITH FEATURES 


The Silver Line 4” Drill shown above actually develops 
25% more power than other standard drills. It is built 
in seven speeds to meet specific needs. Generous use of 
ball bearings assures long life and low maintenance. 
Thor attachments permit converting one drill into many 
other tools. Interchangeability of Thor basic parts keeps 
parts inventory down. Ask us to prove all these state- 
ments! Thor Power Tool Company, Aurora, Illinois. 


Thor’s biggest 
ad program 
means more 
sales for you! 


NATIONAL ADVERTISING 


The biggest advertising campaign in Thor's 
entire 63-year history includes frequent ads in 
The Saturday Evening Post, Popular Mechanics, 
Popular Science, and Farm Journal. 


INDUSTRIAL ADVERTISING 


Thor full pages in color are appearing regularly 
in the most infivential industrial publications—the 
magazines your customers study every month! 


THOR POWER TOOL COMPANY 


Atlanta * Birmingham 
Boston * Buffalo 
Chicago * Cincinnati 
Cleveland * Denver 
Detroit * Houston 

Los Angeles * Milwaukee 
Newark * Long Island City, 
N.Y. * Philadelphia 
Pittsburgh * St. Louis 

San Francisco * Seattle 
Toronto, Canada * Export 
Division, New York City 
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WHETHER YOU ARE REAMING FOR SIZE or finish and size; 
whether your reaming requirements are for a few holes or thou- 

sands, you'll find GTD AMPCO reamers up there among the bést. 
‘And there is a GTD AMPCO field engineer at your service-in 

“most industria! centers. If you have reaming problems call any 
Greenfield sales: office. | ale 4 
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AMPCO TWIST DRILL -DIVISION. 
GREENFIELD TAP and DIE CORPORATION 
GREENFIELD, MASSACHUSETTS ‘i 
NEW YORK CHICAGO DETROIT LOS ANGELES 
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This is the NEW Lodge & Shipley 10” 
HieTurn Lathe which joins the line 
famous for lathe leadership. It pro- 
vides high speed turning, boring and 
facing capacity for production de- 
partments. For complete information, 
write for Bulletin 300, The Lodge & 
Shipley Co., 3055 Colerain Ave., 
Cincinnati 25, Ohio. 


This is Horton's 3-Jaw Scroll Universal 
Chuck which for more than 100 years 
has been the companion to the world's 
finest lathes. Its lasting accuracy and pre- 
cision contribute to the high production 
of any tool room or plant. For the com- 
plete story on this and Horton's complete 
line of high production chucks, see your 
Horton representative or write direct. 


cee 


WINDSOR LOCKS, CONN. 
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"he already strong 
U. S. Gasket-Belmont Packing 
Distributor Organization is being enlarged. 


If you would like to profit from this 


Complete, Modern, Aggressively Merchandised Line... 
write Harry Stott, Gen. Sales Megr., 
Box 648, Camden 1, New Jersey. 


Steam Packings 
Hydraulic Packings 

Hot & Cold Water Packings 
Ammonia Packings 

Acid Packings 

Brine Packings 

Caustic Packings 

Hot Oil Packings 
Gasoline Packings 
Bel-Vee Rings 

Air Compressor Packings 


Centrifugal & Rotary Pump 
Packings 


Valve and Reciprocating Pump 
Packings 


Expansion Joint Packings 

Valve Stem Packings 

Foil Wrapped Packings 

Plastic Packings 

Semi-Metallic Packings 

Leather Packings 

Sheet Packings 

Spiralwound Metal-Asbestos 
Gaskets 

Wire-Asbestos Boiler Gaskets 

Teflon V-Rings, Cup and Cone, 
and Wedge Type Rings 

Teflon Back-up Rings, U-Rings, 
Cups and Flanges 

Teflon Impregnated Packing 

Teflon Braided Packing 

Teflon Extruded Packing 

Teflon Bulk Packing 

Teflon Jacketed Gaskets 

Teflon Glass Pipe Gaskets 

Teflon Jacketed Pipe Adaptors 
and Reducers 

Teflon Expansion Joints 

Teflon Flexible Couplings 

Teflon Mechanical Shaft Seals 

Teflon Stock: sheets, tape, rods, 
tubing, bars and cylinders 

Teflon Chemical-Resistant Pipe 
Liners and Fittings 

Teflon Laminates 

Cementable Teflon 


U.S.GASKET: BELMONT PACKING 


MOST. COMPLETE LINE OF MECHANICAL PACKINGS & TEFLON SPECIALTIES OFFERED INDUSTRY 
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“Half the battle Is over 








Attractive Floor Displays of Delta woodworking and metalworking lines at Chandler 
Farquhar bring prospects in, move them to buy. 
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Street Traffic shouldn't be ignored in industrial selling, Telephone Order Department at Chandler & 
believes Chandler & Farquhar. Window displays are changed Farquhar supplements outside sales staff in providing com- 
frequently. ' plete information and quick action on orders. 


re : 
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when you say DELTA” 


states J. F. Donahue, General Manager, 
CHANDLER & FARQUHAR, INC., Boston, Mass. 


During its 75 years, Chandler & Farquhar has become 
one of the largest industrial supply houses in the 
United States, covering a sales area consisting of 
Maine, New Hampshire, Vermont, and Eastern Massa- 
chusetts. “Specializing is the secret of moving goods,” 
says J. F. Donahue, General Manager. “Although we 
stock 350 lines, we concentrate on the 20 lines account- 
ing for 80 per cent of our business—and Delta is in 
the top ten!” 


User Acceptance Vital 


“Tndustrial buyers stick by a product that is known 
and accepted,” Mr. Donahue states. “Half the battle 
is over when you go into a plant and say ‘Delta’. A 
complete line of popular tools is important, too. We’d 
rather do a good job with one complete line than a fair 
job with a lot of brands.” 


Still Growing 


“We always try to guard against complacency, against 
resting on our laurels. That’s why we like to do business 
with successful companies—ones we can grow with. We’re 
still growing with Delta.” 


Complete Customer Service 


It has always been Chandler & Farquhar’s policy to 
back fine products with service to match. The company’s 
sales efforts are based on sound, proven techniques which 
they not only believe in, but practice: Complete delivery 
. . . Fast delivery . . . Assembled delivery . . . Organized 
sales calls . . . Direct Mail . . . Clean, modern showroom 
. .. Demonstration . . . and perhaps the most important 
of all—a solid reputation. 

“Our customers know that they can depend on us, and 
on the products we handle. They know that we are working 


Product Demonstrations are held in special room 
set aside for that purpose. Here, a Delta 11’ lathe is put 
through its paces for clinic group. 





J. F. “JIM" DONAHUE, General Manager of Chandler & Farquhar, 
Inc.: “User acceptance is vital to sales growth. Half the battle is over 
when you go into a plant and say ‘Delta’.” 


in their best interest, and in the long run that’s more 
important than ‘deals’ and ‘specials’.”’ 


Leading industrial distributors all over the United States 
are continuing to grow with Delta. The reason is basic: 
When Delta Quality is backed by dealer service of equally 
high quality, the result is bound to be growing sales and 
profits. Delia Power Tool Division, Rockwell Manu- 
facturing Company, 634B N. Lexington Ave., Pittsburgh 
8, Pennsylvania. 


DELTA QUALITY POWER TOOLS 
Another Product by Rockwell 


DELTA QUALITY COSTS NO MORE 
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me 
ee to stay in the chips. 


It’s smart to do business 
with your Goodyear Distributor. He can 
give you fast, dependable service on Hose, 
V-Belts, Flat Belts and many other indus- 
trial rubber and nonrubber supplies. Look 

for him in the Yellow Pages under 
“Rubber Goods” or“ Rubber Products.” 


GOOD, YEAR 


THE GREATEST NAME IN RUBBER 


Reproduced above are a few of the many advertisements on 
Goodyear Industrial Products scheduled for 1956. These will 
appear in four colors in four of the country’s leading business 
magazines. Total circulation of these publications is approxi- 
mately 3,800,000 and includes virtually all of the key men in 
industry who can influence the purchase of industrial rubber 
goods. 
Also reproduced above is the note upon which all these adver- 
tisements end. In effect, it is a sending of all interested pros- 
pects to the Goodyear Distributor—a source of select leads to 
select sales. 
This channeling of prospective customers to its Distributors is 
typical of Goodyear’s cooperative advertising and promotional 
efforts. Similar steering in extensive trade journal advertising, 
specific advertisements on the advantages of doing business 
with Distributors, complete sales literature and technical infor- 
mation, direct-mail campaigns, physical sales aids—all designed 
to sell more goods through the Distributor—are others 
Why not learn more about what Goodyear is doing to build sales 
and profits for you? The complete story is yours by writing: 
Goodyear, Industrial Products Division, Akron 16, Ohio. 
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SPECIAL 


This advertisement, in revised form, is 
appearing in the interest of Republic 
Chain Distributors in Factory Man- 
agement and Maintenance, Iron 


Age, Steel and Business Week 
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This special Republic Chain assembly is used in a forge shop for handling heavy dies. Spreader bar section includes a 1%” Republic Alloy 
Triple Chain Sling, 2 legs 9/ long, middle leg 6/4” long with 1%” chain shackles each end, oblong link at top. Lower section includes a %” by 
5’ Double Branch Republic Alloy Chain Sling with pear-shape link at top and spiral pin hooks at bottom. 


PUBLIC 


ae 
(mpc) Worlds Ulead Range of Standlaril, Steels 
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assemblies like this are AVAILABLE 


from your Republic Chain Distributor 


Because he offers a complete line of every type 
and size of welded and weldless chain, chain 
slings, attachments and accessories in all 
standard and special carbon, alloy and stain- 
less steel analyses. 


Because his stocks are backed by Republic 
Chain Plants and Warehouses strategically 
located in principal cities from coast to coast 
to speed delivery and to reduce costly down- 
time and delays. 


Because he is also backed by Republic’s Field 
Engineering Department—staffed by com- 
petent chain engineers thoroughly trained to 
handle all- types of chain problems. These 
specialists are available to work with your 
engineers on special chains or assemblies. 
There’s no obligation. 


Because the chain products he sells are top 


quality. Republic is the only chain producer 
who can control quality at every step of pro- 
duction. Republic uses its own ores, makes its 
own steel, rolls its own bars, draws its own 
wire. You are assured that Republic Chain will 
do the job for which it is intended. 


Because he has at his disposal the combined 
knowledge and experience of the entire 
Republic Steel organization— research men, 
metallurgists, men devoted to the continuous 
task of improving steel and steel products. 


These are the reasons why Specials are Avail- 
able from your Republic Chain Distributor. 
Perhaps you have a special job pending right 
now. Why not call in your Republic Chain 
Distributor? He will put all of these factors to 
work in helping you find a practical and eco- 
nomical solution. Send coupon for the name 
of the Republic Chain Distributor nearest you. 


os 
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REPUBLIC STEEL PIPE is c favorite in the plumbing, 
heating and air conditioning industries. Pipe has 
uniform strength and ductility, tight adherence of 
the galvanized coating. It is easily threaded and 
readily bent. Republic Steel Pipe is carefully 
guarded by rigid controls at every step of pro- 
duction. Republic supplies a full line in sizes you 
want, 


STEEL 


and Stack Producla 


REPUBLIC COLD FINISHED BARS AND SHAFTING 
keep your customers happy and increase your 
profits. Your customers get al! the qualities they 
want in steel parts production— accuracy of sec- 
tion, close tolerance and a bright, smooth finish 
that rarely requires further machining. Republic 
produces rounds, squores, hexes, flats and spe- 
cial sections in all standard and special steel 
analyses. 


0 Chain 


Name 


D Cold Finished Steels 


REPUBLIC SPECIAL AND STANDARD FASTENERS 
by the thousand. One call to Republic gets all 
the fasteners you need for your customers’ as- 
sembly and maintenance work. Republic backs 
its distributors with one of industry's largest 
stocks of headed and threaded products— more 
than 20,000 standard types and sizes—over 
8,000 special types and sizes. Order from 
Republic. 


REPUBLIC STEEL CORPORATION 
3156 East 45th Street + Cleveland 27, Ohio 


Please send more information on: 


DC Steel Pipe 
0 Fasteners 


Title 





Address__ 


| 
| 
| 





Company—— 


Zone—_State___ 
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| MR. INDUSTRIAL SALESMAN: 


Here is No. 6 in an informative series 

on Nicholson Special Purpose files. 

We suggest you keep it handy for ready 
reference, to help you sell. 


PRiktstaeee Pee S FOR 
Pre haere VOOR... 
EP ie tern yy" OF 


KNIFE 


oa ROUND STRAIGHT 


HALF ROUND 


METAL SAW 


Rowe 


SQUARE 


, PILLAR 


THREE SQUARE 
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Actual fineness range, 6” Swiss Pattern Hand files. 
There are six degrees of fineness instead of the three found 
in conventional American Pattern files. 


== ap SS =a & — FC 


Half Round 


Crochet Auriform Oval Oval 
(Crossing) | Sharp Edge 





Barrette Lozenge Square Equaling Three Square 
(and Pillar) 


These are the 14 cross-sectional shapes. 


Here are representative files from the 
most popular group of Nicholson Swiss 
Patterns. Others include Equaling, 
Pippin, Ring, Warding, Barrette, Slitting 
and Crossing. 


Another important group is Round 
(knurled) Handle Swiss Patterns. These 
come in most of the basic cross sec- 
tions, either individually or attractively 
boxed in assortments of one dozen. 


Other Swiss Patterns include: Parallel 
Machine files, Special Tension Machine 
files, Round Bench Machine files, 
Square Handle Needle files (also 
known as escapement files, widely used 
by jewelers and silversmiths), Die Sink- 
ers and Silversmiths Rifflers. These files 
are available in most of the basic cross 
sections. Other Swiss Patterns are 
Screw Head, Broach, Corrugating, Joint 
and Testing. The last is for determining 
metal hardness, not for stock removal. 


This is the simplified story of Nicholson 
Swiss Pattern files. Refer to your Nichol- 
son catalog for illustrations of all Swiss 
Pattern types, and for full information 
on sizes and cuts for each file. 
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INSEPARABLE 
TUBE-TO-COVER BOND 


Here’s The Hose That Builds Repeat Business 
Because Many Users Say It Outlasts Them All! 


. and it lasts 


Bulk and stiffness have been engineered out of this 
modern hose. An exclusive R/M construction, 
Homoflex Hose has no pre-set twist . . . it coils and 
uncoils freely in any direction, eliminating strain at 
kinking points that can cause internal damage and 
eventual hose failure. Special engineering creates a 
homogeneous, inseparable tube-to-cover bond that 
greatly increases hose life ... and reduces hose costs! 
Rugged and strong, flexible as a rope, and light, 
Homoflex Hose does a better job in handling air, 


MANHATTAN 


RUBBER 


RAYBESTOS- MANHATTAN, 


water, and other fluids and gases . 
longer. 


Homoflex Hose maintains uniform inside and out- 
side diameters for faster flow on the job... . easier 
fitting of couplings. Ask your R/M representative 
about types of Homoflex Hose for your operations. 
He can also show you how other types of R/M Hose 
for general and special purposes last longer, too... 
give you “More Use per Dollar.” 


JERSEY 


INC. 


DIVISION — PASSAIC, NEW 


geen: sae 
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Roll Covering 


Hose * orate OT ee 
Products * Laundry 
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Another reason why you sell the best 
when you sell the RBaW brand 


This is a wire drawing operation . . 

right in a RB&W plant. It goes on 
every day, on whole batteries of such 
machines. When wire comes from this 
equipment, it’s stronger, more pre- 
cisely sized, has a better finish, and is 
fit and ready for the modern RB&W 
cold forming bolt and nut makers. 


Not every manufacturer goes to these 
lengths. Wire can be bought with 
standard dimensions. But we’re par- 
ticular about quality control. We want 
to be sure the material will furnish 
the best fasteners you can sell. 


Facilities like these and the know-how 
to use them have earned for RB&W 
products a reputation for top notch 
quality at competitive prices. You'll 
never go wrong to go along with that 
combination. 


If you want to be sure you’re supply- 
ing your customers with the best in 
fasteners, contact our nearest sales 
office. Or write Russell, Burdsall & 
Ward Bolt and Nut Company, Port 
Chester, N. Y. 


110th year 


Plants at: Port Chester, N. Y¥; Coraopolis, Pa.; 
Rock Falls, lil; los Angeles, Calif. Additional 
sales offices at: Ardmore (Phila.), Pa.; Pittsburgh; 
Detroit; Chicago; Dallas; San Francisco. Sales 
agents at: Milwavkee, New Orleans, Denver, 
Seattle. Distributors from coast to coast. 
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SIX GOOD REASONS WHY 
IT PAYS TO STOCK 
RB&W FASTENERS 


1. The most complete line 
in the field, 


2. Uniform quality through- 
out the line 


3. Complete reliability of 
supply from full stocks af 
all plants 


4. Fast, accurate and friend- 
ly service 


5. Best advertising support 
in all leading publications 
including Fortune, tron Age, 
Steel, Mill & Factory, etc. 


6. The original ‘‘upside- 
down" package — extra 
strong for no-spill, quick 
and easy handling 





WAREHOUSING SPACE PROBLEMS? 


Warren Tool’s ‘FLAT PAK’ Five 
Carton Will Help Solve It! 


“.. . but I can order it for you . . .” never closed a sale. That’s 
why extra storage space means extra profits 

The Warren-Teed “Flat Pak” Five carton gives you this bonus 
space in your storeroom or warehouse. There’s no wasted space 
in these sturdy containers. Flat Pak Fives are also designed for 
shelf stocking. 

Stack them as high as you want. No danger of crushing these 
cartons because the tools inside support the extra weight. Seams are 
pre-stitched with metal clips for tighter closure. 

Each carton’s contents is marked plainly for quick inventory. 
rhe distinctive Flanders Blue identifies all cartons as Warren-Teed 
tools. All cartons are decimal packed 

Right down to the cartons they're shipped in, Warren-Teed tools 
build your profits and cut your costs. That’s why distributors 
and dealers everywhere stock them with confidence and sell them 
with ease. 

AAW HANDLE 
The finest obtainable— 


varhoanne ps ey WAR Bar EED 


trade mark 


WARREN TOOL CORPORATION 


Manufacturers of Warren-Teed and Devil railway track tools 
General Offices 


Export Division 
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RIVERSIDE 


Henry Disston & Sons, Inc. 


now a proud division of 


H. K. Porter Company, Inc. 


announces far-reaching advantages for you 


As your finest source of highest quality saws, cutting 
tools, and steel, the Disston organization is now greatly 
strengthened. It is fully backed by these great tangible 
and intangible assets of H. K. Porter Company, Inc.... 
@ outstanding financial stability 
@ young and vigorous manpower 
@ alert management policies soundly based on 
service to industry Divisions of H. K. Porter Company, Inc. 
@ progressive engineering and scientific research, hendeh wapes wane consenen esee Ob 
development and manufacturing policies : , 
@ reliance on and confidence in distributors as a vital 
element in successful industrial marketing 
The high quality and superior characteristics of all 
Disston products and lines will continue to be available ESCO, JOLIET, ILL 
to you. LACLEDE-CHRISTY, ST. LOUIS, MO 
You can depend on vigorous attention being paid to your LESCHEN WIRE ROPE, ST. LOUIS, MO 
service and delivery needs. McLAIN FIRE BRICK, PITTSBURGH, PA 
If you would like further information or answers to QUAKER PIONEER RUBBER, SAN FRANCISCO, CAL 
particular questions, please do not hesitate to write. 
QUAKER RUBBER, PHILADELPHIA, PA 


Henry DISSTON DIVISION RIVERSIDE METAL, RIVERSIDE, N. J 
H. K. Porter Company, Inc., VULCAN CRUCIBLE STEEL, ALIQUIPPA, PA 
223 Tacony, Philadelphia, Pa. W-S FITTINGS, ROSELLE, N. J 


CONNORS STEEL, BIRMINGHAM, ALA. 
DELTA-STAR ELECTRIC, CHICAGO, ILL 
Henry DISSTON, PHILADELPHIA, PA 
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‘YHH) WRIGHT Safeway Hand Hoists 


Complete Line of 11 Sizes and Capacities to 25 Tons 


products 


SPECIFICATIONS 





Ten Capacity ” 1 





Minimum Distance 
between hooks 





Stendard Lift ; e 














Net Weight Lbs. 47 





SAFEWAY HOIST 
Ya TO 4 TONS 





SPECIFICATIONS 





Ton Capacity 





Minimum Distance 
between hooks 





Standard Lift 


Net Weight Lbs 











@ When you stock WRIGHT 
Safeway Hand Hoists you are ready 
to meet every customer require- 
ment. These sturdy, easy-running 
hoists come in eleven sizes and ca- 
pacities to cover the widest possible 
range of lifting applications. 

WRIGHT Safeway Hoists, now 
completely redesigned, retain their 
simplicity of construction but the 
use of improved materials assures 
the user a hoist with a much longer, 
trouble-free life. 








E>) EPSP EP EP EY CPE 


— 


—* 
ee 


SAFEWAY HOIST 
5 TO 10 TONS 





" 
~~ 








SPECIFICATIONS 


SPECIFICATIONS 





Ton Capacity 20 4 25 





Minimum Distance 
between hooks 





Standard Lift 





Net Weight Lbs. 





SAFEWAY HOIST 
12 TO 16 TONS 


~ 


SAFEWAY HOIST 
20 TO 25 TONS 








Ton Capacity 


Minimum Distance 
between hooks 





Standard Lift 











Net Weight Lbs. 


All the vulnerable parts of WRIGHT 
Safeway Hoists are enclosed in high 
grade steel housings. This sealed 
construction makes them ideal for 





use in dusty atmospheres, as in 
cement mills and foundries; cold or 
wet exposures, or high temperatures 
in heat treating rooms. 


No expense has been spared to make the 
WRIGHT Safeway Line the best hand hoists you can sell. 
Let us send you Catalog DH-164B. Write our York, Pa., 


office today 


co 


Wright Hoist Division 
AMERICAN CHAIN & CABLE 


for 
Better 





York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 


Value 





Mr. Distributor-What do 
the color markings mean on 


these ga 


hats 7? 


S. 


Thats how 
JS-M identities the different 


metals available iin 
Spirotallic Gaskets 


Johns-Manville’s new color code eliminates costly errors— 
helps make more customers for you 


® 

Every day, the demand for Spirotallic Gaskets 
increases because these gaskets are self- 
adjusting to pressure variations—they can 
maintain a perfect seal even when fluid pres- 
sure, flange compression and bolt tension 
fluctuate widely. So they are built to withstand 
high temperatures and active corrosives. 

This means the use of a variety of corro- 
sion-resistant alloys. Because so many of 
these metals look alike it has been very 
difficult to tell them apart once the identify- 
ing tag was lost. Now they have a permanent 
method of identification that saves time, 
trouble and expense. A color patch on the 
centering guide tells the metal used in each 
gasket. This avoids costly errors and helps 
make friends for vou. 

How they are constructed: Spirotallic 


Gaskets are self-adjusting to pressure 
changes because they are made of interlock- 
ing plies of corrugated metal and asbestos 
strip spirally wound. This construction 
makes them extremely resilient. 


Where fo sell them: Factories, proces- 
sing plants, refineries, public utilities, steam- 
ship companies—in fact wherever fluctuat- 
ing and high pressures, elevated temperature 
and corrosive fluids are encountered. Pipe 
sizes range from 4" 
up. For more informa- 
tion and color code 
card, write Johns- 

Manville, Box 60, New 
York 16, N. Y. In 
Canada, Port Credit, 
Ontario. 
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Here are seven of the metals 
available and their color 


steel — white 


Stoinless — 
yellow 


Type 316 
Stainless — 
green 


Type 347 
Stainless — 


brown 


Aluminum — 





Renewable Composition Disc 
BRONZE GLOBE VALVE 

150 ibs. Steam 3OO Ibs. O.W.G. 
4a in. to 3 in. 


Making a 
Work Horse 
a Champion 


Take a Fig. 106-A apart. It’s easy to see 
(and show) the reasons why it’s the 
“champion” of disc-equipped Bronze 
Globes. Every part, from heatproof hand- 
wheel to pipe ends, reflects the design and 
construction skill of generations of Jenkins 
Valve specialists 

Fig. 106-A not only looks better — it 
proves out better in performance. In any 
comparison, its long-life, low-upkeep rec- 
ord has always set the standard. That is 
the true measure of valve cost — and it is 
the reason why industry’s shrewdest buy- 
ers will settle for nothing less than Fig. 
106-A quality 








Champion for long-range economy ... 
and champion sales-builder for 


JENKINS DISTRIBUTORS 


Work horse of industry's pipelines is the renew- 
able composition disc Bronze Globe. 

Jenkins valve specialists have always taken 
a special view of this type of valve. It dates way 
back to.the time when Jenkins introduced the 
first renewable composition disc Bronze Globe. 
In fact, Jenkins is still the only manufacturer 
of both valves and discs. 

Jenkins engineers reasoned that the valve 
that has most of the work to do should have 
a liberal extra measure of dependability. The 
result is Fig. 106-A. 


The Fig. 106-A “family”, with interchangeable parts, 
provides patterns to meet 90% of average valve needs. 
Trimming is interchangeable in Globe or Angle 
body, screwed or flanged. With a few parts, quickly 
assembled combinations provide a Lift Check, a 
Spring-loaded Check, and valves for Stop and Check, 
Quick-opening, or Throttling service. 
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It has all the rugged endurance of a work 
horse. But it also has the fine form, the lasting 
sensitivity of control — all tke characteristic 
features of a champion. 

That's why valve-wise buyers everywhere 
judge any renewable disc valve by Jenkins 
. the Fig. 106-A “family” 
a lead 
ing producer in the complete Jenkins line that 


standards. Result . . 
is a steady, profitable sales builder . . . 


makes valve business big business. Ask any 
Jenkins Distributor. Jenkins Bros., 100 Park 
Ave., New York 17. 


JENKINS. 


VALVE S=@> 


SOLD THROUGH LEADING INDUSTRIAL DISTRIBUTORS 
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THEY FILL THE BILL 


Whatever the bolting requirements of your customers, you can fill the 
bill with Bethlehem Bolts and other fasteners. Bethlehem fasteners 
come in a full size range. They are quality fasteners in every way, 
made to exacting specifications by men with years of bolt-making 
experience. They’re the kind of fasteners your customers are sure to like. 


Bethlehem Bolts Are Good Bolts 
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SOMEBODY BUYS A LOT OF HOSE HERE... 


A Thermoid Distributor sells it—quicker, easier, 
more profitably — with the help of Thermoid P.S. 
(Personalized Service): 


PERSONALIZED ENGINEERING HELP—Experi- 
enced Thermoid representatives will help you 
to solve unusual application problems. 






PERSONALIZED PRODUCTION—Thermoid 
Hose, V-Belts, Conveyor Belting is built to the 
most exacting requirements of any industry. 


PERSONALIZED SALES HELP—Thermoid pro- 
vides effective sales promotion aids; helps you 


Thermoid Multi-V Belts Thermoid Conveyor Belting 
¥! _ o 'g 


2 
. a 


' eae 





in conducting sales meetings and sales training 
sessions... tieing your program to the intensive 
Thermoid advertising in publications read by 
your customers and prospects. 


And Thermoid’s line of Hose, Belts and Friction 
Materials is complete: your market is as big as 
industry itself. Get the facts on Thermoid now! 


hermol 


Thermoid Company 
Trefiton, NJ 


Thermoid Brake Blocks, Clutch Facings 







. 
*Onaliz, 
Ss w 


You 8e)) ry, ®rVice 
Ccis; er, q 
S10n Mo 
. engi id 
ts Neereg 





we 


The distributor salesman and the golden hours 


that out of his entire working day there were only 


Once upon a time there was a distributor 
salesman who worked like a horse from dawn ‘til 
dusk. He traveled thousands of miles—wore out the 
seats of countless pairs of pants on waiting room 
chairs. He wrote orders, too—but there never seemed 
to be enough of them. (It just wasn’t right—for this 
boy really could sell.) 


Then, one day a great light dawned! He discovered 


about four hours of actual selling time, and his income 
depended on how well he used these four precious 
hours. He needed a line that could be sold quickly 
and easily—on every call. He found it in Keystone 
Specialized Lubricants 

P.S. This distributor salesman prospered and lived 


happily ever after. 





Five reasons why the Keystone line pays off for the distributor salesman: 


1 There is a BROAD MARKET for Keystone 
Specialized Lubricants. Wherever a wheel turns or a 


machine moves, the correct lubricant is a “must” 


A sales opportunity for you—on every call easier. 


you sell needs the right lubricant to kee; 
efficiently 
4. SELLING “TOOLS” help mak 

Keystone offers the finest in the 


Extra sales for you 


siness 


Bulletins BK 19 and BK 20, the Applic ation ( suide 


2. Keystone business is REPEAT business. Quality the 
and effectiveness of the products assure top perform- 


ance and continuing use. (Repeat orders for you 


Lubrication Clinic, Sampies, Plant Surveys, 
Engineering Service, Trade Shows. (It will pay you 
in hard cash, to use them regularly 


5. Keystone Specialized Lubricants have been nation- 


3. Keystone Lubricants provide opportunities for ally 
RELATED SELLING. Every piece of equipment knou 


advertised for many years. Prospects already 


about them. (Saves selling time for you SPECIALIZED 


LUSRICANTS 


KEYSTONE LUBRICATING COMPANY e 21st & Lippincott Sts., Philadelphia 32, Pa. ¢ Est. 1 
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"9 3-WAY QUALITY a, 
~ CONTROLIN THE “+ 
TAP INDUSTRY! 


Hy-Pro’s big news announced to your customers 
in fifty ads in seven leading magazines 


Hy-Pro—the recognized leader in tap quality control—is tell- 
ing your customers about another great stride toward tap 
perfection 

Hy-Pro has installed the first 3-way quality control in the 
history of the industry. These three steps must be undergone 
by every tap that is to bear the Hy-Pro name: 

1, Heat _treating—Hy-Pro’s new heat-treating instailation— 
the industry's most modern and most precise—guarantees 
your customers the hardest, toughest taps yet achieved with 
unvarying uniformity 

. Electronic _analyzer—Hy-Pro’s new Electronic Analyzer 
examines the structure and uniform hardness of a tap with- 
out ever touching it. This helps insure that Hy-Pro taps pro- 
duce more holes per tap at the lowest cost per tapped hole 


known microscopic examinations of metallurgical structure 
on both interior sections and top surfaces. Even the extreme 


cutting edges are checked for hardness within one-half 


of one-thousandth of an inch to insure that every tap will 
give top performance. 


No other tap manufacturer in the world offers its customers 
the assurance of this 3-way quality control. And you know how 
much that means to you. More satisfied customers mean better 
business for all. Remember, Hy-Pro taps cost your customers 
no more 


“The Tap Specialists” 
New Bedford, Massachusetts, U. S. A, 


ADDITIONAL WAREHOUSES: 


104286 W. MCNICHOLS RD 11232 LAWLER ST WORTH 1089 EDISON Pi 
DETROIT 21. MICH CHICAGO, ILL NEWARK 5 
UNIVERSITY 4-1077 GARDEN 4-0217 MARKET 2-43'6 
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PREFERENCE... 
PROMOTION... 
PROFITS! 


WATER, ANTI-FREEZE 
Either air-pressurized or 


You get all these and more 
and 20-pound capacities, in when you handle the Kidde line! cartridge-operated, in brass 


models. capacity. 
QUALITY! Sell the top line — the quality leader 
in fire extinguishing. It’s a simple fact that no 
other extinguishers are better made, better de- 
signed, better in performance than Kidde. You 
will be proud to feature the Kidde line! 


AVAILABILITY! Eight company-operated 
Kidde warehouses strategically located through- 
out the nation insure fast, efficient delivery, per- 
mit you to do business with a small inventory. 
You get fast service when you feature the Kidde 
line! 


CARBON DIOXIDE 
Portables in 2%, 5, 10, 15 


SALES HELP! Month after month, Kidde ad- 
vertising and publicity in top national trade 


nk Pa ace 


DRY CHEMICAL SODA-ACID, FOAM 


Air-pressurized in 5. and 10- 
pound capacities, cartridge- 
operated in 20 or 30 pounds. 


magazines deliver Kidde’s sales message, help 
open prospects’ doors for you. Kidde brochures, 
booklets, letterheads give additional support. 


Either seamless drawn brass 
or stainless steel shell in 2% 
gallon size. 


And to aid your search for prospects, Kidde 


makes an extensive market analysis available to 
you. You get extra sales help when you feature 
the Kidde line! 


ONE SOURCE! As a Kidde distributor, you 
can fill orders for all types of fire extinguishing 
equipment. Extinguishers shown on this page 
cover only a portion of the entire Kidde line. 
All your needs are filled under one roof when 
you handle the Kidde line! 


tei 


VAPORIZING LIQUID 


CTC or CBM, pump or air 2% and 5-gallon sizes, with 
pressure operation. Pump galvanized or polished cop- 


capacities 1 and 1% quarts, The words ‘Kidde’, ‘Lux’, per tank. All brass, double- 
pressurized in 1 and 1% ‘Lux-O-Matic’, ‘Fyre-Freez’ and action pump throws 40-foot 
quarts and 1 gallon. the Kidde seal are trademarks of streams. 

_ ™S Walter Kidde & Company, Inc. 


Walter Kidde & Company, Inc., 222 Main St., Belleville 9, N. J. 


Because of Kidde’s Franchise policy, distributorships are 
naturally limited. We therefore suggest you write now for 
more information. If you are interested in a competitively- 
priced, top-quality line that will give you an opportunity to 
open up new avenues of profit, write today to Kidde’s 
Market Development Department. 


PUMP TANKS 


FIRE AND SMOKE DETECTORS 
Kidde detecting equipment is 
specially designed for indus- 
try, schools and other public 
buildings. Fully approved by 
leading insurance and inspec- 
tion authorities. 


CO2 SYSTEMS 
Built-in systems are engi- 
neered to guard against 
larger, fixed hazards, featur- 
ing patented Kidde Multijet 
nozzle for maximum extin- 
guishing power. 
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WATSON-STILLMAN 
FORGED STEEL FITTINGS 
FOR: 


fel ight Connections 


Sa in pressure piping 


@ In high pressure steam lines... process liquid and gas 
piping... hydraulic fluid lines...wherever strong, tough 
pipe joints are needed, Watson Stillman Forged Steel Fit- 
tings provide a safety factor against costly piping failures. 
They resist pressure, heat, corrosion, shock and vibra- 
tion because they’re drop-forged of high quality steel to 
produce a dense, tough, forged-fiber structure that can 
really take it. 


Extra strength is built into W-S fittings in other ways 
too...such as the heavy reinforcing bands extending 
well beyond the threads or sockets. 

Protect your high pressure piping system with Watson- 
Stillman Forged Steel Fittings. Available in carbon, 
stainless and alloy steels, in Screw-End and Socket-Weld- 
ing Types to meet your service requirements, Send today 
for Free Catalogs. 


Bulletin A3-50—Forged Steel Fittings 
Bulletin S-1-55—Stainless and Alloy Fittings 
Bulletin U-1—Forged Steel Unions 

Bulletin S-3-55—150 Ib. Stoinless Fittings 


Sold Through Leading Distributors 


e Process Liquid 
and Gas Piping 


© High Pressure Lines 





Company oe, 


H. K. PORTER COMPANY, INC. 
Roselle, New Jersey 
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‘Budgit’ Elec- 
tric Hoists 
% to 2 tons 


“HI-CAP”’ 
Aluminum 
Chain Blocks Standard 
3 to 10 tons. Spur-Gear 
~ Hoists 
4 % to 25 tons 


“Shaw-Box” 


‘Budgit’ Alu- 
minum Chain 


‘Load Lifter’ 
Series “700” 
Wire Rope Elec- 
tric Hoists. 
% to 15 tons. 


ere ett een eet 





Resctetsteteweres oar 


"Shaw-Box” 
Standard 

Differential 

Hoists. 

% tol’ 











tons. 





ee 





‘Load Lifter’ | 
Series "600" | 
Wire Rope Elec- | 
tric Hoists. j 
Y% and 1 ton 


‘Budgit’ 
|-Beam 
| Trolleys. 
- Y% to 2 tons. 























HERE’S WHY “SHAW-BOX” DISTRIBUTORS ARE HEADQUARTERS 
FOR OVERHEAD LOAD-HANDLING EQUIPMENT 
All these hoists, cranes and accessories carry brand names that have become 
hallmarks of quality, performance and economy throughout industry. Yet they 
are only partly representative of the complete “Shaw-Box” line soid exclusively 
through distributors. 
“Shaw-Box” manufacturing facilities make it easy for Distributors to stock all 
these products so customers can get the fast delivery essential to prevent costly 
production holdups. And every “Shaw-Box” Distributor has opportunities for 
plus sales with proved sales tools and training, promotion materials, and adver- 
tising support. A rigid franchise policy assures attractive profit on every product 
for every “Shaw-Box” Distributor. It is this thorough cooperation that accounts 
for the aggressive sales effort of our Distributors in reaching our objectives as 
well as theirs. 




















‘Load Lifter’ 
Jib Cranes 
Full Revolving. 
Self Supporting 
% to 5 tons 
and up 


Shaw- Box’ 
Standard 

Trolleys 
Push Type 
4 to 20 tons 
Geared Type 
1 to 20 tons 


Budgit’ Cord 
Reels to Sucply 
Current to 
Motors up 
to 1 HP 


——-* ee 


Tugit 
Lever-operated 
Portable Hoists 

1 and 2 tons 


‘Budgit’ Bridge 
Drive to convert 
hand-operated 
crane bridges to 
electric drive 


“‘Budgit’ Crane 
Assemblies 
Packaged 
components 
for erection 


MAXWELL on the site 


M 


SHAW-BOX CRANE & HOIST DIVISION, MUSKEGON, MICHIGAN 


MANNING 





MANNING, MAXWELL & MOORE, 


Blocks 
Ya to 2 tons 
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Shaw-Box” 
Standard 
Screw Gear 
Hoists 
¥% to 2 tons 











. 


Shaw-Box” 

Standard 
Army-Type 
Trotley Hoists 
4 to 10 tons 


Shaw-Box"’ 
Standard 
Low-Headroom 
Trolley Hoists 
1 to 24 tons 


Budgit’ Cord 
Conductor 
Trolleys 

Fit 8” to 18” 
|-Beams 


Load Lifter 
Series ‘D 
All-Electri 
Traveling 
Cranes 
0 20 tons 


Budgit’ Gantry 
A” Frames 
for Mobile 

Lifting Service 

1 and 2 tons 


INC. 





_ NI IHOON 9 


TRADE MARK 


Builders of 


‘Hancock’ Valves, ‘Consolidated’ Safety and Relief Valves, ‘American’ and ‘Amertican-Microsen’ Industrial Instruments, Aircraft Pro 
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oducts 


Shaw-Box” and ‘Load Lifter’ Cranes, ‘Budgit’ and ‘Load Lifter’ Hoists and other lifting specialties. Makers of ‘Ashcroft’ Gauges 











With no slur intended on a 
room Practices we know that 
some Valves, especj 
in bins ¢ 


is plain 

the Sarton, The Valve js Protected from dirt 
2nd rough handling. 

We think the Psychologica benefits of 
individual] Packaging ar i 
tangible evidence of Our belief ;,, Ur prod. 
Uct. Sure Cartons cosy More. But we believe a 
990d produc} deserve, "2 good Package, 


iVES 


The entire Story on 0-8 distribute, Policy j, con. 
ed in the booklet, “KEEPING FAITH”. We'll 
to send YOU & free Copy, if you'll mai the Coupon below. 


- 


MANSFIELD 


228 Gee es eee BRB) 0 9 


Ohio Brass Company 
0 North Main Street 
Mansfield, Ohio 


Please Send me g free Copy of 
Nome____ eset 


Company _ — 
Address 


1956 
FEBRUARY, 
TRIAL DISTRIBUTION * 
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Thomas Kearns, Traffic Manager for Garrett Corp.'s AiResearch Div., 


‘““‘How we cool 


“Above the speed of sound, air friction heats up the metal 
skin of the newest jets to several hundred degrees. How do 
you keep the pilot cool? 

“AiResearch’s answer: a refrigeration system including 
this miraculous 2-lb. turbine. Turning at 100,000 rpm's, it 
cools the air entering the cabin to 40° in 2/10 of a second! 

“The extreme precision required in manufacturing such 
devices takes time. Yet, military contract schedules call for 
speed. Deliveries naturally have to be fast and sure — to plane 


in high-altitude lab. He tells 


off a hot pilot!”’ 


companies located all over the country. 


“How can we do it? By Air Express! 

“Air ress proves its worth to us dozens of times a day, 
both incoming and outgoing. We literally could not main- 
tain our schedules without it. 

“Yet on most of those shipments, Air Express saves us 
money. A 10-lb. shipment from Los Angeles to Kansas City, 
for instance, costs $6.34. That's 17¢ less than the next lowest 


priced air service!” 


—_—@ AirExpress > 


CALL AIR EXPRESS 


Gers THERE FIRST via US. Scheduled Airlines 


. division of RAILWAY EXPRESS AGENCY 
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FERRY CAP | 


"LO-CARBS” £m culinary use 


The cap screw for use where mild steel satisfies the requirements 
of the job and special appearance is not required. Threads are 
accurate for perfect fit. Hexagon heads are clean cut, uniform and 
true for wrenching; machined chamfered points for easy assembly. 


“HI-CARBS” (or sUwngth: 


These cap screws of high carbon steel are skillfully double heat 
treated in our own modern atmospherically controlled furnaces to 
have maximum strength and toughness. The accurate threads, uni- 
form and true hexagon heads, and machined chamfered points make 
for perfect fit and easy assembly. 


''SHINYHEADS” (or /ooko 
“America’s best looking cap screw™ 


For that finishing touch on any high quality product where appear- 
ance counts it pays to use “Shinyheads”—made of high carbon steel 
for extra strength. The hexagon heads are finished machined top and 
bottom and faces burnished mirror smooth. Accurate and uniform 
threads and machined chamfered points make for easy assembly and 
perfect fit. 
Only Ferry Cap supplies three lines of hexagon head cap 
screws for all needs. Carried in stock for prompt shipment. 
. : Also Set Screws—square head and headless; Fillister Cap Screws; 
‘aa . Flat Head Cap Screws; “Shinyland” Studs. 


& SET SCREW CO. 


2153 SCRANTON ROAD ¢ CLEVELAND 13, OHIO 
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An industrial distributor asks 


3 leading questions about V-belts 


J “I’m tired of ‘one belt’ sales! 
~ Can Veelos build my volume?” 


Yes! Selling Veelos is selling volume. You sell by reels, 
not by belts, turn small orders into large orders. With 
four 100’ reels of Veelos (O, A, B, C widths) your cus- 
tomer replaces up to 316 different sizes of endless belts. 
Veelos Belts get used constantly because they're adjust- 
able to any length. No waste—no useless deterioration 


in storage. And Veelos stores in mere inches! 


©) “With Veelos, can I meet 
© customer needs quickly?” 


Yes! You never have to over-stock, because Veelos is 
packaged in 100’ reels—each reel in its own tough, cor- 
rugated box. You can ship to your customer in these 
same cartons! There’s a Veelos belt for every possible 
requirement, and your storage is as easy as your custom- 
er’s. With Veelos, nobody has to maintain a huge in- 
ventory ... and you can meet customer requests quickly 


and easily! 


Adjustable to any length e Adaptable to any drive e Balanced power « Constant power e« Vibrationless power 





> " 
°) “Is it true that Veelos cuts 
™ installation and down-time?” 


Yes! You've got a terrific selling point here—Veelos is 
an adjustable belt. Veelos adjusts to any drive, any 
length. Your customer doesn’t have to tear down out- 
board bearings, reset, tilt or move motors to replace a 
belt! Veelos is easily altered by adding or removing 
links—and you don’t have to stock hundreds of matched 


sets to meet customer emergencies! Veelos cuts cost. 


Veelos is sold exclusively 
through distributors. For 
information, write to: 


MANHEIM 


Manufacturing & Belting Company 
114 Stiegel St., Manheim, Pa. 


Veelos is known as 
Veelink outside U.S.A. 


“Industrial Belt 
Specialists Since 1911” 


© M.M.& B. Co. 1956 
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‘— =e NATIONS 

we) = Re 

gm erprrry INDUSTE 
REFINERIES 


There are good reasons behind 
America’s key industries have 
valves, fittings, and flanges f 
They know that drop forged 
form in structure, fine grag 
porosity. They know, 


meticulous care giyg 
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ON THE LEVEL... 


Why Is 
NATIONAL PIPE 
better? 


IMPLY BECAUSE it gives you the greatest 
S service per dollar of cost for all-around 
use in all types of building and industrial 
applications. Where strength, durability, 
and ease of installation are concerned, you 
just can’t buy a better, more dependable pipe 


than Nationa. Ask today’s architect, the 
practical plumbing and heating contractor, 
or the builder. They know the best buys; 
they must, since they are responsible for 
NATIONAL being the largest-selling pipe in 
the world. 


Here are just six of the many characteristics that make 
NATIONAL Steel Pipe the best you can possibly buy: 


| Mt. 


It's Uniform Throughout—NATIONAL 
Pipe is uniform in metallic struc- 
ture, ductility, strength, corrosion 
resistance, surface finish, wall 
thickness and diameter—a uni- 
formity that is rigidly maintained 
ot all times. 


Coils and Bends Well — NATIONAL 
Pipe has that full measure of 
strength and ductility needed to 
meet the demands of smooth, 
uniform coils and bends. With 
NATIONAL you can estimate 
closely without worrying about 
a of moterial, time 
o ; 


d 


Threads and Cuts Easily — Strong, 
easily-made threads are possible 
because of the unvarying quality 
of the metal and the absence of 
slag inclusions, laminations and 
blisters. The steel cuts clean and 
retains its characteristic strength 
even in the lightest part of the 
smallest Graal 


4 
a» Z 


Jalslale 


Rigidly Controlled — From the raw 
material to the finished product, 
one organization has rigid contro! 
over the manufacturing steps that 
produce NATIONAL Stee! Pipe. 





| 


Makes Sound Joints—For permanent 


and tight , the uni- 
formity and accuracy in manufac- 
turing have made unequalled 
pipe jointing records for NA- 
TIONAL Pipe . .. whether welded 
or coupled. 





Thoroughly Tested — Tests and in- 
spections, the most painstaking, 
most thorough and most conclu- 
sive that can be applied are 
maintained throughout National 
Tube Division plants. The result is 
© product on which the user may 
safely rely 


NATIONAL TUBE DIVISION, UNITED STATES STEEL CORPORATION, PITTSBURGH, PA. 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 


NATIONAL PIPE 
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* UNITED STATES STEEL EXPORT COMPANY, NEW YORK 





\DUSTRIES, INC. 











THIS PENS MORE DOORS TO THE DISTRIBUTOR 











For decades, act has, with conspicuous success, sought 

original equipment sales from all industries. As a result, 

0s Bearings and Pillow Blocks are today found in more 

different types of machinery and equipment than bearings 

of any other make. 

Thus, wherever the Authorized =csr Distributor is located, he 

has many customers. In supplying scs Bearing replacements 

for so many different kinds of machinery, the distributor’s salesmen 

“get in” to many different departments of many different plants and 
thereby find many more opportunities to serve and sell. 

This is but one of many reasons why the @cs franchise is the most 
valuable bearing franchise. GKEF INDUSTRIES, INC., PHILADELPHIA 32, 
PA., manufacturers of SKF and HESS-BRIGHT® bearings. 7620 


aK 


BEARINGS AND 
PILLOW BLOCKS 
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We're putting our “KNOWS” in your business 


New Techniques 


Process Orders 


Allen’s new order processing system 
—this battery of the latest 
Remington-Rand tabulating 
machines — guarantees & steady, 
dependable supply of precision fas- 
teners at all times. In only minutes, 
the status of your orders can be 
checked and reported to you. You 
always know where an order is — 
and when it will be shipped. 

Through regular channels, orders 
can be acknowledged, shipped and 
invoiced within 24 hours. In an 
emergency — when you need Allen 
products urgently enough to tele- 


Faster At Allen 


phone or telegraph — standard stock 
items can be shipped within 8 hours! 


Allen’s system is flexible enough to 
handle orders directly from a manu- 
facturer ... BUT . . . whether from 
a manufacturer or a distributor, 
every order is invoiced through the 
local distributor. 


When you sell Allen products, we're 
happy to put our “knows” in your 
business. The result — for both of us 
—is increased profit, faster stock 
turnover and more satisfied 
customers. 








FOR 
INFORMATION 
WRITE TO 


ALLEN 


MANUFACTURING COMPANY 
Hartford 2, Connecticut 


MORE 





NEW SMALLER, BETTER MOTORS 
1 TO 30 H.P. 


In this revealing book, Century shows how and why 
the New Standard, smaller motors actually out- 
perform the iarger, heavier Old Standard models. 


These trim, compact “New Standards” give you 
weight savings up to 40%. . . plus space savings 
and easier installation. Dead weight and dead air 
space are eliminated. The “active materials,"’ such 
as iron and copper, are designed to give greater 
efficiency than ever before. New synthetic insulat- 
ing materials give greater dielectric strength and 





uniformity. 


SEND FOR YOUR PERSONAL COPY 
OF THIS VALUABLE DATA BOOK...! 


Mail this coupon today ! 


_ ee 


| Mecmanical Vantations | 
Poger 142 SmALLOR, YES 
SETTER PROTECTION AnD Serres! 
Pege: 10 @ 
SMALLER ANS LIGHTER 


Pees tre 10 | erformance ated 


To CENTURY ELECTRIC COMPANY 
1806 Pine Street, St. Lovis 3, Mo. 


Please send New Bulletin 6-1P1 to: 


1 te 39 HORSEPOWER 


Company 





Address 


City 


| 
| 
| 
| 
| 
| 
| 
| 
| Name 
| 
| 
| 
| 
| 
| 
| 
| 
j 


Performance Rated 


MOTORS CENTURY ELECTRIC COMPANY 


1/20 to 400 H.P. 


1806 Pine Street « St. Lovis 3, Missouri « Offices and Stock Points in Principal Cities 
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BY OSBORN 





TOP PROFIT LINE of brushes 

will increase every industrial order 

Take advantage of the constant and repeating profits 
from industrial brush sales. Ask for an Osborn 


maintenance, paint and power brush order on 
every call. 


You'll find Osborn’s consistent advertising and 
proved quality has created an immediate acceptance 
by your customers in every industry. 


This adds up to easier sales . . . more profit for 
you. The Osborn Manufacturing Company, 
5401 Hamilton Avenue, Cleveland 14, Obio. 


Osho Brusher 


oO SBORN MAINTENANCE, PAINT ANDO POWER GRUSHES « FOUNDRY MOLDING MACHINES 
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MORSE TORQUE LIMITER PROTECTS MOTOR AND 


REDUCER FROM DEAD-STOP OF DRIVEN UNIT! 


_& ZT aw 
: oa ii: a 
ZZ; 


Morse Torque Limiter and sprocket act as stip clutch on Model 55 Automatic 
Electric Shift Trimmer, made by The Wheland Company, Chattanooga. 
Arbors are shifted at 120 fpm, instantly stopped, and locked into place. 
Torque Limiter on jackshaft is set so sprocket slips when motor torque 
(38 ft.-lbs.) is exceeded. Absorbs inertia of 1-hp, 155-rpm gearmotor; reduces 
shock on drive unit when driven shaft is stopped. 


Obsoletes shear-pin devices in thousands 
of applications; points way to big sales 





Sell these advantages of 
Morse Torque Limiters: 


Eliminate downtime 


Torque-sensitive and fully 
adjustable 


’ Completely automatic and 
dependable 


Resume operation 
automatically 


Compact, standard sizes 











In this Wheland Electric Shift 
Trimmer, two 200-pound saw ar- 
bors are automatically moved into 
position at 120 feet per minute. . . 
then stopped dead and locked 
into place. 


The tremendous shock trans- 
mitted to the drive mechanism 
when the arbors are somes. is 
safely dissipated by a Morse 
Torque Limiter used as a slip 
clutch between the driving and 
driven units. In addition, it pre- 
vents motor inertia from building 
up torque in the drive. 


Versatile Morse Torque Limiters 








can safely control many shock- 
load problems present in your 
customers’ machine operations. 

These simple devices are depend- 
ably sensitive and easily adjusted 
to desired torque limits. When 
overload or jam-up is cleared, they 
automatically resume operation, 
eliminating downtime or disman- 
tling necessary with shear pins. 


Unlimited Customers 
Chances are, every one of your 
a customers is a prospect for 

forse Torque Limiters. Contact 
your Morse Representative, or 
write today for more details. 


MORSE CHAIN COMPANY + INDUSTRIAL SALES DIVISION + ITHACA, N.Y. 


MORSE 


CHAINS, CLUTCHES, 
AND COUPLINGS 
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These Rubber-Cushioned, 
MULTI-USE STOCK ABRASIVES 
DO THE WORK OF SPECIALS.... 


GIVE A COMPLETELY NEW, WIDER CONCEPT 
OF ABRASIVE APPLICATIONS 


Distributors and their salesmen are enthusiastically selling this new 
Brightboy versatility-and-service idea which multiplies abrasives uses 
and makes deliveries quick and easy. Use this new catalog to show 
your customers how they can save time, improve product quality, 
through the almost unbelievable number of applications for rubber- 
cushioned Brightboy. 


Now you can sell a readily-available 
STOCK Brightboy grain and texture 
exactly “job-matched” to your custom- 
ers’ requirements. And they can also 
employ its multi-use versatility for many 


other applications. 


You can stock, or we can quickly ship 
you, a wide variety of rubber-cushioned 
abrasives in Silicon Carbide and Alu- 
minum Oxide grains. Grains and tex- 


tures range from extra fine to extra 


coarse—ALL in soft, firm or tough rub- DIAMETERS TO 8” 


ber binders. 


Not until your customers use Brightboy can they appreciate the unique combina- 
tion-action of its abrasive and rubber. Its almost limitless applications and finish- 
ing effects give a completely new, time-saving concept of abrasive uses. Brightboy 


frequently BURRS, CLEANS, FINISHES AND POLISHES IN ONE OPERATION. 


Brightboy is made in wheels as well 
as in a full range of accessory prod- 
ucts—rods, sticks and blocks—fer 
machine and manual operations. 


Nationally advertised, nationally demanded Bright- 
boy multiplies the scope of your abrasive sales. Write 
today for inviting dealer proposition. 


; "ERE Re Riou oo 
* i. ay: & ye 
— Set a 


BRIGHTBOY INDUSTRIAL DIVISION en... 2 “Ame 


WELDON ROBERTS RUBBER CO. WEL — i 


95 North 13th Street Newark 7, N. J. @n)_.¢ shit 


America’s Pioneer Manufacturer of Rubber-Bonded Abrasives “ ; : z : a ‘ 
IBBER CUSHIONED ABRASIVES 
es 
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Heavy duty general purpose 








Electric saws Ga 


These sturdy, light, powerful Sioux Saws ° iopveese —_ Adjustments 
were designed for the most rugged use. © Desai eiiiatinn 
They’re balanced for one hand operation. © Motor Glass Insulated 


. 4 @ Standard Raund Hole Blades 
Their exceptional performance combines @ Telescoping Guards 


with an unusually long and dependable life. ©@ Blower keeps line of cut free of sawdust 











SPECIFICATIONS 


~y Dia. Depth Base Bevel Universal Amps. Net Shipping 


Sow of Adjust- Cuts of Motor at Weight Weight Price* 
Ne. Blade Cut ment 450 115 Volt 115 Volt 


RC-1806 6%" 1'He” 0 to 1'%e” 1/0" Vc HP. 8 14 Ibs. 20 Ibs. $74.50 
RC-1805 7A" 2%" 0 to 2%6” 2" % HP, 9 14% lbs. 23% Ibs. 84.50 
RC-1808 8%" 2'%e" He” to 2'%e” 2%e” % HP. 10 15% tbs. 24 Ibs. 91,00 












































Free Speed— 5300 RPM. Saw Blade Hole Size 4%” 230 Volt Motor Available Same Price. 32 Volt Not Available. « With bevel and depth adjustments, with combination 
blade, rip scale gvide, and wrench, 


























SIOUX SAW TABLE 


WITH STAND 


A stro turdy table of light ight ponprony eat 
strong, s' y ie of light weig 
to convert all Sioux Saws to a table saw. World Over fa 
Top table is hinged to leg section, making SS 
saw installation easy and quick. Accurate- 
ly made with insert for table, for use with ALBERTSON & CO., INC 

ado Heads, Bevel Cuts, Rips, etc. A real Sioux City, lowa, U.S.A. 
pesneee table for the builder or home 

Pp. 





WRITE TODAY! Please send literature and complete informa- 
tion on the Sioux QUALITY Line. 


‘ Firm. 
«++ FOR OVER FORTY YEARS 


a THE SYMBOL OF HIGHEST 
$ : ~ . 3 , QUALITY ON THE TOOLS THE 
Nationwide PROFESSIONALS USE 
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SOUTHERN HANGER BOLTS... 


Whether it be an unusually strong joint need, a routine 
requirement, or a complicated “free form” design that 
calls for extra strength at points of difficult angles—there’s 
a Southern Hanger Bolt—in the correct size and strength 
for easier, sturdier, more economical construction. 


Precision made for finest tolerances. Southern Hanger Bolts 


NE are available in Steel, Brass, plain or plated. 


pelitinieds Geisaiin Write for free samples and stock list. Box 1360-02 


“A Billion Screws at Your Service” 
Stove Bolts 
Hanger Bolts 
Dowel Screws 
A & B Tapping Screw 


Roll Thread Carriage Bolts Yaa a COMPANY 


Wood Drive Screws STATESVILLE ° NORTH CAROLINA 


WAREHOUSES NEW YORK + LOS ANGELES + CHICAGO + DALLAS 
Sold Through Leading Wholesale Distributors 
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purcuAasin 


cg AGENT 


Say $149.50 and up, the new CM Lodestor 
is very reasonably priced, especially when you 
consider all the features listed in the catalog. # 


Vinchasme aum 


\ - 
A wonderful feature is Lodestar’s ability 
to operate without costly interruptions for 
lubrication, adjustments or maintenance. # 


Mokinialr\amaling Coagen gn 


Moving materials overhead with Lodestar 
certainly eased our tight floor space problem. 


Warks Mowaqge 


@ Lodestar’s flexible link chain and 
one-hand, shock-proof ‘om control 
make my job a lot easier. 


4700 


ELECTRIC CHAIN HOIST 


HOIST OPERATOR 
% The upper-lower safety limits, safety 
overload protection, the heavy duty magnetic 
brake plus the regenerative ‘er 3 brake 
are valuable safety features. 


Safes Dc 


¥ The Lodestar operates for less than 2¢ 
Ye to 1 ton per day... that’s amazing. # 


Single and 3 phase 
$149.50 and up TRC OWMALEn. 


...everybody loves the lodsita 


...it’s a sweetheart! 


Call your CM Distributor for catalog, prices and fast delivery 


CHISHOLM-MOORE HOIST DIVISION 


Columbus McKinnon Chain Corporation 


Tonawanda, New York 
HOISTS AND CHAIN Regional Offices: New York ¢ Chicago * Cleveland 
in Canada: McKinnon Columbus Choin Lid., St. Cothorines, Ont, 
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oo DISTRIBUTORS 
AND 
DISTRIBUTOR SALESMAN 


Are YOU — “‘Cashing-in”’ on this > * 
IMPORTANT part of the ARMSTRONG 
line by carrying adequate stocks and pro- 
moting sales on ARMSTRONG SET-UP 
and HOLD-DOWN TOOLS? a 


ii aa 
ARMSTRONG Set-Up and Hold-Down J 
Tools reduce setting-up time—keep men 

and machines producing. Designed for 

use on planers, drill presses, milling ma- 

chines, etc., they hold work securely and J j 

wa: 


rigidly, and thereby reduce spoilage and | 


prevent costly accidents. 


ARMSTRONG Bulletin SUT gives com- 
plete information. 


e ’ Write for Circular 


UNIVERSAL CLAMP 


2a 
|S . STRAP 


T-SLOT BOLTS AND NUTS CLAMPS 


ARMSTRONG BROS. TOOL CO> 


“The Tool Holder People” 
5205 W. ARMSTRONG AVE. CHICAGO 30, U.S.A, 
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Make it this easy... 


FOR PURCHASING AGENTS TO Buy From YOU 


One way to increase sales is to have your name, address 
and telephene number in the right place at the 

right time... by advertising in the ‘Yellow Pages’ 

of the telephone directory. 

It’s a sure, economical way to build business because 

so many purchasing agents and men who buy industrial 
products rely on the ‘Yellow Pages’ when they’re 
looking for sources of supplies and equipment. 




















Nearest Distributor 
In The 


‘Yellow Pages’ 


Advertisers of branded industrial products 
are using this emblem to tell buyers where et 
to find their local distributors. 

















For more information, get in touch with the Classified Directory Representative at your local Telephone Business Office. 
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ANY BASIC MACHINE TOOL, lathe, milling machine, planer, shaper, 
boring mill or universal grinder, easily converts into a highly 
ductive grinding tool with a Dumore Tool Post Grinder. 


NAME THE HAND GRINDING JOB and there's a Dumore to fit it. 
Cleaning castings, smoothing weld seams, deburring, filing, tool and 
die w are but a few of the applications this big line can handle. 


Why you never have to pass up 
a grinder sale with DUMORE 


With the Dumore line you can meet any industrial 
grinding application—on the production line, for main- 
tenance or in the tool room. From close tolerance 
tool and die finishing to grinding down large printing 
press rollers, there's a Dumore Tool Post Grinder, 
Hand Grinder or Flexible Shaft Tool to fit the job 
. perfectly. 
For converting standard machine tools to efficient, 
low-cost grinders, there are nine models of Tool Post 
Grinders with a range of speeds to 42,500 rpm. For 


PRECISION TOOLS 


the multitude of hand grinding jobs there are seven 
Hand Grinders and four Flexible Shaft Tools with a 
power range of 1/15 to 1/4 hp—industry’s most com- 
plete line. 


With Dumore you can create sales as well as meet 
specific demands. With this broad line of grinding 
equipment, you can probe a prospect’s grinding opera- 
tions,confident that you can save him time and money 
with the right grinder. 


EXTRA CONTROL and precision for close toierance work—that's the 
reason for the popularity of Dumore Flexible Shaft Teols. There 
are four models to satisfy any job requirement or any budget. 


AUTOMATIC 
DRILL UNITS 


TOOL POST 
AND HAND 
GRINDERS 
1322 


Seventeenth St., 
Racine, Wisconsin 
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IN BIG DEMAND NOW... 


Fresh Customer Appeal 
— Repeat Profits for You! 


the Modern Dye Penetrant Inspection 


by MAGNAFLUX 


For distributors looking for extra, profitable 
business Spotcheck offers an extremely attractive 


Complete Portable proposition. It concerns a new, but peoven 

oS product — for a new, but recognized market. 

* . 

Inspection Kit ees Suggested Trode Price More than ever before, industry is using non- 
destructive testing for cracks, to save money. It 
; a ee is used on parts in process and also for preven- 
mee” . a tive maintenance, to stop costly breakdowns of 

i P . machinery and equipment during production. 
Spotcheck is the only portable inspection with 


all materials in spray cans, complete with fiber 
glass case and simple instructions for use. 


« 


Proven and accepted by industry, written about 
and advertised in leading magazines, Spotcheck 
builds steady repeat business for you through 
sale of replacement materials — Penetrant, 
Developer and Cleaner. Records show that with 
practically every Spotcheck Kit sold, replace- 
ment material purchases total many times the 
original sale! 


This market is yours for the taking. Stock and 
sell Spotcheck — the only dye penetrant inspec- 
tion widely available through independent dis- 
tributors. LIBERAL PROFIT MARGIN, OF COURSE! 


MAGNAFLUX CORPORATION 
7330 West Ainslie Avenue, Chicago 31, Illinois 


Send full information on Spotcheck and distributor terms 
MAIL THIS Rome 
COUPON NOW 
Get the full facts on 
Spotcheck and oppor- Title 


tunities now open to 
selected distributors. Address 


Company 








Reg U.S. Par Office 








City __Zone___ State 

We distribute: 

MAGNAFLUX CORPORATION C) Production equipment [) Plant maintenance equipment 
7330 West Ainslie Ave. © Chicago 31, Illinois C) Industrial supplies () Automotive maintenance equipment 


. 
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EASY TO CONVERT 
SINGLE TO DUPLEX 


Simply remove flange, add a 
pump-motor with alternator to 
convert type S Single Conden- 
sate pump to a Duplex. Re- 
duce your pump inventory! 


arco Condensate and Vacuum Pumps 
give you this big advantage... 


UNDIVIDED RESPONSIBILITY 
by Sarco for pumps as well 


as heating specialties! 


Now Sarco expands its extensive heating 
line ...by adding condensate and vacuum 
pumps. .offering you in still larger meas- 
ure the protection and convenience of un- 
divided responsibility. 


Shown above is one of the many Sarco 
pumps...it’s the streamlined Sarco type S 
condensate pump. Designed and built to 
Sarco’s traditionally high quality stand- 
ards, it assures you top performance and 
long, trouble-free life. The many advan- 
tages include: 


Easy for distributor to convert Single to a 
Duplex pump as described in photo—no 


need to carry full stock of both! Low 712” © 


inlet. Close coupling. For a complete list 
of features, mail the coupon today. 


INDUSTRIAL DISTRIBUTION 


Selection —The experienced Sarco-Sarcotherm 
engineering staff will gladly help you select the 
right Sarco condensate or vacuum pump for each 
job. 


Undivided Responsibility —From one reliable 
“Complete Line” source...SARCO-SARCOTHERM 
...get not only condensate and vacuum pumps 
but also heating specialties, steam traps, tem- 
perature regulators, finned-tube radiation, and 
weather-compensated control systems for steam 
and hot water heating. 


SARCO-SARCOTHERM 


MAIL COUPON 
FOR THESE BULLETINS 


Sarco Company, Inc. 

Sarcotherm Controls, Inc. 

Empire State Bldg., New York 7, N. Y. 

Please send me: 

[] Bulletin on New Sarco type S Condensate Pumps 

(] Bulletin on all Sarco Vacuum and Condensate Pumps. 
Name 

Firm___ 


Address 
— 


¢ FEBRUARY, 





Talk of the Trade 


SOUTHERN TALK: If you want to know if outside 
salesmen literally get orders, just drop Roy Brace 
a note at Farquhar Machinery Co., Jacksonville, Fla. 
. . . Roy recently put in a full day: 12 calls, 12 
orders . . . Wonder if talking has anything to do 
with it . . . Speaking of talking reminds me that 
Bill Wahl, head man at Farquhar, attended an 
open house at Gulf Coast Industrial Supply, St. 
Petersburg, and returned with a severe case of 
laryngitis . . . Well, gosh, I was just wondering! 


HOW’S THAT AGAIN? Lew Gilbert likes winter 
weather . . . Even though Screw Machine Supply 
Co., of which he’s president, is located in the Windy 
City, Lew took off recently for a vacation in Alaska 
with the comment, “If Winter won’t come to me, 
I'll go to Winter.” . . . Oh, I forgot to mention that 
Lew has a daughter who lives in Anchorage 


A HIT: Bernie Weirauch (Orr Iron, Evansville, Ind. 
made such a hit at the Central States meeting where 
he spoke on planned selling that he was invited by 
Paul Stine (Harry P. Leu, Orlando) to speak at the 
Southern meeting . . . Paul is president of the South 
ern Association. 
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CONGRATULATIONS: C. B. Baron has just been 


promoted to West Coast manager for Thor The 
Baron worked in New York before being transferred 
to Sunny California a few years ago 





PRESTIDIGITATOR: When people ask Olaf T. 
Gylleck (Challenge Machinery Co.) “How’s tricks?” 
they could get more of an answer than expected . . 

Olaf has the reputation of bring a fine magician . . 

In fact, he’s become known internationally ... A 
couple of years ago, Olaf visited Denmark as the 
guest of the “Magisk Cirkel” . . . He’s appeared in 
Canada and in darn near every state in the union . . 

Hold onto your hat when you ask Olaf “how's 
tricks? . . . You might find him pulling a bunny 
rabbit out of your best Stetson. 





HAVE YOU HEARD IT? The one about the chap 
sitting in an old Ford in a gas station when a sleek, 
new 1956 Cadillac pulled in Che Ford man eyed 
the shiny convertible from bumper to bumper and 
then looked the proud Cadillac owner right in the 
eye and asked: “Hey there, stupid! What question 


did you miss?”—Well, gosh, they can’t all be funny 
R. W.B. 
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Storage cabinets added to HALLOWELL line 


THESE NEW HALLOWELL STORAGE CABINETS provide 
attractive, dustfree storage space for supplies, garments, tools and 
materials in offices, shops or institutions. There are full-height 
storage, wardrobe and combination models; counter-high and desk- 
high storage units. There are double-door and single-door models. 
They are available in a variety of sizes to permit neat, effective 
arrangement in any floor plan. 


All models are built of high-grade steel, phosphate coated, and 
finished in durable green or gray baked-on enamel. They stand on 
bases equipped with built-in glides. “‘Wraparound” construction 
assures rigidity and strength. Doors are fitted with chrome-plated 
handles and cylinder locks; latch in three places. Shelves adjust 
easily with |-piece removable clips. All cabinets are shipped knocked 
down for your convenience in stocking and handling. 


These cabinets are well-built, versatile pieces of furniture. They're 
assets in good housekeeping and efficiency wherever people work. 
You'll find them profitable additions to your HALLOWELL line. For 
information, write Hallowell Shop Equipment Division, STANDARD 
PRESSED Steet Co., Jenkintown 13, Pa. 


FORM 2125 HELPS SELL STORAGE CABINETS—why not 
hand out or mail copies to your customers and prospects? —nanni 
We'll supply as many as you need, without charge. Order BRAKO SOCKET SCREW PRODUCTS 
them today. Write Hallowell Shop Equipment Division. ® 
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PRODUCT OF SPS RESEARCH is this special tita- 
nium socket screw for the aircraft industry. Since 
titanium bolts are priced at about $100 per pound, 
few of your customers will need them. But know- 
PRECISION FASTENERS FOR PRECISION INSTRUMENTS. Stainless steel SDS 
- how SPS has acquired in developing them is al- 
UNBRAKO socket head cap screws permit easy and accurate setting of the sweep ” ; 
, ready being applied to the manufacture of standard 
arm assembly of this computer unit which is used in many industrial process - . . 

: UNBRAKO screws. In the future, you'll hear more 
control applications. Stainless UNBRAKOs are standard products, cataloged in the shout how SPS research Geckes Unenaxo orod 
. . . , . < : ‘ < Wake ‘ oOd- 
Standards booklet, Ferm 877. Out of copies? Write Unbrako Socket Screw ucts better _ 

- c . 
Division for yours. 


« 5! 300 ,. 39929 


News that helps you sell 


JUST DRILL... AND DRIVE SEL-LOK SPRING PINS. Our 
4-page bulletin, Form 2014, shows that using SEL-LOK 


spring pins is simplicity itself. It illustrates examples of typical THESE NEW FLEXLOC MICRO LOCKNUTS are being promoted by 
applications, and lists standard sizes. It also is available as a advertisements now appearing in trade journals nation-wide. Want 
mailer, Form 2014A. Write Se_-Lox Spring Pin Division to double the impact on your customers? Mail them reprints! Write 
for copies to mail out or hand to your customers. Flexloc Locknut Division for copies. 


STANDARD PRESSED STEEL CO. 





me ee me mn ee 
FLEXLOC SElF-Lockine nuts MALLOWELL snop Equipment SEL-LOK sprinc pins 
ee EE, Sa 


-_-__oo 


JENKINTOWN PENNSYLVANIA 
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WIRETEX 
STEAM AND PILE DRIVER 


ONE 


OF THE 


MANY 
GOOD 
PRODUCTS 


SOLD BY 


REPUBLIC 
DISTRIBUTORS 
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FOR: High Pressure Steam Lines and Pile Driving Service. 


WHY: sate — High tensile braided wire reinforcement pre- 
vents bursting. 


Strong — Two-wire construction designed for saturated 
steam up to 200+ .. . one wire up to 150#. 


: Serviceable—Asbestos cord fabric over insulated rub- 
, ber .. . won't char or deteriorate. Heat and oil resisting 
° Reprene tube. 

: SIZES: 3/8” to 2” including all standard sizes in between. 


OTHER REPUBLIC STEAM HOSE 


Republic Braided Asbestos — Designed for continuous sat- 
urated steam service up to 200# p.s.i. 


Republic Steam Hose — The highest quality of cotton duck 
reinforced steam hose for general industrial use at pressure 
not exceeding 150# p.s.i. 


Tower Steam Hose — For normal industrial steam service 
where working pressure is under 100# p.s.i.; high quality 
rubber and hard-woven duck. 


Hector Steam Hose — Designed for low steam pressures and 
hot water service; light construction, high quality. 


Other Steam Hose in the Republic line: Packing House, In- 
vader Washout, Republic Creamery and Invader Creamery. 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN I, OHIO 


INDUSTRIAL RUBBER PRODUCTS 
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Industrial Distribution— 


Where Do The Orders Come From? 


‘VE JUST BEEN READING the special 1956 outlook 

features from a number of newspapers and na 
tional magazines. Distribution and the analysis of 
the problems facing distribution certainly fare 
badly in the handling. 

I'm basically referring to the words that are 
used in talking about the dynamic role of distri- 
bution in our booming economy. Nearly every 
piece at one time or another “discussed” distribu- 
tion in a way to create the poorest sort of public 
relations. 

I feel this is more than just a matter of seman 
tics. It goes deeper than that. I have a hunch it 
reflects how our leading business writers actually 
feel about distribution. Perhaps it’s only sloppy 
writing, but the chances are it’s sloppy thinking 
In any event, the cumulative impact of this sort 
of thing can produce far-reaching adverse compli 
cations. 

Here are a couple of examples of what I en 
countered in the course of my reading. 


Pipelines 


In commenting on the major problems which 
face the nation’s economy in 1956, 1957 and the 
years ahead, I frequently ran across the thought 
expressed in this typical quotation: “The over 
whelming and dominating problem which we 
face is the need to push the nation’s enormous 
production through the distribution pipelines to 
the consumer.” Consider that statement. Think 
for a moment of the implications of the idea that 
a Herculean push will be required. Nuts! What 
sort of ogre is this distribution anyway that it 
prevents the output of our factories from reach- 
ing consumers? This nonsense is dissolved when 
you answer the question, “Where do the orders 
come from?” Answer—from advertising and sell- 
ing and all the other dynamic and creative ele- 
ments of distribution! 

Now take a look at that pipeline analogy. Can 
you imagine anything more static, rigid, unre- 
sponsive, and friction-laden than a pipeline? It is 
even buried under the earth along with the dead. 





While objections can be cited for any analogy, 
couldn't distribution at least be referred to as the 
arteries of our economy? There you'd get a better 
connotation. Arteries carry life-giving oxygen to 
every organ, muscle and cell in the body. Just as 
distribution supplies the orders that keep produc 
tion rolling. 


Water 


Practically every newspaper and magazine gave 
prominent attention to the recent slash in the 
suggested resale price on GE’s small appliances. 
This move was accompanied, as you know, by a 
simultaneous reduction in the margins allowed 
wholesalers and retailers. At this point, it was al 
most impossible for the writers to resist seeing 
a trend. You got statements, of which the follow 
ing is typical: “By cutting back retail and whole 
sale prices to a more realistic level, the water was 
taken out of distribution margins and discount 
houses were given less leeway for price cutting.” 

This statement is good for an essay, but here | 
only want to pick on one word—water. I’m not 
going to comment on whether margins were in fact 
too high or too low. Neither am I going to com 
ment on the highness or lowness of the level of 
distribution service the customer is willing to pay 
for when he buys‘a product. I just want to com 
ment on the implications of the use of the word— 
water. 

Here is the old middleman bogy again—the 
highwayman label. The suggestion is that the 
margins allowed wholesalers and retailers represent 
net profits, that no utilities are created nor cost 
accumulating services performed. Let’s get the 
thinking straight. Distribution is creative. Let's 
think of it in terms of its positive contributions to 
our high standards of living. Let’s think in terms of 
earned payment for the values added by distribu 
tion. 


Mie, A Lowel 
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] SELLING AND COST PRICES are hand written on invoice forms aftcr 
¢ shipment. Inventory and pricing clerk deducts shipped quantities from Wheel 
lex cards containing selling and cost figures, then 
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How Much Did You Make Today? 


You’d know, claims this Rochester, N. Y. distributor, if you cost your 
invoices and keep a daily tally of selling price and cost price totals 
By George L. Bottari, Assistant Editor 


SIMPLE SYSTEM featuring gross profits on every in 
Tivsics enables Haverstick & Co., Inc., to know how 
much they’re making—from day to day. 

Here’s what the firm’s executives believe they are 
getting out of the system 

President J. S. Zahniser says, “Distributors today 
are confronted with rising costs and small margins. 
We've got to utilize all the modern office equipment 
and systems available to improve our routines. We 
must keep tabs, daily, on whether or not the lines we 
are promoting are returning a reasonable profit. ‘That’s 
what our system is designed to do.” 

Treasurer W. B. Stubbs observes, “It doesn’t take 
much time to maintain. One girl keeps inventory 
records and does all the pricing. When a major line 
has a price change, all we do is change the discounts 
on a lead card; item cards retain the same lists.” 

Sales Manager H. S. Gillon says, “As our salesmen 

“HOW CAN YOU OPERATE TODAY without knowing ” compensated on a commission basis, we have to 
your profit until the year-end audit?” asks J. S. Zahniser, cost invoices. The tally sheets, with daily sales and 
shown above studying tally sheets of the firm’s daily sales costs, weekly and monthly totals, enable me to tell at 
and cost figures a glance which salesmen are doing a profitable job.” 
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? BOTH EXTENSIONS are figured by comptometer 3 COST PRICE COLUMNS 
* operator who, after checking selling and cost ¢ tomer im proc \ft 
tota passes forms along to operator of Bruning ‘phot | been photo | 
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4, SELLING PRICE TOTALS are posted on accounts 5 DAILY TALLIES of sales and cost totals figured by 


receivable cards and customer statements by bookkeep- comptometer operator and posted, by salesmen, o1 
ing machine operator. Daily accounts receivable tabulations monthly tabular sheets. After sales and costs are taken fr 
are checked against sales totals on . . . original forms, they go to permanent customer fil 
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WITH LOADED STATION WAGON, Salesman Hiram 
Swineford (left), of Columbus Hardware Supplies, signs up 
mechanics and machinists for tools for shop or home. He 
makes tour of plants at appointed hours. Employers pay 
bills, use payroll deduction to collect from men 


They Don't Worry 
About Collections 


RADIO COMMERCIALS ARE WRITTEN by President 
Robert A. Bowers who thinks plant employees are well 
worth developing as a source of sales where a distributor is 
organized to handle this business. Here he checks script with 
Lowell M. Myers, industrial supplies manager 


Ohio distributor is free to promote 
plant-employee sales for all they’re 
worth because bills are paid by payroll 
deduction. Radio program and travel- 


ling station wagon get the volume 


oLumMBuS Hardware Supplies, Inc., has few collec- 

tion problems with plant employees’ purchases. 
In selling hand and precision tools to mechanics, it 
bills them through their employers who, in turn, 
collect through payroll deductions. 

This system, worked out with a number of plants 
in the area, has enabled the Columbus, Ohio, firm to 
cievelop plant employees as a lucrative source of sales, 
according to the management. 

Radio advertising and on-the-spot selling are the 
promotion methods 

For the past three years the company has been 
sponsoring an hour-long morning disc-jockey show. 
Featuring Myles Foland, one of the city’s top deejays, 
the program is broadcast from 6 to 7 a.m. over WCOL, 
when plant workers are having breakfast or driving 
to work. It sports no “gimmicks” -other than good 
music, Mr. Foland’s amiable chatter and straight 
commercials. No kidding the sponsor, no zany stunts. 
The commercials are restricted mostly to advertising 
hand and precision tools that mechanics and ma 
chinists use-either at their plants or at home. 

President Robert A. Bowers writes most of the com 
mercials himself—straight selling copy that briefly 
extolls product quality and reminds listeners what 
Columbus Hardware has in stock. 

Mr. Bowers maintains that it is just as logical for 
a distributor to use radio as it is for a consumer 
goods firm, when the purpose specifically fits the need. 
In promoting sales to plant employees, he’s con 
vinced it works. “We're not wasting our money— 
we're reaching the right people with this program,” 
he says. As proof, he points out that the listener 
response has been gratifying and at times even spec 
tacular. Once, devising his own “Hooperating,” Mr. 
Foland asked early morning motorists driving by his 
studio window to turn on their headlights if they were 
listening to him. “The whole street was lit up for 
blocks,” he says. 

The second part of the promotion is a logical 
follow-up. By pre-arrangement with managements of 
the various plants, Mr. Bowers has scheduled a route 
for a station wagon loaded with displays and stocks 
to visit the plants. Salesman Hiram Swineford calls 
with this vehicle on appointed days and sets up shop 
near plant buildings during lunch hours, shift changes 
or morning and afternoon breaks. 
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Sales Missionary Work 
Made Easier With Movies 


HEN YOU 
hydraulic 
components and 
Bobbs found out, 


SELL pneumatic and 


systems, equipment, 
supplies, Ray 
got to do 
work to 
open up new sales potential and the 
going can be rugged. Mr 
Bobbs, who sells for the Russ Cham 
berlin Co., Portland, Ore 
virtually every miussionar;©y technique 
from the 
manuals to 


you vc 


some extensive missionary 


pretty 
had tried 
distribution of 
chalk talks to 


But ifter a 
year's trial with colored sound mo 


simple 
giving 
plant personnel now, 
tion pictures, he is convinced mis 
sionary work can be relatively easy 
Motion pictures not only perform 
the missionary work very effectively, 
he added, they also promote sales 
of proper 
and supplies. 

Mr. Bobbs’ 


work for his 


equipment, « omponent 


early experience 
missionary specialty 
taught him that relatively few me 
chanical engineers had ever special 
ized in pneumatics 
when at school 
to service 
chanics in shops and plants where 


had 


knew 


hydraulics or 
And, when it came 
and maintenance me 
hydraulics or air were used o1 


potential use, these workers 
practically nothing at all about the 


subject. 


Tried the Usual Way 


At first, Mr. Bobbs did most of 
his missionary work orally, 
out 
literature 
ous products to stimulate interest 
He also had a 
which demonstrated the operation 
but this 


required bringing a 


handing 


manuals and manufacturers’ 


and carrying around vari 


board constructed 


of ail was not 


systems, 
portable. It 
prospect to the home office for 

demonstration and a talk on how it 
could and would be applied to the 
prospect's operations or machinery 


The board was useful as a demon 


stration display at exhibitions also 
Thus, to a limited degree, it was 
useful and still is 
What needed 
vord to the men in the shop or 
plant to increase thei understand 
ing of hydraulics and pneumatics 
Mr. Bobbs then black 
board talks which he gave to group 
maint¢ 


was was to get 


organized 


of engineers, 
nance and operating men in plants 


supery 1ISOTS., 


where such systems were in us¢ 
his talk was organized around th« 
basic principles to emphasize the 
importance of specialized product 
to the efficient operation of variou 
systems. Mr. Bobbs knew supe! 
visors and engineers were interested 
in getting maximum results out of 
the use of hydraulic and pneumatic 
systems, and he included in hi 
talk the more common causes of in 
efficiency. But, in spite of careful 
preparation and his familiarity with 


the subject, Mr. Bobbs got the dis 


PICTURES, Roy Bobbs 
about hydrauli 
ind supplies mor 


ry 
* 


MOTION 
learned, tell the story 
systems, components 

effectively than oral or printed materia 


A Salesman Makes a Movie 





Sales Missionary Work Made Easier With Movies f teaacd d.) 


tinct impression that he wasn't get 
ting his message across to his 
audiences 

Then he read about the 
armed forces had been very sucess 
ful in training with films and de 
cided to give motion pictures a try. 
The first place he looked to for 
help in this direction was to his 
suppliers. One of them had what 
he was looking for; it was a 15-min. 
sound color film which, through 
animated charts and _ schematic 
drawings, explained the basic prin 
ciples of hydraulics in a simple, 
easily understandable way. His own 
company had a portable projector 
and Mr. Bobbs was in business. 

The first showing was a success 
but Mr. Bobbs felt that something 
more was needed. He thought plant 
people could absorb another half 
hour of film. He noted color and 
sound maintained his audience's 
concentrated attention and he want 
ed to make more of his opportuni 
ties. He decided that the film would 
be more effective if he expanded it 
with some material more closely 
related to the experience of the 
people to whom he intended to 
show it. He also wanted some ma- 
terial which would tie up his firm 
with the presentation as being the 
source of supply for the products 
and supplies described. He did ex- 
pand the film to 45 min. in color 


how 


and sound and how he did it makes 
an interesting story which is the 
other half of this article. 

Again Mr. Bobbs took the film 
out to plant groups. He was right, 
plant people were interested for 
45 minutes. In three months, he 
made 10 showings to groups rang 
ing from 10 to 30 people, each in- 
cluding key plant personnel. Ap 
proval was unanimous. Several 
customers borrowed the film for 
re-showing to additional personnel. 
One customer borrowed the film to 
send east to a national training 
session on hydraulics which were 
used in his product. 

Best of all was this result: en 
gineers and maintenance men 
learned much from the film and 
began to analyze their own systems, 
equipment, components and sup- 
plies critically. In many plants it 
was common practice to use any 
type of malleable or cast iron pipe 
without making any allowances for 
the number of elbows or other re- 
strictions through fittings, all of 
which contributed to inefficient per- 
formance. After seeing the fim, 
engineers and service men began 
to inquire about and buy new com- 
ponents and supplies. The sale of 
steel hydraulic tubing and flexible 
hose lines and fittings increased. 
The film also helped viewers to 
frame their problem questions more 


f. 
Pa 


DEMONSTRATION BOARD is still 
used by Mr. Bobbs to show customers 
how air systems operate but it has its 
limitations due to lack of mobility. 


relevantly than when Mr. Bobbs 
gave only blackboard talks and thus 
he was able to get at “real” and 
“specific” problems the viewers had. 

Mr. Bobbs is now planning the 
addition of 15 more minutes to the 
film to make it an hour’s presenta- 
tion. This added film will expand 
cn the many different applications 
that were introduced since the film 
was first lengthened. 


And Then The Salesman Turned Producer 


HEN Mar. Bosss turned movic 
Wistiess he didn’t know what 
he was letting himself in for. But 
it all turned out pretty will and he’s 
happy about it. He was not even an 
amateur photographer but common 
sense told him that if the supplier’s 
film was in color and sound, his 
additions would have to ke the 
same. He had noticed how color 
had kept the interest and attention 
of his audience when he first showed 
the film. Color also made it easy to 
identify the various products to 
which attention was drawn. 

The first production problem 


then was the contn:ity, what 
should he add to make the film 
more effective? He didn’t want any 
direct advertising in the film but, 
at the same time, he felt it needed 
a closer identification with the Russ 
Chamberlin Co. This was achieved 
by opening with several feet of 
film showing the company building 
and announcing that the film was 
being shown under its auspices. 
The manufacturer's film showed 
basic hydraulic principles in the 
most simple form relative to pres 
sures and reaction of pressures on 
cylinders and fluids. It illustrates 
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Pascal’s Law—forces exerted on 
fluid contained in a vessel exert 
equal pressure in all directions di 
rectly in proportion to the forces. 
Animated drawings of a ram on a 
fluid in a vessel with forces and 
pressures indicated by arrows illus- 
trate the principle. 

Another section shows fluid flow- 
ing through pipes and orifices and 
their relation to viscosity. It illus 
trates, by animated pictures, fluid 
going through pipes and orifices, 
of gradual and sudden reduction 
illustrated by gages indicating pres 
sure drops and arrows indicating 





EDITING WAS NEEDED to make a 
smooth presentation in sound and color 
but Mr. Bobbs used professional talent 
for “shooting” and “sound.” 


turbulence and non-turbulence. 

In the section added by Mr 
Bobbs, actual applications arc 
shown. The function of actual units 
in partial and complete installa 
tions such as for power steering, 
boosters for heavy equipment, hy 
draulic power for handling and lift 
ing heavy loads, pumps, control 
valves with complete and close-up 
views, are Each detail is 
individually pointed out by Bobbs 
and its particular function explained 
The scenes were taken 


shown. 


by voice. 
in different customers’ plants and 
shops, which viewers instantly rec 
ognized. This fact gives the film 
an “intimate” aspect which pro 
motes interest considerably. 

Another portion of this section 
of film was taken of products on 
display at the Russ Chamberlin Co. 
Each product is pointed out in a 
close-up with appropriate comment 
on its function, referring to some 
application shown previously. It 
was a subtle way of showing that 
the products were “in stock” and 
is about the only “commercial” in 
the film 

The actual production of the film 
took consiedrable doing. Instead of 


trying to take the pictures himsell. 
Mr. Bobbs took his problem to a 
local news cameraman who agreed 
to take the prescribed pictures in 
color for about $300, which includ- 
ed the cost of the film and process- 
ing. However, as a result of using 
color, the time required to take 
the necessary shots was extended. 
The cameraman refused to accept 
less than perfect light conditions 
and many a futile trip was made to 
a customer’s plant as clouds ap 
peared. The results, Mr. Bobbs said, 
proved that the cameraman was 


right. 


Then the ‘Cutting’ 


After the film was developed, Mr. 
Bobbs had to edit it by running 
it through an “editor” which per 
mitted him to view the film, cut it 
and join it again. He had to “cut” 
as he had more film than would hx 
required to run a half hour 

After that, Mr. Bobbs had to 
write the “script” and that wasn't 
easy. It took writing and rewriting 
while viewing the film to make th« 
script conform to the subject and 
time limitation. Naturally, all this 
was homework. Mr. Bobbs had 
hoped to do the “sound” himself 
but, as he explains, after a trial run 
he decided he was no “Don Wil 
son’’. A local radio announcer agreed 
to do the “sound track’ for $100 
The announcer had to be coached 
on what to emphasize, and what 
not to, in the running commentary 
and that turned out all right also 

After the sound was dubbed in, 
the film was reprocessed and a mas 
ter-film made. This master-film is 
kept at the processor’s place and 


copies may be made from it on 


order. This last processing cost 
$100. So the actual cash outlay for 
30 additional minutes of color 
sound film was around $500, which, 
of course, Mr. 
Bobbs’ time in organizing, arrang- 
ing for filming of sequences in vari- 
ous customers’ plants, editing and 
writing. But Mr. Bobbs says it was 


worth every bit of it. 


doesn’t include 
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MACHINIST Lloyd Mancini (left) shows sales- 
man George E. Schenck why belt guard had to be 
removed from drill press to make room for variable 
speed changer. Mr. Schenck had forgotten to 
probe into customer's requirements, thus nccessi 
tating changes on drill press after it had been in 
stalled 


By Don McGill, Associate Editor 


Mx MISTAKES is no way to make sales—and ‘mak 
ing assumptions is a sure way of making mis- 


takes. That’s a rule learned through experience by 


George E. Schenck, outside salesman with W. S. 
Ehrenfeld Co., York, Pa. While he finds no fault 
with the really alert salesman who endeavors to antici 
pate what his customer needs, Mr. Schenck firmly 
believes a salesman should make doubly sure that a 
customer is getting what he wants. 

All this may sound quite elementary to the prac- 
ticed salesman, yet it’s the practiced salesman, says 
Mr. Schenck, who’s most likely to make assumptions 
that make mistakes. 

For example, Mr. Schenck not long ago received 
an order from a small plant for some tap extractors. 
But he put through the order for screw extractors, 
because from his knowledge of this particular plant’s 
operations he didn’t see where it would use tap ex 
tractors. “I just assumed the customer was saying 
one thing and meaning another,” he says. “Well, | 
guessed wrong—the customer wanted tap extractors.” 

In another instance, a customer ordered a four-inch 
lathe dog. When the dog arrived, it turned out to 
be a huge, heavy piece of equipment, far larger than 
the customer could use. This error resulted from two 


FINGER POINTS to spot where electric 
control was removed because press was to 
be operated by foot control. Had Mr 
Schenck made proper check, custome: 
vould have saved time removing switch 


—“ 


Because of my experience 


assumptions. First, the customer had been wrong in 
assuming he could put four-inch stock on a particu 
lar lathe. Second, Mr. Schenck assumed the customer 
knew what he wanted when he indicated he wanted 
a dog with four-inch inside dimension. “This in it 
self should’ve rung a bell with me, but it didn’t 


Caught Off Guard 


Perhaps one of Mr. Schenck’s more outstanding 
cases of assumption-making was the case of the drill 
press ordered by the Berg Manufacturing & Engineer 
ing Co. in nearby New Cumberland. Without ques 
tioning the customer too closely, Mr. Schenck put 
through an order for a drill press complete with belt 
guard and built-in switch. 
delivered to the customer, Mr. Schenck got a hurried 
call—the press should have been ordered without 
the belt guard and the switch. 

“Here’s another case where I should’ve known,” 
says Mr. Schenck, “because Berg Manufacturing had 
four other presses hooked up to variable speed changers 


When the press was 


and equipped with foot controls. In all four cases 
the belt guard and switch had been removed. | 
should’ve checked to see if the customer wanted his 
new press equipped the same way.” 

As a matter of fact, Mr. Schenck had discovered his 
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NEVERTHELESS, Mr. Schenck has care 
ful work habits, always checks an ordet 
with catalog to make sure descriptions and 
specifications are correct. In this way he 
iften runs across errors customers make 


_.. | Made Mistakes 


error belatedly, but the press had already left the 
supplier's plant. It was then decided to remove the 
switch and the belt guard at Berg Manufacturing’s 
shop. And to illustrate how an error can compound 
itself, there was the small matter of obtaining a plate 
to cover the hole where the switch had been. 

The supplier notified Ehrenfeld that plates for 
this purpose could be ordered only in a minimum 
quantity of six. Even then, Ehrenfeld’s buyer had 
to supplement this order with an extra item to bring 
the shipment up to minimum quantity. After letters 
and telephone calls and delays, the situation was 
straightened out, “but how much easier it would’ve 
been if we'd got everything right to begin with.” 

There was the case, too, of the stripper bolts. ‘Thi 
type of bolt is used for die work, and has a long 
shoulder and a short threaded section. The correct 
measurement of the bolt (also called a shoulder bolt 
is the diameter of the unthreaded part and its length 
from under the head to the start of the thread. In 
ordering, however, the customer specified the di 
ameter of the threaded section. Only after some tim« 
wasted in trying to locate a ;';-in. bolt was it discovered 
the customer really wanted a 4-in. bolt. 

“I should've double-checked with the customer to 
make sure he was ordering the right size.” 

It might be said that the customer’s mistakes aren't 
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NEVER TOO MUCH TROUBLE to check on V-belt 
stock before assuring customer of immediate delivery, is Mr 
Schenck’s motto. Specially-built rack was designed by presi 
dent W. S. Ehrenfeld, W. S. Ehrenfeld Co. York, Pa 


the salesman’s responsibility. Mr. Schenck disagree 
“The supply salesman’s job, as everyone knows, is 
one of rendering service. Part of that service is help 
ing him to order properly, and thus eliminate delays 
and upsets.” 

Mr. Schenck savs the salesman must cultivate the 
habit of checking with the customer, no matter how 
small the item involved. ‘Take files, for instanc« 
“When a customer orders an eight-inch file, I make 
sure he’s not including the tang in the measurement.’ 


Rules for the Book 


In Mr. Schenck’s book, there’s no magic cure-all 
for eliminating bothersome errors, just two bedrock 
rules 

I. Don't hold back on asking the customer if he 
knows what he’s ordering, and don’t hesitate to find 
out what he’s ordering the item for 

2. Before you submit the order to your own put 


hasing man, check with the catalog and make sure 


f the description and dimensions. Often in thi 
checking you can pick up the mistake and then « 
with your customer! 

l'o repeat, Mr. Schenck says: “Never assume you 
know what the customer wants without digging into 


the facts.” 
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credit manager on intercom. M. Den Bleyker (right) decides 
whether to signal back his OK (by giving account number) or 
to interview customer, if account is not in Mills’ credit file 


HOW SYSTEM WORKS for new customers can be seen 
at counter of H. W. Mills & Co. (left). Ted Radner, floor 
manager, taking new account's order for a pickup, flashes 


Key To More Sales — Properly Managed Credit 


1. Don’t let rigid credit policy cut you off from good prospects 


2. Don’t give customers so much rope they're afraid to buy 


"O UR CREDIT DEPARTMENT can be one of our best 
salesmen, if we control it properly,” says M. Den 
Bleyker, credit manager of H. W. Mills & Co., Passaic, 
N. J. 

He explains it this way 

“There are two pitfalls to watch in credit manage 


ment. 

“One is the danger of cutting off potential business 
from the new, small firms that have not yet estab 
lished a solid reputation. If we had no credit losses 
at all, we would know we were passing up a lot of 
potential business. 

“The other is the danger of overextending—not 
so much because we would lose a little money, but 
because we would lose sales from customers afraid to 
buy. If a man owes you too much money, he’s not 
inclined to buy from you even when he can afford it.” 


Controls Work for Sales 


The only way to avoid these extremes, the Mills 
management believes, is to set up proper credit con 
trols. For this reason, R. A. Mills, treasurer, organized 
a separate credit department under an experienced 
manager. 

“Before we had a credit department,” says Mr. 
Mills, “we had to turn down many prospects we would 
approve today. We didn’t have the machinery to get 


enough information about them, nor the controls to 
protect ourselves.” 

The Mills firm still holds customers to credit limits 
according to management’s judgment of their ability 
to pay, but credit is viewed now as a sales builder 
rather than a privilege for only select customers. “We 
would rather have 100 new customers good for a $50 
credit limit than turn them all down because they are 
not up to the standards for $100,” Mr. Den Bleyker 
says. 


Procedure Is Formal but Fast 


Procedure is formalized, but simple enough for Mr 
Den Bleyker and an assistant to handle the credit func 
tion on less than their full time (the department also 
handles returned goods procedure). 

Mr. Den Bleyker’s records include: 

1. Regular customer cards including credit limits 
and dates of credit acceptance, Dun & Bradstreet rat 
ings, and other brief data on customer's status (wher 
credit has not been approved, card contains dates of 
application and follow-up letters). 

2. A “courtesy card” file on customers who buy 
only occasionally and whose rating is such that no 
formal credit check is considered necessary for small 
purchases 

3. A record of past-due accounts which is checked 
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NEVER SAY NO to customer's credit request except as last resort, is Milly’ 
policy. If customer is unknown, credit manager interviews him, decides whether 
to issue “courtesy” charge unti! credit application has been filled out 


oft and adjusted daily as invoices are sent out and 
payments are received, showing age of all receivables 
by months. 

4. Credit reports, including D. & B.’s, credit associa- 
tion letters, and data assembled within the company 

Rapid handling of credit requests is the policy. 
Where a salesman recommends it for a new customer, 
and expects a sale soon, the customer may be given a 
courtesy charge so he won't be held up pending a 
formal credit check. Generally, enough information 
is on hand or can be located quickly to give a rough 
picture of the credit risk involved. Where the order 
is large or the customer unknown, Mr. Den Bleyker 
inay phone or wire D. & B. and expect an answer 
within 24 hours, unless this agency has to make a 
special investigation. Or Mr. Den Bleyker may check 
personally with local banks, the credit association, or 
other references—a few minutes’ task in most cases. 

At the counter, salesmen alert the credit desk by 
intercom when new customers ask for charges on 
pickups. If the customer is listed as OK for credit 
on the file card, his charge number is given the 
counter. If he is not listed on a card, Mr. Den Bleyker 
discusses with him the opening of a formal line of 
credit. The customer is given an application blank, 
and if the order is small, may be granted a courtesy 
charge for the first purchase, with the understanding 
that formal credit must be established before the 
next one 


Salesmen Help with Formal Check 


A detailed credit check gets under way immediately 
after contact with a new prospect or after his first 
purchase. This is the procedure: 

1. Mr. Den Bleyker sends the customer a credit ap 
plication form, with a letter thanking the customer 





Like H. W. Mills, many supply firms’ manage- 
ments today regard credit as a sales building 
function. At Beals, McCarthy & Rogers, Buffalo, 
N. Y. (“Cooperation Between Sales and Credit,” 
ID, Jan. 1955), the management holds thet a good 
credit manager can be the “key man” in the busi- 
ness, because he must take most of the responsi- 
bility for approving orders, and slow procedure or 
poor judgment can seriously impede the firm's 
progress. At The Republic Supply Co. of Cali- 
fornia, Los Angeles, speed in credit processing is 
stressed. Graham Jones, credit manager, recently 
devised a multiple-carbon, snap-out form for cus- 
tomer statements, which provides a recap of de- 
linquencies at a glance. Like Mills’ past-due 
record sheet, it’s designed to take the drudgery 
out of looking up customer facts so the research 
can be both faster and more thorough. 





for his interest or his first order and explaining the 
firm's credit policy. The form includes space for three 
trade references and a bank reference. Space for Mills’ 
office use is reserved for inserting later the credit 
limit decided on, D. & B. rating, and name of the sales 
man assigned to the account. 

2. A questionnaire is sent the Mills salesman who 
recommended the firm or who will be assigned to it 
He must answer a number of questions, among them 

“Does the customer's premises look successful? 

“How do you rate the personality of the firm? 

AAI? Small but Honest? Sharp or ‘Tricky? et 

“Do you recommend credit? How much?” 


(Continued on page 172) 
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1956—A Good Year in Prospect 


The view from the threshold of the new year shows 16 of the 
nation’s 24 leading industries surpassing their 1955 performance 


By the Economics Department 
McGraw-Hill Publishing Company 


Fe ‘HE YEAR AHEAD, 16 of the 24 industries discussed 
below are expected to record a gain in physical 
output. Seven industries are expected to experience 
a decline in production, and one to show no change. 
Putting these individual industry forecasts into the 
hopper and turning the crank, we came up with an 
estimate of 142 (1947-1949 = 100) for the Federal 
Reserve Board’s index of industrial production for 
the year 1956. This compares with 138 for 1955 and 
142 for December, 1955. 


| In 1955 the steel industry turned out 116 million 
e tons of ingots and castings. This is an all-time 
record. In 1954 output totaled 88.3 million tons, and 
in 1953, the previous peak year, production hit 111.6 
million tons. This year output will probably add up 
to about the same tonnage as 1955. Autos, farm 
machinery and pipelines are expected to require less 
steel than this year. But heavy construction, indus- 
trial machinery and freight cars will take more. Some 
recent steel buying may be in anticipation of further 
price increases. But inventories in the hands of fabri- 
cators are not high now, and they are likely to be 
increased in the next few months. 


? Total production of nonferrous metals for the 
e year ahead should top this year’s output. In 1955 
output ran about 20% above 1954. Primary aluminum 
and slab zine are hitting all-time high marks. Be 
cause of strikes, the production of copper has not 
done so well. Producers of nonferrous metals antici- 
pate a 2% increase in sales this year. This gain is 
likely, because increases in electrical apparatus, appli 
ances, industrial and commercial building and air 
craft manufacturing will more than offset declines 
in autos, housing and television set production 


3 Manufacturers of chemicals had a great year in 
« 1955. They will probably have a considerably 
better year in 1956. Output gains in plastics, syn- 
thetic fibers and agricultural chemicals will con 
tribute to a substantial gain of about 10% over the 
record 1955 year. 


4 I'he machine tool industry is heading for a 


e good year in 1956, The year 1955 proved to be 


one of the worst for the industry in the last 10 years. 
Shipments totaled about $660 million last year. 
This year they will go up about 30%, to $850 mil 
lion. New orders for metalworking machinery, which 
generally lead shipments by about three to six months, 
are currently running about one-third ahead of the 
first-half 1955 rate and 75% ahead of a year ago. 


5 The automobile industry turned out nearly 9.3 
e million cars and trucks by the end of 1955. This 
is the all-time peak year for auto production and a 
very good year for truck output. It has not usually 
been wise to bet against this industry. But our esti 
mate is that 1956 auto output will probably be off 
from 1955 by more than a million units. Truck pro 
duction should run slightly higher than this year. 
The 1957 passenger car model may be on the market 
early if there is not sufficient consumer enthusiams 
for 1956 models. 


Auto parts producers have had an outstanding 
6. year in 1955, production of auto and truck parts 
averaging more than 40% above 1954. In 1956, the 
outlook is for lower production. Independent auto 
manufacturers may find it tough sledding against 
the big three, resulting in less business for the inde 
pendent parts manufacturers. The imposing new 
car sales of the past year and the increase they have 
made in the auto population will not benefit the re 
placement parts market until these cars have aged 
a bit more. 


Railroad equipment production was on the rise 
]. during 1955, output averaging 10% higher than 
in 1954. The outlook for the year ahead is substantially 
better than it has been for the last four years. At 
the end of 1954, backlogs of freight cars totaled less 
than 14,000 cars, while output was running about 
2,000 units per month. According to the Association 
of American Railroads, backlogs are now close to 
145,000 units, and shipments are running about 4,500 
units per month. In 1956, freight car shipments are 


expected to average 7,500 units per month 


8 Aircraft production levelled off in 1955. For the 
e year as a whole, output of aircraft and parts 


topped 1954 by about 2%. Both federal and private 
spending on new aircraft will be up in 1956, so the 
outlook is bright for the year ahead. Unless the mili 


92 INDUSTRIAL DISTRIBUTION © FEBRUARY, 1956 





tary budget is cut again, new aircraft engine develop- 
ments should mean high level operations for this 
industry for at least the next three years. 


g Construction machinery manufacturers are in 
¢ for a big year in 1956. Contract awards for heavy 
engineering projects in 1955 were running far ahead 
of 1954, so demand for heavy equipment should be 
good next year. New orders for construction and 
mining machinery are running more than 40% ahead 
of a year ago. 


10 In 1955 farm machinery output ran about 15% 
e ahead of 1954. New business has been booked 
by farm equipment manufacturers at a steady rate 
throughout the year. And dealers’ inventories of 
farm equipment are not high relative to sales. How- 
ever, the 1956 outlook for farmers’ incomes is still 
down. So demand for farm machinery in 1956 will 
probably be off, resulting in slightly lower production. 


11 Office machinery output increased substantially 
e in 1955. And 1956 is shaping up as another 
year of growth for this industry. New orders for 
office equipment are 25% above the year ago level. 
New developments in office equipment—typewriters 
and calculators—suggest that many old machines may 
be replaced in 1956. 


12 The instrument and controls field did not grow 
e as rapidly as was expected this year. Smaller 
companies are having a tough time gaining a foothold 
in this business. Nevertheless, total output was up 
about 10% in 1955, and new orders are quite a bit 
higher than they were a year ago. So the outlook is 
for a better year in 1956. 


| Manufacturers of electrical apparatus will prob- 

e ably do better this year than in 1955. Output 
in 1955 ran about 8% over 1954. New orders for 
heavy electrical equipment increased during 1955. 
Even though capital spending by the electric utility 
industry for 1956 is expected to be lower than in 
recent years, most electrical equipment companies 
are booked to capacity for this year. And other in- 
dustries plan to spend larger sums on new equipment 
in 1956 than in 1955, resulting in additional business 
for motors and generators. 


14 Electrical appliance output in 1955 increased 
e about 30% over a year ago. This year con- 
sumer incomes after taxes rose sharply, about $15 
billion. But this year the increase in consumer income, 
after taxes, is expected to be smaller. Also, installment 
credit may not be as easy as it was in the early part 
of last year. And housing completions will be lower, 
too. Nevertheless, production of major appliances 


in 1956 will probably average 5% higher than last 
year, because consumer demand for new appliance 
models in color is expected to be high in 1956. 


15 Output of the radio and television industry hit 
e an all-time high in 1955. About 8 million 
television sets were turned out. Add to that nearly 

million car radios and about 7 million more as 
sorted types—clock, portable, and table models—and 
the industry produced about 22 million units in all 
in 1955. It now appears as if TV output will turn 
down after that big effort. If 6.5 million TV sets are 
produced in 1956, that is a 19% cut in ‘T'V output. 
But 6.5 million sets is still a relatively big year. Out 
put of auto radios in 1956 will follow the pattern 
of auto production, so this is another weak area for 
1956. 


16 Petroleum refiners are looking forward to an 
e increase of about 4% in sales in 1956. And 
refinery output will have to match sales. Industrial 
output is expected to average about 3%-4% higher 
in 1956 than in 1955, so more industrial fuels will 
be consumed. Demand ‘for motor fuels is also on the 
upswing. More vehicles on the road—trucks and 
autos—mean greater gasoline consumption. Fewer 
housing starts in 1956 than in 1955 will mean fewer 
housing completions next year, so demand for home 
heating oils will not increase as much in 1956 as it 
did last year. 


17 Paper output in 1955 ran about 15% ahead of 
e 1954, the previous record year for this industry. 
The historical relationship between paper output and 
industrial activity suggests that this year will be 
another record year for the paper industry. However, 
the gain in paper production in 1956 will be more 
on the order of 5% than last year’s 15%. 


18 Rubber production last year topped output of 
e a year ago by 25%. But 1954 was an extremely 
poor year for the industry. A moderate drop in pro 
duction is in the cards for rubber manufacturers in 
1956. A decline in output of new cars in the year 
ahead will mean a substantial drop in rubber tire 
production—one million fewer cars meaning about 
5 million fewer tires. Next year, the rubber industry 
is putting emphasis on the replacement tire market, 
on industrial belting, and on chemicals in order to 
keep sales up. 
19 Lumber production is running 11% ahead of 
e a year ago. Build-up of stocks after the industry 
strike in the west in 1954 and increasing demand 
from the housing industry were reasons for substantial 
increases in 1955. But neither of these factors will 
(Continued on page 208) 
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More Competition On Price And Goods 
Makes Salesmen Step Livelier Today 


By Jack Wertis 


Senior Associate Editor 


CECIL SMITH is high volume 
salesman for C. W. Farmer Co., 
Macon, Ga., and has been around long 
enough to be able to say something 
pertinent about the selling game. A 
buyer of supplies for a mining process 
ing firm for eight years and an indus 
trial supply and equipment salesman 
for 12 years (he hae to take three years 
out for soldiering during the war), 
he knows both buying and selling 


94 


“ity YOU DISAGREE? Most of the 
salesman’s problems in selling 
today can be summed up in two 
words—increased competition—ac- 
cording to Cecil Smith, C. W. 
Farmer Co., Macon, Ga. 

“I don’t suppose,” Mr. Smith 
said, “anyone will argue with me 
when I say selling today is really 
more exacting than it was in ‘42, 
"43, or for that matter, from ’46 to 
about '49. But today you have some 
what of a paradox; production is 
booming and the selling game is 
getting tougher. ‘The answer, as | 
See it, is increased competition all 
along the line, particularly in the 
matter of price and the number of 
offers to sell.” 

Mr. Smith steered clear of mak 
ing any comparison between selling 
today and selling during the depres 
he knows some 


sion (of which 


thing). In his estimation, there is 


no comparison, because, in the days 
before the war, customers did lack 
funds and showed no inclination to 
keep inventories. ‘Today, customers 


and prospects don’t lack funds and 
don't mind keeping inventories, but 
the increased competition on price 
and selling offers is making salesmen 
step livelier to maintain volume 
than they did 


Price-Conscious 


“It may be a debatable point,” 
remarked Mr. Smith, “whether the 
increased number of competitors 
induced buyers toward price-con 
sciousness or whether buyers in 
spired cut-price offers from the 
abundance of sellers, but price-con 
sciousness on the part of customers 
is on the increase and you have to 
face it today.” 

There is evidence that increased 
competition is forcing some sellers 
to shave prices in order to get 
business, Mr. Smith said. One of 
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his competitors obtained a much 
sought-after order with an offer that 
left him less than a 5% margin! It 
started with a request for a quota- 
tion on a list of some 1,500 items, 
prices to be firm for at least 10 days! 
That is rough competition. 

When Mr. Smith checked with 
the buyer, the latter replied, “If you 
can't sell at such prices and make 
money, I can’t blame you for com- 
plaining. But my job is to save 
money for my company and I just 
can’t refuse this offer.” There are a 
lot of customers, Mr. Smith com- 
mented, who find some price con- 
cessions just too good to refuse 


Several Questions 


Such customers appreciate the 
value of your services of local 
stocks, personal attention to their 
procurement problems, personal 
attention to their production or 
problems but they 
put it on the basis of econom- 
ics at the cost of other considera- 
tions. In other words, Mr. Smith 
said, you might as well face it, you 
can't always lick the price conces- 
sion. However, Mr. Smith warned, 
don’t give in to it entirely. As he 
sees it, in the average situations 
where price becomes a focal point 
of a prospective sale, he has been 
able to hold about 80% of such 
business by pre-selling himself, his 
firm and its services, and selling 
“I’m more conscious of the 


maintenance 


hard. 
importance of constantly selling my- 
self and my company than ever be- 
fore.” Mr. Smith added. 
The moral is: Hold the 
share of your business by complete 


lion’s 


selling 

“A lot of people who buy from 
me,” explained Mr. Smith, “are 
operations men and they are truly 
appreciative of service on product 
information, deliveries, technical ad- 





“Today you have a paradox—produc- 
tion booming and selling’s tougher.” 





“The reason? Increased competition in 
both price and the offers to sell.” 


“You might as well face it—you can’t 
always lick the price concession.” 


vice, etc. Only in large plants do 
you run into purchasing agents func 
tioning solely as buyers. Many of 
these are young men, not too expe 
rienced and not too familiar with 
the products they are buying or with 
the use these products will be put 
to. These men are impressionable 
(they can be impressed by your 
competition sometimes more easily 
than they can by you, don’t forget) 
and it is of the utmost importance 
that you sell yourself and your com- 
pany to them as a source of supply 
that is reliable and of a service that 
cannot be measured by cost figures. 
You've got to instill in them con 
fidence in your ability to help them 
with specifications, ordering, locat 
ing products, etc. Fortunately, most 
of the purchasing agents I come into 
contact with, show little hesitancy 
in calling in men who will use the 
products I am trying to sell and 
this, I admit, is of great advantage 


Catalogs, Literature 


“Purchasing agents are receptive 
to catalogs, literature, manuals— 
anything that will familiarize them 
with the products that they are buy 
ing—and I use these constantly 
When it comes to introducing a 
new product, you run into a little 
skepticism on the part of purchasing 
agents, but that is a matter of selling 
again. ‘The expressed and demon 
strated desire to be of help again 
comes to your aid. ‘There is no point 
in trying to put something over on 
them: (1 think the average indus 
trial supply salesman works toward 
the customer’s good) they express 
their trust, I'm sure, by showing no 
tendency to screen salesmen. At 
least, I've not run into any sort of 
screening. On the other hand, engi 
neering men are always eager to 
look at products, regardless of 
whether they can use them or not.” 

Customers tell Mr. Smith that he 
has a lot of competition and that 
more and more of it is coming from 
more distant points than formerly. 
Suppliers that used to cover a 50-mi 
radius are now reaching 100 and 200 
mi. out. Customers say they are 
being solicited by salesmen from 


“But a lot of operations men appre- 
ciate service and product knowledge.” 


“ ae ; 
“Many P.A.’s are inexperienced, and 
easily impressed by your competition. 


“T’ve found there’s no point in trying 
to put somethink over on P.A.’s.” 


How Impressionable Are P.A.‘s? 





More Competition on Price and Goods (Cont’d.) 


“You can hold the lion’s share of your 
business by complete selling.” 


firms they have never heard of be 
fore. 

What does all this have to do 
with Mr. Smith? “Plenty,” he says. 
With his customers receiving so 
much attention from so many dif- 
ferent suppliers, Smith feels that he 
has to be more alert, that he has 
to be more informed about his cus- 
tomers, that he has to know more 
definitely what they are buying and 
what they are not buying, than ever 
before. 

Offhand, Mr. Smith added, there 
are several things for a salesman to 
be concerned about. For example: 
|. What competitive products are 
being offered to my customers and 
by whom? 2. What customers are 
being plied more than others for 
business which I am now getting? 


3 Am I losing any business under 
this pressure and to whom? 4. On 
what products and to which cus- 
tomers are price concessions or other 
inducements being made and to 
what effect? 5. What are my poten- 
tials and how am I measuring up to 
them? That is only a sample of 
what to worry about. 

“Of course,” commented Mr. 
Smith, “our company has the ad 
vantage of a central location with 
respect to deliveries and personal 
attention to customers.” Although 
customers usually know the value 
of local stocks, Mr. Smith feels that 
he can’t rest on that assumption, but 
has to keep “selling” the idea con 
tinually. As to competitive products, 
Mr. Smith relies most on advertise 
ments in [Npustr1AL DistTRIBUTION 
to keep abreast of the full range of 
products being offered, not only in 
his market, but all over the country. 
From each issue he takes notes on 
competitive makes, on products 
which may have a promising poten 
tial in his territory, on products 
which some customers might be 
able to use advantageously. In addi- 
tion, he learns about competition 
from personal contacts and from 
catalogs and literature shown to him 
in customers’ plants. 

Last, but far from least in im 
portance, Mr. Smith concluded, is 
sales analysis by key lines to key 
customers. This tells him what busi 
ness he’s getting or not getting, what 
buying trends are among key cus- 
tomers, what products need sales 
emphasis, what customers need 
more personal attention, and other 


“To keep a customer ‘sold,’ you've got 
to learn all about your competition.” 


relevent facts about his sales per- 
formance. Mr. Smith feels he can 
not rely on having “sold” a cus 
tomer for once and all; he has to 
keep him “sold.” Some accounts 
he formerly called on once every 
two weeks. By analyzing sales and 
potentials and, spurred by increased 
competition, he now makes weekly 
calls on these accounts. In fact, Mr. 
Smith makes more calls today than 
he ever did before. 

The Farmer Co. provides photo 
copies of customers’ invoices to each 
salesman and, from these copies, 
Mr. Smith makes major line break- 
downs of sales to key customers. It 
doesn’t take much time once a 
month and the chore is well worth 
the effort, particularly today, he 
added. 





10th Annual Survey 


nTo the editorial hopper this month are being 
I dumped operations figures received from dis- 
tributors all over the U.S. By the time ID's 
editors have finished turning the crank, they will 
have come forth with the 10th Annual Survey of 
Distributor Operations. Published in the March 
issue, the Annual Survey will show how distribu- 
tors fared in 1955—level of their sales inventories, 
turnover ratio, etc. All these facts will be analyzed 


both nationally and regionally. A chart will show 
what a decade of rising prices has done to dis- 
tributors’ dollar sales. Topping off the Survey 
will be distributors’ opinions on the 1956 outlook, 
and a roundup of their opinion on customers’ 
buying habits. 

For a yardstick to lay alongside your own 
operation, look for the 1955 Annual Survey in 
next month’s ID. 
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AUTOMATION MEANS MORE to distributors than electronic panels 








Control boards 


like these are the “brains” of automated plants, but behind panels are production lines 


refineries and foundries that still need imdustrial supplies—in greater 


AUTOMATION ... 
What It Means To You 


Some of your customers already have machines that think. 


volume than before 


This can be a threat or an opportunity, depending on how you 


adapt to a new era, now only dimly seen but certainly on the way 


HIS YEAR a new word, automation, 
T dominates most of the news 
about United States industrial pro 
duction. The automatic factory, 
operated by punch cards, playback 
tapes and “servo-mechanisms” in- 
stead of human hands, may be here 
before we know it, say the more 
sanguine prophets of the new tech 
nology. 

What is automation? How far has 
it really advanced? What does it 
mean to industrial distributors and 
salesmen struggling to keep up with 





By Van Ness Philip 
Assistant Editor 





out fast-moving technology, to have 
the products ready for the factory 
of-the-future when it needs them? 
Certainly the news from Detroit 
is big news. One of the largest auto 
mobile companies has two-thirds of 
its standard engine line fully auto 
mated, controlled in almost all 
routine operations by transistors and 
panels of flashing lights instead of 


human machinists and assemblers 
Labor leaders pushed—and partly 


sold—the wage 


guaranteed annual 


Courtesy of Control Engineering 


Why Automation Affects Your Sales 


PUBS SAR AA ca 





AUTOMATION (Cont’d.) 


to this company and its competitors 
after widely propogandizing the 
alleged effects of automation on 
employ men t—arguments called 
specious by industrialists and en- 
gineers, but fairly effective in getting 
the ear of Congress and the public. 

Throughout the nation, in both 
large and small companies, the 
science of control devices for ma- 
chines and processes has captured 
management interest. 


Pressure Is for Productivity 


Well it might, for the pressure 
for productivity today is very great in 
this era of high prosperity and in 
tense competition. 

The trend to automatic controls, 


accelerated by World War Il 
necessity in many manpower-hungry 
plants, has already helped some of 
our largest industries break produc- 
tion records in the unprecedented 
post war economy. Since 1946, in- 
dustrial production, measured by the 
Federal Reserve index, has increased 
about 55%. Our gross national 
product stands at close to 400 billion 
dollars—an all-time high—and re- 
sponsible economists predict that it 
will double in 20 years. Automation 
undoubtedly has had a part in this 
rise because in some industries— 
notably chemicals and petroleum— 
it was highly developed even before 
World War II—and it will play a 
far larger role in the next two de 
cades if present development of 





— 


What is automation? 


x | 


AUTOMOTIVE PLANTS are the showcases of electronically controlled metalwork- 
ing. These are cylinder head lines in Chrysler Corp.’s Plymouth engine plant, with a 
single operator on bridge controlling flow of work through multiple tool machines 
The word, automation, was coined in Detroit 
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automatic controls is any indication. 

Have distributors b -- getting 
their share of this production in- 
crease of the past decade? Will they 
qualify for and bring home twice 
as much business in 1976 as they 
get today? In the past, 1 ew tech- 
nological trends have not always 
been kind to industrial distributors. 
The development of electric motors, 
the birth of the electronics industry, 
the demise of horse shoes and 
whiffletrees as economic factors put 
some distributors in the wake of 
progress rather than the forefront. 
And now it’s automation. Is the 
promise of this great technological 
advance a threat to the supply in 
dustry, or a golden opportunity, or a 
little bit of both? 


HE LYRIC SENSATIONALISM Sur 
Tecasins the word automation in 
the lay press has all but obscured its 
real meaning. The word was coined 
by Del S. Harder, executive vice 
president of the Ford Motor Co., to 
describe certain automatic processes 
applied since the war in Ford's en- 
gine assembly line, press department 
and foundry. 

Among engineers, definitions vary 
and no two of them seem to agree 
on precisely the same one. Elec- 
tronic control by means of “feed 
back” of data to a control mech 
anism is generally, but not always, 
implied. The simplest definitions 
term automation merely an exten 
sion of the mechanization process— 
the substitution of automatic for hu 
man operations at any stage in the 
production line. Purists tend to 
define it as that stage in develop 
ment where virtually all operations 
in a specific production process are 
automatic; where machine cycles 
are controlled by electronic feed 
back, and where these devices sup 
ply the sensory preception functions 
formerly handled by humans (that 
is, testing and rejecting parts, set 
ting up machine speeds and feeds, 
replacing worn tools, and changing 
machines and procedures from onc 
cycle to another). 





A number of responsible engi- 
neers and writers make this dis- 
tinction: mechanization is the sub- 
stitution of machines for men who 
do unskilled work such as car- 
tying, lifting, moving parts from 
one machine to another, etc. (also 
known as “mule work’); automa- 
tion is the substitution of machines 
or automatic processes for repetitive 
perception work (sometimes called 
“idiot work”) which is common to 
such tasks as testing clearances, pre- 
paring machines for the same set- 
ups time after time, and adding up 
columns of figures. 

The editors of American Ma- 
chinist see no clear dividing line 
between mechanization and auto- 
mation. ‘The process is an evolu- 
tionary one, they say, that has been 
going on since the earliest ma- 
chines. (J. M. Jacquard invented 
a loom that was actually controlled 
by punch cards in 1806.) Factory 





Management and Maintenance, 
which has featured articles on the 
subject, attempts no definition. 

Control Engineering, McGraw- 
Hill’s new magazine for electronic 
and other control devices, asserts 
that these devices (and their sub- 
systems and systems) constitute a 
specialized field of engineering, and 
that automation is a much broader 
term covering al] automatic or non- 
manual production. “Automation 
really means ‘engineering’ in its 
broadest sense,” says the magazine 

A large firm in the controls field 
recently ran a contest for the best 
definition of the word “automation.” 
This tongue-twister won the prize: 
“those processes which formerly 
necessitated constant attention to 
operation, that may now be per 
formed on schedule automatically 
through accurate programming and 
by pre-determined systems and pre 
set controls.” 


—_S> 


Where automation is found 


OUR areas where automation is 
Fics common are listed by Busi 
ness Week: 

1. Continuous process 
where automatic 
move or process fluids, such 
as oil; “fluordized” solids, 
such as coal; or sand, as in 
continuous casting 

Multiple tool 
where several or many ma 
chines are controlled to 
gether, as in auto plants, 
other metalworking plants 
and packaging operations 
Numerical control 
where a single machine, de 
signed for flexibility rather 
than high production of the 
same item, is controlled so 
as to produce different prod 
by means of 
magnetic 


controls 


ucts or sizes 
punch cards or 
tape 

Data processing 


processes for recording or 


Distributors 


synthesizing information by 
means involving everything 
from small electric office ma 
chines to giant calculators 
In continuous process industries, 
automation has been a factor for 
some time, though seldom called by 
this or any other term. Some of 
these industries, including oil re 
fining, have the smallest :abor force 
per square foot of plant space of 
any in existence. Food manufacture, 
chemical industries and glassmak 
ing are also highly automated. 
Multiple tool industries, particu 
larly automobile manufacturers, 
have supplied most of the glamor 
behind the word automation. So 
far it is highly developed only for 
the basic, high production opera 
tions, and is found mostly in the 
larger companies of the metalwork 
ing and allied fields. 
Numerical control setups permit 
flexibility, so logically fit into the 
industries in metalworking and 


Can Stay With It If . 


—. 


AUTOMATION HAS SPREAD into 
many fields. Continuous process indus 
tries like refining have long been fa 
mous for operation with a minimum ol 
manpower. In this refinery, the contro! 
panel (above) actuates pumps and 
valves in the miles of piping in a 
cracking unit (below) 


oe 





AUTOMATION (Cont’d.) 


allied fields that do not have ex- 
tremely long production runs, in- 
cluding some small firms. The avia- 
tion industry has some automation 
of this type. But control mechan- 
isms and accessories are still expen- 
sive, and readjustments in the 
productive process, when only one 
machine at a time is “automated”, 
may be costly enough to cancel out 
the savings from the new procedure. 
Actual progress here is probably 
slower than the popular belief in all 
but the largest and most progressive 
firms. 

Data processing is office automa- 
tion, and initial costs are apt to be 
high in relation to the value of the 


How advanced 


HERE THE FIRST MACHINE WAS 
Sanath is anybody's guess. 
The Commentator, publication of 
Hajoca Corp., Philadelphia, traces 
automation’s beginnings from the 
early history of the screw machine, 
the first known prototype of which 
was built by that tireless inventor, 
Leonardo da Vinci, in the early 
1600's. Like his airplane, it proved 
impractical; but, in 1873, Christo- 
pher M. Spencer of Hartford, Conn., 
built what is now considered by 
many experts the first automatic 
screw machine of practical design. 
This holds with the theory of those 
who give automation its broadest 
definition; it has been standard pro- 
cedure for many years in metal- 
working industries where automatic 
cut-off and work positioning and the 
grouping of machines under a single 
switchboard have been practical and 
necessary, as in the production of 
many small parts. 


The War Spurred Research 


But the development of electronic 
control components during World 
War II—many of them for fire di- 
rection, automatic pilots and other 
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data produced, except in large firms. 
The smaller office machines, now in 
common use in all types of com- 
panies, are being constantly im 
proved and further automated. But 
the largest computers produce such 
a wealth of varied data that only 
managements of the largest firms 
can use them to advantage. 

A survey on automation in 
American Machinist _ recently 
showed that, in metalworking, about 
one-fifth of a large sampling of 
plants surveyed had initiated some 
degree of automation. One-tenth 
of the companies with less than 50 
employees, 16% of the firins with 
50-100 employees, 22% of com 
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is automation ? 


secret military uses—gave automa 
tion a tremendous impetus. 

The real turning point in metal 
working came when the automobile 
companies started to install transfer 
machines, also in World War II. 
The setup at first was little more 
than a battery of conventional ma 
chines in proper order, positioned to 
conform to the part and tied to 
gether with a transfer bar or piece of 
handling equipment to position the 
part and move it from one machine 
to ancther. 


Man Makes, Machine Copies 


For simple parts, “tracer-con- 
trolled” machines were installed. In 
these, servo-mechanisms (feedback ) 
replace the operator in part. A 
skilled man makes a template; the 
machine copies it for an indefinite 
run. 

“Playback control” is a further 
refinement. The operator makes the 
part; a magnetic tape records ma- 
chine positions, later produces the 
part in production from its elec- 
tronic “memory.” 

“Direct numerical control” is still 
more complex. Basic drawing in 
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panies with 100-500 workers, and 
53% of firms with 1,000 or more on 
the payroll had installed automation 
in some form. 

There was no gage for judging 
how much automation each cate- 
gory or plant had installed. 

But all of the firms that had auto- 
mation, only 23% had decreased 
the tota! work force since installing 
the new system. In the others, 
which had held their work forces at 
the same level or actually increased 
them following the installation, in- 
creased sales and production had 
counteracted the effects on the 
labor force of making the opera- 
tion more automatic. 


— 


THE FUTURE may see _near-auto- 
matic factories in some industries, but 
they are still a long way off. Meanwhile 
more basic assembly setups will be 
automated, like this piston line at the 
Plymouth plant. After milling, pistons 
are fed to conveyor which takes them 
to plating tank. Electronics control 
the basic operations 





formation is transferred to a punched 
tape, which is then translated auto- 
matically on the machine for proper 
positioning of work and tools, with 
out any interference from an op- 
erator. 

Advances in gage engineering for 
quality control have also been rapid. 
With production speeded up in 
automatic takes elec- 
tronics to gage and test the finished 
products fast enough. Electronic 
gages actuated by Beta Rays and 
X-Rays measure and test the work 
and relay the data to the control 
may shut off 


machines, it 


mechanism, which 


the machine in case of trouble or 
actually make the adjustments 
necessary to get the work back 
within tolerances. 

Related to this activity is the auto 
matic classification of finished parts 
by sizes and grades for more eff 
cient shipping and handling. 

Self-inspection self-correc 
tion mechanisms are only on the 
threshhold of their possible appli 
cations, engineers claim. Machines 
so fitted are the machines that 
“think.” They may hold the 
promise of almost fully automatic 
factories someday, in some plants. 


and 


2 


What can the distributor sell ? 


T RE IS NO REASON to believe that 


automation will exclude the 
progressive distributor from the fac 
tory of tomorrow. 

Many distributors already are 
serving automation, whether they 
know it or not—and some have been 
for years. 

For wherever there’s an auto- 
matic control device, or “brain,” it’s 
harnessed to mechanical, hydraulic 
or pneumatic “muscles.” And the 
distributor supplies the nerves and 
tendons of these muscles, as he did 
before the machines got their new 
electric thinking apparatus. The 
servo-mechanism on the automatic 
lathe directs the flow of energy that 
puts it through its cycle; but in 
turn mechanical, hydraulic or pneu- 
matic components must pull, push 
or shove to put the work in posi- 
tion, change the tools or transfer 
work from one machine to another. 
and parts — 


—> 


YOU CAN SUPPLY the “muscles” of 
automated plants, for machines still cut, 
drill, bore and mill, even though the work 
is delivered, held and carried away by 
electronically guided “hands.” This is a 
typical camshaft machining operation in 
an auto plant, with work in position for 
milling head to descend (note the six mill 
ing cutters 


Industrial supplies 


tool 
holders, motors, compressors, drives 


pulleys, conveyors, linkages, 


and gears—are still basic to the setup, 
regardless of how radically it has 
been altered. 

In the great refineries (and the 
paper mills, the chemical plants, 
the floor tile factories and the in 
numerable other that 
make their products by continuous 
process mixing of fluids and semi 


industries 


fluids), push buttons and electronix 
devices actuate the valves and pumps 


—but the valves and 
there as alwavs. 

Still there are some differences 
There are many things a distribu 
tor can do to sell the automated 


plant, and some things he probabl; 


pumps are 


cannot do 


stock 
of the control de 


1. Some distributors 


sell 


can 
and many 


vices and accessories, including 
standardized electrical components 

2. Distributors can exploit a new 
potential in automated plants fo! 
the standard products closely tied 
to automation, such as gears, vari 
able speed drives, timers, gages 
valves, motors, hydraulic oils, com 
pressors, pumps, pressure regulators 
and conveyors. In many industries 
automation extensive m 


vestment in power transmission and 


requires 


materials handling equipment 
3. Many will find 


new potential for their full line in 


distributors 


automated plants, simply becaus 
these plants will have greatly in 
creased production and will be using 
more of everything. Autoination is 
a big investment: when a company 
makes the jump, the chances are 


But There’s Danger 
Ahead, Too 





AUTOMATION (Cont’d.) 


management has its eye on expan- 
sion all along the line. 

4. New and improved tools and 
supplics demanded by automated 
factones may provide new markets 
distributors don’t have. Pro 
duction tools of harder metal for 
high speed work, special jigs and 
fixtures, new type valves and pumps, 
more precise measuring instruments, 
improved gears and drives, and 
many other new components will 
become standardized as more fac 
tories convert to faster, automatic 
operation. 

5. There may be oppor- 
tunities in the maintenance shops 
of automated plants. As factories 
automate, maintenance takes on 
greater importance, because of the 
vital need to keep complex machines 
in repair and prevent costly bottle- 
necks. Where machines are hooked 
together, production is in delicate 
balance. Also it’s fairly rigid, so that 
changes in market demands may re- 
quire extensive overhauling when 
new products or designs are called 
for. 


now 


new 


New Industries Will Come 


6. Automation coupled with elec- 
tronics will spawn many new indus- 
tries that do not exist today. This 
was the case with electronics; and 
the television industry, which hardly 
existed 10 years ago. Other offshoots 
of electronics—including the auto- 
matic controls industry itself, now 
rated at more than $3 billion a year 
volume—are sure to grow prodi- 
giously. And automated processes 
open many new opportunities for 
present industries because automatic 
machines can produce a wider va- 
riety of shapes with closer tolerances 
than hand-fed machines. This means 
new products of previously un- 
heard of design for both the con- 
sumer and industrial markets. 

7. Some distributors, the larger 
firms at first, may be able to install 
automated operations in their offices 
and warehouses profitably. Many 
advances have been made recently in 
office machinery at the lower price 
levels 
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AUTOMATION IS A CHALLENGE to this Texas house, Engineering Supply Co 


of Dallas, which stocks the electronics lines too 
force many changes in the mechanical, hydraulic and 


but automated factories wil: 


Few distributors may go this far— 


pneumatic equipment that conventional distributors stock. 


Five danger points for distributors 


UT THERE WILL BE PITFALLS which 
B only alert distributors will be able 
to avoid or minimize. 

1. Few distributors are equipped 
in background and specialized train 
ing to handle the pure electronic 
end of automation; this has prob- 
ably already gone to other channels 
by default, in many cities. 

2. The complex nature of auto 
mation requires custom engineering 
when it is installed. Repair and 
replacement procedures may also be 
complex. Some distributors may not 
be equipped for the technical sery 
ice needed to sell repair parts or 
production tools. 


Equipment Will Change 


3. Some distributors may lose a 
few of their present markets if prod 
uct and production changes come 
too rapidly. Some standard me 
chanical equipment may become ob 
solete in certain types of auto 
mated plants; whether a distribu- 
tor continues to serve such plants 
will depend on how alert he is to 
the changed requirements. Time 
tested sales sources may be affected. 
A New England distributor reported 
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recently that he had lost his best 
grinding wheel customer, a foundry, 
because it had converted its opera- 
tions to electrical continuous cast 
ing, and wheels were no longer 
needed to snag rough edges 


Companies Will Change 


4+. Distributors will both lose mai 
kets and gain new ones because of 
the effects of automation on the rc 
location of industry. Industries mak 
ing automation equipment, and 
other branches of electronics, are 
due for expansion. In some indus 
tries, inefficient companies will be 
forced out by larger or more efficient 
competitors in the classic pattern. 
with automation to accelerate the 
trend. The regional dislocation of 
some old-line industries, like textiles 
in New England, will probably be 
accelerated as new plants, more full; 
automated, spring up elsewhere 

5. By far the greatest threat is 
not a new one, though distributors 
may be more conscious of it in the 
future than they are now. It is 
local, and will vary with each indi- 
vidual distributor. It is the threat 
of losing customers who go out of 





business because competitors, 
through automation, have become 
more efficient. The history of 
American industry is studded with 
obituaries of companies that had 
continued for years making buggy 
whips or putting horseless carriages 


together by hand until the day of 
reckoning finally arrived. There are 
thousands of such companies today 
—though they do not make buggy 
whips—and it would not take a de 
pression to push many of them over 
the brink 


How soon and how much? 


HE HUE AND CRY OVER AUTOMA 
sl by public relations men, 
labor leaders and social prophets 
provides scanty source material for 
objective analysis. 

The specter of unemployment is 
what bothers some labor leaders, 
just as the fear of obsolescence wor- 
ries the owners of many businesses. 

High-powered seers on the opti- 
mists’ bench view automation as the 
ultimate American promise—pass- 
key to a Utopia of vastly shorter 
working hours, abundant leisure, 
and productivity and riches so great 
that present standards of living 
will seem primitive. 


Evolution, not Revolution 


More moderate appraisers of the 
phenomenon think automation is 
a natural process—accelerated in 
recent years, to be sure, just as de 
velopments in motive power acceler- 
ated industrial progress 50 or 100 
years ago—but evolutionary rather 
than revolutionary in effect. 

Some labor will be displaced in 
some areas; some factories will go 
under because they cannot compete. 
But this will not happen overnight, 
and underlying the whole gradual 
changeover will be its greatest miti 
gating influence: the fact that more 
efficient production, called automa- 
tion, or by any other name, ulti 
mately produces a higher standard 
of living and more jobs and busi 
ness opportunities. 

This is borne out by results of 
the American Machinists surve\ 
mentioned above: many plants 


classified as automated actually had 
a larger labor force after the change- 
over. They had fewer men on the 
production line, or a part of it; but 
other departments had to expand 
to keep up with the increased pro- 
duction of the automatic machines. 

An investigation of 13 auto 
mated plants made recently by Pro- 
fessor James R. Bright of Harvard 
University revealed that, in 12 of 
them, there was a larger work force 
after automation than before. in 
the one plant that was the excep- 
tion, the management claimed to 
have cut its force 50%; a closer look 
revealed that only 50% of the force 
in one of many operations had been 
eliminated. This operation em- 
ployed 16% of the production 
force; the over-all cut for the plant 
was 14% ( Harvard Business Review, 
Nov.-Dec. 1955). 

Great economies are achieved 
through automation — Chrysler 
Corp. managers say their new Ply- 
mouth assembly line installed for 
$24 million has cut costs in half 
—but the savings are not necessarily 
all from reduced payroll. In the 
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VALK IS IN THE AIR about 
plants, new processes when salesmen 
meet the production men of progressiv: 
plants today. Here Ralph Nixon, of 
W. L. Smith Co., Newburgh, N. Y., 
hears the latest news of Mastic Tile 
Corp. from engineer Gene Lytle, who 
has just finished modernizing one of 
his company’s multi-million dollar 
plants. Every distributor has some cus 
tomers who are forging ahead of com- 
petition with better or more automatic 
processes. Are you, cultivating their 
business? 


new 


Plymouth plant, the work force was 
cut only one quarter. Other cle 
ments of efficiency such as reduction 
of machine down-time, fewer delays 
and better integration of plant op- 
erations are also significant 

As the customer of a Connecticut 
industrial distributor remarked re 
cently (he operates a small precision 
instrument plant): “We started 
with 10 employees in 1946, and since 
then we have turned our assembly 
work into an automatic operation. 
We now have 70 employees. If we 
hadn't displaced those hand assem 
blers, we'd be out of business 


Premium on Progress 


Distributors, whose customers are 
competitively backward and unable 
and unwilling to readjust when 
the time indeed have 
something to worry about in this 
automation era. That is, unless they 
find new customers who have given 
up the buggy whips and the buggy 
whip methods. 

Our older industrial sections to 
day are heavily populated with man 
ufacturing firms whose production 
methods date too far back in his 
tory for comfort. Two wars close 
together and an unprecedented pros- 
perity have so far kept history from 
catching up with them, but auto 
motion may force the issuc 

It will also open up vast new op 
portunities for those manufacturers 
who stay with the field. Industrial 
distributors can share these oppor 
tunities if they are ready for them. 


comes, do 





Write That Order Right 


Chain reaction of error causes disturbances throughout 


distributor organization from order picker to price clerk 


GOOD CUSTOMER Calls the XYZ Supply Co., and 
A gets a telephone salesman: 

“We want that #800 3-in. 50 Ib. steam trap you 
have in your catalog and we want it in a hurry.” 

“Thanks, Mr. Meech, we'll get it out to you right 
away.” 

The inside salesman is a good man, he’s been around 
for a while, he knows this is a good customer and 
he wants things in a hurry. He scribbles out a’charge 
sheet “1 #800 j-in. steam trap” and rushes the order 
through. 

The tale of woe starts. 

The warehouse man gets the order and his eyes 
mark the big “RUSH” stamped on the sheet and 
dashes off to fill the order personally. He, too, is a 


good warehouse man and knows a good customer's 
name when he sees it. When he comes to the stock 
of traps, he gets to the #800 }-in. stock. “What is 
it they want, now, 50 or 90 Ib? Doesn’t say; well, 
I'd better send them the 90 Ib. job, they must reall; 
need it.” Off, the trap goes. 

Meanwhile, the charge sheet is stamped “filled” 
and is sent to the inventory control desk. The clerk 
sets it on the pile but eventually he comes to it 
when posting. He flips the cards to the #800 }-in. 
steam traps, but there is a card for 50 Ib. steam traps 
of this size and one for 90 Ib. steam traps of the 
same size 

The inventory clerk flips the switch on the intercom 
and gets the warehouse. “Who filled that order for 
a #800 3-in. steam trap?” There is a lot of hollering 
in the back room and finally an answer comes back: 
“This is Joe. I filled that order, it must be there by 
now. What's the matter? 

“Nothing's the matter, only what kind of trap did 
you send, 50 or 90 Ib?” 


’ 


“Well, now, wait a minute. Oh, yes. I remember 
I sent a 90 lb. job. The order didn’t say what pres 
sure.” 

“Well, why didn’t you mark it on the sheet?” 

“Why didn’t I mark it on the sheet? Now, listen 
sonny. This guy wanted this trap in a hurry and he’s 
a good customer. The truck was leaving the yard 
and I barely had time to call him back to give him 
the package.” 

“Nuts!” and the inventory clerk flips the switch. 
What the warehouse man thinks of him and what he 
thinks of the warehouse man at this moment is 
nobody's business. 

Meanwhile, the truck-driver pulls up at the cus 
tomer’s power plant and Mr. Meech, the power 
superintendent, smiles as he sees him: “Is that the 
trap? Pretty fast work, boy!” 

He then opens the carton, looks at the trap and 
velps: “Hey, this isn’t the trap I ordered. Why in 
sam hill can’t you fellows get things straight. | 
ordered a 50 Ib. 3-in. steam trap. Why, this is a 90 Ib. 
job. I can’t use this. Take the fool thing back and 
get me what I ordered.” 

The befuddled and embarrassed driver meekly 
picks up the trap and gets back into his truck mutter 
ing something about having to make another needless 
trip. Those white collar jobs. 


Omission Is a Sin 


Oh! The sins of omission 

But that isn’t all 

A customer has been seeing the salesman from the 
XYZ Supply Co., week in and week out, and they 
have both gotten along well together. One day, the 
customer tells the salesman he has decided that he 
would like to have that 14 ton differential hoist. He 
had been looking at in the manufacturer's catalog 
which the salesman had shown him, and he'd like 
to have it as soon as possible. 

Glad to have the order, the salesman checks his 
price sheet and writes out an order for “1 14 ton 
differential hoist” and would they get it out to the 
customer as soon as possible? 

So, the office gets the order and an order editor who 
has seen “differential hoist” written so many times 
he doesn’t worry about it, speeds off a “work” sheet 
to the stockroom. The stockroom man, seeing it is 
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a good customer, wants to get it off as soon as 
possible. He doesn’t see any 14 ton “differential” 
hoist but he does see a hoist marked 14 ton and he 
sends that. A hoist is a hoist. 

The charge sheet, without any marking, goes to 
the inventory clerk who dutifully sees “14 ton hoist” 
and takes off one 14 ton hoist from the card. He 
deliberates a while over the “differential” marked on 
the order and the “spur gear” marked on the card but, 
a hoist is a hoist, and it distinctly said that a 14 ton 
hoist was ordered, so a 14 ton hoist must have been 
shipped. He takes off one 14 ton hoist from the bal- 
ance on the “spur and gear” hoist card. 

Now, the sheet gets to the price clerk. He looks 
at it. He consults his price book and marks down 
the price, for a 14 ton “differential” hoist. He has 
done his job. 


Memory Plays Tricks 


The customer, in the meantime, receives the hoist 
and notices that it is a “spur and gear” hoist and 
thinks of calling up somebody at XYZ Supply 
and complain about the fact that he didn’t order 
this but he is called to settle some difficulty out in 
the back room and forgets about it. Later, the invoice 
comes in and he notices pleasantly that he has been 
charged for what he ordered, not for what he received. 

But, they catch up with the situation at XYZ 
Supply soon enough, but not so soon that they pre- 
vent the customer from being billed. Everybody 
is embarrassed—particularly the salesman who has to 
do the explaining. The answer was that the XYZ 
Supply Co. never really did stock a “14 ton differential 
hoist” and the salesman, instead of looking in his 
catalog, merely consulted his price list when making 
out the order. From then on, error was compounded 
on error. The order editor should have caught the 
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mistake at the start; but, failing here, the warehouse 
man should have marked on the charge sheet what 
he really sent; failing that, the inventory clerk should 
have checked with the warehouse man as to what 
really was sent; and, failing that, the price clerk 
should have checked with the inventory clerk. 

These are not “imagined” situations. They are 
drawn from monthly checks on order-writing errors 
made by a southern supply and equipment firm. The 
firm’s officials realize what losses in time, manpower 
and money are involved in sins of commission ot 
omission in writing orders, and these “errors” are 
the subject of periodic meetings to keep personnel 
aware of order-writing lapses. This goes for outside 
salesmen as well as anyone inside having to do with 
writing and filling an order. 

The firm’s officials are also aware of the fact that 
“human beings” write and fill orders and, inexpe 
rienced, or experienced, they will write them as they 
“think” they should be written. The company holds 
weekly night meetings for outside salesmen and inside 
personnel connected with order writing and order fill 
ing. These errors are brought out at the meeting, and 
the resultant waste of effort is pointed out also. There 
is no use being vindictive about “errors”, but there 
could be a steady insistence on completeness of in 


tormation. 





“1 left handle for +0 bolt cutter”. 

(Good enough as far as it goes but there was no port 
number from the catalog, which raised hob with the inventory 
control department as the order-filler may have sent the 
wrong item.) 


“1 box 5 Ib. tinner’s rivets” 

(Again, it looks all right. But the company handled black 
and tinned tinners’ rivets. What, again, did the order picker 
send? What is the inventory clerk to “take off” the record? 
What is the price clerk to “price”? And, what will the cus- 
tomer think when he gets what he gets?) 


“2 picks” 
(What kind or will any picks do. What weight?) 





Typical examples of order-writing errors: 


“1 case of +0 Steel Wool” 


(Pads or roils?) 


“1 doz. +32 paint brushes” 
(Small order, but not too bod. But what size brushes, one 
or six inches?) 
“1 1206F Aluminum O Brand Rule” 
(The O people do not make an aluminum rule but U 
people do and that is the one we have in stock.) 


“Ye Ib. 7/16 lock washers” 
(Lock washers ore priced by the hundred, not by weight 
An outside salesman merely wrote down what a customer 
asked for.) 
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Sell Yourself 
To Your Suppliers 


Keep telling suppliers’ top brass 
what you are doing and planning to 
do that will sell more of their prod- 


ucts, says this Buffalo distributor 


 gegpanaes GOOD RELATIONS with suppliers is a 
very important phase of the business, according 
to top management at Hartfield-Healy Supply Co., 
Inc., Buffalo. If you're not continually selling your- 
self to present and prospective suppliers, chances are 
you'll have trouble getting suppliers of new, good 
lines and your present suppliers may start seeking 
additional distribution in your trading area. 


Don’t Blame Suppliers 


“Before you blame the suppliers,” cautions Edwin 
E. Healy, president of the firm, “stop and think a 
minute. Maybe it’s your fault. Ever realize how little 
suppliers’ top brass—the policy-making executives— 
know about you and your operation? Sure, you see 
local representatives, but how about sales managers, 
vice-presidents and presidents? Why not tell them 
what you're doing, and planning to do; things that 
will convince them you're trying to sell more of their 
products in your territory?” 

Implementing this thinking, Mr. Healy set up a 


LETTER TO SUPPLIERS’ top brass brought terrific re 
sponse, and was studied and discussed by Frank Grunder, 
assistant to president for sales, and’ President Edwin E 
Healy, Hartfield-Healy Supply Co., Inc., Buffalo 


quarterly mailing program to major and prospective 
suppliers, designed to keep them informed of Hart 
field-Healy’s plans 


Typical Letter to Suppliers 


For example, the first letter announced the addi 
tion of Frank Grunder to the firm’s staff. After dc 
scribing Mr. Grunder’s background, Mr. Healy wrote 


“Adding Frank to our staff is a part of a 
long range plan we are putting into effect to 
“1. Intensify our coverage of eight coun 
ties in western New York and eight 

border Pennsylvania counties. 
Educate and equip our men on our 
manufacturers’ products to better 

inform our customers. 

‘3. Speed up service to our customers by 
closer integration of sales with all 
other departments in our business. 

“The big idea in back of all this, of course, 
is more sales and satisfied customers—for both 
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LARGER QUARTERS WERE PUBLICIZED with above promotion pieces that 


accompanied monthly checks to suppliers and quotations to customers and prospects 


of us. In other words, we are shooting fo 
repeat business for your products. 

“We are now working on some advertising 
and direct mail promotion in which we may 
want to feature some of your products. I will 
write you when this is further along. 

“Naturally, any idea or help you want to 
offer Frank and the Hartfield-Healy famils 
will be greatly appreciated.” 


\ subsequent letter advised of a plan for intensi- 
fication of work between manufacturers’ representa 
tives and Hartfield-Healy’s organization. This letter 
listed four steps designed to increase the efficiency 
and effectiveness of cooperative effort between sup 
plier representatives and the distributor’s sales force 


Sales Promotion Pieces 


When the firm moved to a new location, mailing 
pieces with an illustration of the larger quarters ac- 
companied all checks to suppliers and quotations to 
customers and prospects. 


“There’s been a lot of talk about manufacturers 
looking for additional distribution in many trading 
areas,” Mr. Healy says. “Such decisions are made at 
the top level—can you blame top brass for assuming 
they need more distribution in your trading area if 
they’ve hardly heard about you? Sure, they can check 
the sales figures, but figures are cold, and they can 
prove whatever you want them to prove. Tell these 
executives about your future aims, keep them in 
formed about what you are doing to increase their 
representation in your territory.’ 


Suppliers Praise Program 


Mr. Grunder advises, ““The response on the first 
few letters was surprising. Many executives not only 
congratulated us on our new policies, but offered full 
cooperation on any programs we formulated for better 
sales coverage. One letter to a prospective supplier 
executive prompted the sending of their local rep 
resentative with an attractive proposition. And we've 
taken on that line.” 
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FLAME, SMOKE AND WATER imperiled the $500,000 ness day. By six p.m. even the officers of the firm believed 
stock of W. S. Nott Co., Minneapolis, when a fire destroyed that the 75-year old company was out of business—but busi 
the building next door, one Friday at the end of the busi- ness was scarcely interrupted. 


What If Disaster Strikes You? 


e How do you recover on several thousands of dollars 
worth of water-damaged and smoke-damaged stock? 


© How do you clean up a first-floor office which has water 


almost a foot deep? 


© How do you notify customers that you are still in busi- 
ness, after radio, television and newspapers have pre- 
sented graphic accounts of a ruinous fire? 


© How do you safeguard against similar near-catastrophe? 
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By Robert Slater 
Associate Editor, Chicago 


ATE IN THE wWoRK DAY OF May 6ru, the building 
L next door to the W. S. Nott Co., Minneapolis, was 
entirely destroyed by fire. A strong wind carried the 
blaze over to the roof of the six-story building—the 
situation was critical. 

Since the building was entirely engulfed with flames, 
the officers assumed that they were out of business, 
and they assembled at the home of President O. L. 
Hale for an emergency meeting. 

But by nine o'clock it was discovered that two 
bottom floors, which were occupied by the industrial 
distributor, were intact—damage was confined to 
that caused by water and smoke. 

As soon as the danger had become apparent, em 
ployees rushed the records out to waiting trucks, so 
there was no loss there. Some stock had been re- 
duced to water and smoke-damaged salvage material, 
and water had inflicted some damage to the first- 
floor office furniture and equipment. 


Damage 


According to R. W. Morgan, executive vice presi- 
dent, an occurrence of this type shows pretty well 
how many friends a company has—both inside and 
out. “The whole community rose to the occasion,” he 
says, “including our competitors: During the week- 


end and far into the week, my phone was busy with 
offers of assistance. Competitors offered us building 
facilities to keep us going, trucking companies of 
fered us delivery assistance, our suppliers said they'd 
put aside other orders to rush any stock we needed. 

“Our employees responded with enthusiastic 
loyalty. It wasn’t only the fact that during the danger, 
all hands did their best to save records and other 
essential items. The fire department demanded that 
we leave, but our employees had no idea of going 
home. On Saturday they all turned out in overalls— 
including our country salesmen—to mop, sweep and 
help the fire department clean up. We had to get 
this done over the weekend or we wouldn’t have been 
back in business for weeks. This cut our fire losses 
tremendously.” 

F. C. Reller, sales promotion manager, was faced 
with the unique problem of how to cash in on the 
invaluable publicity handed the company by on-the 
spot TV broadcasts, radio stories, and vivid news pic- 
tures—which showed the Nott building hidden by 
smoke and fire, with tons of water being directed at it. 
More importantly, he had to get the message across 
to the public that the firm had survived and was 
carrying on business as usual. 

“The fire itself was a sort of promotion man’s 
dream,” he said. “There wasn’t anybody in the five 
state area that didn’t know about the Nott Co. after 


all the fire publicity. But there were still a lot of the 
smaller firms from which we get our bread-and-butter 
orders who thought we were burned out. 

“We think the newspaper ad we ran the two days 
following the fire carried our message for us. We 
wanted to point out that we're still in business, op- 
erating as usual. And we think that this was about 
the most important phase in an emergency such as 
we went through. We ran the ad twice—morning 
and evening edition. 

“This is how we did the job: 


“Thank you Minneapolis . . . 

For more than 75 years the W. S. Nott 
Company has been servicing the industrial 
growth of the upper midwest. 

The May 6th fire next door did not disrupt 
that servcie. 

Our building suffered fire damage only to its 
roof. 

Our operations were not touched by the fire. 

We are deeply appreciative to the Minne 
apolis Fire Dept. who so gallantly controlled 
the fire; to the Police Dept., Civilian Defense, 
the Boy Scouts and the many service organiza 
tions who successfully protected us during out 
hour of peril. 

To our many friends, thank you; and, be 
cause of your assistance, we are in business as 
usual—Monday May 9th. 

O. L. Hare, Presipent 

W.S. Nott Co 

201 North Third St 

Minneapolis 1, Minn 

Partners with Progress For 75 Years 


“We were pleasantly surprised by the response to 
our newspaper ad,” says Mr. Reller. “We think that 
it did more than anything else to pass along the word 
that we were still in business. We received a lot of 
fine compliments from ad agencies too, about the ad. 

“However, in my opinion, every firm should have 
business interruption insurance. Although we con 
tinued business, we still have instances where people 
think we're out of business because of the fire. The 
loss isn’t measurable, but I’m sure we suffered some 
thing as a result of it.” 


Recovery 


The job of collecting from the insurance company 
fell to Assistant Treasurer Warren Woods, who has 
also taken steps to safeguard his records in the event 
of a future similar emergency. 

“Just a week before the fire,” says Mr. Woods, “I 
had attended a local seminar on fire insurance and 
had gotten some very helpful ideas—things which | 
believe insurance agents themselves aren’t always 

(Continued on page 180) 
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SALES QUIZ: Test your knowledge of . . . 


Products and Markets 
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1. WELDING (ELECTRIC & GAS) Sag) rae says, “Get busy look- 


A. Electric arc welding employs the heat of an | ing for places to sell lubricants. It pays off.” Here 
electric arc to bring the metals to a molten | are some questions to get you off to a flying start. 
state. The arc is the hottest known commercial A. Test your knowledge of lubricant markets by 
source of heat and melting. Action takes place checking those of the following applications you 
almost simultaneously as the arc is applied to think represent good potential. 
metal. The problem common to all arc-welding |chains, slides, cams on labelers in bottling 
methods is . plants 

B. A good weld joining two pieces of metal should crusher bearings in cement and quarry plants 
be———_, or tight; meet an wire rope in coal and metal mines and oil 
acceptable standard of-———_————_, and _ be fields 
made at protection of metallic parts against rust and 

. In a properly designed torch the combination corrosion in chemical processing plants 
of oxygen and acetylene in correct proportions, solvent pumps in laundry and dry cleaning 
when ignited, results in a flame with a tempera- plants 
ture of about F. Three flame adjust- pulp grinders in paper mills 
ments have significance. What are they? sewing machines in cotton gins 

. Cylinder pressures are far too high for direct use | pipe, bolt and stud threads in water and sew- 
in torches. Gas pressures are reduced to a safe age disposal plants 
level by of and types. B. Machine reaming is a popular method of enlarg- 
The————type is most frequently used in ing a previously formed hole as closely as 
pipe lines where pressure reduction is relatively possible to the required diameter. As with many 
small. metal-working machine operations, lubricants 

play an important part in reaming. Can you 
name three functions of lubricants in this 
operation? 
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3. CLUTCHES & COUPLINGS 


You too can be riding high on the shaft of soaring 
sales—try clinching your transmission sales quota by 


plugging clutches and couplings. 


Here are some 


questions to start you on your way. 


A. 


If your customer needed couplings for light tor- 
sional loads and applications where little or no 
bending is imposed on the shaft, would you 
recommend flange couplings as the best bet? 
Why? 


B. While it is possible to initially line up two shafts 


D. 


so accurately that they can be rigidly coupled 
without causing shaft stresses or bearing loads 
(for example: electrical generators and large 
steam turbines), flexible couplings are used 
more and more on everyday machine hook-ups. 
ls this true? Why? 


. At the turn of the century, clutches were used 


mostly as a means of disconnecting one machine 
or group of machines from the main source of 
power. Today, however, there is a general 
reliance on clutches, of one kind or another, 
to perform three functions. Any idea what they 
are? 

What two factors must be considered in the 
selection of clutches? 


==) 


g0ttle SV aw 


s@ 








4. BABBITT METALS 


Benny, the bearing salesman, says, “Industrial supply 
salesmen who get their bearings by selling bearings 
make it a habit to bone-up on babbitts.” 


A. 


C. 


D. 


The object. of bonding babbitt to a bronze or 
steel shell is to obtain a composite bearing; the 
resultant unit to have the strength and rigidity 
of a steel or bronze back and a bearing surface 
with certain desirable properties. Can you name 
at least six of these properties? 

Whet are the three babbitts that will cover 
most applications? 

Which type would you favor where high speeds 
and moderately high bearing pressures are 
involved? 

What else do lead-base babbitts contain be 
sides lead? These babbitts have good imbed 
dability and conformability. True False 





5. CASTERS & WHEELS 


Casper, the caster salesman, says, “Everyone knows a caster is a wheel, or set of 


A. 


wheels, mounted in a rigid or swivel frame. 


a. Solid rubber tired steel with demountable 
tread 

b. Soft rubber tread vulcanized on hard rubber 
core 

c. Semi-pneumatic (hollowed 
treads) or cushion tires 

d. Aluminum alloy wheels with metal or rubber 
tread 

e. pressed steel 


center rubber 


There are thousands of types and, while 
there are no definite rules for properly selecting casters, you should have a basic 
knowledge of the popular types of wheels, their characteristics and recommended uses. 
Cast your eye on the following wheel descriptions and see if you can match them up 
with the applications they are best suited for.” 


f. Quiet operation, floor protection, load limit 
less than 500 Ibs. 

.Must resist shock of rough 
capacity of approx. 2000 Ibs. 

. Must be lightweight, sparkproof; capacity up 
to one ton 

i. Light duty, but must absorb shock of bumpy, 
uneven floors 

j. Must be noiseless, have replaceable treads; 
capacity up to 1500 Ibs. 


roads; load 


B. Casper also says, “Larger wheels are more shock absorbent, but, the larger the 


wheel the tougher it rolls over uneven surfaces.” 


FOR ANSWERS. PLEASE TURN 


Do you agree? 





Answers to Sales Quiz on pages 110-111 





1. Welding (Electric & Gas) 


A. The common problem is shielding the arc. 

B. A good weld should be adequately strong, liquid 
or gas-tight; meet an acceptable standard of 
appearance, and be made at minimum cost. 

. 6300 F. Three significant flame adjustments 
are: neutral, excess acetylene and excess 
oxygen. 

. Pressure regulators of two-stage and single- 
stage type. Single-stage regulators are used 
for applications described. 


3. Clutches & Couplings 


A. You shouldn’t. Set-screw sleeve coupling will do 
the jobs described. Flange couplings are used 
where the ultimate in rigidity and strength is 
required. 

B. It’s true. Accurate alignment requires experi- 
enced mechanics, and few are willing to spend 
the time and effort required to line up shafts 
for rigid coupling. Also, a number of factors 
can cause misalignment even after the job has 
been properly set up. Hence, the increasing use 
of flexible couplings. 

C. Today there is more general reliance on clutches 
to provide: 1. flexibility of control; 2. rapid 
starting and stopping; 3. correction for limita- 
tions in the starting characteristics of the prime 
mover. 

. 1. Peak torque to be transmitted; 2. heat 
liberating capacity of the clutch. 








2. Lubricants 


A. If you didn’t check all eight of these markets, 
maybe you‘re missing some desirable potential 
right in your own back yard. 

B. Three functions of lubricants used in machine 
reaming are: to cool both cutting edges of the 
tool and work being machined, to aid in chip 
clearance by lubricating the chips, to improve 
the finish of the work. 


4. Babbitt Metals 


A. Here are the properties that should have 
occurred to you. 1. anti-friction characteristics, 
2. conformability, 3. imbeddability, 4. fatigue 
strength, 5. corrosion resistance, 6. bondability, 
7. compressive strength. 

B. Most applications are covered by tin-base, silver- 
lead base and lead-base babbitts. 

C. Tin-base is the type for such conditions. 

D. Lead-base babbitts also contain 10% tin and 
15% antimony. True. 








5. Casters & Wheels 


A. Wheel descriptions and applications (and you 
can probably get some difference of opinion on 
a couple of these) should have been matched up 
as follows: b-f, a-j, c-i, d-h, e-g. 

B. Hope you didn’t agree. Statement is 100% cor- 
rect—if you substitute “easier” for “tougher.” 
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Putting youth 
in business 


_ 


nd 


This one-man hoist is a rigger’s or mill- 
wright’s pride and joy! The 4% and 1-ton 
sizes are shoulder-weight—easily carried up 
ladders, accessible to almost any tight corner, 
portable to practically any place in the shop. 
Other sizes up to 6 ton capacity offer similar 
weight and utility advantages over conven- 
tional spur geared hoists. 

The Zephyr line also includes (1) plain 
and geared Army-trolley units with swivel- 


SHOP 


LIFTER 


action trolleys that traverse minimum radius 
curves freely; (2) headroom-saving, clevis- 
connected trolley hoists that eliminate 
casual hoist removal. Construction and 
mechanical features of all Zephyrs are noth- 
ing short of superb. Complete details are 
given in the new Chester Hoist catalog. It 
also includes full data on all Chester hand 
and electric hoists and overhead I-beam 
trolleys. Write for your copy today. 


CHESTER HOIST DIVISION, The National Screw & Mfg. Co. 
LISBON, OHIO 





f 
ational. 


rasanes of 


Hode!ll Chains og Chester Hoists 
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November 1955 First 11 Mos. 1955 
with Compared with 
November 1954 First 11 Mos, 1954 


+1% +24.% 














Supply Sales Trend 


Final Figures For November 1955 





November 1955 November 1955 First 11 Mos. 1955 
Compared with Compared with Compared with 
October 1955 November 1954 First 11 Mos. 1954 





NEW ENGLAND 


Connec ticut 


aine NO 
Maneachust cHance | +20% | +21% 


New Hampshire 
Rhode Island 


MIDDLE ATLANTIC 
oo —- 2% | +25% | + 9% 


Pennsylvania 


EAST NORTH CENTRAL 


Illinois 


+ 7% |} +31% | +16% 


WEST NORTH CENTRAL 
lowa 
Kansas 


este er % +1 A% +12 % 


North Dakota 
South Dakota 
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“Top Combination” for Greater Profits 


al plumb 
Journals, 





A TRADE SHOW EXHIBITS 


Oster Participates in many trade shows 
throughout the country. Here’s where 
your Customers see Oster Products in 
action. Here’s another way OSTER sends 
more sales to you! 


ee ‘ J og 
OSTER 3 es 
* 2 - 











MANUFACTURING CO. 
Main Office and Factory: 
Box 4326-D, Cleveland 32, Ohio 


New York Factory Branch Sales and Sesvice, 
25-36 Jackson Ave., Long Island City 1, N. Y. 


15 
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SALES TRENDS (Cont'd.) 





November 1955 


Compared with 
October 1955 


November 1955 
Compared with 
November 1954 


First 11 Mos. 1955 


Compared with 


First 11 Mos. 1954 





SOUTH ATLANTIC 


Delaware 

District of Columbia 
Florida 

Georgia 

Maryland 

North Carolina 
South Carolina 
Virginia 

West Virginia 


EAST SOUTH CENTRAL 


Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 


Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 

New Mexico 
Utah 
Wyoming 


PACIFIC 


California 
Oregon 
Washington 








+ 1% 


+ 2% 


-18% 


- 2% 


+ 2% 





+20% 


+160% 


+2 6% 


+25% 


+19% 





+17% 


+10% 


+12% 


+11% 


+28% 
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is modern packaging 


YARWAY 
FINE SCREEN 
STRAINER 


streamlines your 
steam trap sales 


YARWAY’s modern packaging, creatively 
designed for quick identification, convenient 
shelf storage and positive product protec- 
tion—contributes to faster, easier handling 
of the YARWAY Impulse Trap by indus- 
trial distributors. 

Wide customer acceptance of the YARWAY 
Impulse Trap (over 1,000,000 already sold) 
is due to its outstanding features: small 
size, simplicity (only one moving part), good 
for all pressures without change of valve 
or seat, stainless steel construction. 

All this is backed by a strong, consistent 
advertising and promotion program to help 
create increased YARWAY Trap sales for you. 

Write us for full details on our selective 
distributorship plan for the YARWAyY 
Impulse Steam Trap and its fast- 
moving companion, the YARWay Fine- 
Screen Strainer. 








YARWAY IMPULSE 
STEAM TRAP 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 


impulse’ steam traps 


FINE SCREEN STRAINERS 
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IDEAS: 


How you can... 


: supplement your catalog with reference guide 


While George L. Huber, sales 
manager of Chapin-Owen Co., Inc., 
Rochester, N. Y. believes in pub- 
lishing a complete catalog, he has 
also observed many catalogs gather 
dust in the P. A.’s bookcase or on 
overcrowded book shelves. 

“In an effort to get our catalog 
used more, we decided to prepare 
what we call a Blue Ribbon Speed 
Reference Guide. It is a 36-page 
booklet listing alphabetically the 
lines we handle and the manufac- 
turers we represent.” 

Distributed by the firm’s sales- 
men, the booklet usually winds up 
in the center desk drawer of the 
P. A., or on his desk, and he will 
consult it more readily than the 
unwieldy full-size catalogs that line 
his shelves. 

The inside cover of the reference 
guide features the company’s phone 
three emergency 
phone numbers for after store hours 
along with the personnel manning 
them. The inside back cover plugs 


numbers, plus 


INDUSTRIAL DISTRIBUTION © FEBRUARY 


uN 


handier form,” says Mr. Huber. 
“Most of the time he just wants to 
know what distributor handles what 
line—it’s easier to check us in the 
compact reference guide.” 


the company’s six delivery trucks 

known as “whisk wagons.” 
“Supplementing the full-size cat 

alog with a reference booklet keeps 


your name before the buyer in 


attract attention by moving display 


\ moving belt display of 38 prod 
ucts interests city sales customers 
waiting for orders to be filled at Ful- 
ton Supply Co., Atlanta. In the 
picture at left, W. G. Archer, sales 
manager, demonstrates by pressing 
the start button 

[he company takes a lesson from 
psychology books, which say that 
moving objects get the greatest at 
tention. 

Ihe display was made completely 
from products sold by Fulton Sup 


ply, including motor, gears, V-belt 
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TANTUNG CAST ALLOY 


cuts twice as fast as High Speed Steel 


Facts You Should Know 
About TANTUNG, 
V-R's Exclusive Cast Alloy: 


+ TANTUNG CONTAINS CARBIDES—of tung- 
sten, tantalum and columbium. This combi- 
nation gives it superior toughness and lower 
friction coefficient than ordinary cast alloys 


TANTUNG IS STRONGER—transverse rup- 
ture strength double of most cast alloys 


TANTUNG HAS HIGH RED-HARDNESS— 
it maintains its 60 to 63 Rockwell C hardness 
at temperatures high into the red heat range. 


TANTUNG IS EASY TO GRIND—aluminum 
oxide wheels used for hardened steel are 
suitable 


TANTUNG IS AVAILABLE PREFORMED 
— when you buy preformed tools, you save 
grinding costs and get better cutting quality 
and longer tool life. 











Get the Cost-Cutting Edges 
from the V-R Man 


Call your local V-R distributor 
or representative. 


a 


High Red-Hardness — Plus Low Friction 
lets you speed up your machines and cut your costs. . . 


As a general rule, when using TANTUNG cast alloy cutting tools, 
you start your machines at about twice the speed you would use 
with high speed steel tools. TANTUNG bridges the gap between 
the maximum speeds possible with high speed steel and the minimum 
speeds practical with cemented carbides. Its general cutting range 
lies between 80 and 180 surface feet per minute, subject to some 
variation according to machining operation and material being cut. 
And, TANTUNG is at its best under heavy feeds! 
Here is a typical example: 
JOB: Recessing high alloy steel ring gear forging on 
Potter and Johnson Semi-Automatic. 
H.S.S. TANTUNG 
Speed: 94 RPM. 165 R.PLM, 
Feed: 004" .008”" 
Depth of cut: .125" .125" 
Pieces per grind: 35 70 
Av. pieces per shift: 38 100 


. more than 2/2 times production increase! 


If you want to reduce cosis and increase produc- 
tivity, take a good look at TANTUNG. 


GET ALL THE FACTS in this 24-page free catalog 
containing charts, tables, recommendations and 
data. Send for yours today. 


MANUFACTURERS OF 
CEMENTED CARBIDES AND TANTUNG CAST ALLOYS * TOOLS * BLANKS * DIES 
TOOLHOLDERS ° INSERTS ° MINING TOOLS ° INVESTMENT CASTINGS 


-Vascoloy-Ramet Corporation 


842 S. Market Street « Waukegan, Illinois 
This advertisement is appearing in leading industrial publications 


V-R and TANTUNG ore registered trademarks of Vascoloy-Ramet Corporation 
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Manufacturers’ 


New... 


Training Programs « Displays 





COMPUTING MACHINES now aid Bay State in calcula 


tion of numerous formulas for different types of grinding 


wheels, so that 


INGREDIENTS can be quickly combined for manufacture. 


Company declares actual physical measuring will eventually 


be electronically handled 


Electronics Enlisted by Bay State 


Bay State Abrasive Products Co., 
Westboro, Mass., has harnessed the 
electronic computer to the manu 
facture of grinding wheels. Called 
“electronic formulation,” the new 
process enables company engineers 
to have the numerous grinding 
wheel specifications at their finger 
tips, and thus obviates the need for 
calculating a separate formula for 
each special grinding wheel. 

According to company spokes 
men, the electronic formulation sys 
tem calculates “in seconds” 
what a complete department could 
produce in a day, and performs these 
calculations with accuracy beyond 
human capacity. 

Thus, when a field engineer o1 
distributor salesman sends in specifi 
cations for a grinding wheel, Bay 
State can transmit formula im 
mediately to the plant for manufac 
ture. Because every grinding job is 
different, there must be a different 
formula for every wheel ordered for 
a specific job. Bay State’s new 
method calculates every increment 
hardness 


now 


in grinding wheel and 


abrasive gram concentration \c 


cording to the company, electronic 


120 
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computation will speed up service to 
distributors on special-order grinding 
wheels. 

The first steps in the development 
of the new method were taken at 
Harvard University’s computation 
laboratory with the help of their 
Mark IV Computor. In an hour and 
a half formulas normally requiring 
thousands of hours of calculation 
were worked and “stored.” 
Upon the successful completion of 
these first experiments, Bay State 
installed its own computor 

When an order for 
wheels is received, the 
formula data, plus the variable in 
formation (quantities, packaging 
and shipping data, etc.) are fed to 
the computor. Manufacturing in 
structions, ingredient by ingredient, 


out 


grinding 


“constant” 


plus other instructions are then de 
livered from the computor, all typed 
on manufacturing forms which then 
go directly to the factory. 

Cards carrying the constant data 
are kept on file for use in subsequent 
orders. 

Besides calculating formulas, the 
electronic formulation svstem shows 


amount of raw material needed in 


1956 


manufacture, and sets up marketing 
ind sales statistics. 

According to Bay State, it may not 
be too long before similar equip- 
ment will be applied to the manu- 
facturing stage, physically selecting, 
measuring, combining and process 
ing ingredients of abrasive products. 


Behr-Manning 
Re-packages Tape 
Behr-Manning, Div. of Norton 
Co., Troy, N. Y., has introduced a 
new box for packaging individual 
60-vard rolls of its “Behr-cat’”’ pres 
sure-sensitive tapes. Packaged in this 
length are strapping, textile, stand 





Packages « Films « Literature 





ard, and high-temperature masking 
tapes, freezer, drafting, and color 
tapes. 

Integral part of the new box is a 
roll-centering and locking device 
which obviates need for including 
a centering device with each roll. 
Name, number, and size of the tape 
are printed in bold type on front 
edge of box, and box itself is printed 
in simplified version of the firm’s 
standard blue and yellow colors. 


Anti-Corrosive Metal 
Issues Net Price Catalog 


Anti-Corrosive Metal Products 
Co., Castleton-on-Hudson, N. Y., 
has issued a new catalog of its line 
of stainless steel fasteners which lists 
description of item, quantity in 
stock, and the net price in various 
quantity brackets. The publication 
is prefaced with an illustrated index 
showing the various types of fasten 
ers, and with ordering instructions 


Skil Films “Sales Clinics” 


FIRST of Skil’s filmed “‘sales clinics” 
Wade (left), sales vice-president W 
manager William H. Ferry 


Skil Corp., Chicago, is producing 
a series of sales clinic sound motion 
picture films to help distributors and 





DeWalt Display for “Power Shop” 


DEWALT, Inc 


“Power Shop” woodworking machine 


has developed a display showing operations and features of it: 
Arranged on panels 


behind the machine ai 


photos and accessories, and an easel-type card announces price and specifications 
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is examined by advertising director Carl D 


} 


Downey (seated), and industrial 


their salesmen merchandise the 
firm’s line of industrial tools 

The first film is devoted to Skil’s 
portable power drills, and shows the 
manufacture and the practical ap 
plications of the products. While it 
covers the complete line of Skil 
drills, the film places emphasis on 
the firm’s Model 75 one quarter in¢ h 


drill 


vealing a “bird brain” unsuccessfully 


\ light touch is introduced re 


attempting to stall the drill under 
arduous work conditions. Films will 
be shown to distributor salesmen by 
Skil’s branch managers 


Besly-Metro Offers 

Carbide Catalog 
Besly-Metro Div., 

Corp., Beloit, Wisc., 


hcw 


Besly-Welles 
has issued a 


catalog covering its line of 
carbide-tipped tools. The publica 
tion contains 12 pages of charts and 
descriptions of the various types, 
and styles of 


Continued on page 192 


Sizes, standard and 
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ATKINS 


Silver Steel ,» BLADES 


ARE THE FINEST MADE 


Our metallurgists have found the right alloy . . . our engineers 
have designed the right cutting edge—the result is the Atkins 
Silver Steel Blade . . . designed to give you 


consistent low-cost operation 
maximum production 
minimum down time 

reduced do-overs 

... and more cuts per blade 


Show your customer the complete Atkins line of Silver Steel 
hand and power hacksaw blades—to meet every metal-cutting 
requirement. Ask your customer to test the Atkins Silver Steel 
Blade—on his toughest job. 


TUNGSTEN=—HIGH SPEED-= Silver Steel blades 
for cutting hard, extra tough steels and highly abrasive 
materials. 


MOLYBDENUM-=SOLID-= Silver Steel blades for 


general purpose cutting of all metals. 


MOLYBDENUM=WELDED EDGE-= Silver Steel 
blades that are shatterproof for top production and 
extra life in general purpose cutting. 


THE ATKINS LINE ALSO INCLUDES: 


© metal cutting band saws © carbide tip saws 
® circular metal saws ® precision ground flat stock 
® segmental metal saws ® files 

© shear blades 


There ig action at 


ATKINS & 


SAW DIVISION ce. 


BORG-WARNER CORPORATION 
INDIANAPOLIS 9, INDIANA 


614P 





@ SILVER STEEL 3222, 
@ SILVER STEEL ic» sree 
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Florida Metals 
Bought By Tull; 
Expansion Planned 


J. M. Tull Metal & Supply Co. 
Atlanta, Ga., has purchased con 
trolling interest in Florida Metals, 
Inc., ‘Tampa, Fla., metals distribu 
ting firm. 

Organized in 1946 to handle 
aluminum products, Florida Metals 
recently added warehouses in Miami 
and Jacksonville and broadened its 
line to include all non-ferrous metals 
and accessories except for Nickel 
products. 

Joseph M. Tull, chairman of the 
board of the Tull Co., said a new 
40,000 sq. ft. warehouse would be 
constructed by the merged firms in 
Jacksonville. 


Lines to Be Added 


“It is the intention of the Tull 
Co. to expand inventories at Tampa, 
Miami and Jacksonville and to 
equip them with more adequate 
warehouse facilities, including cut- 
ting, threading and shearing equip- 
ment,” he said. “The affiliation will 
now enable Florida Metals to sell 
the other products, including those 
of the International Nickel Co. such 
as Nickel, Monel and Inconel.” 

He said Florida Metals would con 
tinue with its present organization. 

Sam Dennard, who has been with 
ull for 25 years, has been named 
manager of the Jacksonville ware 
house. Another Tull representative 
assigned to work with Florida 
Metals is Hugh ‘Thompson, of 
Orlando, who will head a training 
course for Florida salesmen. 

J. M. Tull Co. has operated as 
an industrial supplies and metals 
firm since 1914 in Atlanta. 

The merger enables the com- 
bined firms to operate four ware 
houses in Georgia and Florida 
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‘NEWS: 


The Black & Decker Mfg. Co. re 
cently completed the realignment 
of its sales force into separate divi 
sions for industrial-automotive and 
hardware sales. 

Territories for the most part re 





Enos & Sanderson Co. 
Marks 60th Anniversary 


The Enos & Sanderson Co. of 
Buffalo recently celebrated its 60th 
anniversary with a dinner at the 
Hotel Statler. 

Mrs. E. R. Enos, president of the 
firm, was presented with a television 
set and awards for service were made 
to the following employees: Chester 
Fortin (1916), Edward H. Cart 
wright (1917), Van Pawlak (1920), 
Edward Lewandowski (1927), Don 
ald Scholz (1939), Arthur McCon 
ville (1945), Mary Melnyk (1945 

According to George D 
Jr., executive vice-president, volume 
of business is at the highest level in 
the history of the company. In addi 
tion to the industrial supply prop 
erty in Buffalo, the firm also op 
erates a steel warehouse in Tona 


Enos, 





wanda. 
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Black & Decker Re-organizes Sales Force 


New assignments were announced at recent sales meeting of The Black & Decker 
Mfg. Co., which has set up separate Industrial-Automotive and Hardware Divisions 


main the same as in the past for the 
Industrial-Automotive Division, the 
management announced. Hardware 
Division areas have been expanded 
considerably. 

The Industrial-Automotive Divi- 
sion, under Arthur S. Boehm as 
manager, will handle sales of port- 
able tools through industrial and 
automotive distributors. Products 
sold through wholesalers to hard- 
ware, building supply and specialty 
dealers will be the responsibility of 
the Hardware Division under Albert 
S. Fehsenfeld. 

In several instances district man- 
agers, who were formerly known as 
“branch” managers, will move to 
new territories. Nine salesmen have 
been promoted to district managers. 
\ll district managers report to re 
gional managers, who are directly 
under the company’s Towson, Md., 
headquarters. 

Newly appointed district heads in 
the Industrial-Automotive Division 
include H. M. Boatwright, New Or 
H. Maddux, Pittsburgh; 
Dallas, and R. L 


leans; T. 
J. L. Benson, 
Mick, Denver 








American Chain 
Appoints liko 
to Sales Post 


William B. Ilko, former general 
sales manager of Simonds Abrasive 
Co., has been appointed adminis- 
trative assistant to Henry Ervin, 
vice president and director of sales 
of American Chain & Cable Co. 

Mr. Ilko has been active in the 
American Supply & Machinery 
Manufacturers Association and the 
Grinding Wheel Institute since 
1937. He started his career in the 
advertising department of Simonds 
Abrasive, a division of Simonds Saw 
& Steel Co. In 1929 he became as 
sistant to the general sales man 
ager of the Saw Division, and later, 
senior salesman of the Abrasive Di- 
vision covering western Pennsyl 
vania. He was made general sales 
manager of Simonds Abrasive in 
1937. 

Mr. Ilko’s headquarters 
* American Chain & Cable will be in 
New York City. 


with 


William B. Ilko 





Tool Engineers 
Plan March Show 


“Tooling for Tomorrow” will be 
the theme of the 1956 Industrial 
Exposition of the American Society 
of Tool Engineers, scheduled fos 
March 19-23 in Chicago's Interna 
tional Amphitheatre. 

The society will hold its conven- 
tion concurrently, with technical 
papers and 12 plant tours featured. 





Rocky Mountain Group Entertains Buyers 


Distributors in the Rocky Mountain area entertained purchasing agents at a recent 
dinner meeting at the Shirley Savoy Hotel, Denver 





Central States Group 
Holds Annual Luncheon 


Members of the Central States 
Industrial Distributors’ Association 
met recently for the group's annual 
social get-together. 

Thirty-two members from Chi 
cago and the surrounding area at 
tended the meeting at The Tower 
Club. President J. F. Bennett 
Couch & Heyle, Peoria, presided 





The Rocky Mountain Distrib 
utors’ Association entertained area 
purchasing agents at its annual 
cocktail party and dinner, held at 
the Shirley Savoy Hotel, Denver 

Purpose of the meeting, which is 
a 20-year tradition, is to point up the 
part the distributor plays in local 
industry, and in his community. 

Attendance of distributors from 
the Rock Mountain area and pu 


=> 


chasing agents totaled 172 





Officers of Sonnet Supply Co., Hawthorne, Calif., elected recently, are Merle Hilliard 
i 


(seated) president; Ric 
ert L. Stevens, vice president 


ard D. Kellis, secretary; H. M. Schooler 
Alec Sonis is board chairman 


and Rob 


treasurer 


FOR ADDITIONAL NEWS, SEE NEXT PAGE —_——oaD> 





Flexible Steel Lacing Holds Meeting 


Salesmen from all districts in the United States and Canada recently attended the 
annual meeting of Flexible Steel Lacing Co. in Oak Park Arms Hotel, Chicago 


New products were featured 





Camden Firms 


Open New Headquarters 


This new building in Camden, N. J., houses old Reliable Supply Co. and Shingle & 
Gibb Co., recently consolidated by their owner, Lindsay, Oberholzer & Co. of 
Philadelphia. Building’s capacity has been doubled. 


Lindsay, Oberholzer & Co., Phila- 
delphia, has purchased Old Reliable 
Supply & Equipment Co. of Cam- 
den, N, J. 

Shingle & Gibb Co., of Camden, 
which Lindsay, Oberholzer acquired 
last fall, has been consolidated with 
the Old Reliable firm in its building 
on Newton Ave. 

Lindsay, Oberholzer embarked on 
an expansion plan in 1951 when it 
opened a new Wilmington, Del., 
branch. Later it acquired Coleman 
Industrial Supply Co. of Trenton, 
N. ] 
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The Shingle & Gibb-Old Reliable 
combination will operate as a sep 
arate unit, competing for business 
with its parent company, said Lind 
say, Oberholzer officers. 

Like the parent company, Shingle 
& Gibb, which was founded in 1944, 
specializes in power transmission 
and conveyor equipment. Old Re 
liable was founded as an industrial 
distributor in 1888. The new head 
quarters of the consolidated firms 
has been expanded to double the 
capacity of Old Reliable’s former 


headquarters on this site. 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1956 





Detroit Firm 
100 Years Old; 
Began With Ships 


H. D. Edwards & Co is celebrat- 
ing its 100th year in business in 
Detroit. 

The company’s founder was H. D. 
Edwards, captain of a New Bedford 
whaling ship, who retired from the 
sea to open a ship chandlery busi- 
ness in the then small but growing 
city of Detroit. He took time out 
from business to captain the Fed- 
eral schooner Penobscot during the 
Civil War but returned to guide 
the firm in reverting from ship 
supplies to industrial supplies as 
postwar industry sprang up in De- 
troit. 

One of Michigan’s oldest dis- 
tributing firms, H. D. Edwards & 
Co. was one of the first to sub 
scribe to the new “speaking tele 
phone” in 1878 and use it to ex 
pedite orders. 

The company was owned in the 
Edwards family for 99 years, and 
three generations handled its man- 
agement. A year ago it was sold 
to the Potter family. Dan Potter, 
Sr., who has been with the firm for 
ten years, is president. 

The firm has moved three times 
from its original site at 18 Wood- 
ward Ave. In 1950 it took over its 
present modern headquarters at 
8550 Lyndon Ave. 

Plymouth Cordage Co.’s Rope 
Walk featured an article on the 
firm’s history in a recent issue 





Watson-Stillman 
Now “W-S Fittings” 


H. K. Porter Co., Pittsburgh, has 
shortened the name of its Watson- 
Stillman Fittings Division to “W-S 
Fittings Division.” 

The division’s trade mark, two 
diamonds separated by the letters, 
W-S, will be retained. It appears on 
all existing W-S fittings and will be 
used to identify new products, the 
management announced. 

The W-S Fittings Division was 
acquired by Porter in 1952 








New catalog marking Fort Wayne, 
Ind., firm’s 50th year is inspected by 
C. F. McLeish, manager of industrial 
division, and F. A. Rank, of R. R. Don 
nelley & Sons 


National Mill Supply 
Marks Anniversary 


National Mill Supply, Inc., Fort 
Wayne, Ind., is now in its 50th 
year. 

The firm recently published a 
new “50th Anniversary Catalog,” 
which it released on the date co 
inciding with its founding in 1904 
as a one-man operation. S. A. Leh 
man, the founder, is still president 
and general manager of the com 
pany, which now has more than 
500 employees. 

A patriotic motif is featured on 
the catalog’s cover, printed in red, 
white and blue. Much of the book 
was compiled by C. F. McLeish, 
manager of the firm’s industrial di- 
vision, who condensed price and 
data charts for quick and efficient 
item location. 

Pictures of officers and direciors 
are included in the front section as 
well as personnel of both the Fort 
Wayne and South Bend Divisions. 
It also contains an outline of 
the company’s progress since its 
founding. 





Van Norman Buys Plant 


Van Norman Industries, Inc., 
has acquired H. W. Butterworth & 
Sons Co., Bethayres, Pa., manufac- 
turer of textile machinery. Van 
Norman also owns Super Tool Co. 





Carboloy Reorganizes Sales Districts 


Carboloy Department of Gen 
eral Electric Co. has consolidated 
its eight district sales offices into 
five districts and assigned them to 
handle cutting tool sales exclusively. 

Sales offices dropped are the New 
England district, now absorbed into 
the Atlantic district office in New 
ark, N. J.; the Allegheny, now con 
solidated with the East Central dis 
trict office in Cleveland, and the 
South Central, absorbed into the 
Chicago office. 

H. H. Jason, former New Eng 
land manager, has been named Mid- 
western manager at Chicago suc 
ceeding L. L. DeCoster who has 
been transferred to Detroit on spe 
cial assignment with K. R. Beards 
lee, general manager. 

Other district heads are E. R. 
Almdale, Atlantic; A. M. Thomson, 
East Central; J. A. Muldoon, Mich 
igan, and R. D. Mack, Pacific. 

The regrouping follows a general 
reorganization of Carboloy’s sales 
divisions. Four new sales organiza 
tions have been established for car 


| for permanent magnets. 





H. H. Jason 


bide products and a separate unit 
They are 
component sales, headed by J. D 
Kennedy, former manager of the 
South Central district; cutting tools, 
managed by IF’. J. Staroba; die sales, 
Glen; 
I’. Parker, and magnetic 
with M. E. Hartl as 


under A. I mining sales, 
under R 
material, 


manager 








Texas Distributor Completes New Building 




















Southwest Industrial Sales Co., 
West Mockingbird Lane 


Southwest Industrial Sales Co., 
Dallas, Texas, marked its first anni 
versary recently by moving into a 
new 3200 sq. ft. headquarters. 

Of modem, single-floor design, 
the structure features a Crab Or- 
chard Ledgstone front over brick 
and masonry construction. 

The company was formed in late 


Dallas, recently moved into this new 








Structure on 


1954 by Harrell Wilson, president 
treasurer; Ray T. Dowdy, vice pres 
Schef 
fler, vice president, following th 
purchase of Burnett ‘Tool Co.. and 
Scheffler Tool & Engineering Co., 
both of Dallas. William F. Cole 


vice president, joined the company 


ident-secretary and Frank H 


later 


FOR ADDITIONAL NEWS, SEE NEXT PAGE ——aam 





Worthington Forms Distributor Council 


Officials of Worthington Corp., Harrison, N. J., met recently with members of their 
newly formed Distributors Advisory Council to plan its agenda 


Worthington Corp. of Harrison, 
N. J., has organized a Distributors 
Advisory Council which will hold 
annual meetings on major policy 
questions. 

The initial meeting was held re- 
cently with four Worthington ex- 
executives and representatives nine 
of the firm’s industrial and power 
transmission distributors. 

F. J. Whelan, Worthington vice 
president and chairman of the coun 
cil, outlined the group’s purpose. 
Distributor representatives will at 
tend on a rotation basis. 

“With a distributor organization 
as large as ours,” said Mr. Whelan, 
“an advisory council of this type 
is an essential media whereby both 
our distributors as well as ourselves 
will be afforded an opportunity to 
discuss all phases of operating policy 
with its resultant advantages.” 

Attending the first meeting, be 
sides Mr. Whelan, were: D. E. 
Tessendorf, J. E. Seibold and W. H. 
Wheeler of Worthington; G. C. 
Carey, Carey Machinery & Supply 
Co., Baltimore; H. N. Crowder and 
E. W. Kuhnsman, H. N. Crowder, 
Jr, Co., Allentown, Pa. S. A. 
Russell, J. Russell & Co., Holyoke, 
Mass.; G. R. McClennen and P. J. 
McBride, Delta Equipment Co., 
Philadelphia; H. Webb, Webb Belt- 
ing Co., Buffalo; G. Needham, 
Jr., Biggs Pump & Supply, Inc., 
Lafayette, Ind.; H. A. Tuck, Pitts 


ADDITIONAL NEWS STARTS ON PAGE 





burgh Gage & Supply Co., Pitts 
burgh; M. I. Stray, Charles A. 
Templeton, Inc., Waterbury, Conn., 
and W. W. Oberjuerge, Oberjuerge 
Rubber Distributing Co., St. Louis. 





Amigos Name Officers 


Reginald C. Jerman has been 
elected president of ‘he Amigos of 
Buffalo, Niagara Frontier industrial 
salesmen’s group. Carl H. Guenther 
is vice-president; Leo G. Smith, sec 
retary and William N. Denier, treas 
urer. John R. Owen was re-elected 


executive secretary. 





Marshall-Newell 
Names President, 
Other Officers 


Marshall-Newell Supply Co., San 
Francisco, has named A. M. Cham- 
bliss president and L. H. Bishop 
vice president. 

J. H. Marshall, founder of the 
company, and P. A. Converse, gen- 
eral manager, have retired. 

W. G. Swett was appointed sec- 
retary. Mary Mecca continues as 
secretary and E. R. Fischbeck as 
manager of the Builders Hardware 
Department. 

Mr. Chambliss was formerly with 
Standard Oil Co, of California as 
assistant to the chief engineer, En 
gineering Department. Mr. Cham 
bliss is a graduate of the U. S. 
Naval Academy and Massachu 
setts Institute of Technology, he 
served as a Navy officer in World 
War Il. 

Marshall-Newell was founded in 
1906 by Mr. Marshall and the late 
G. F. Newell. Mr. Converse joined 
the firm shortly after. It employs a 
staff of 75. 

It carries a broad line of industrial 
supplies, machinists’ and engine 
room supplies, builders’ hardware 
and general hardware. 





Yankee Hardware Men Meet 


Group at annual party of New England manufacturers’ salesmen’s organization 
includes John F. Donovan, Greenfield Tap & Die Corp., board chairman of the 


group; James F. Donahue, of Chandler & Farquhar Co., 
past president of the Hardware Men 


}. Davidson, The L. S. Starrett Co., 


Boston, a guest, and Harold 
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Yale hoist handles vital 
aircraft parts in 1,550 F. heat 


YALE Electric Cable King—the world’s hardest- 
working hoist—takes on another difficult assignment. 
This time, it’s for Metallurgical, Inc., metal treating 
specialists of Minneapolis, Minn. Cable King lowers 
a 2600-Ib. load of steel aircraft parts into a radiant 
tube pit-type furnace, holds it in the intense heat, 
quickly lifts it free. Especially important to Metal- 
lurgical are Cable King’s (1) smooth push button 
operation, (2) manual release feature, easily oper- 


ated by an “O” ring, that prevents air-cooling of 
vital parts during quench if electric power should fail. 

Offer your customers this rugged, precision-built 
hoist. Can be used in mills, foundries, forges, machine 
shops—wherever continuous heavy-duty work cycles 
are required. And the Cable King needs no time out 
for cooling, since exclusive YALE air cooling and 
load brake lubrication dissipate heat speedily and 
thoroughly. Capacities range from % to 15 tons. 


YALE 


INDUSTRIAL LIFT TRUCKS AND HOISTS 


*Reg. U..S. Pot. Off. 
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Gas, Electric, Diesel & LP-Gas Industrial Trucks * Worksavers * Warehousers * Hand Trucks * Hand & Electric Hoists 
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Price Index for 19 Product Classes 
(1947-49— 100) 


% Change 
Nov. Nov. From 


NAME OF PRODUCT CLASS 55 "54 Year Ago 
Abrasive Products , 127.1 116.9 +$.7 
143.3 126.2 +13.5 


Cutting Tools 


Fans and Blowers 157.4 57.¢ 143.7 +9,5 


Fasteners 168.3 157.0 +7.2 
Incandescent Lamps 147.2 147.2 0 
Industrial Rubber Products 141.8 133.6 +6.1 
Lubricants 78.1 5. 69.7 
Materials Handling Equipment 144.9 134.4 
Meshentas Hand Tools 156.7 156.5 144.0 


(Files, saw biades) 
Metalworking Accessories 145.9 145.9 127.8 
Motors 112.6 109.4. 109.6 
Paint 115.0 2. 112.8 
Portable Power Tools 120.3 
Power Transmission Equipment 133.1 
Precision Measuring Tools 118.3 
Pumps and Compressors 131.9 


Steel Products 54.! 144.7 


(Pipes, bars, nails, wire rope, ete.) 
Valves and Fittings 131.0 


Welding Machines 128.8 


(Equipment, rods) 


Total Index 130.4 


Source: Bureau of Labor Statistics and Industrial Distribution 
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ON THE MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





For Paper Stock, 
Industrial Liquids 


Featuring a diverging type im 
peller to handle liquids containing 
high concentrations of solids, ait 
and gases, a new centrifugal pump 
has been announced 

The impeller design is also said 
to prevent vapor binding, avoid 
clogging, and make pump self-vent 
ing and self-regulating 

It is a horizontal, single-stage unit, 
sizes from 4 to 12 inches, capacities 
from 200 to 7000 gpm and heads 
from 5 to 225 ft. 


Ingersoll Rand, New York 


Traps 
For Heavy Condensate 
Load Applications 


No. 40 series, a new series of im 


pulse steam traps designed with 
high capacity to handle heavy con 
densate loads, has been announced 

Some of the features claimed in 
clude: high capacity at all pressures 
up to 600 Ibs, complete stainless 
steel body and internal parts, freeze 
proof operation against back pres 
sure up to 50%. 

Now available in 4 and 3-in sizes, 
typical applications are on unit heat 
ers, heating coils, water 
heaters, kettles, large fuel oil pre 
heaters, dryers, evaporators, large 


storage 


platens, autoclaves, and heat ex 
changers. 


Yarnall-Waring Co., Philadelphia 


Slings 


Protective Covering For 
Handling Highly Finished Stock 


Gripper woven wire slings are 
now available with plastic or Neo 
prene covering for handling highly 
finished stock of any type 

The new covering can be applied 
to Gripper slings of any length o1 
width. According to the manufac 
turer, it has a negligible effect on 
the flexibility of the sling and slings 
so covered can be used in either 
basket or choke hitch. 

Cambridge Wire 
Cambridge, Maryland 


Cloth Co., 
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Conveyor 


Handles Pieces Heavier 
Than Its Own Weight 


Ve-Be-Veyor, an aluminum con 
veyor, with V-Groove guide prin 
ciple said to eliminate belt run-off, 
has been introduced. 

Staggered, hard maple rollers with 
self lubricating bearings support a 
12-in rubber covered belt driven by 
a power roller chain. A $ hp, 115 
V, single phase motor with a revers 
ing drum control and power drive, 
gear reduction unit, is the power 
source 

The conveyor is available in three 
sizes: 12 ft length, weight 149 Ibs; 
16 foot length, 192 Ibs; 20 foot 
length, 235 Ibs. All weights include 
power unit which can be removed 

A. B. Farquhar Div., Oliver Corp., 
York, Pa 


Hose 


For Air & Water, 
Braided Wire Construction 


Named Super-Master BW Ai 
and Super-Master BW Water, a 
new, high visibility hose for extra 
safety at pressures to 2000 psi has 
been announced. 

Built with steel braids to offer 
maximum resistance to accidental 
crushing in mine and quarry serv 
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ice, the hose also features a Neo- 
prene tube said to withstand hot 
oil from compressors, and a bright 
vellow cut-resistant cover. 
Manhattan Rubber Div., Ray 
bestos-Manhattan, Passaic, 


N. |. 


Inc., 


Motor-Generator Sets 


Drip-Proof, 
Solid Base Design 


Fractional hp  motor-generator 
sets, in frame sizes 44, 66 and 74 
have been made available. 

Continuous rated 
load is said to be possible due to a 


operation at 


ventilating system incorporating a 
fan on the shaft between the units. 
Air enters through side vents, passes 
over both units, and is exhausted 
through bottom of the set. 

Both motor and generator rotors 
are mounted on a common shaft, 
thus eliminating shaft alignment 
problems. 

General Electric, Schenectady 


Masonry Drills 


Tool Kit Rolls, 
Individual Packages 


Included in a new line of masonry 
drills are tool kit rolls for } and 4-in. 
chuck capacity electric drills as well 


FOR AN INDEX OF 








as individually packaged drills rang 
ing from 4 to 14-in. diameter. 

Available in Regular Spiral (left) 
and Fastlead (right) styles, in 12 
and 18-in. lengths as well as regular 
lengths, they are bright finished and 
can be used in hand braces, drill 
presses or portable electric drills. 

Whitman & Plymouth, 
Mich 


Barnes, 


Key Stock 


Packed In 
Self-Service Carton 


Available in convenient form and 


dimensions, a new zinc-coated 
square steel key stock in six indus 


trial sizes has been announced 


THIS MONTH’S NEW PRODUCTS, SEE PAGE 


Called Mak-A-Key, the rust 
resistant stock is said to be made 
oversize in both dimensions to assure 
snug fit in all key-ways 
Packed in a carton, 
2 4 


5) 5 
in 12-in lengths, sizes are: +), 4, yy. 


self-service 


a 14 . 
8, ye and >-In squares. 


DeVan-Johnson Co., Aurora, Ill 


) 
ae a oe x 








Chain Hoist 
Weighs 11 Ibs 
Lifts 250 Ibs 


An 11-lb Midget chain hoist with 
a standard lift of seven feet and a 
minimum distance of nine inches 
between hooks, has been announced 
‘he held safely by an 
automatic load brake; 


tested 100% 


load is 
each hoist 


is factory over rated 
capacity 

Ball bearing trolleys rated at 250 
lbs. to fit all 


three to ten inch 1-beams also are 


and made standard 
available 

Coffing Hoist Din 
Co., Danville, Ill 


(Continued on page 139) 


Duft-Norton 
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ALKER- 


Here is another New Walker-Turner 
"Light-Heavyweight” that will increase your// = iii 


Here’s a fine 

NEW product 

that your 

customers need ...... 


with plenty of 
convincing features 
that you can 
demonstrate ......... 


fo a really 
big market ......... 


Walker-Turner “LIGHT-HEAVYWEIGHT” 
Cut-Off Machine 





Capacity, 1%” round bar; 3” tubing. 
12” x 3/32” abrasive wheel. 


1” Spindle with 5” dia. collars, Acme 
thread nut. Mounted on pre-lubri- 
cated ball-bearings. 


Cuts fast, clean, true. Frequently 
eliminates many finishing operations. 


Fan-cooled motor — totally enclosed 
ball-bearings, overload capacity up 
to 7 hp. 


Any plant that processes bar, rod or tub- 
ing stock is your prospect for one or 
more of these new Cut-Off Machines. 
You can readily demonstrate the advan- 


Can be fitted with Air Feed attach- 
ment. 


17” x 23” cast iron table can be tap- 
ped for any work-holding device. 
Template furnished to drill for angle 
mounting of head. 


Available with head factory-mounted 
at 45° for miter cutting. 


9. Wheel speed, 3720 rpm, 11,710 fpm. 


tages in time-saving and cost-saving of 
this new Cut-Off Machine as against 
other cut-off methods. 


ie If you're selling Walker-Turner “LIGHT-HEAVYWEIGHT” Tools now, 
ask your W-T representative for special sales helps; he’s there to 
help you make more sales. If you're not now a Walker-Turner 
Distributor, we'll be glad to tell you if a W-T distributorship is 


available in your locality. 


DRILL PRESSES, HAND AND POWER FEED — AIR FEED DRILL PRESS ATTACHMENT — 
RADIAL DRILLS — WOOD AND METAL CUTTING BAND SAWS — TILTING ARBOR SAWS — 
RADIAL SAWS — JIG SAWS — CUT-OFF SAWS — LATHES — SPINDLE SHAPERS — 
JOINTERS — BELT AND DISC SURFACERS — FLEXIBLE SHAFT MACHINES 
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A MESSAGE TO AMERICAN INDUSTRY OF A SERIES 


After the Great Ford Foundation Gift... 


What Still Remains To Be Done 
To Provide Decent Faculty Pay 


The Ford Foundation’s gift of a half bil- 
lion dollars to our privately supported col- 
leges, medical schools and hospitals, now 
being distributed, is magnificent. But it 
will be much more magnificent if it in- 
spires completion of the job to which it 
gives a lift. So far as the colleges and uni- 
versities are concerned, this job is prima- 
rily to rescue their faculty members from 
being second-class citizens economically. 

Even in a period when we have become ac- 
customed to astronomical financial figures, a 
half billion dollars remains an eye-popping 
gift. In fact, it is so imposing that a good many 
people who don’t read the fine print are apt to 
conclude that it must just about solve the finan- 
cial problem to which it is addressed. 


Goes Only a Small Way 


However, we have allowed college professors 
to fall so far behind the parade financially that 
the share of the Ford half billion dollar gift 
going directly to the improvement of faculty 
salaries ($210 million) will go only a small 
way financially toward doing what is necessary 
to provide adequate salaries. 

Completion of this job for our privately 
supported colleges and universities calls 
for: 


1. An increase in faculty salaries at least 
five times as great as that made possible by 


the Ford gift merely to restore salaries to 
their 1939 purchasing power level and an 
increase fifteen times as great to provide 
adequate salaries today. 


2. Some difficult and courageous deci- 
sions by the heads of the colleges and uni- 
versities in apportioning the grants re- 
ceived by them. 


Terms of Gifts to Colleges 


The $210 million of the Ford Foundation 
gift going specifically to improve faculty sala- 
ries is being distributed on the following basis: 
Each of 615 privately supported, regionally ac- 
credited liberal arts and science colleges and 
universities receives a gift about equivalent to 
its last year’s teaching payroll. For ten years 
only the income from these gifts is to be devoted 
to raising faculty salaries. After that all the 
money can be spent in any way the institutions 
receiving it see fit. There is no requirement that 
universities having other than liberal arts and 
science schools limit use of the gifts to improv- 
ing salaries in these schools alone. They can 
spread it right through all their faculties if they 
wish. 


In addition to the gift of $210 million 
specifically directed to increasing faculty 
salaries, another gift of $50 million goes to a 
group of 126 institutions selected for spe- 
cially noteworthy leadership in improving 
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What's Happened to College Faculty Salaries* 
INDEX (1940= 100) 
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YEAR YEAR 
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* Real Income before Taxes. 


Source: Council for Financial Aid to Education, U, §. Dep’t of 
Commerce: U. S. Dep’t of Labor. 





the status and pay of teachers. For these 
schools the individual gifts add about 50% 
more to the amounts coming from the $210 
million fund. They can be used to improve 
faculty salaries if the institutions choose to 
do so, but this is not required by the terms of 
these gifts. 


The $210 million plus the $50 million should 
yield an income of $10-$13 million a year. Even 
if all this is used to raise salaries, it will be 
only a small step, however worthy, toward the 
$200 million per year the colleges need to meet 
their salary requirements adequately. 


Helps Some Who Need It Most 


In focussing its gift to improve faculty sala- 
ries in privately supported liberal arts and sci- 
ence colleges, the Ford Foundation aims at least 
part of the help at the spot where it is most des- 
perately needed. Numerous surveys have indi- 
cated that the most poorly paid of all college 
and university faculty members are those in 
small, privately endowed liberal arts colleges. 


But the overshadowing fact is that the 
teachers in our colleges and universities as 
a whole are badly underpaid. Just how badly 
is indicated by the chart above which first ap- 
peared in an earlier editorial. (Figures later 
than those for 1954 are not available. ) 


The Ford gift will turn the indicator of fac- 
ulty salaries, which now lies far below the gen- 
eral salary trend, upward a few points. And it 
will do this in some places where salaries are 
below the wretched average shown by the chart. 


But the Crucial Test Remains 


College and university administrators will 
have the opportunity to extend further the proc- 
ess of getting the help provided by the Ford 
Foundation gifts where it is most needed. In 
general, this will mean giving it to senior fac- 
ulty members, in order to hold experienced 
teachers and make college teaching attractive 
as a career. But to make such a division in many 
schools will take extraordinary fortitude. 


The crucial test of the success of the enter- 
prise of the Ford Foundation in raising faculty 
salaries will lie in whether it prompts the rest 
of us — college alumni, individuals, business 
firms and legislators alike — to see that it is a 
great beginning, not a signal for a recess. 


Even with the Ford gifts providing $ 10- 
13 million a year, our privately supported 
colleges and universities must have an in- 
crease of about $190 million a year to 
provide decent faculty salaries. 


This is a job far beyond the capacity of 
the Ford Foundation, imposing though 
that is. It is a job far beyond the capacities 
of a few hundred large corporations and a 
few thousand wealthy individuals. If it is 
to be done, it is a job at which all of us 
must work with a will. 





This message is one of a series prepared by the 
McGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nationwide developments that are 
of particular concern to the business and pro- 
fessional community served by our industrial 
and technical publications. 

Permission is freely extended to newspapers, 
groups or individuals to quote or reprint all or 
parts of the text. 


PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 
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On The Market Today 


(Starts on page 132) 








Hacksaw Blades 


Color Design For 
Positive Identification 


Redstripe, Greenstripe, and Blue- 
stripe hacksaw blades have been 
announced by the manufacturer. 

The Redstripe are special ailoy 


high speed steel power and hand 
blades; Greenstripe are welded edge 
power blades and hard edge— 
flexible back hand blades; Blue- 
stripe are selected high speed steel 
power and hand blades. 

Colorful packaging, designed for 

(Continued on next page) 





BLADES, HACKSAW 

a. @. beet Ce. ...... 
CASTERS 

Gleason Corp 
CENTER 


Jergens Div 
Inc 


Donley Products, 


CONVEYORS 
A. B. Farquhar Div. Oliver 


Corp. sidd ewes uel 
Rapids-Standard Co., Inc..... 
COVERALL 
Industrial Products Co. . 


DRILLS 

Aro Equipment Corp... 

Whitman & Barnes... 
DRILL UNIT 

Dumore Precision Tools... ... 
DRIVE 

Lovejoy Flexible Coupling Co 
FIREPOT 

Otto Bernz Co., Inc 
HAMMER 


Thor Power Tool Co........ 


HOIST, CHAIN 
Coffing Hoist Div. Duff-Norton 
Co. : 
HOSE 
Goodyear Tire & Rubber Co. . 
Manhattan Rubber Div., Ray- 
bestos-Manhattan, Inc. 


KEY STOCK 
DeVan-Johnson Co. 
MOTOR-GENERATOR SETS 
Ceneral Electric ............ 
MOTORS 


Century Electric Co 
Reuland Electric Co 





Index of This Month’s New Products 


NIBBLERS 

Fenway Machine Co.. 

Mall Tool Co.. 
OVEN 

Grieve-Hendry Co., 
PAINT STICK 

Markal Co 
PIPE THREADER 

Beaver Pipe Tools, 
PUMPS 

Binks Mfg. Co 

Ingersoll Rand 
SAFETY HAT 

Boyer-Campbell Co 
SAW, HACK 

Drier Brothers In 
SLINGS 

Cambridge Wire Cloth Co. 


SPRAY EQUIPMENT 
Binks Mfg. Co 

TAPS 
Threadwell Tap & Die Co 


TOOLS 
Carboloy Dept. of General Elec 
tric . 


TRAPS 
Yarnall-Waring Cx 
VISES 
W. R. Brown Corp... 
Heinrich Tools, Inc 


WATER CONDITIONER 


Packard Water 
Div., In 


Conditioner 


WHEELS 
Nutting Truck & Caster Co.. 
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KEYWAY 
BROACH 
KITS 


a “must” in every machine 
shop and every maintenance 
department, for cutting any size 
keyway from Vis" to 1” in any 
bore from \* to 3” — by hand in 
one minute. 


Winute Wan 
ae 


SQUARE HEXAGONAL 
BROACHES 


to meet the demand for stock 
broaches that will finish cast or 
drilled holes in one pass. For 
Ye" to %" holes. 


PRODUCTION TYPE KEYWAY 
BROACHES for quantity pro- 
duction of keyways also avail- 
able from stock in ten popular 


Winute Wan 


MAGNETIC 
BASES 


hold dial indicator 
gages. 360° horizon- 
tal, 180° vertical 
swing. Save set-up 
time, increase work 
accuracy. One sells 


another. 


du MONT 
H. S. Ground 
TOOL BITS 


square and rectan 
gular, with the bal- 
anced combination 
of toughness, wear 
resistance and red 
hardness that keeps 
users coming back 
for more. 





The du MONT 
CORPORATION 


GREENFIELD, 


— - +~+— - --- SO 


See them at BOOTH 1106 
ASTE Show — Chicago 





For complete information on these fast 
selling, high profit tools, get in touch with 


po 





SFvice Policy Keeps 
Your Welcome Warm 


Buyers ore glad to see you when you sell LUFKIN. They 
know you are selling top quality products . . . and they 
know each product is backed by aon 86 year old reputa 
tion for fair dealing. It's a hard-to-beat combination .. . 
confidence in the product, and confidence that the product 
will always be serviced to the satisfaction of you and 
your customer 


CHROME CLAD 
TAPE RULES 


Chrome-Clad is a Lufkin ex- 
clusive that ensures long 
weor. A series of electro 
platings build a hard base 
for a final rust-resisting 
chrome plate. No chipping 
or peeling in this all metal 
line. You can offer Lufkin 
Chrome-Clad lines in a wide 
range of tapes and tape 
rules. 


SELL JUFKIN TAPES - RULES 
PRECISION TOOLS 
and they’ll sell you 


THE LUFKIN RULE CO., Saginaw, Michigan 
New York City Barrie, Ontario 


SAVE TIME 
CONSULT YOUR INDUSTRIAL DISTRIBUTOR 





maximum protection of contents, 
features fold-over labels to show 
blade type, length, width. thickness 


and teeth per inch on both end and 


top of package. 
L. S. Starrett Co.. Athol, Mass. 


Pipe Threader 


Two-Inch Pipe 
Takes 10 Seconds 


(he Model-A Pipe and Bolt 
(hreading Machine has been rein- 
troduced as an improved model. 

The manufacturer claims produc- 
tivity has been increased 40% and 
that the machine will thread 2 in. 
pipe in 10-12 seconds and } in. pipe 
in 5-8 seconds. 

It is equipped with a Power Grp 
Wrenchless Chuck for fast chuck- 
ing. The Power Grip increases safety 
of operation, it is alse claimed. 

Beaver Pipe Tools, Inc., Warren, 
Ohio 


Drill Unit 


For Long Production Runs 
And Stationary Set-Ups 


Low cost automation for drilling, 
reaming, deburring and other related 
operations is claimed to be possible 
with the company $ new automatic 
drill unit, Series 26. 

Delivered with basic electrical and 


| @ He can supply most items immediately from his stock. 
@ His knowledge of new tools and methods will help 40) 
you operate at peak efficiency. 
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New Mack & Decker. 6)" SAW 
Pp OWE R-B U E LT cw PROFITS! 


B&D 7” Model 


_ 


B&D 9” Model 


t 


TO OPEN UP 


We dont buy motors—we build them! 


The heart of B&D tools is the motor, completely 
built by B&D! All the power your customers need 
and then some—each motor built for a specific 
tool and the job it must do. Black & Decker 
motors always stand up! 


With proper blade, this new B&D 6%" 
Heavy-Duty Saw cuts practically every 
material from corrugated galvanized 
sheets to ceramics, slate, marble, tile, 
transite, non-ferrous metals (including 
lead) and ferrous metals. Because it does 
so much more than just cut wood, this 
terrific new saw opens up brand-new sales 
potential for you! Cuts 2 x 4’s, at 45° angle, 
with blade to spare. 

Custom-built B&D motor runs cooler, 
even in rough spots. Telescoping guard, 
larger lift lever, instant-release trigger 


Service. 
your customers that one of 42 
Black & Decker factory service 
branchesis located “next door” 
to him! Staffed by experts to 
give fast, efficient service, gen- 
uine replacement parts. 


. you can tell 


switch with guard—all mean extra safety. 
Larger wing nuts make depth and bevel 
adjustments fast, simple and positive. 
Clear-view operation; sawdust is blown 
away from operator and work. Larger steel 
shoe permits safe cuts from either side. 
And this is only one in the wide line of 
B&D Power-Built Saws—with the 6", 7”, 
8” and 9” models you can meet every pos- 
sible job requirement! 

For more free information, write to: 
Tue Brack & Decker Mrc. Co., Dept. 
2402, Towson 4, Maryland. 


LOOK IN YELLOW PAGES UNDER “TOOLS-ELECTRIC” 


Black Decker: 


PORTABLE ELECTRIC TOOLS 
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36-A Series— Double 
Ball Race Swivel Caster 


40-A Series— Double 
Boll Race Structural 
Steel Swivel Caster 


1-A Series — Stationary 
Caster 





® 


CASTERS 


for your customer’s 
faster, easier 
materials handling 


The pelican’s materials handling prob- 
lem was a tough one. . . but Nature 
solved it with a big bill. Your custom- 
ers, however, can solve their toughest 
materials handling problems without 
a big bill... when you supply Bond 
“Built-For-The-Job” Casters. For 
dependability and all-round economy 
your customers’ best buy is Bond—and 
satisfied customers are your best guar- 
antee of continuing profitable business. 





23-A Series—Double Ball 
Race Swivel Caster 


Dual Wheel Swivel 
Caster 


BOND FOUNDRY & MACHINE CO. 


MANHEIM, PENNA. 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1956 


pneumatic controls built-in, the 
nose mounting design is said to 
permit mounting in any position in 
single or multiple unit set-ups. 

Speeds, feeds and depth can be 
pre-selected and are said to require 
no attention during operating cycles. 

Dumore Precision Tools, Racine, 
Wis. 


Motors 
For Machines Requiring 
Operator-Regulated Running Speeds 

Fractional hp slip ring motors are 
now available as standard units in 
ratings of 4, 4, 4 and 7 hp in the 
small No. 66 frame size, according 
to an announcement from the man- 
ufacturer. 

The new motors are available 
with speed selections from 50 to 
100% of full load speeds in follow- 
ing ratings: 1800 rpm (full load 
speed) 4, 4, 4, 3, 1 and 14 hp; 1200 
rpm (full load speed) 4, 4, 4, 2 
and 1 hp. 

Reuland Electric Co., Alhambra, 
Calif. 


Air Vise 
Self Centers 
Varied Shapes 

Model 22 Self-Centering Air Vise 
is designed to hold parts varying in 
size or shape when the work requires 
location of a center or other pre- 
determined point. 

According to the manufacturer 
each of the two opposing jaws is 
actuated directly by an air cylinder 
on both sides of the vise. Movement 
of the jaws is synchronized within a 
tolerance of .001 inch by a gear and 
rack concealed within the body cast- 
ing. No pressure is transmitted 
through the centering mechanism 





to help you sell, 


JEFFREY advertises 


these products nationally 


s5Ey, 
CONVEYING + PROCESSING + MINING ny 
EQUIPMENT + TRANSMISSION MACHINERY —_ fe E - - = = y' 
CONTRACT MANUFACTURING 


The Jeffrey Manufacturing Co., Columbus 16, Ohio 


7 


SY 


SPIRAL Tp sieay Fittings 


OvGHs 
SPinay FUGHTsS 


VAl vec. 
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| Save gour breath — offer them 





Htzisburs Drop-Forged Pipe 
Flanges and Seamless Steel 
Pipe Couplings lead the sales 
parade for many distributors. 
Their reputation for quality and 


a ee | Sn tae 
Write for literature, prices 
end other information 
relating to Harrisburg 
Fianges and Coupling 





: HARRISBURG FLANGES and COUPLINGS 


durability is so high that they 
practically sell themselves. You 
can offer them with confidence 
wherever the best in pipe flang- 
es and couplings are required. 





Speedy 


SPEEDY 1-TON AIR PRESS 


Does the work of expen- 
sive presses! 5-inch 
throat; Ram © to 5’; 
stroke %"; table 5” x 5”. 
Operated by foot or 
fingertip controls. $85 


¢ 


SPEEDY AIR RAM No. 70 


Mounts in any position, 
Compact, extremely 
sturdy. Exerts gentle 
pressure to one ton 
thrust. 64%" high, 5%” 
wide. $35.00 





HIGH SP 


AIR VISE 


FOOT CONTROL 


EED - POWERFUL GRIP 


New, improved model speeds up all repeat 
operations— milling, drilling, tapping, punch- 
ing, bending, riveting. Both hands left free to 
produce more! Light squeeze to 2250 pounds 
pressure! Extra thick jaws for attaching jigs. 
Jaws open to 3 inches; \6" to %” maximum 
travel. Complete with foot control. air hose 


bia scan sconnceascsncotenan’ $44.00 


Write for new Air Tool Catalog 


W. R. BROWN CORP., 2657 N. NORMANDY AVE., CHICAGO 335, ILL. 
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which serves only to guarantee uni 
formity of jaw travel. 

Some of the features claimed in 
clude: cylinders constructed of die- 
cast aluminum with Neoprene di 
aphragms completely enclosed; four 
inch wide jaws have a maximum 
travel of 3-in. for each jaw, for a 
total of 3-in. for both; jaws are in 
finitely adjustable to 44-in. opening. 
Inc., Racine, 


Heinrich Tools 


W isc 


Nibbler 
Cuts Metal In 
Series of Punches 


Powered to cut No. 18 gage in 
mild steel (.058-in.), a new electric 
metal nibbler has been introduced 

According to the manufacturer, 
the tool nibbles metal away, 
such as aluminum, tin and simila1 
It takes 2500 strokes 
per with a .16in_ stroke 
length. Powered by a universal-type 
motor with spur gears of 34 pitch 


new 


sheet metals. 
minute 





FOUR ACES 1M ANY DISTRIBUTORS 
HAND 


FULL PROFIT-PROVED LINE TO BUILD 
YOUR REPEAT SALES 


This Wayne line of industrial products has proved the 
key to bigger sales for distributors from coast to coast. 
There’s a product for every industrial plant . . . perform- 
ance-proved in every type of installation . . . and there’s 
profit in every sale with the Wayne Distributor’s Plan. 


WAYNE AIR COMPRESSORS .. . single stage and two stage 
compressors, vertical and horizontal from % to 20 HP. 
Job-Engineered for each installation 


WAYNE HOSE REELS for handling air, water, oil, grease 

and cooling liquids. Complete line of tool suspension 

and retriever models. Hose capacities of 12 to 50 feet 
. \%" to %” diameters. 


WAYNE ROTARY PUMPS of patented rolling tooth design 

to handle delivery and transfer of liquids from gasoline 

to heavy asphalt. Capacities from 5 GPM to 500 GPM 
. with pressures to meet application. 


WAYNE LUBE EQUIPMENT for every industrial lubricant 
dispensing need—tank units, grease dispensers, barrel 
pumps and gasoline metering pumps. 


Wayne helps you sell with technical sales aids, distrib- 
utor training courses, service manuals and many other 
sales building supports. Get the facts. Write for ““‘What 
Wayne Franchise Can Do For You!” to The Wayne 
Pump Company, Industrial Division, Fort Wayne, Ind. 


plus Sales Building Promotion 


NATIONAL ADVERTISING in leading industrial trade pub- 
lications to help you pre-sell your customers. 


DIRECT MAIL HELPS for you to use in personalizing your 
promotion. 


LITERATURE for your salesmen to use on every call. 


SALES TRAINING to give your salesmen first-hand knowl- 
edge of Wayne Products. 


DEAL YOURSELF IN ON THIS 
BIG WAYNE PROFIT LINE! 
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You Can Sell BARNES 
HACK and BAND SAW BLADES 


Complete test facilities duplicate customer problems to find most practical solutions. 


Research engineering concentrates its efforts on constantly increasing 
the quality cf Barnes Saw Blades. Every improvement means in- 
creased cutting efficiency and lower cutting costs for your customers. 


Quality control methods are rigidly enforced. Thorough inspections 
after each step in production assures your customers of receiving 
only Barnes highest quality blades. 


Really convenient Barnes packaging is designed with the customer 
in mind. Sturdy boxes amply protect each blade during shipment 
and storage until put in use. Clear, easily read markings on each 
box identify the contents quickly. 


Barnes Sales Engineers are metal cutting experts. Their braod ex- 
perience enables them to solve most cutting problems right in a 
customer's plant. The unusual problems care solved in Barnes’ own 
testing laboratory. Complete facilities enable Barnes engineers to 
duplicate any customer problem and find the most practical solution. 


All these factors create customer confidence in Barnes Blades and 
in your service as a Barnes Distributor. 


For 36 years Barnes has helped its distributors increase their 
sales of blades, produce satisfied customers and keep them sold 


uhen cutting counts <a> count on 


§ 
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hardened alloy steel, it weighs 5/ 
Ibs. 

Also announced is Model 31, a 
new improved electric belt sander, 
featuring aluminum alloy construc- 
tion and sealed ball bearings for 
protection against sawdust damage. 

The 3-in. wide x 24-in. long belt 
is flush on the right side for easy 
sanding next to walls and upright 
objects. Since there are no plates, 
covers or screws to remove, belts 
can be changed quickly. 

Mall Tool Co., Chicago 


Casters 


For Tool Trucks, 
Shop Equipment 


Series 50-55 medium duty casters 
have been added to the company’s 
line. 

The new series features plate and 
stem type swivel and_ stationary 
casters, with heavy duty rubber 
wheels in sizes 24, 14, 3x 14,4x 1} 
and 5 x 12-in 

Gleason Corp., Milwaukee 


Ice Slinger Hose 
Easier To Handle, 
Lighter, More Flexible 

Given the code number 25W 336, 
an improved model of the com 
pany’s ice slinger hose has been in 
troduced. 

Designed to blow crushed ice into 
refrigerator rail cars, trucks, air- 
planes, fishing boats and other fresh 
food carriers, the hose is wire-in 
serted, hand-built, with a smooth 
one-eighth inch tube compounded 





“WE'VE SOLD WISS SNIPS 
FOR 75 YEARS, BECAUSE 
THEY CUT BEST WITH 
LEAST EFFORT” 


Mr. Clegg Walker, President of Isaac Walker Hardware Co.., 
Peoria, Ill., gives one big reason why his firm likes to feature 
Wiss metal cutting snips. There are several reasons why they 
are the choice of professional workers everywhere—why they 
sell better, with fewer returns. Wiss snips are produced largely by the handwork of siilled 
workers. Each pair is rigidly tested and guaranteed perfect. Bolts are set precisely to reduc 

wear and to increase cutting power with the least effort. 


WISS METAL MASTER SNIPS: Compound action design delivers amazing cutting 
power. These 10” snips cut with about one-half the effort required for standard 
1214” snips. One edge serrated to prevent slipping. M-1 (cuts left) and M-2 (cuts 
right) are designed to cut the most intricate scrolls and circles. M-3 is for shallow 
ares and straight cutting. M-5 Bulldog Heavy Duty snips are tops for notching, 
nibbling and cutting shallow arcs in sheet metal as heavy as 16 gauge 


WIiSS INLAID SNIPS 

High carbon crucible steel 
welded to a hot drop-forged 
frame provides that eztra serv- 
ice demanded by professional 
users everywhere. Six Straight 
Cutting sizes from 1144” to 17”, 
including Bulldog Snips for 
notching. Three Combination* 
Cutting sizes, 124%”, 134” and 
l 1”. 


WISS SOLID STEEL SNIPS 


For those whose requirements 
are less specialized than the 
professional user. Hot drop- 
forged of fine carbon steel, they 
meet or exceed government 
specifications. Four straight 
cutting sizes, 8” to 12%”. Four 
Combination* Cutting sizes, 7”, 
10”, 13” and 16” Bulldog Snips 
for notching. 

*Made with straight blades, but 
ground and shaped so they readily 


cut curves and irregular shapes as 


well as straight 


=" senate “ —e 





NEW HANDLE GRIPS IN 

BRIGHT IDENTIFYING COLORS! 

Famous Wiss Metal-Master snips are now 
available with vinyl plastic grips — tough, 
resilient, long-wearing, acid and grease re- 
sistant. For instant identification by the 
worker, M-1R is fitted with bright red han- 
dles; M-2R with green handles; M-3R with 


yellow handles. 


WISS the Winner in 
laboratory tests! 


In grueling tests made by an independent 
laboratory, Wiss Metal-Master, inlaid and 
solid steel snips out-performed other leading 
brands. Wiss snips in each category proved 
to cut cleanly with less effort required. The 
tests were so severe that some competing 
brands were damaged — cracked at bolt, 
handle bent out of shape. This is conclusive, 
unbiased proof that Wiss snips are the finest 
and most satisfactory available to metal 
workers. The laboratory report stated: 
“Wiss inlaid straight cut snips showed far 
superior cutting qualities than the other 
shears tested and should be listed in a sepa- 
rate class from the solid steel snips.” 


J. WISS & SONS CO., 
NEWARK 7, NEW JERSEY 


World’s Largest Manufacturers of Shears, Scissors, Pinking Shears, Metal Cutting Snips and Garden Shears 
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XN 


GRAPHITED 
over 175 sizes 


At Detrex Corporation, Detroit, workman slips a snug fitting Johnson Bronze Bearing into place 
on the shaft of an idler arm of this compact Rotary Gyro Degreaser. Idler arms move in “ferris 
wheel” motion to rotate heavy baskets filled with parts to be degreased. 


Distributors Increase Sales With 
Johnson General Purpose Bearings 


By having adequate stocks of Johnson’s Gen- 
eral Purpose Bronze Bearings on hand many 
distributors have developed steadily increas- 
ing business which shows up as a bright spot 
on the profit side of their ledgers. They 
report that Johnson’s equitable price policy 

its fast delivery —help from field engineers 
and wide range of more than 900 stock sizes 
of GP bearings are responsible for their 
higher volume. 

Take the distributor serving the Detrex 
Corporation in Detroit as an example. He 
supplies them with cast bronze general pur- 
pose bearings for their full line of unique, 
automatic degreasers, washers and dryclean- 
ing equipment used to remove oil and grease 


Johnson Bearings 
te 


o ah == 


UNIVERSAL BRONZE BARS 
over 400 sizes 


GENERAL PURPOSE 
over 900 sizes 


from parts in process. Detrex uses Johnson 
bearings because they want the best in qual- 
ity to avoid any maintenance problems with 
their equipment. The uniform quality, plus 
the service and competitive price of Johnson 
bearings, made it possible for this distributor 
to get the business, expand it and enjoy the 
repeat orders. 

Volume business like this can be developed 
in your territory, too, when you stock John- 
son General Purpose Bearings—and remem- 
ber, your inventories backed by Johnson 
warehouses in 24 cities provide the means for 
fast service. For information, write Johnson 
Bronze Company, 535 South Mill Street, 
New Castle, Pennsylvania. 


aebh, 


LEDALOYL 
over 400 sizes 
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ELECTRIC MOTOR 
over 350 sizes 


of rubber resistant to abrasion. 

Ordinarily used in 10, 15 and 
20-ft. lengths, the fluted cover hose 
is available in sizes with inside diam- 
eters ranging from three to five 
inches and lengths from three to 
fifty feet. 

Goodyear Tire & Rubber Co., 
Akron 


a 


Hammer 


Air-Operated, 
All-Purpose 


Featuring “stop rotation”, a new 
utility hammer has been introduced 
for alternate use as a rock drill or as 
a cement chipper hammer. 

Furnished in two versions, Model 
15D is for use as a dry tool; 15W 
as a wet tool to meet the problem 
of dust control. It is said to «ut 
clean, round holes in diameters up 
to 12-in. 

Overall length 17}-in with ?-in 
air hose and air hose inlet provided 
for; standard chuck §-in hexacon x 
3}-in for long shank accessories. 

Thor Power Tool Co., Aurora, II]. 


Drive 


Provides Constant 
Belt Alignment 


Constant belt-alignment through 
its entire speed range up to 8 to 1 
ratio is claimed for a new compound 
drive. 

Using a 1750 rpm motor a speed 


NOW! A NEWER 
BEAVER MODEL-D 
POWER DRIVE 


MORE POWERFUL! 
MORE ECONOMICAL! 
MORE PROFITABLE! 
AND HERE'S WHY! 











% Gears fully enclosed. Lubricated for life! 


% Amazing Power-Grip Wrenchless Chuck holds 
like a bulldog in forward or reverse! 


% Motor easily accessible without dismantling. 
Well ventilated for greater power, lower up- 
keep. Drives geared tools up to 12”! 


% Four-legged stability makes Model-D STAY 
PUT ... important when using with drive 
shaft and geared tools! 


% Your choice of 110- or 220-volt universal motor! 


% All parts accessible! Bronze bearings easy 
to replace in your shop if necessary! 


% Polished aluminum! Weighs only 98 pounds! 


Write, Wire or Phone for Information! Ask about 
the Beaver No. 78 Quick Opening Threader—spe- 
cially adapted for Power Drive use! 


BEZVER 


PIPE OOLS 
236-400 DANA AVE. . WARREN, 0, U.S. A 


"SS Years of Highest Quality” 
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Your business 
is his job 


No other franchise 


gives you 
| 
all these extras’ 


Porter-¢ able 
personally 


th: 


Your 


€ 
represe niatit 


helps you wi 


e Training of sales people 

@ Store demonstrations 
and promonons 

e Participation in 

trade shows 

al 


splays, loc 
e Dist direct m 


rtising, 


ail 

adve 
e Calls on key pros 
trol 


pec ts 


@ Inventory con 
oblems 


There's no substitute for the 
experienced personal service and help 
you get from your Porter-Cable 
representative. For his only interest 
is in building your tool business. 


He devotes his time and his energies 
to your problems. . . helps train 
your sales force, calls on your major 
prospects when you request, offers 
his services when you participate in 
local trade shows, makes himself 
available for store demonstrations 
and special promotions. 

He has a wealth of power-tool 
knowledge and experience — and it's 
all yours for the asking. A few 
franchises are still available. Write 
for details today. 

Illustrated: New Porter-Cable Model 
148 Bayonet Saw. World's only orbital 
action portable jig saw — guaranteed 


to outperform any other at any price. 
Complete, $99.50 


Porter-Cable 





@ Service Pr 
e New product 
information 
e Budget selling plans 


DRILLS + SANDERS + 


PORTER-CABLE MACHINE COMPANY 
6302 N. Salina Street, Syracuse 8, N. Y. 


In Canada, write Porter-Cable, I Box 


Londen, Ont Canadian prices slightly higher 


ROUTERS + SHAPERS + PLANES 
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range of 5550 to 690 is obtained 
at rated } hp; with an 1150 rpm 
motor a speed range of 3650 to 
454 is provided at rated 4 hp. 

Available in either spring loaded 
or manually operated design, the 
pulleys can be mounted on one side 
or alternate sides. Manually oper- 
ated units are equipped with either 
pedestal stand or attachment for 
hydraulic yoke. 

Lovejoy Flexible Coupling Co., 


Chicago 


Spray Equipment 


Graduated Siphon 
Cup Attachment 


Elimination of errors in paint 
reduction for spraying is claimed by 
the manufacturer for users of its 
new graduated siphon cups. 

Stamped graduations are visible 
on inside and outside of cup; mark- 
ings show fluid levels for ratios of 
1-1, 2-1 and 3-1, 1-quart level. 

Base of the cup’s spun aluminum 
body is protected by steel reinforced 
rim; rolled top is said to insure 
good seal on cover gasket. Available 
for } and @-in standard pipe thread 
fluid connections and for ;4-in 20 
connections, the cup can be used 
on all makes of spray guns. 


Binks Mfg. Co., Chicago 








Underground or far aloft— 
their performance means extra sales for you! 


K&M high pressure insulations 


Wherever they’re used, K&M _ insula- 
tions give efficient, heat-saving service. 
K&M “Featherweight”® 859% Mag- 
nesia—used on the steam lines in the 
tunnel shown above—lasts the life of 
the equipment it serves. It withstands 
moisture, vibration, and frequent tem- 
perature changes. Supplied in various 
sizes and thicknesses, it’s frequently 
used in combination with another out- 
standing Keasbey & Mattison high 
pressure insulation—K&M Hy-Temp. 


These materials, when used together, 
and applied so that joints are staggered, 
eliminate the heat loss that normally 
occurs in single-layer installations— 
particularly when expansion causes 
joints to open. 

For efficiency to 1900°F. — K&M 
Hy-Temp Insulation. Usually applied in 
combination with K&M ‘“‘Feather- 
weight” 85% Magnesia. This material is 
made of diatomaceous silica combined 
with heat-resistant mineral fillers and 
asbestos fiber. 


KEASBEY & MATTISON 


COMPANY © AMBLER 


PENNSYLVANIA 


Below the earth! in the tunnel shown, K&M 
“Featherweight” 859% Magnesia insulates steam 
condensate return, and hot water lines. The tunnel 
connects the main plant of Coats & Clark, inc., Toccoa, 
Ga., with the power plant. Insulation Contractor: Guy 
M. Beaty & Co., Charlotte, N.C. 


Above the earth! A! the Oklahoma Gas and Electric 
Company's plant in Sulphur, Oklahoma, K&M 
“Featherweight” 85% Magnesia insulates equip- 
ment exposed to the elements 


For efficiency to 600°F.—K&M 
“Featherweight” 85% Magnesia. 85% 
of this insulation is composed of basic 
carbonate of magnesia, the remainder 
of asbestos fiber. 


Where severe water exposure may 
damage insulation, or where high 
humidity and moisture are present, 
K&M “‘Featherweight’’ Water-Resistant 
Magnesia is especially effective. It with- 
stands temperatures to 450°F. 


It’s good business to carry these famous, 
well-advertised K&M insulations. Your 
customers know them, want them. And 
you can offer them a complete line of 
high-quality materials for every insula- 
tion need, Write today for details. 
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HOW OTHERS SHARE 
YOUR CATALOG COSTS 


Your good business sense naturally demands that you 
have a catalog buyers will welcome, respect, and use. 

But have you ever thought how much it would cost 
to produce such a book “from scratch,” if you had to 
pay all costs of the edition? More, surely, than you or 
any other distributor could afford. 

Under the Donnelley Unit System of compilation 
you share costs with many non-competing distribu- 
tors. Manufacturers, too, benefit from this system. For 
they need to provide a cut only once to have it used in 
all Donnelley-built catalogs. 

I'he picture above shows only one tier of the great 
Donnelley file of well over 100,000 manufacturers’ 
cuts. These are combined to make Unit Printing 
Plates—which will be available for use in whole or 
in part by other Donnelley catalog customers, all of 
whom share in the costs. 

So, when you are ready to begin planning a catalog 
that buyers will welcome, respect, and use, be sure to 


write us, phone us, or drop in to talk things over. 


Lindquist 
Hardware 


E. Best Piumaino& 
Heatine Supriy Co 


PT 
OY Rt 


PLUM BING - HEATING 
iIMDUSTRIAL SUPPLIES 


Three neu Donne lley-built cata 


THE LAKESIDE PRESS 


R. R. Donnelley & Sons Company 


CATALOG COMPILING DEPARTMENT 


350 East Twenty-second Street - Chicago 16 


CAlumet 5-2121 
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Center 


Withstands High 
Radial, Thrust Loads 


Featuring an alloy steel shank 
ind body with removable point, a 
new heavy-duty live center has beer: 
introduced. 

Some of the features claimed 
include: absolute seal of bearing 
cavity; construction incorporates two 
tapered precision roller bearings and 
provides adjustments for wear. 

Jergens Div. Donley Products, 
Inc., Cleveland 


Drills 
Air-Operated, 
7 Models, Speeds 
Called “Par-A-matic’, a new line 
of air-operated drills is said to bring 
automation to drilling and tapping. 
Basically an air piston which ad- 





IN STOCK= / answers to your 


f 


POWER TRANSMISSION, PROBLEMS 
: 


Foote Bros. LINE-O-POWER Drives 


ALL MODELS, SIZES, 
RATIOS AVAILABLE FROM STOCK 
Here’s the widest selection of standard speed reducers 
available to you today—all from stock. Capacities 

range from fractional to 200 H. P., ratios to over 2700 

to 1. Standardization of design and extra-capacity 
Duti-Rated Lifetime Gearing make them the most 
economical to buy for any standard speed reduction 
application. The most economical to maintain, too— 
highest quality workmanship and simplified, rugged 
construction offer top efficiency, longer life and trouble 
free operation. Standardized interchangeable gearing 
minimizes spare parts stock requirements. Foote Bros. 
Line-O-Power drives will transmit power from any source 
and operate from any position. Input and output shafts 
can be easily modified to suit your particular needs. 


Foote Bros. Line-O-Power offers you the complete line of 
drives pre-engineered and standardized for any or all of 
your power transmission problems—in stock to meet your 


needs efficiently and fast. Write pt a complete catalog nou 


=" ECDTESBROS 


industrial gearing made 
Beltr Tower Tran Rooion 
FOOTE BROS. GEAR AND MACHINE CORPORATION 


4545 South Western Boulevard, Department DM, Chicago 9, IIlinois 
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Every sales and profit making factor is working for you when 
you sell Atlantic flexible metal hose. You lower your break-even 
point by one-source buying. Your customers can depend on the 
uniformly high product quality — and delivery when requested. 
And over 40 years of product advertising have made Atlantic 
flexible hose a buy-word in industry. 


There is an Atlantic flexible metal hose for every movement 
and conveying application. Look to Atlantic engineers to solve 
your flexible metal hose problems. Write for Catalog 500. 


Flexible metal hose in all workable metals — %” 
=— 36” I.D. with standard or special couplings. 


ATLANTIC METAL HOSE CO., INC. 
304 DYCKMAN ST., NEW YORK 34 
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vances an air motor which rotates 
the drill, it features automatic or 
semi-automatic operation with re- 
mote-control valve, a manual con- 
trol valve, adjustable stroke length, 
needle valve feed rate control, posi- 
tive piston action, and interchange- 
able gears. 

Aro Equipment Corp., Bryan, 
Ohio 


Taps 


Piloted Type, 
In Sets & Singles 


High speed ground thread piloted 
taps and piloted tap kits are now 
offered as standard items in the 
manufacturer’s line. 

Offered in five fractional sizes } 
through 4-in in the H-3 tolerance 
and in both N. C. and N. F. pitches, 
they are also available in three 
machine screw sizes No. 6 through 
10 in H-2 tolerance and in both 
N. C. and N. F. pitches. 

Threadwell Tap & Die Co., 
Greenfield, Mass. 


Water Conditioner 


Eliminates Corrosion, 

Scale Without Chemicals 

For use on boilers, air condition- 
ing and refrigerating systems, laun- 





SEMI-AUTOMATIC MACHINE ASSEMBLY of thru-broached socket screws cuts time in half on this job, 


Thru-broached screws for automatic assembly— 
ANOTHER FIRST FOR BRISTOL DISTRIBUTORS 


The exclusive new Bristol] thru- 
broached socket screw puts Bristol dis- 
tributors one up on competition again. 

The socket in this patented socket set 
screw extends the full length of the screw 
—so it can be wrenched tight from either 
end. This double-ended symmetry makes 
it just right for hopper feed to automatic 
and semi-automatic power screwdrivers 
—no grinding or other modifications nec- 
essary. It's equal in holding power to 
conventional socket screws, comes in 


standard sizes from No. 4 wire to 1 inch. 

In line with the latest trends toward 
automation, this new thru-broached 
socket screw gives the Bristol distributor 
a door-opener to many otherwise inac- 
cessible customers. 

And, of course, he’s still selling stand- 
ard hex socket screws plus the famous 
Bristol-originated Multiple-Spline socket 
screws—both cap and set. 

Write for complete information about 
the few distributorships still open. 


BRISTOL’S thru-broached socket screw. 


Precision socket screw manufacturers since 1913 


GuYrtTie 


Bristol’s Hex Socket Screws 


Bristol's Multiple- 


ae Spline Socket 


Screws 


* 


U 


*Made in sizes as small as No. 0 in Alloy Steel and Stainless Steel. Cap Screws up to 142”. 
THE BRISTOL COMPANY, Socket Screw Division, Waterbury 20, Conn. 
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| BRUSHES «»> BROOMS 


Standard Equipment in many 
Large Industrials 


®@ Maintenance and cleaning go on constantly 
in industry and plant men are ever on the alert 
for equipment that best fills the need. Because 
of their long wearing qualities, CAPITAL In- 
dustrial Brushes and Brooms are now standard 
equipment in many of the largest establish- 
ments. Join the distributors who are enjoying 
good business selling CAPITAL Brushes and 
Brooms—to new customers and to old custom- | 
ers for replacements. 


@ We suggest that users buy thru 
their local distributor. 


INDIANAPOLIS | 
BRUSH & BROOM MFG. CO. 


Corner of Brush and Broom Streets 


INDIANAPOLIS 7, INDIANA 
A Est. 1890 

















| FITLER 


PURE MANILA 


ROPE 
“W ATERPROOFED” 


and 


“ROTPROOFED” 


For Your protection when buying rope look for 
the Blue and Yellow Registered Trade Mark 


Fitler research has developed a powerful 
new substance for the control of mildew, 
mold fungi and bacteria with which each 
fiber of Fitler Pure Manila Rove is thor- 
oughly impregnated. Now. these age-old 
scavengers of cellulose — digesting fungi 
which for hundreds of years have robbed 
good rope of useful service, can at last 
be controlled. 


SOLD BY INDUSTRIAL DISTRIBUTORS EVERYWHERE 


THE EDWIN H. FITLER CO. 


eST. i804 


NEW ORLEANS 17, LA. PHILADELPHIA 24, PA. 
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dries and other industrial applica- 
tions where water problems exist, a 
new water conditioner has been 
developed. 

Said to eliminate and prevent 
scale and corrosion formations with- 
out use of chemicals it is manu 
factured in sizes handling from 6.5 
to 1760 gpm for connection with 
corresponding standard iron pipe 
sizes ranging from 3 to 12-in. 

Packard Water Conditioner Div., 
Inc., Jacksonville, Florida 


Oven 


Heats to 225 Deg. 
In Fifteen Minutes 


Featuring uniform temperature 
throughout, a new portable indus- 
trial electric oven has been intro 
duced. 

Model CR-1 has single-phase 110 
volt motor and can be operated 
from any 110 volt outlet with no 





... and it’s easy to see why. 

With Standard, you tell a 1000-TIMES-PROVED story of 
SAVINGS . . . in equipment, materials, man-power and 
time. 


STORY NO. 1 


The Standard Snagging Grinder with EXCLUSIVE in- 
finitely Variable Speed Feature that gives your customer 
wheel savings up to 50%, increased production up to 
45%. WRITE US — WE'LL PROVE IT! 


STORY NO. 2 


Standard Super Precision Spindles—built to infinite toler- 
ances and finally checked out in our sound, dust, vibra- 
tion-proof laboratory —spindles doing a top-flight job 
in regular and special applications everywhere in industry. 


STORY NO. 3 


Standard Carbide Tool Grinders — Save Steps, Save 
Floor Space, Reduce Operator Fatigue, Save Wheels. 
World's finest Carbide Tool Grinders. 


And with every piece of STANDARD equipment, sound 
reason-why points-of-superiority in engineering and per- 
formance are the stepping stones to increased sales — 
increased income for you. Get the Standard Story 
TODAY! .. . Just drop us a line. 


Visit us in Booth 830 + ASTE Exposition 


Since 1912 makers of 
Infinitely Variable Speed 
Snagging Grinders, 
Carbide Tool Grinders, 
Buffers and Polishers. 2 to 100 HP 


Speed Lathes 


Super-Precision Spindles 
* Motor and Belt-Driven 


Slides, Tables and Feeds 


Special Industrial Applications 


District Offices 
Coost-to-Coast 


Chicago Amphitheatre * Mar. 19 thru 23 


the STANDARD electrical toot co. a 4 


MACHINE TOOLS. . . SINCE 1912 © 2520 RIVER ROAD « CINCINNATI 4, OHIO 
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A New Method of Repairing 
Stripped, Worn and Corroded 
Threads 


means NEW PROFITS for you 


Your customers will want these Shop-packs the minute they see them. 

In the past the only way to repair threaded holes and thereby sal- 
vage expensive equipment has been to weld, plug, re-drill and re-tap 
—or go to oversize. 

Now, with Heli-Coil* Shop-pack the job is a simple one. All it 
takes is: DRILL out old bolts and threads. TAP with Heli-Coil Tap, 
and INSTALL Heli-Coil Insert. On the spot, in seconds, for pennies, 
you have a better-than-new, original size hole. 

Each Heli-Coil Shop-pack contains a supply of Heli-Coil Inserts 
plus all the necessary tools. Shop-pack sizes range from 6-32 to 112-6 
NC and 6-40 to 42-20 NF. (14 mm spark plug size also available. ) 

Send coupon today for full information and price lists 


oes. U.S. Pat. Of. so that your profits can start. 


| HELI-COIL CORPORATION 
® 302 Shelter Rock Lane, Danbury, Conn. 
Please send me Bulletin No. 724A on the NEW Shop-pack. 


__Title 
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special wiring. Removable shelf 
and drip pan included; inside di- 
mensions 284 wide x 24 deep x 204- 
in. high. DC units, and other 
models for higher temperatures or 
models with four shelves, eight 
drawers, or specials are also avail- 
able. 

Grieve-Hendry Co., Inc., Chicago 


Nibbler 


Cuts 10 Gage 
Stainless Steel 


Precision cutting of heavy gage 
sheet metals (ferrous and non-fer 
rous) is claimed for a new 13 Ib 
portable nibbler. 

Model HN will follow patterns or 
templates and cut from any angle. 
It is also claimed to cut contoured 
or corrugated stock. Minimum cut 
ting radius is 6-in. 

Speed at full load is 600 strokes 
per minute. Punch and die are re- 
movable and may be resharpened or 
replaced as necessary. 

Fenway Machine Co., Philadel- 
phia 


Conveyors 


Gravity Type, 
Completely Galvanized 


Galvanized con eyors in the com- 
pany’s Rapid-Wheel conveyor line 
in all widths from 12 to 24in and 
in all widths of their Rapid-Roller 
line of 1.75 and 2-in diameter rollers 
have been announced. 

Advantages of the rust-resistant 





‘AMAA 


FAST DELIVERY of QD sheaves and Worthington-Goodyear V-belts is assured. 
Warehouses stock 872 sizes and a total of 75,000 different V-drive combinations. 


How Worthington eliminates problems 
in ordering Multi-V-Drive components 


i. 
WAREHOUSES LOCATED AT: Kearny, NJ. + Oil City, Po. + Seattle 
San Francisco + Los Angeles + Denver + Tulsa « Ft. Worth * Houston 

New Orleans + Chicago * Cleveland + Atlanta, Ga. 


EXPANDED FACTORY WAREHOUSE FACILITIES means 
you never need wait for your sheave or belt order to be 
filled. Stars show location of warehouses; dots indicate 
approximate location of more than 300 distributors in 
major industrial areas. 


Compressors ¢« Pumps 


Just a reminder that Worthington's newly expanded facilities give 
you and your customers the speediest delivery you ever experienced. 

The map shows where we've added fully-stocked warehouses. 
There’s one within a few hours (maybe minutes) of you. So if you 
should land a big order, you never need worry about filling it quickly 
and accurately — a truck will be on the way, minutes after you call 
the warehouse. 

Our Oil City works has been streamlined, too, in order to maintain 
faster output of sheaves at uniformly high quality, regardless of size 
or rating. Come see us when you can. 

And don’t forget the Master Engineering Manual that makes selec- 
tion of Worthington QD sheaves and V-belts easier for your custom- 
ers than ever before. Write us for your copy if you don’t have it 
by now. Worthington Corporation, Mechanical Power Transmission 
Division, Oil City, Pa. MV.5.12 


WORTHINGTON 
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THE FRANCHISE THAT WORKS FOR YOU 


Multi-V-Drives ©¢ Variable Speed Drives 
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++. Not by the inch! 


This handy storage rack holds four cartons 
of 6x 100” brass or steel shim stock 
-+-in gauges of your customers’ choice. 
Sell the stock — sell the rack ...then enjoy 
the pleasure of your repeat sales. Na- 
tionally advertised top quality products. 
Your name printed FREE on rack with order 
for 25 or more rocks, 


SIMPLE TO USE 
Customer simply snips stock 
off roll. Handy, saves time, 
prevents waste and protects 
shim stock too! 





4102 Union Street, Glenbrook, Conn. 








GOOD LOOKS HELP SELL ‘EM 
—QUALITY KEEPS ‘EM SOLD! 


XCELITE CHROME PLATED SUPEREAMERS 
have gleaming “showcase” beauty for your 
displays—plus chrome-hard cutting edges 

that stay sharp—plus big 3/16” to 3/8” 
reaming capacity for wood, plastics, sheet 
metal. No customer will want to be with- 
out one of these husky SUPEREAMERS. 
Stock ‘em—display ‘em—and see! 


XCELITE No. 38 chrome plated reamer fixed 


in big 1° x 4° Xcelite piastic 
handle 


Chrome-Plated | No. 99-38 cetachable chrome 


plated reamer fits handle in 
the popular Xcelite 99 and 99 


SUPEREAMERS .  Racrit 


WRITE FOR 
LITERATURE 


AND PRICES | Jor Oug 





XCELITE, mconPonATED |” @AAAEAEX ceLrve 


DEPT. F, 
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galvanized conveyors are that they 
maintain appearance in spite of wet 
conditions and are recommended 
for outdoor operations and moist 
areas such as cold storage rooms, 
food processing plants and ware 
houses where cold causes water 
condensation. 

Rapids-Standard Co., Inc., Grand 
Rapids, Mich. 





Firepot 


Easily Portable, 
Instant Lighting 


Weighing 8} lbs complete, the 
new Bernz-O-Matic propane firepot 
is said to melt and maintain a 6-in. 
pot of lead for four hours. 

Features claimed include: one 
control regulates flame; lights in 
stantly, even at zero temperatures; 
wide base for stability; uses the com 
pany’s propane gas disposable cyl- 
inder. 

Otto Bernz Co., Inc., Rochester, 
N. Y. 

















POH ZIP-LIFT 
PUSHBUTTON | 


| 
CONTROL 
| Pan 
P&H ZIP-LIFT | ' PBK KAND 
SPECIAL PAH HEVI-LIFT \ CHAIN HOISTS 


Because the user gets more advantages from the 


| eat-Hoi St Li ne. 


---you get more sales and profits 
with a P&H Hoist franchise 











It’s no accident that you make more sales, 
more profits from handling the P&H Hoist 
line. That’s because P&H offers more user 
advantages—sales advantages— that others 
only copy. 

For example, you can sell such features as: 
Not just one—but two disc brakes—on every 
P&H Hoist. Every P&H Hoist is reconnect- 
ible at the control box to 220 or 440 volts. 
Large models utilize the new money-saving 

rectifier brake—a sales-maker 
all by itself. And all P&H 
Hoists offer the added opera- 
tor safety of only 24 volts 
across the control circuit. 


What do these features 
mean to you? Your customer 
gets a better buy when he 
chooses a P&H Hoist. You 
make an easier sale because 
you’ve got the up-to-date 
features that sell — and sell 
fast! 


The coupon below brings 
you complete information on 
the P&H Hoist line. 


ooo P&H HOISTS, HARNISCHFEGER CORPORATION 
"= 4683 W. National Ave., Milwaukee 46, Wisconsin 

Gentlemen: Please send me information on the complete 
P&H Hoist line. It looks like a winner to me. 








4 
v 





HARNISCHFEGER 


Zone..........State. 


siié 
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Your lineup of the 


Appliance Manufacturers Stee! Fabricators 


Railroad Shops Die Shops 


in YOUR TERRITORY! 


The wide use of Taylor Made Alloy Steel 
Chain, in all types of industry, has led to 
increased sales and profits for industrial dis- 
tributors everywhere. Such popularity comes 
naturally because Taylor Made Alloy Steel 
Chain is safer and lasts much longer than 
carbon steel chain. The fact that it’s 
heat-treated increases its resistance to work- 
hardness, grain-growth and shock at all 
temperatures. Tell your customers about the 
superiority of Taylor Made Alloy Steel 
Chain and watch your profits grow. Bulletin 
12C gives all details. Send coupon today! 


FREE catalog to bona 
fide distributors. Write 
on letterhead. 





S. G. TAYLOR CHAIN COMPANY 
Hammond, Ind.; Pittsburgh, Pa. 


Coverall 


One-Piece, 
Neoprene 


Designed for protection of 
workers subject to splash and spray 
of oils and acids, a new one-piece 
Neoprene coverall has been an- 
nounced. 

Base fabric is a close woven cot- 
ton, Neoprene coated both sides, 
black color. 

Another feature is a full length 
zipper with protecting fly front. 

Industrial Products Co., Phila- 
delphia. 


Hack Saw 


Un-Twistable, 
Tubular Frame 


Known as “Commando” hacksaw, 
a new saw featuring a straight piece 
of hard-drawn steel tubing between 
two rigid aluminum die castings, has 
been announced. 

The handle is said to be designed 


eeeeeeeeee eeeeeeeeeee 
S. G. Taylor Chain Co. 

Dept. G 

Hammond, Indiano 

Rush Bulletin 12C giving all the facts and specifi- 
cations on Taylor Made Alloy Steel Chain 


Tavior Mave 
me (hater wall 


City 
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9 words 


can do this) 


for you 
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CORNING INDUSTRIAL GLASSWARE 
FOR EVERY JOB 


Application 


Recommended Product 





Normal Conditions 
(Up to 100 p.s.i.) 


CORNING brand standard 
gouge glosses 





Higher temperotures 


PYREX brand high-pressure 
gauge glosses 





Higher pressures 


PYREX drond heovy-wall 
gauge glosses 





Extro visibility 


PYREX brand red-line 
gouge glasses 





Viewing inside 
furnaces, reactors 
pressure vessels, etc. 


PYREX brond sight glosses 





Lubrication 
Inspection 


PYREX brand lubricotor 
glasses 





Visible discharge 
devices 





PYREX brand oil cup 
glosses 


| pnp a customer tipping his hat to you for telling him sometaing 
that triples your gauge glass sales! 


Maybe your customers don’t wear hats, and maybe you've never 
gotten any Valentines from them, but here’s one way to find a warm 
spot in their hearts. 

Show them how to prevent costly down time on boilers, vats, kettles, 
and other steam heating equipment. 

And at the same time triple your sales of CoRNING®, Pyrex®, and 
MACBETH® gauge glasses! 


How? ... With these nine words: 


“ONE FOR THE GAUGE AND TWO FOR THE SHELF.” 


Convince your customer to buy three gauge glasses for every gauge. 


Here’s your 25-second sales talk: 


1. You want gauge glass No.1 to replacement from the distributor. 


put in your gauge right now. There’s your simple sales story. 


: ; ; The market is huge. The products 
2. Gauge glass No. 2 is your , . 
are the finest—COoRNING, PyREXx 


spare, for regular replacement 
P . P and MACBETH brand gauge glasses 


during routine boiler cleaning. 
—and your customers need your 

3. Gauge glass No. 3 is your help. 

“spare spare”’—your protection What are you waiting for? Start 

against sudden emergencies, when the ball rolling with a few phone 


it would be costly to wait for a __ calls today! 


CORNING GLASS WORKS Corning, N. Y. 4 
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PRENTIS 


“Butt Doc” VIsEs 


Give YOU This Big Selling Point 
PRENTISS SWIVEL BASE 


The base is Machined to close 
tolerances to insure POSITIVE 
LOCK. 


The base plate is cast in one & & 
piece and slotted in the front. 

When the wrench is tightened, 

this base plate or split ring 

squeezes against the hub on the 

vise body, locking the vise to 

the base. 


A POSITIVE LOCK IN 
ANY POSITION Sold 100% through distributors 


PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. 


OF THE CHARLES PARKER CO. 


WHOOT MON! 











You really get your 

money’s worth when 

you buy precision 

screw machine prod- 

ucts made by ‘‘you 
: j know W.H.O.*”’ 


ad 
at 


*’, CAP SCREWS « COUPLING BOLTS 


SET SCREWS ¢« MILLED STUDS 


. our specialty. 
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to keep the hand above the blade, 
so thrust will be downward for 
better results. 

Specifications include an overall 
length of 17-in, mounting a 12-in 
blade; throat depth almost +4-in; 
weight 14 oz; individually boxed 

Dreier Brothers Inc., Chicago 


Paint Stick 
Fadeproof, 


Weatherproof 


Called the “Markal D-A”, a new 
paint stick has been developed for 
marking metals and lumber subject 
to steam conditions, cleaning solu- 
tions or grease cutting solvents, 
acids and alkalis. 

It is claimed marks will with- 
stand indefinite immersion in a mill 
pond, temperatures up to 500 deg. 
F., pickling bath solutions, and 
abrasive conditions of coke, sand 
and coal dust. 

Available in red, white, blue, 
green, yellow and black; each color 
conforms to the A. I. S. I. color 
code for identifying alloys 

Markal Co., Chicago 


Toois 
Carbide-Tipped, 
For Coal Mining 


I'wo new carbide-tipped, coal 
mining tools have been added to 
the manufacturer’s line. 

One is a medium duty undercut 
ter bit with stop, referred to as 
CCS-1; the other a coal recovery 
auger bit, is called the CCA-1. 

The former is for use on short 





A complete line of 


Flat Belts, V-Belts and Sheaves 
and “TIMING” Belts and Pulleys 


@ Whatever your customer's power transmission re 
quirements, “U. S.” can supply them. With “U. S.” 
warehouses strategically located across the country, 
you are assured of immediate service and shipment. 

U.S. Rubber power transmission technicians are 
always ready to help you. Get in touch with one of 
our selected distributors or any of our 27 District 
Sales Offices or write us at Rockefeller Center, New 
York 20, N. Y. 


MULTIPLE V-BELTS « F.H.P. V-BELTS 
SHEAVES « FLAT BELTS AND BELTING 
SPECIAL PURPOSE BELTS 
PowenGaip “TIMING” BELTS AND PULLEYS 





V-Belt Sheaves and 
“TIMING Belt Pulleys 


are tested for static balance and engi- 
neered to deliver the high durability 
and efficiency that are built into every 
“U.S.” Belt. 











Mechanical Goods Division 
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wall and universal cutting machines. 
The second tool, while specifically 
designed for coal recovery augers, 
may be used on certain cutting ma- 
chine applications. Both feature 
heat treated steel shanks. 

Carboloy Dept. of General Elec- 


“FINETEX” tric Co., Detroit 


for Biscuit and 


“INNERLOK” 


for Industrial 
Conveyors 


L . HK 


‘A Hi) i iy 1M i 
WS MMM SE 


apie > ih i 
CUE Ay Wy HAN, 
' eer 


ry 


REG.U.S.PAT. OFF 


uly WOVEN 
BELTING 


for dependable 
SERVICE + SALES * PROFITS 


“SUPER CORRUGATOR” 
for Corrugated Box 
Industry 


Used in the nation’s leading indus- 
trial plants for conveying many varied 
products, FranKo Beiting has proven 
its quality in delivering long trouble- 
free service. 
Leading distributors, too, know that 
there is no substitute for this top- 
quality belting. 
If you are not yet stocking FranKo, don’t miss out on this fast- 
selling, profitable line. You'll build greater sales, greater custo- 
mer satisfaction with FranKo, Write today for the profit-making 
story of FranKo Belting. 


The Franklin Cotton Mill Company 


1117 CENTRAL PARKWAY CINCINNATI 10, OHIO 
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Cracker Industry | 





Vise 
Re-Designed 
Housing 


A redesigned and _ streamlined 
housing for the maker’s Speedy air 
vise has been announced. 

Extra-thick jaws are soft enough 
to be milled for holding jigs, fixtures 
and drill bushings. 

Ram is driven by a multiple-ply 
diaphragm said to eliminate air 
leakage, slippage or need for iubrica- 
tion. 


W. R. Brown Corp., Chicago 


Safety Hat 
Full-Floating Headband 
Adjustable to Sizes 64% to 8 


Identified as Supergard, a new 
safety hat and cap molded from a 
flame-retardant, waterproof material 





It’s easy for your customers 
to order from the big new 


Tutty Sling Handbook 





a3 Taffy SLING NEWS.» 


MEW FERRULE TEAMS UP WITH 
Tuffy FABRIC FOR BETTER SLINGS 
Strength of Machiae Broided Fabric Equveled in Eye Splice 

SPEEDS OP SUNG WORK 








Not only does it make sling ordering 
easy—it brings you new sling pros- 
pects and buyers. Here’s why: 


We distributed 85,000 copies of 
the first edition of the Tuffy Sling 
Handbook. Now expanded from 48 
pages to 60 pages and offered FREE 
in Tuffy advertising to more than a 
third of a million tradepaper readers 
monthly, it’s going to go to even more 
sling prospects for you. 


Every one of the requests we receive 
for this great new Sling Handbook 
will be turned over to Tuffy distrib- 
utors for follow-up, sale and profit. 
Coupled with the exclusive new Tuffy 
pressed-on ferrule eye splice, you have 
a selling edge that’s really sharp. 


Your Tuffy Sling Handbook shows 


the buyer how to determine the exact 


Everything the sling buyer 
wants to know about slings is 
in this comprehensive 60-poge 
book. It's the Sling buyer's 
Tuffy encyclopedia. 





Tuffy’s New Tucked-Eye Splice 
and Pressed-On Ferrule Help 
You Sell Slings 


” 


Tuffy is again making history wit 
ts pressed-on ferrule eye splice 
eliminates protrusions ar 
edges. It mokes Tuffy Slin 
t hondie and faster 
Equally importont t 
eyes of Tuffy Slings 10 
of the strenath of the 
braided wire fabric 
cre extra f 
ond versatile y 
xde of 9-part machine bro 
Here ore features 
to s 


; Ww sei ng 
hondle Tuffy. Stort 


ex 








sling he needs from Tuffy’s wide se 
lection of factory fitted models. It 
gives him complete information on 
nearly a dozen new fittings including 
new sling bridles. It shows how the 
new pressed-on ferrule makes Tuffy 
Slings stronger, safer, easier to han 
dle and faster to load. And there’s a 
complete rigger’s manual to give the 
sling user everything he needs to 
know in order to do his own work 
on slings. 


It’s the only book of its kind. And 
only the Tuffy distributor has it sell 
ing for him. It’s just one of the many 
reasons why it will pay you to sell 
Tuffy Slings. Write us now for com 
plete information about the Tuffy dis 
tributor Plan—and your FREE copy 
of this great new Tuffy Sling Hand 
book. No obligation. 


Tradepaper advertisements 
like this will reach more 
thon a third of a million 
prospective sling buyers 
monthly, offering them our 
free Sling Handbook. Write 
us now and see how this 
advertising will make sling 
soles for you. 


Mill Depots Back You Up On Fast Turnover 


Tuffy advertisements tell the reader that you stock slings for him to drow 
against. At Union Wire Rope mill depots across the country are stocks of 
both Tuffy Slings and Tuffy Hoist Line to back you up in a never failing 
service to your customers 


UNION('§: Were Kone COrporation 
Specialists in high carbon wire, wire rope, braided wire fabric, stress relieved wire and strand, 


2236 Manchester Ave. Kansas City 26, Missouri 
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in seven permanent colors, has been 


introduced. 


FLEXIBILITY OF No lacing is involved in the var- 
A THOUSAND ious head adjustments; each size 
setting is said to be positive and 


POSITIONS : ; 
secure. No metal is used in the 
FOSTORIA Light as you want it for hat; crade is plastic. 


4 Machine tools, assem- ; 
20th Anniversary bly, otha Boyer-Campbell Co., Detroit 


TTS 172. 


in std. 
pkg. of 4 
List $9.30 ea. 
MODEL 55-BH-701 
NEW Universal Arm Joints — Bend 150°. Large 
frictional triple disc bearing surface. Smooth, 
easy movement. Instantly adjustable by hand to 
direct light exactly as needed. 
NEW Collar Disc Joints — Rotate 180°. Com- 
bination of 135° bend joints and 180” rotating 
joints provides amazing articulation for position- 
ing reflector. 
Also NEW Reflector — Deep pear shape design with 
Available 5” x 334” orifice. Accommodates 100. watt A-21 
with or smaller lamp. 
one arm NEW Base — Universal for horizontal or vertical 
mounting. Outlet box base optional. 
NEW Wiring—Heavy duty Levolier switch socket 
interior in high impz-t plastic shell with Velumoid 
lamp seal. 8 ft. SPT-2 18/2 heavy duty plastic 
rip cord with molded plug. 
NEW Finish —Semi-gloss Vista Green baked 
enamel. Reflector interior, high temperature White. 


WRITE for Complete / 29a. 
Catalog of Localite > \ 
models for every { 
industrial use. WS fy 


THE FOSTORIA PRESSED STEEL 
CORPORATION © Fostoria, Ohio . Wheels 


Localites are available through , 
wholesalers everywhere. Light Weight, 
Non-Sparking 


Available in 4 to 12-in diameters 
in a variety of hub lengths and axle 
sizes, a new line of light weight 
aluminum alloy wheels has been 
announced. 

Capacity range is 250 to 800 Ibs, 
and the wheels are recommended 
for floor truck and trailer applica 

ly pull genes, : / / tion. Demountable rubber tires are 
mnd bearings said to be easily replaced 

Nutting Truck and Caster Co., 


improved Faribault, Minn. 
easy to set 
the harder 
the grip. : 

12 types, | . Pumps 
3-arm, st ? — 
STEELGRIP. vil For Even Applications 
forged arms Bini Of Undercoating Materials 
se | bs 
Universal P $ ee, : Model P-710, a new underbody 
considerabl fances from 
“ao 4 more efficient air-operated motor 

Wette and a _ simplified automatic ait 


coating pump, is said to feature a 


valve. 
Although the pump operates as 
much as four times slower than 


A R Ma ST R 0 ts G - 8 RAY & CO ~ 2 | — others, it is said to deliver more be 
5356 NORTH e . cause the stroke is longer. 

WEST HIGHWAY rae Of the semi-immersion type with 

CHICAGO 30, U.S.A, y a 4-to-1 power ratio, the new pumps 
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HELLER SPIRAL-CUT 


Above is a cross 
section showing 
the smooth, true 
arc left by the 
HELLER SPIRAL- 
CUT HALF 
ROUND file. 
Compare it with 
the scalloped 
surface ([illus- 
trated below} 
left by an ordi- 
nary half round 
file using the 
same stroke. 


HELLER 


Spiral-lu- 
half round files 


Filing out a concave surface or rounding out a hole 
is no longer a job restricted to master craftsmen. HEL- 
LER SPIRAL-CUT HALF ROUND files eliminate the 
need for skillful twisting action once so necessary to 
produce smooth, even work. This rolling action is now 
designed right into a HELLER SPIRAL-CUT HALF 
ROUND file. 


A straight stroke with an ordinary half round file 
leaves bumps and ridges unless the user twists it just 
right. The same straight stroke with a HELLER SPIRAL- 
CUT HALF ROUND makes a smooth and true-arc 
surface. 


Everyone gets perfect results with this new SPIRAL- 
CUT, an exclusive feature of HELLER HALF ROUND 
files. This new cutting principle is another of many 
“firsts” brought out by HELLER in their continuous 
search for a better file. 


HELLER 
American -Swiss® 


these brands always SWISS PATTERN 








VIXEN" NUCUT" 


MILLED CURVED TOOTH 2 AMERICAN PATTERN 


HELLER too co. 


q* 199 


7 ~ Lie s0er 2 SF eeek 2 


assure HELLER quality 


|Rele) Gale) Mai. |; 


WHITE TANG owl 


9 


PAL A 
Nee \e 


YOUR HELLER DISTRIBUTOR CAN SUPPLY ALL YOUR FILE NEEDS 
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Now, right in your own shop, you can attach “Holedall” 


Couplings to any type of industrial hose... to meet your 


customers’ requirements for coupled hose promptly, and 


with the assurance that you are furnishing the strongest, 


safest couplings for every type of service. 
The “Mulcoram” ... the hydraulic press for making the coup- 
ling attachment...is small, compact and inexpensive. It is 


easy to operate, either manually or by power. 


The “HOLEDALL” 


HOSE COUPLING 


Attached quickly and easily by the hydrav- 
lically-operated “Mulcoram”, this unique 
coupling is there fo stay ... virtually molded 
to the hose by a multiple gripping arrange-, 
ment illustrated in the cross-section view, 
above. This super-strong application of hose 
to coupling precludes the possibility of the 
coupling pulling or blowing out of the hose, 
even under highest pressures. Furthermore, 
it is not necessary to alter the hose in any 
way before making the attachment. ..no 
» buffing or cutting of the cover. 


"MULCONROY Siar... 
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With the “Mulcoram” and “Hole- 
dali” Couplings, you can quickly 
supply complete hydraulic hose 
assemblies, using wire, rayon or 
cotton braid hose; or you can 
furnish wrapped ply and rubbei 
or cotton covered hose with coup- 
lings attached. Never before has 
such a practical, economical meth- 
od, or such assurance of customer 
satisfaction with the couplings sup- 
plied, been available. It will poy 
you to get all the details. 


e 
WRITE FOR BOOKLET 


Completely illustrated, it describes the 
revolutionary MULCONROY HOSE 
COUPLING SYSTEM and how quickly, 
easily and economically it can be 
operated ...in your own shop, with- 
out skilled labor... to provide coupled 
hose of any description, with coup- 
lings that can't come off and which 
actually prolong the life of the hose 
by protecting it against the effects of 
continuous flexing at connecting points. 


WHERE OTHERS 


are designed for use in the original 
5>5-gallon drums in which the under 
coating material is delivered. Avail 
able with mounting clamp, or as a 
complete outfit consisting of pump, 
cover, air regulators, Model 18D 
spray gun, fluid and air hose, con 
nections and adaptor. 

Binks Manufacturing Co., Chi 


Cago 


Motors 


Offer Weight, 
Space Savings 
A new 1/20 to 1/3 hp “48-Frame” 
motor line has been announced. 
Some of the features claimed in 
clude: high-pressure-cast aluminum 
end brackets; integrally-cast, cluster 
type aluminum fan; frame com 
pletely drip proof; totally enclosed, 
unit heater, permanent split ca 
pacitor types and others are available 
in both rigid and cushion base. 
Century Electric Co., St. Louis 





PERFORMANCE VERIFIED oy exciel toss 


Even before a Powell Valve is made, it 
must pass the acid test. For quality control 
of Powell Valves begins net with manu- 
facture—but with the very materials which 
go into Powell Valves. 

Constant laboratory control is one of 
the many ways we make certain that Powell 
Valves will give dependable flow control. 
Another is the final step of manufacture 


Valve is subjected to an actual line test. 

Because of Powell's painstaking quality 
control, valve repair is cut to the minimum 
and plant shut down through valve failure 
is substantially reduced. Records of per- 
formance the world over prove it. 

Consult your Powell Valve distributor. 
If none is near you, we'll be pleased to tell 
you about our COMPLETE quality line 


of these precision-built valves: every Powell which has PERFORMANCE VERIFIED. 


The Wm. Powell Company, Cincinnati 22, Ohio .« « 110th YEAR 
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FIG. 1503—150-Pound Steel 


FIG. 560—Bronze Regrinding 
Gate Valve 


Horizontal Swing Check Valve 
For 200 Pounds W.S.P. 


FIG. 241—Iron Body, Bronze 
Mounted “Model Star” Globe 
Valve For 125 Pounds W.S.P. 


Ba 


POWELL VALVES 


BRONZE, IRON, STEEL AND CORROSION RESISTANT VALVES. 
PS. This io justs one of many add appearing in feading. magayines that tlp you sell POWELL VALVES! 
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AN OLD FAVORITE 


and 2 new Power Drives 


at bam TOLEDO 


National Standard for 
Quality Pipe Tools 


— 


SMALL RATCHET 
PIPE THREADERS 


Ideal for close corner 
work—instant change, 
drop-out die head—cuts 
easy with finest precision 
made tool steel dies— 
easily removed for re- 
grinding—up to 2”. Ex- 
cellent for use with 
power drives. 


NO. 78 PORTABLE 
POWER DRIVE 
Lightweight—power- 
ful-weighs only 75 
Ibs.—sturdy folding 
legs—built like a ma- 
chine tool. See it at 
your supplier’s today. 
Handles 4 to 2” pipe. 
NO. 68 TOLEDO 
PORT-A-PONY 

A 26 lb. power drive— 
carry it anywhere. It 
threads, cranks, pulls, 
lifts —versatile and pow- 
erful. Add power to hand 
equipment. Write for 
complete information. 


- : a You can rely on these three fast 


moving items for more sales in '56. 


TOLEDO PIPE THREADING MACHINE COMPANY 
TOLEDO 4, OHIO 


BUILDERS OF THE WORLD S FINEST PIPE TOOLS 


TOLEDO 


PIPE THREADERS « PIPE MACHINES hs * 
* ¢ Rees, Se ? +o WS eben | 
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Key to More Sales— 


Properly Managed Credit 
(Starts on page 90) 





There is space for the salesman’s 
comments on his latest call (he is 
expected to make one before he 
fills out the form). He also is ex- 
pected to supply data useful to the 
sales department: catalog and mail- 
ing list recommendations, names of 
buyers and operating personnel, and 
an estimate of monthly potential 
by product lines . 

3. Next comes a follow-up letter 
to the customer if he does not re- 
turn his credit application in a 
reasonable time. It is courteously 
worded. 

4. Mr. Den Bleyker goes to 
work checking regular information 
sources, such as D. & B., the credit 
association, the bank and the trade 
references. Where information 
from these sources is insufficient, he 
launches his own investigation, in- 
cluding confidential talks with local 
businessmen and bank officers (Mr. 
Mills, the company’s treasurer, is a 
bank director himself), conferences 
with other members of the com 
pany, particularly sales personnel 
who may know about the applicant, 
and examination of special reports 
from credit agencies. ‘This may take 
a little time; but Mr. Den Bleyker 
has plenty of help. 

5. If, after this, the information 
still is insufficient or unfavorable 
enough to create doubt, the final 
step is to ask the customer for a 
financial statement. This, it has 
been found, generally will eliminate 
poor risks—Mr. Den Bleyker says 
only one out of 10 firms so re 
quested will send in a statement— 
but it gives every applicant a chance 
to prove his own credit standing. 


Decision up to Officer 


Final decision on extending 
credit is made by the company’s 
treasurer, after consulting Mr. Den 
Bleyker. Credit limits are also set 
and entered on customers’ cards. 

When a customer is accepted for 





THE MOST UP-TO-DATE AND COMPLETE 
CARBIDE \TOOL CATALOG AVAILABLE 


* A completely new carbide tool catalog, 
shadow indexed for ready reference. 


92 pages contain complete listings on Super Standard 
Carbide Tools, sizes and engineering information. 


.s Many new carbide cools cataloged for the first 
time, including an extended line of solid carbides. 


ge anaes enemas Send for your S@py todo y ae ae a= os oe oe 


SUPER TOOL CO., DEPT. 332 

21650 Hoover Road, Detroit 13) Mich 
Please send me my copy of Super No. 56. 
Nome — . \ 


Company 


Address sens aa . ; — g 
mn ; * TOOL COMPANY 


21650 Hoover Rd., Detroit 13, Michigan 5210 San Fernando Rd., Los Angeles 3, California 
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WHEREVER YOU ARE 


Stop bucking inventory problems... 
when you need taps call your nearby 
Bay State Distributor. He’ll make 

it his business to know your needs and 
to keep his shelves stocked with 

the right Bay State Precision 
Performance Taps and dies for you 
... he'll deliver when you need them, 
where you need them. Your tapping 
costs will drop, production and 

profits will rise . . . contact your 

Bay State Distributor today. 


BAY STATE TAP & DIE COMPANY 
MANSFIELD, MASSACHUSETTS 


OFIT IT TIT ITT IG 
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credit, he gets a letter with a sales 
message from the firm. It contains 
names of the firm’s officers and the 
salesman who will be calling on 
him. 

Mr. Den Bleyker writes up a 
memo on the new customer stating 
that credit has been established and 
giving the dollar credit limit. One 
copy goes to all outside and inside 
salesmen, and must be initialed by 
them; another is for members of 
the accounts receivable, shipping 
and other departments. 

When a customer is turned down 
for credit, diplomacy is the policy. 
“We do everything we can to avoid 
telling a customer we have turned 
him down, in so many words,” says 
Mr. Den Bleyker. “We try to make 
him decide for himself, through 
logical reasoning, that it’s best for 
him to stay on cash. This is part 
of the psychology you have to use 
in credit work—helping a customer 
see that the burden is on him, not 
on us, to maintain his credit stand 
ing.” 

He points out that management 
does all it can to make salesmen 
take responsibility for judging the 
credit risk of new accounts, so that 
such an impasse will be avoided 


Accounts Are Closely Watched 


Control procedure is equally 
clearcut once a firm has been OK'd 
for credit. 

All orders must be OK’d by the 
credit manager, and all invoices 
pass over his desk for his informa 
tion. 

Using the past-due record, the 
master sheet showing age of recei 
ables, Mr. Den Bleyker can spot 
over-extended accounts quickly. 
It tells him by how much, on any 
given day, a customer is more than 
a month behind. It also contains 
the dates when attempts were made 
to collect, and notations of cus 
tomers’ promises to pay. 

The past-due record provides 
over-all credit control since it is 
relatively easy, at intervals, to calcu 
late the percentage of past-due ac- 
counts being currently collected 

Mr. Den Bleyker says this varies 

















It’s true! When you carry the full line of BonNEY Tools—you have the 
key to any door. In the automotive, aviation, construction, railroad, 
refrigeration, shipbuilding fields . . . throughout general industry . . 
you can sell precision-built, quality tools made for the job. 

Bonney Tools rate tops in mechanic preference, too. And when it comes 
to something special, different—you can always count on Bonney to 
bring you the newest tools . . . first. 

The right tools... the right brand... the right kind of regular, con- 
sistent advertising in the magazines your customers read—they all add 
up to a real sales winner. And smart, eye-catching Bonney merchan- 
dising displays help you sell in volume. 

Ask us to show you how it pays to stock and sell Bonney Tools. We’ll 
be only too glad. 


Bonney designs and manufactures 
many tools to customer specification. 
Write to us about eny tool problem. 


BONNEY FORGE & TOOL WORKS + ALLENTOWN .; PENNSYLVANIA 
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Profit FROM THE 


TOOL REPLACEMENT TREND 


and 


the 


SHELDON Distribution Sales Plan 


... take advantage of the widespread enthusiasm 
brought back from the 3 Chicago machine tool shows. Never 
before have so many of your prospects been so receptive... 


Sheldon-Built 
Sebastian 13 and 15” Geared Head 
Precision L 


SHELDON SALES FEATURES 


Leadership in design that gives extra 
capacity for size and doubled power 
at the spindle. Quality features 
thruout (like Zero Precision tapered 
roller spindle bearings) that give 
closer accuracy, longer life and 
greater performance; improved 
underneath drives fully enclosed in 
the latest cabinets and pedestals; 
and a full range of tool room and pro- 
duction accessories including hard- 


ened bed ways. 


SHELDON SALES TOOLS 


Sheldon Lathes are assembled ready 
to uncrate and operate. Sheldon 
Catalogs are written to make selec- 
tion of the proper lathe for each 
situation easy — to make it possible 
for even inexperienced sales peo- 
ple to quickly and intelligently 


close sales. = 


How to select y 
SHELDON LATHE 


Builders of Fine Machine 
Tools Since 1917 


Sheldon Territory Men ore available to 
assist Distributors at all times. 


SHELDON 


U.S.A. 


SHELDON MACHINE CO., INC. 


THE SHELDON LINE | 


. .. And never before has 
there been such a lathe line 
for Industrial Distributors 
to catalog, stock, display and 
sell. Up-to-the-minute mod- 
erate priced 10”,11”,and 13” 
swing SHELDON Precision 
Lathes; new Sheldon-built 
SEBASTIAN 13” and 15” 
geared-head lathes; the 
SHELDON 12” Back-Geared 
Shaper and No. “O” hori- 
zontal Milling Machines — 
the machine tools and the 
sizes universally used thru- 
out industry. 


UM-5S6 P 
13” Swing 
Precision Lathe 


SHELDON ADVERTISING & 
DISTRIBUTOR COOPERATION 


Sheldon Machine Tools are widely 
and continuously advertised and 
are displayed and demonstrated in 
both national and regional trade 
shows. 


4232 KNOX AVE., 
CHICAGO, ILL. 
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from 72% to 82% in a month, a 
range which the management con- 
siders safe). 

Dollar credit limits are kept on 
customers’ cards, and are reviewed 
periodically to see if they are being 
exceeded. 

Special warning from the ac- 
counts receivable department is 
regular procedure whenever a past- 
due or unusually slow-paying ac- 
count is spotted. This department 
also has credit limits and payment 
records on file. Suspicious invoices 
are marked “Refer to Den Bleyker” 
so they will be spotted on the credit 
desk. 

There’s a further double check in 
the shipping department, where 
“No Credit” lists are kept so goods 
will not be shipped to cash-only 
customers if invoices for such ac- 
counts get by the credit desk. 

Outside of the mechanical pro- 
cedure, the most important single 
activity for everyday control in the 
credit department is one for which 
the sales department shares te- 
sponsibility. This is the informa- 
tion-channelling procedure by which 
information on customers 
is sent to the credit desk first. 
When salesmen learn of address 
changes, new personnel in com- 
panies, changes of ownership, or 
changes in potential or production 
methods in plants, their reports go 
to Mr. Den Bleyker before further 
circulation. That way, the credit 
desk will have, without delay, all 
data that may throw light on new 
ownerships, business declines, ex- 
pansion plans or other facts that 
have a bearing on credit risk. This 
may forewarn of a bankruptcy; or 
it may give the Mills firm a head 
start in extending larger credit to 
a new plant with big potential. 


all new 


Dependence Is Mutual 


The Mills management feels 
that, because of these devices re- 
quiring sales-credit cooperation, an 
attitude of mutual dependence has 
been encouraged between the two 
departments. 

The credit manager has a direct 
hand in the search for new busi 





CUSHMAN 


sell -abili 


Cushman Chucks give Chuck-obility ... a “plus 
valve" advertised in the leading metal-working 
trade journals read by your customers. Cushman 
helps you sell Chuck-ability by offering distribu- 
tors the following chuck-selling tools designed to 
increase chuck sales and keep good customers 
sold. Write today for details. 


No. 65C Condensed Catalog — Twelve-page, two-color, 8 x 11 illus- 
trated catalog listing prices of all Cushman Manually Operated Chucks. 
Bottom of front cover imprinted with your company name and address. 


No. 196C Chucks Requiring Adapter Plates — Sixteen-page, two-color, 
3% x 6% booklet listing prices of all Cushman Manually Operated Chucks 
for mounting with adapter plates. Bottom of front cover imprinted with 


your company name and address. 


No. 196D Cam Lock Spindle Nose Chucks — Same as No. 196C, but 
listing prices of all Cushman Manually Operated Chucks for mounting on 


Cam Lock Spindles. 


No. 196E Long Taper Key Drive Spindle Nose Chucks — Same format 
as No. 196C, listing prices of all Cushman Manually Operated Chucks for 
mounting on Long Taper Key Drive Spindles. 


No. 54 Magazine Insert — A two-color insert designed for use in MILL 
AND FACTORY, and available for use in other standard-size (8%4" x 
11%") magazines. General description of Air Operated Chucks on one 
side and Manually Operated Chucks on the other side. Your company 
name and address printed at bottom on both sides. 


Pocket Catalog — For your prime accounts! This pocket catalog com- 
bines in miniature size the two Cushman General Catalogs on Air and 
Manually Operated Chucks. All chucks fully described, detailed and priced. 


Your company name imprinted at bottom of front cover. 


Advertisement Reprints — Two-color Cushman advertisements currently 





appearing in national metal-working trade papers. An excellent piece to 


be included in your direct mail program. (Not imprinted.) 


THE CUSHMAN CHUCK COMPANY °* Hartford 2, Conn. 


VISIT OUR BOOTH NO. 579 
CUSHMAN ASTE INDUSTRIAL EXPOSITION 
> 


ie oitiia ¢. 74 | 
a world standard for precision Ales SOLD THROUGH INDUSTRIAL DISTRIBUTORS 


manufacturers of 


CUSHMAN CHUCKS... 


a Product of American Quality, 
Labor and Materials. . Air Operated Chucks, Cylinders, and Accessory Equipment The Cushman 


Power Wrench Cushman Manually Operated Chucks and Face Pilate Jaws 





ness, since he digs out full informa- 
tion on firms that might not qualify 


for credit if superficial research were 
a depended on. 


He helps keep old accounts by 
seeing that controls are used which 
will discourage them from overex- 
tending, and thus slowing up their 
purchases. 

The sales department depends on 
him for much vital information 
about customers and prospects, 
since his desk is a clearing house for 
a great deal of data that has a bear- 
ing on sales. 

Salesmen, in turn, have a 
hand in influencing decisions on 
credit risks when they fill out credit 
questionnaires. The credit man- 
ager’s current records of past-due 
status keep them informed on 
where they stand. They have an 
interest in getting information to 
him quickly, because they know 
this speeds up the credit process 
and the orders. They also know 
that credit losses—and thus their 
own loss of commissions—are few 
and of comparatively small amount. 























More Sales the Result 


In appraising its credit operation 
recently, the Mills management 
found credit losses had been reduced 
from .05 to .0125%, before the Sepa- 
rate credit department was estab- 
lished, to a current rate of about 
.004%. “That means, of course, our 

o~ losses were not serious to begin 
Walding Equipment Diluted Inorganic with,” says Mr. Mills. “Reducing 
Acids and Alkalies | them was not our main reason for 

formalizing the credit procedure. 
We were interested primarily in the 
result in terms of sales volume. We 


ONE HOSE — 
TEN USES 
reduces inventory 
— takes care of feel we are now getting new busi- 
nearly all your ness we would have lost without 
hose requirements. this type of sales-minded credit op- 


VARI-PURPOSE is tough, resilient and durable. Abrasion re- 
still on safe 


sistant cover, oil resistant tube. Reinforced with braided rayon eration—and we are 
cord. Sizes Y%4" to 1%4". Colors red or black. ground.” 


BE SURE . . . USE HAMILTON . . . ALWAYS DEPENDABLE! 


HAMILTON RUBBER URANIUM BOOM 


MANUFACTURING CORPORATION If all goes according to present in- 


dications, Canada’s uranium output 


SERVKKE TO Executive Office and Factories, 1016 Meade St., Trenton 3, N.J. will top $180 million in 1958, reports 


eneeney / BRANCHES IN: CLEVELAND © HOUSTON Chemical Week, McGraw-Hill publi- 
DD INDIANAPOLIS * LOS ANGELES * NEW YORK cation 





PITTSBURGH © SAN FRANCISCO 
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These Men at ETNA 
Make Sure Your 
SPANG CW Steel Pipe 
Is TOP-QUALITY 


These testing and inspection experts at 
Etna represent you at the mill to be sure 
you get top-quality pipe every time you 
order SPANG CW Steel Pipe. Careful 
control like this is a habit at SPANG, and 
that’s why quality-controlled SPANG CW 
is your best buy for every type of piping 
installation. See your local 
SpanG Distributor for 
your next pipe order! 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 
General Soles Office: Two Gateway Center, Pittsburgh, 
Pa. District Saies Offices: Atlanta, Boston, Detroit, Houston, 
Los Angeles, New York, Philcdeiphic, Pittsburgh, St. Louis 


Meet Al Badack, a member of the day-turn testing team at 
Spano’s Etna (Pa.) Plant. Al, who has worked at Spana for nine 
years, is applying the hydrostatic water test to two lengths of 
Spanc CW Steel Pipe. Test pressures are applied at readings well 
above actual working pressures for which the pipe is designed. 
This hydrostatic test assures you that each length of top-quality 
Spanc Pipe you buy has a strong weld and will more than meet 
your pressure specifications. 


These men are Chester Galda and Steve Ajjnich, two members 
of SPANG’s inspection team at Etna. Chester, a 22-year man with 
SPANG, is surface-inspecting coupling fit-up of Spanc CW Steel 
Pipe. Steve, a veteran of 44 years with SPANG, inspects each length 
with the aid of a fluorescent light to be sure the threads and the 
pipe are uniform and free of any defects. Any length that does 
not meet SPANG’s top-quality specifications is rejected 
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What If 
Disaster Strikes You? 


(Starts on page 108) 





cognizant of. 

“We hired a public adjuster—a 
man who knows insurance back- 
wards and forwards, and all its 
angles. He charges 10% of all he 
recovers, which may seem like a 
lot, but he knows what he’s doing. 

“Smoke and water can harm a 
lot of things — furniture, office 
equipment—and the damage might 
not be apparent. The adjuster 
makes provisions for that—I think 
hiring him was the most important 
step towards recovery we made.” 


The Future 


Before the fire, Mr. Woods had 
been considering microfilming his 
records. After the emergency, he 
really got his program going. 

“We have now begun micro- 
filming our 1953 records,” he said, 
“which means by 1959 we'll have 
six years on film. That way there’s 
no burden on personnel, and no 
large expense. 

“For less than $500, which in- 
cludes cost of leasing filming equip- 
ment, and the purchase of a cabinet 
in which to store the fim, our pro- 
gram is well under way. 

“Besides the benefit of safety, 
other factors are the small amount 
of space needed to store records and 


14-341 me dellma-\melelli bane) mie the ease of finding the material. 


“A positive roll can be made from 
. BY iy - ; .: 
j | the original film at a cost of $1 a 
imina Own ime e roll (each roll holds about 3,000 
84 by 11-in. images and we can run 
about 9,000 items a day)—so I plan 
Virtually all hiet ig on duplicating all records to be 
irtually all high-speed drilling jobs can DISTRIBUTORS! stored someplace else for further 
be done by an in-stock Chicago-Latrobe There are many reasons why it pays safety.” 
to handle the Chicago-Latrobe line. ’ ; 
Six months later, the only sou 


One is the advertising backing you : 
Chicago-Latrobe. You'll find their line get — Ads like this one appear in venirs left of the big fire are a few 


19 magazines! water marks on the ceiling of the 
: first floor offices. A combination of 
service unexcelled. : 
luck, foresight and employee loyalty 
; : ; | brought the firm through an emet 
CHICAGO-LA cs ees ; gency which could conceivably 
= Miditieds vat 2 e ! happen to any business. Would your 
435 W. ONTARIO STREET, CHICAGO 10 ‘Too.s - PI 





Drill. So whatever your needs—look to 


is complete, their quality tops, and their 














| company make out as well? 
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BORROUGHS 


* UNITIZED fei 


STEEL SHELVING 


most simple, most flexible, most rapidly assembled 
complete line of steel shelving on the market! 


The steel shelving that gives the most value for the least money is certainly the 
best buy. There is no argument against this fact. It's no wonder industry is dis- 


Top shelf covering that Borroughs Unitized flexi Steel Shelving is also the most practical 
front pests and most economical steel shelving on the market. *Each Borroughs unit is com- 
shelf hangs plete in itself..no part depends on unit next to it..any unit can be moved 
Seackate, independently. Investigate Borroughs! 








send for new 32-page catalog 








Only 4 brack- 
ets needed per 
sheif. No 
studs, bolts or 
nuts required. 








Flexibility is demonstrated in this partial Borroughs double faced open shelving in 
view of the large Borroughs shelving instal- stallation at Charles Scribner's Sons, Pub 
lation at the Ford Division of the Ford Motor lishers, New York City. Note compact shelv 
Co., Assembly Plant No. 2, Louisville, Ken- ing arrangement—open face unit at ends 
requires minimum floor space 


INTERMEDIATE 





tucky. 


Only 4 brack- 
..*” ets needed for 
any shelf. 


If you desire to lock shelf, insert shelf lock Efficient shelving arrangement for stock stor- Another installation of Borroughs Industrial 

into position and tap lightly with hammer. age is shown in this Borroughs installation Shelving being used at the General Electric 
at the S. S. Kresge Co. retail store, Midland, Construction Materials Division Warehouse 
Michigan. in Chicago, Illinois. 


BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3024 NORTH BURDICK am KALAMAZOO, MICHIGAN 


@mp Plants and other Subsidiaries: (American Metal Products Co.—Detroit, Michigan—Union City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio 
Kilgore, Texas—Colton, California) (General Spring Products, Ltd.—Kitchener, Ontario, Canada) (Tube Reducing Corp.—Wallington, New Jersey 
Manufacturers of quality products for automobiles, trucks, aircraft, offices, factories, warehouses, and homes. 
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MACHINERY 


SITUATED on direct entrance to new West Virginia 


lurnpike, 


new building commands attention of visitors to Charleston, W. Va 


Get Room To Do Business In 


Burned out by fire, Charleston, W. Va. 
distributor forsakes congested area after 


analyzing access routes to customers 








To Clendenin, 
Clarksburg, 


Fairmont, and Konawho Airport 
Morgantown 3 Tin 


U.S. 60 to Montgomery, 
Gavley Bridge ond eos! 


NEW LOCATION 
Wm. S Bolden Co 








THE SITE’S THE THING when it comes to re-locating a business Map show 


vhere Wm. S. Bolden Ci lected one in relation to old quarters destroyed by fire 
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HEN THE QUARTERS of the Wm. 
S. Bolden Co., Inc., in down 
town Charleston, W. Va., were 
destroyed by fire on Dec. 16, 1954, 
one of the important decisions (in 
addition to determining how to con 
tinue in business) which faced 
William S. Bolden, president and 
founder of the company, was where 
to re-establish operations. What 
added to the momentousness of the 
decision was that Mr. Bolden felt 
the firm should construct a new 
building to house operations. 
Experience in the old address on 
Washington St., almost in the heart 
of the city, had convinced M1 
Bolden that there was some loss of 
business due to trafic congestion 
“IT couldn’t say exactly how much 
business we lost in our old location 
because of the lack of parking facil 
ities, but it was something to think 


about.” 


Analyze the Area 


As a result, Mr. Bolden analyzed 
a map of Charleston and _ the 
immediate vicinity. By locating 
the plants of principal customers 
and prospects and by studying 
routes, he decided to move south 
of the river along which McCorkle 
\ve., a broad highway serving as a 
by-pass of Charleston (which is on 
the north bank), furnishes an ideal 
ind fast trafic route, to all leading 





industrial plants in the Kanawha 
Valley. 

In the new location, the com- 
pany has ample parking space and 
a direct route, not only to every 
plant in the valley, but to every city 
in West Virginia. The new build- 
ing, completed on Aug. 27, is located 
on the access route to the West 
Virginia Turnpike. 

“We feel,” Mr. Bolden stated 
“we can now serve our customers 
better. As I said before, I couldn’t 
say exactly how much business we 
lost in our old location because of 
the parking situation, but we look 
for a tremendous increase in our 
new building.” 

The new building is of modern, 
design. It is entirely 
Across the fully- 
windowed front (see picture) is a 
wood-paneled and well-lighted dis- 
“Visiting fac- 
Mr. Bolden 
said, “regard it as one of the most 
up-to-date buildings in the east and 
we are quite proud of it.” The cost 
was $130,000. 


functional 
air-conditioned. 


play room 86 x 33-ft. 
tory representatives,” 


1500 Attended Opening 


At the formal opening, more than 
1,500 invited guests from industrial 
plants, shops and institutions of 
West Virginia attended. Machine 
tools and woodworking equipment 
of every description, as well as the 
other necessary tools and supplies, 
were displayed. 

Many of the tools were kept in 
operation. One of the features of 
the opening, which drew consider- 
able comment from visitors, was the 
manufacture of cigaret lighters on 
tools. Lighters 
rate of one 


the demonstrated 
were turned out at a 
every two minutes. 
The Bolden 
pointing for a big machine and tool 
show which will be held in the new 
building in April, 1956. “All the 
contacted so 


company is now 


manufacturers we've 
far have agreed to go along with 
us,” Mr. Bolden said, “Tt will be a 
display of heavy machinery, and all 
will be in operation and under 
power for full demonstration pur- 


poses.” 


CARBIDE TIPPED 


Cast Iron, Cast Steel 
and Other Hard Non- 
Ferrous Materials 


»_e ee Be ee DF 


CARBIDE-MASONRY 


Concrete, Brick, Mar- 

ble, Slate, Stone and 

all types of Masonry j 
Material 


ee 


CARBIDE-GLASS | 


FASTWIST 

| Aluminum, Copper, 
| Zinc, Magnesium and 
other Die Cast Materials 


| SLOWTWIST 


Bakelite, Brass, Fiber, 

| Hard Rubber and vari- 
ous types of Molded 
Plastics 


40010 PLYMOUTH ROAD + 


NEW YORK ° 


There’s a BIG 


Difference 


Are your customers looking for a 
better drill—one that will cut costs in 
their drilling operations. The Whitman 
& Barnes’ complete line of drills for 
non-ferrous materials are specifically 
designed to give them increased pro- 
duction ... more holes per grind . . - 
longer drill life . . . less drill breakage! 


The cost saving features of W & B 
drills .. . and “There's A Big Differ- 
ence”... are the result of over 100 
years of research, experience and 
engineering. To provide your customers 
with faster, better, more economical 
drilling, recommend W & B quality 
drills! 


We tell your customers, “For quality service 
and the best in drills, call your W & B 
distributor today! For literature or addi- 


tional information, write direct.” 


PLYMOUTH, MICHIGAN 


CHICAGO . LOS ANGELES 
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_G. W. GRIFFIN CO. « FRA 
: Soles 


184 


.., there’s nothing better than a satisfied customer. We like it, you like it 
and the customer likes it. 


For guaranteed satisfaction for your customers, carry GRIFFIN HIGH 
SPEED Hack Saw Blades. Grifin POWERFLEX and Grifin SHARPFLEX 
. .. better blades for better metal cutting. 

Our factory trained experts are ready to help you with your service problems. 


Send for the Griffin Catalog Now! 





KLIN, NEW HAMPSHIRE 


Agents: John 8. Groham & Co. Inc. 105 Deone Street, New York &, N.Y. 
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DELIVERY ACCIDENTS ENDED 
after Benjamin Rabinowitz (left) set up 
system to reward drivers for improved 
performance. 


Boost Truck Efficiency 
With Incentive Plan 


PERATING TRUCKS has its head- 

aches—accidents, high insurance, 
lost orders, late deliveries, bad pub- 
lic relations, to name a few. Here’s 
what a New Jersey firm’s manage 
ment did recently to put its delivery 
system under tighter control: 

Plagued with the usual problems, 
including what he felt was an ex 
orbitant insurance rate, Benjamin 
Rabinowitz, president of E & B 
Mill Supply Co., of Perth Amboy, 
recently put his drivers on an in 
centive plan. 

Drivers are rated according to the 
number of accidents and summons, 
the number of lost items, punctu- 
ality in trips and reporting for loads, 
proper handling of deliveries, gen- 
eral housekeeping and upkeep, and 
the number of times they aid in mak- 
ing a sale (whether by picking up 
an order on their own or furnishing 
a tip to a salesman). 

\ special fund has been set aside 
to provide extra pay for the highest 
rated drivers. Mr. Rabinowitz says 
the company’s savings in its insur- 
ince bill have so far offset all of 
his driver-bonus expense 

He reports: “Before we installed 
the system it looked as though we 
would have to stop running trucks. 
But since then we have had no ac 
cidents and only one summons.” 








VA DAU WAZ 
Lore in Oemaund / 


Wherever air hose is used... in construction, mining, quarrying, 
shipbuilding, steel mills, foundries and other industrial plants of 
every description... there is a Dixon coupling especially designed 
to assure tight, leakproof connections in the specific service in- 
volved. Three of these couplings are described below, with their 
companion fitting, the “Boss” Self-Honing Air Valve. Not illus- 
trated are “Boss” and “GJ-Boss” Couplings .. . well-known for their 
outstanding strength and safety on all high-pressure air lines. 


You can sell these Dixon Couplings and Valves with complete 
confidence that they will live up to their reputation for unequalled 
quality, efficiency and economy. 


"BOSS" Sel- Honing 

AIR VALVES 

Exceptionally strong and durable, to 
withstand the rough service involved in 
construction and mining, and to perform 
with equol efficiency on comprescors, 
hose lines, pipe lines ond other units re- 
quiring positive, trouble-free oir control. 
Quick-opening; self-adjusting; full flow; 
no packing required. Male or femole ends. 


"GJ-BOSS” AIR HAMMER 
COUPLINGS 


The couplings to recommend for heoviest- 
duty rock drilling operations in construc- 
tion, mining, quarrying. Ground Joint de- 
sign eliminates replacement of worn or 
lost washers. 


"AIR KING” Zudch- Peting 
AIR HOSE COUPLINGS 


The ideo! coupling for compressor and 
air hose connections in outdoor and indoor 
service, and for woter, oil and general 
spraying applications. Universal 
e, quickly connected and disconnected. 
chebte in malleable iron, cadmium wanamaed if j 
plated, and bronze. Sizes Ya" to 1". 


“DIX-LOCK" Zateh- Acting 
AIR HOSE COUPLINGS 


For cir and pneumatic tools, high pressure 

gos ond hydraulic service. All male ond 

female locking ends ore interchangeable, : 

regardless of hose or |. P. T. size. Quick, 4 ' a sees 
snap-lock connecting action. Streamlined 

design assures nect appeorance and 

eliminates snagging. Cadmium plated 

steel, or brass, in sizes %", Ye" and %". 








TO HELP YOU in selling more Dixon products, 


© consistent advertising schedule is maintained 
in leading industrial trade papers, directories, 
etc. Also, envelope stuffers and other direct YY é Compling Co 


mail moteriol, covering most items, are avail- 


able with your imprint. GENERAL OFFICES & FACTORY PHILADELPHIA 22, PA. grap 


BIRMINGHAM + LOS ANGELES -« HOUSTON ~- DIXON VALVE & JUPLING iTC TORONT 


MPAN 
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Among the Veronalloy Tools that regularly ring the cash 
register for distributor salesmen, handled sledges and 
hammers are always dependable producers. The constant 
demand for these items makes them well worth your 
attention. And the many high-quality features shown 
above give you plenty of sales points. 

Woodings-Verona tools have been on the preferred 
lists of railroads and industrial companies since before 
the Civil War! Made of highest quality materials by 
modern manufacturing methods, Woodings-Verona tools 
meet every industrial requirement. 


Made in all required sizes and weights 


WOODINGS-VERONA TOOL WORKS 


) ZB SAR AD 
AL ZAOZCEOLLLL 


Shown above are some of the more widely-used Woodings-Verona Tools 
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Get the 
Decorator Touch 
in 
Your Showroom 


"D ECORATOR COLORS” . . . “deco- 
rator fabrics”’—the advertising 
copywriters have taken to dropping 
in the word “decorator” whenever 
they want to imbue anything, be it 
a tractor or cocktail frock, with an 
added touch of elegance. 

lhen, why not “decorator show- 
rooms” for distributors—like Anchor 
Rubber Co. of Dayton, O., for in 
stance. 


The Professional Touch 


When Dayton Rubber moved 
into its new building on South 
Patterson Boulevard, _ president 
J. H. Heeter decided to put the 
showroom in the hands of a pro 
fessional decorator. The results, as 
shown on the opposite pages, were 
bright and colorful, with some ideas 
added for their sheer originality 

“In setting up a showroom, we 
thought we should copy the mer 
chandising approach of the retail 
store,” says Mr. Heeter, in explain- 
ing why he turned the job over to 
a decorator. “Besides, we've noticed 
an increase in counter sales with our 


new showroom.” 








We've been talking 
about you 











We believe Compressed Asbestos 
Sheet Packing, among other vitals for 
industry, is properly and efficiently mar- 
keted when sold through you—the Indus 
trial Distributor 

Current advertisements in leading trade 


GLOVE DISPLAY is borrowed directly from the woman's specialty shop—but why 
shouldn’t a distributor use a sales-getting display that also has asthetic appeal? 


publications— Plant Engineering, Power, 
Mill & Factory, etc.—are telling your 
customers the advantages of Palmetto 
SUPERSHEAT...urging him to buy from 
you. A full-page, 2-color insert in Thomas 
Register sells for you too—helps further by 
| listing your name and location for buyers’ 
| convenience 


\Foiiow through for more profit! 


Palmetto SUPERSHEAT is a natural 
Supply House item . . . a superior packing 
with years of industry-wide acceptance 
behind it. With this acceptance now be- 
hind you, you have every reason in the 
wide industrial world to stock and talk 
|SUPERSHEAT: an outstanding product, 


a “conditioned” market, an excellent 





prospect for repeat sales at an attractive 


profit level. 





For sound talking points on 


{| pp nen® SUPERSHEAT and other sheet 
( P 


packings in the complete Palmetto 


® Not line, write for Bulletin SP-23 
\. " ung, MOR pertmmance into swerus applicator 


RUBBER PLANTS (furnished by Anchor’s suppliers) are fitting touch for industrial ’ " 


Sparing use of displays adds to their sales impact NORTH WALES, PENNSYLVANIA 


rubber goods house 
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how to eliminate .. . 


The Confusion 
Of Changing Prices 


_— ONE MAN RESPONSIBLE 
for keeping all prices current 
has virtually eliminated headaches 
caused by the confusion of chang- 
ing prices,” according to Dwight E. 
industries Stagg, vice president of The Hawley 
Hardware Company, Bridgeport, 
Conn. 

In the past, the firm has been dis- 
turbed by numerous incorrect quo- 
tations made by salesmen who failed 
E72 . - - to keep their price books cur- 

refining , ees " > | rent. “Considering this situation,” 
transmission Mr. Stagg says, “I finally asked my- 
ae self, ‘Why should our salesmen 
O Bs burden themselves with price books; 

mepusTaial ik why waste their valuable time trying 

plant maintenance to keep them up-to-date?’ Indus- 

new construction fi: trial supply salesmen should not be 

selling prices; they should be em- 

phasizing service—in our case, en- 
gineering and delivery service.” 


WELDOLET 
WELDING 
FITTINGS 


serve the Nation's 


ie 

















ORIGINAL 
EQUIPMENT MFRS. 





STEEL GAS No Errors 


transmissi 
PLANTS smission 


di t ib ti | . . . 
a | As a result of this thinking, today 


CHEMICAL storage 


process plants | Hawley’s salesmen travel without 


SHIPBUILDING 
Noval pricebooks. When a customer in- 
Commercial sists on a quotation, the salesman 

| picks up the phone and contacts one 
pecs of Hawley’s four inside men. In- 


MINUM 
NZE side phone personnel are sure to 


FEDERAL GOV'T 
Atomic Energy Comm. 
Corps of Engineers 
Air Force 

Bureau Yards & Docks BUILDING 
N.A.C.A. CONSTRUCTION 


hospitals, 


is responsible for keeping them in- 
formed of all price changes. This 
| eliminates embarrassing revisions 
and costly errors on incorrect quo- 


commercial buildings 


tations. 

C. R. Swanson, the man responsi- 
ble for price data, says, “Not only 
is it imperative to have correct prices 
outgoing (on quotations and in- 
voices to our customers), but it’s 
equally important to check incom- 
ing prices from our suppliers.” 

Illustrating his point, Mr. Swan- 
son reports that a recent check of 
WELDING FITTINGS DIVISION | suppliers’ invoices uncovered 19 

mistakes in unit prices alone. And, 
FORGE & TOOL WORKS occasionally, a price discrepancy on 
| the supplier’s invoice has revealed 
an unpublicized price change. 

Based on the firm’s experience, 


branch connections for 
any and all piping services 
NOW AVAILABLE from leading 


warehousing distributors in all 
principal cities. Write for catalog W-4. 


THREDOLETS 
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schools, ; _— re have correct prices because one man 
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SOCKET WELDOLETS 


734 MEADOW ST., ALLENTOWN, PENNA 
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DRY SEA 
PIPE ves 


AEN DIE STOP 


dable action, Dan imary and uni- 
tic stops n be Oo direct from wt 
e . 


ca 
Danly stock. Si™ je to attach, they canb mounted A 


Danly 22h nana reeds iS your hest source 
for diemakers 
supplies 


Danly’s original and mos : diemakers’ supplies 


has now being © alled 


for by the tool, £ je mi i y. All items in the 
are manuf: - neg and exacting per- 


NEW GUIDES bE RAILS -aeteane standards in si } sods... 0 Om 


Low cost, rugged. &@5 :, quickly available from stock ¢ anch, oF through 

the Danly \ine is ¥ on dies OF any © oe , oT ; e 

nere coil and Str k must be 6e d.4 jeading industrial distributors er Be plete fast 
aged © _ ) 


e, for dependable parts, ¢ 


UFFALO 7 GRAND RAPIOS 

1807 Elmwood Avenue 113 mMichiga® Street, N w 

CHICAGO 50 L DELPHIA 

2}00 S. Laramie Avenue INDIANAS CR 4 51 Courtland Street 

CLEVELAND 14 ROC ESTER 6 d : a easy to read labels 
1550 East 33rd Street LONG 1SLAND city 1 « Street , identity contents 
DAYTON 1 47-28 37% Street : . 
3196 Deiphos Avenue Los ANGELES 54 
pETROIT 16 Ducommun Metals & Supply Co-. use 

1549 Temple Avenue 4890 South Alameda 2005 West Genesee Street 


8 <i 
on Bivd. = 


DANLY .-- the complete line for tool, 9°9®: and diemakers’ supplies --- 
stocked by leading industrial distributors everywhere 


DANLY MACHINE 
INC. 8 
SPECIALTIES, x 


2100 Soutt 
. 50, Ulinois 


a DIE SETS AND 
EMAKERS’ SUPPLIES 





the Reamer Specialists 


LAVALLEE & IDE, INC. 
CHICOPEE, MASS. 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1956 


not only should one man be desig 
nated to maintain price data, but his 
master price books should be kept 
in a readily accessible place 
l'oday, at Hawley’s master price 
books containing up-to-date prices 
on some 5,000 items—listed alpha 
betically by line or manufacturer’s 
name—are kept on Mr. Swanson’s 


desk 


No Running 


In the past,” Mr. Stagg points 
out, “When you needed a price, 
you scampered around all over the 
ofice. When you located a price 
book, you weren’t certain it was up 
to-date, so you checked against an 
other. And even then you were du 
bious. ‘Today, though Mr. Swanson 
distributes all price changes quickly 
to all inside men, you can be posi 
tive you are quoting today’s price 
by consulting his price books.” 

Mr. Swanson also advises those 
who keep inventory records of price 
changes, so that when inventory is 
taken against their card records it 
is charged at current prices 

\ couple of specialist salesmen 
who prefer to carry prices on a few 
items are also kept current by Mr 
Swanson. 

Billing errors have been mini 
mized by having all incoming orders 
priced by Mr. Swanson, or his as 
sistant C. W. Ogren, before pass 
ing to inside personnel for further 
editing 

Mr. Stagg concludes, “Incorrect 
prices not only antagonize cus 
tomers, but corrections entail addi 
tional paper work and operating ex 
pense. Today, no distributor can 
ifford either—not with our narrow 


margin of profit.” 





VITAL INGREDIENT 


Production of one ton of steel takes 
65,000 gallons of water, according to 
Electrical World, McGraw-Hill publi- 
cation. One automobile takes about 
15,000 gallons; a pound of aluminum 
requires 160 gallons; and one gallon 
of gas needs 23 gallons of water. 














NOW! TURNER PROPANE TANKS 
AND BURNER ASSEMBLIES 


INTERCHANGEABL 





Here you see Turner's new LP555 Propane Torch with its new 
: LP175 standard 1” inlet interchangeable tank (painted green for 
$625 easy recognition). This feature has been engineered to provide the 
=". public — your customers — with complete interchangeability of 
pihtnee a ecsichie tanks and burner assemblies with other makes of similar equipment 
ee Alle now on the market. As a service to present users of original Turner 
appliances — including Camp Stoves, Lanterns, Leak Detectors, 
Bunsen-type Burners, and the LP500 Torch — the LP501 tank 
(painted red) with 74"-diameter inlet will continue to be available. 
oin with Turner now to step-up your sales and profits by handling 
this new, popular, interchangeable Torch. . . 


Designed for strong eye-appeal at the 
point of sale, this brightly colored 
green anc yellow box will really flag 
down customers! Self-selling . . . be- 
cause it illustrates populor uses, tells 
an easy-to-read story of important 
features. Comes complete with “How 
to Use" booklet and full operating 
instructions. 


TURNER BRASS WORKS 


SYCAMORE @ ILLINOIS 
SINCE 1871 
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+ 
hap ; 


New 


KENNEDY 


gives you the answers ~*~ 


La 


VALVE Check Charts... 
show you at a glance acu, When, Where 


to use the correct valve to fit the job! 


Now you can tell at a glance the cor- 
rect KENNEDY Valve to use on a speci- 
fic job . . . and why! These new valve 
Check-Charts show you the important 
features of the various types of KEN- 
NEDY Valves and explain their proper 
installation and use. Show you which 
valves go where . . . list specific Figure 
Numbers for accurate selection . . . 
describe why that valve should be used 

. and even suggest additional uses 
for Kennedy Valves. 


One chart describes Kennedy Bronze 
Valves and its companion chart lists 
uses and conditions for lron-Body Valves. 


KEN N E DY VALVE MFG. CO. us 


1021 E. WATER ST. 


Designed for fast, easy reference, con- 
tains the answers to most of your valve 
questions. Large enough (164” wide x 
25” deep) for easy reading and hangs 
right on your wall in your office or shop. 


Here are long-needed valve Check- 
Charts that give you quick, correct in- 
formation and show you how and why 
certain valves are built for specific jobs. 
Get your Kennedy Valve Check-Charts 


ELMIRA, NEW YORK 


* VALVES « PIPE FITTINGS + FIRE HYDRANTS 
OFFICE- WAREHOUSES IN NEW YORK, CHICAGO, SAN FRANCISCO + SALES REPRESENTATIVES IN PRINCIPAL CITIES 
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Manufacturers’ 
Activities 


eg og 
(Starts on page 120) 





special carbide-tipped tools. The 
catalog contains data on this type of 
tool in general, and illustrations of 
their application. 


PUNCHES-—Punch Products Corp., 
Niagara Falls, N. Y., has issued a 
catalog describing and _ illustrating 
the firm’s “Unipunch” perforating 
units. Featured in the publication 
are two-piece punches, press and 
press brake mounting accessories. 


GAGES—Norden-Ketay Corp., Mil- 
ford, Conn., has issued a bulletin 
(no. 364) on its “Acragage” pressure 
gages employing the bourdon tube 
principle. Specifications, standard 
ranges, and dimensional drawings 
are included, together with general 
descriptions of the product’s various 
features. 


tke 


Matkead pa; -. © 
rn Pai 
Maid fel? i35- 

via +; ; 


= 


Markal Develops 
Selection Chart 


Markal Co., Chicago, has an- 
nounced a slide rule-type selection 
chart for its line of “Painstiks,” en- 
abling a user to select the proper 
stick for marking metal surfaces 
under varying conditions. 


HOSE—Flexhaust Co., New York, 
has issued a bulletin (no. 60) giving 
information and prices on its flex- 
ible hoses and “Portovent” ducts. 





OHIOLITE 
HOISTS 


light weight 
modern design 
high speed 
high efficiency 


ALUMINUM ALLOY FRAME 
ALLOY COIL CHAIN 
CORROSION RESISTANT 


OHIOLITE HOISTS .. . newest, lightest aluminum 
alloy spur geared hoists. Available in capacities 
from \% ton. 

OHIO CORROSION RESISTANT AND SPARK 
RESISTANT HOISTS AND TROLLEYS .. . for 
use in hazardous atmospheres and places where safety 
and resistance to corrosion are essential. 





OHIO CUM-A-LONG 
PULLERS .. . portable 
aluminum, lever-operated, 
spur geared ratchet hoists, 


CONSTRUCTION 
WINCHES .. . a com- 
plete line of gasoline and 
electric winches. 


HAND-OPERATED 
WINCHES .. . safety 
wall, side crab, double 
purchase, and hand types. 


BOB CAT ELECTRIC 
HOISTS .. compact, 
heavy duty, wire rope, 
electric hoists, capacities 


1 ton up 





PLAIN, GEARED AND 
MOTOR-DRIVEN TROL- 
LEYS...in all capacities 
for all types of hoists. 


FLOOR CRANES ... a 
full line of portable 
heavy-duty hydraulic 
floor cranes. 


PORTABLE ELECTRIC 
HOISTS . . . low cost 
electric chain hoists in 
capacities from 500 to 
4,000 pounds, 


LIFTS _. . a full line of 
hand, hydraulic, and bat- 
tery-operated lifts. 





OVERHEAD CRANES... 

top-running, under-hung, 

jib and special purpose 
cranes. 





OHIO CHAIN HOISTS 

. @ complete line. 
Capacities from to 
40 tons, 





HOIST CHAIN .. . load, 


hand and differential 
chain for all types of 
hoists. 





LOAD BINDERS... 
ratchet, construction and 
spring type load binders, 
capacities: 2 to 20 tons, 


OHIO HOIST and MFG. CO., inc. 


CLEVELAND 20 OHIO 


Associated with 
Dickey Industries 


Teletype CV704 Phone: SKyline 2-0900 
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The bulletin is recommended for 
those concerned with dust collec- 
tion, fume control, air-conditioning, 
and materials handling. 


; TAPES—Permacel Tape Corp., New 
Hop Brunswick, N. J., has issued a bro- 
chure entitled “Horsepower vs. 


Aboard Stick,” providing application sugges- 


5 tions for its double-faced tapes. 
Technical data is provided on two 
of the firm’s tapes, Permacel 62 


Saleswagon and 50. 


> 
of Profits o GAGES-H. E. Dickerman Mfg. 
S Co., Springfield, Mass., has issued 
a four-page folder on its height gage. 
Text and photos show various con- 
struction features. 











-—” 


Louull ~ 
We're highballing ahead — © STAK : , 
telling and selling your customers = STAR % Batis a . 
to see you for the full line of STAR ne “eu ee 
hand and power hacksaw blades, frames ; era Rcelbmibws 0. 100i 
and band saws! In 20 leading trade publications, 
seen by hundreds of thousands of blade users — pub- Louis Allis Bulletin 
lications that your customers read! . 

Covers New Motor Line 


We’re helping you push your profits to new heights, too, . 

by concentrating our advertising campaign on STAR Louis Allis Co., Milwaukee, 
“Moly”® High Speed Steel Blades. STAR was the first Wisc. has issued a bulletin (no. 
to successfully use molybdenum to make “Moly” blades. 1700) on its new line of open “drip 
ptm oo <hr ote Sg proof” electric motors. Photos, cut 


because of their price, you'll be atop STAR’s Saleswagon 
of Profits! present data on performance and 


application features of the units. 





away views, and drawings and graphs 


See your STAR salesman today. He’ll tell you why it 


pays to stock STAR —and to feature “Moly” High Speed 
Steel Blades. HOSE—F'lexonics Corp., Maywood, 


FRE Ask your Star salesman for « supply of NEW | IIl., has issued a 12-page catalog (no. 
Metal Cutting Booklets and Wall Charts. 152) on its line of “Flexon” flexible 
metal hose. Complete coupling 


Sold Only Through Recognized Distri 
ee Saree ee pena | data is covered, together with a four- 


(;; I EK M SON | step metal hose selection guide. 


CLEMSON BROTHERS, Inc. | STEEL—Allecshenv L Steel 
Middletown, N. Y., U. S. A. @reez L—Alegpeny Lodiam Stee 


. ) f . 

OTD... SD y < SS - ‘ 
Makers of Hand and Power Hack Saw Blades, Frames, Metal and Ms ty ittsburgh, h of - d : 
Wood Cutting Band Saw Blades and Clemson Lawn Mowers. “Blue Data Sheet” on its stainless 
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This advertisement is helping you sell OIC 
lron Valves in your trading area now! 


OIC Distributors! 





withstand 
hardest 
services 





in this iine include: bronze, manganese bronze, nickel-plated steel, higher 


Fig. 1138 (left) non-rising stem, Fig. 1140 (right) OS&Y. .. two of 29 OIC iron 
strength iron, nickel-alloyed iron, Monel, 18-8 stainless, 11-22-13 chrome. 


valves with steel valve features. Metals used for trim and pressure parts 


Reduce valve wear. Choose from 29 OIC iron 
valve numbers with 9 different trim and body 
metal variations. Depend on them for general 
use and process industry services handling 
alkaline liquors, creosote, sour crude, sul- 
phuric acid and caustics. 

Working parts design assures 

positive seating . . . long life 
Seat rings are end seated, reducing the prob- 
ability of loosening in service and affording 
streamlined flow from port to port. Body 
wedge guides and a flexible T-head stem- 
wedge connection combine to assure accu- 
rate wedge seating for tight shutoff. 


Extra strength adds safety to pressure parts 
High-strength iron castings assure pressure 


parts made to a minimum tensile strength of 
31,000 psi. The body and bonnet, elliptical 
in shape, resist internal pressure with least 
possible distortion. Body-bonnet bolting 
provides uniform gasket loading and, con- 
sequently, a pressure-tight seal throughout 
the pressure range of the valves. Tie ribs, 
cast between the pipeline flange and the body 
bonnet flange, prevent distortion from 
excessive pipeline stresses. 

This line’s many added features, trim 
variations, dimensions and end openings 
are completely described in the new OI€ 
specification folder, Form No. 1005. Write 
for it. 


Order valves from your OIC Distributor. 


THE OHIO INJECTOR COMPANY « WADSWORTH, OHIO 


ALVES| 


FORGED & CAST STEEL, LUBRICATED PLUG, 
BRONZE & IRON VALVES 
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Doing the 


Hole Job- 


Better, Faster, 
at Lower Cost 


with UNSURPASSED ACCURACY 
at all vital points 


© ee 


Microcentric 
CHAMFER 


Accurate 
RAKE ANGLE 


Solid Ground 
THREAD FORM 


Mirror-Finish 
FLUTES 


Tru-Square 
DRIVER 


@ Besly can help you to help your customers 
get better threaded parts, longer tap life and lower 
tapping costs. And, Besly’s specialized help in 
selling and servicing the “big volume” users means 
better cutting tool profits for Distributors. 

Ask how we might work together to get you more 


of this worth-while “big volume” business. 


BESLY-WELLES 
CORPORATION 
Established as Charles H. Besly & Co. in 1875 
106 Dearborn Avenue . Beloit, Wisconsin 


bw 
: u hese 
ee 
cn near ane 
." io 
‘ _ — 
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steel type 301. The sheet gives in- 
formation on physical properties, 
resistance to corrosion, resistance to 
oxidation, mechanical properties, 
and other important figures and 
charts. Firm has also issued mailer 
on its “Carmet” Cemented Car- 
bides, giving technical information 
on properties. 


PULLERS—Chisholm-Moore Hoist 
Div., Columbus McKinnon Chain 
Corp., Tonawanda, N. Y. has issued 
a bulletin (no. 146-G) on its new 
“CM” puller for lifting and pulling 
jobs. The bulletin illustrates and 
describes various models available 
in capacities from 7 to 6 tons. 


STEEL—Crucible Steel Co., Pitts 
burgh, has announced adjusted base 
prices for its cold finished stainless 
steel wire, 4-in. diameter and under, 
and on stainless steel hot-rolled wire 
rods. New extras were also an- 
nounced which, says the company, 
reflect higher finishing costs on cold 
finished bars and wire. New base 
prices were effective December 27, 


Cratex Has Kit 
For Polishing Jobs 


Cratex Mfg. Co., San Francisco, 
has developed a kit containing 24 
of its polishing wheels, cones, blocks, 
and mandrels for deburring, smooth 
ing, and polishing operations. Cratex 
suggests that the kit has uses in 
production and assembly line work, 
finishing operations in tool and ma- 
chine shops, and in maintenance 
ind repair work. 


PUMPS-—Eco Enginccring Co., 
Newark, N. J., has issued a bulletin 








“’ 
@ Entering production lines, all 
Columbian Manila fibres are satu- 
rated with friction-reducing lubri- 
cant, containing a controlled amount 
of Columbien Fungi-static formula. 





© Mill-run samples from all Mo- 
nila Rope production lines are 
selected at random by laboratory 
technicions to check adequocy of 
anti-rot treatment. 


a’ # 


o/s, 
<<. 
y, / ; 


g 


Organisms of decay go hungry when they attack Columbian 
Manila Rope! That's because these very best of all Manila fibres 
are protected at all times against the ravages of mildew, mold, 
fungi — even when continuous usage allows no chance for thor- 
ough drying! 


Columbian Anti-Rot Treatment 
Gives You This Assurance: 


J 


Every foot of Columbian Manila Rope is adequately 
protected against decay for YOUR climate, YOUR 
uses, YOUR methods of handling! 

COLUMBIAN ROPE COMPANY 


Auburn “The Cordage City,” N. Y. 
THE ROPE WITH THE RED, WHITE AND BLUE MARKERS 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1956 





announces... 


New U-W 


Galle] Glip 


certifies quality, 
strength, safety 


HE new U-W GOLDCLIP line is gold-chromate coated 
over galvanized—for extra protection—and for your 
quick identification of top quality. ALL GOLDCLIPS are 
crop-forged from high grade forging steel . . . designed for 
the toughest heavy duty service. 
Specify GOLDCLIP . . . engineered for safety. Available in 
stock in %” through 1%” sizes. 


THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE e CLEVELAND 11, OHIO 
NEW YORK * CHICAGO ° PITTSBURGH 
MANUFACTURERS OF WIRE ROPE, ROPE FITTINGS, TACKLE BLOCKS + ESTABLISHED 187! 
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on its line of “Eco” small rotary dis 
placement and centrifugal pumps 
for chemical service. Among units 
detailed are the firm’s Type 316 and 
l'ype 20 stainless steel, and Haste] 
loy C positive displacement pumps, 
synthetic rubber and bronze low- 
volume rotary pumps, and the Type 
20 stainless steel centrifugal pump. 
l'able of recommended uses, speci- 
fications, and application photos are 
included. 


LAMPS-—General Electric Co., 
Cleveland, has issued a “progress 
report” to its users of large lamps, 
describing the latest developments 
in lamps and featuring the firm’s 
“bonus line.” The publication dis 
cusses, in words and pictures, var 
ious new lamp features and their 
cost and use advantages. 


Vaco Catalog Covers 
Full Line of Tools 


Vaco Products Co., Chicago, has 
issued a new catalog covering its 
line of screwdrivers, nut drivers, 
wood chisels, kits, mallets, and spe 
cial-application tools. Illustrated in 
color, the catalog shows merchandis 
ing displays available to dealers, and 
is punched for binding in a catalog 
holder. 


l'UBING—Babcock & Wilcox Co., 
New York, has issued a 6-page foldet 
no. TB-357) covering its tubulai 
products intended for sub-zero tem 
perature applications. Size, mate 
rial, and application information is 
given in text and table form. The 
firm also has issued a_ technical 
folder (no. ‘TB-329B) on heat ex 
changer and condenser tubes, and 
a bulletin on its seamless welding 





SMALL FOR A NEEDLE... 


ACME 
MICRO DRILL JIG BUSHINGS 


Only ACME Offers You TWO Standards: 
A.S.A. and ACME - #80 to #55 


x. STANDARD micro sizes from 
your local distributor’s stock— 
special sizes on request. 


Standard catalog tolerances 
Full drill bearing on standards 


FREE catalog and price list 


Write for information and prices on micro, standard and tung- 
sten carbide drill jig bushings, dowel pins, chamfer micrometer 
gauges, portable bench centers, hardened and ground parts 
and assemblies to order. 


ACME ACME INDUSTRIAL COMPANY 


218 North Laflin Street * Chicago 7, Illinois * Phone MOnroe 6-4122 
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ANOTHER FAIRBANKS PRODUCT! 
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FAIRBANKS CASTERS without a king- 
pin. Unique “Lockweld” construction of 
single and double ball race casters elimi- 
nate king-pin, chief source of caster failure, 
and provides far longer caster life. Match- 
ing rigids available. Heavy duty steel cast- 
ers and semi-steel casters complete full line 
of industrial casters. 


FAIRBANKS WHEELS, Series “500” Vul- 
canized Rubber Tired Wheels with roller 
bearings give long service, greater floor 
protection and require less effort to move 
under comparative load conditions. Solid 
rubber, semi-steel and molded plastic 


be 





wheels round out the Fairbanks line of in- 
dustrial truck and caster wheels. 

Tie-in to Cash-in with Fairbanks high- 
impact direct mail program that’s pre-selling 
your customers to create sales for you! 

This month your customers will be receiv- 
ing Fairbanks hard-selling letters and pro- 
motional literature on Fairbanks Casters 
without king-pin, and Fairbanks Rubber 
Tired Wheels. This means extra business, 
extra profits for you if you tie your own 
promotion and selling in with our “Products 
of the Month.” You chalk up extra sales! 
Extra profits! 


Fairbanks 
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fittings of alloy, carbon, and stain 


less steel. 


POWER TOOLS—Mall Tool Co., 
Chicago, has issued a 63-page cat- 
alog (no. 32) describing and illustrat- 
ing its line of portable gasoline 
engine tools—“MG” chain saws, 
generators, land clearance saws, 
pumps, earth and wood augers, vi 
bratory earth borers, concrete vibra- 
tors, troweling machines, saw chains, 


etc. 


FITTINGS — Dresser Mfg. Div., 
Bradford, Pa., has issued a catalog 
on its flexible compression fittings 
for steel piping and copper tub- 
ing. Applications, specifications, and 
other data is given. 


Cleveland Twist Booklet 
On Carbide Tools 


Cleveland Twist Drill Co., Cleve- 
land, has issued a 36-page illustrated 
booklet on its expanded line of 
carbide-tipped and solid carbide 
drills, reamers, end mills, and coun- 
terbores. With each tool listed, there 
are suggestions on selection, and a 
table of sizes, prices, flute lengths, 
and overall lengths. Special carbide 
drills, reamers, and end mills made 
to customers’ specifications are also 
discussed. Included also are data on 
use and care of tools. 


RECTIFIERS — Hanson-Van 
Winkle-Munning Co., Matawan, 
N. J., has issued a 12-page bulletin 
(ER-107) describing and illustrating 





Ve 


* ONE SOURCE 
* TOP QUALITY 
* PROMPT SERVICE 


IT PAYS TO SELL 


MILWAUKEE 


INDUSTRIAL 


BRUSHES 


Production Tools that Aid your Customers and Build Sales 


Saving money on production jobs is important to your customers. Milwaukee 
Industrial Brushes make possible good savings along the production line because 
of the quality that is built into them. Here are production tools that are designed 
to stand up under hard duty. Each type is specially made to do its particular 
job most effectively. 

The Milwaukee line of Industrial Brushes gives you opportunity to build your brush 
sales through performance that fully satisfies. You can simplify your sales job 
through this one source. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


SEND FOR 
CATALOG NO. 36-R7— 
IT FEATURES 
THE COMPLETE LINE 
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| its selenium rectifiers for electro- 
BROWN STRAND plating, anodizing, and related proc- 
| essing. Each type of rectifier is il- 
WIRE ROPE lustrated, and there are shown also 
photos of component parts 
For Profits and Repeat Sales! a | 
VALVES—Milwaukee Valve Co., 


Quality assures you of profits and Milwaukee, has issued a_ 12-page 
constant repeat sales from satisfied catalog listing in condensed form its 
customers when you sell Brown “Milvaco” bronze and “Milvaloy” 


Strand wire rope valves for the oil industry. The cat- 


© Sound distributor policy. ilog lists over 150 valves with 9 
e Sales help from our representatives. illustrations, and provides specihica 
¢ Riley Wiens tardies. tions and data on each valve Sizes 
Complete line of ind applications are charted. Var 


WIRE ROPE lve accessories are shown 


Stock available in 22 warehouses lous Val 
for every purpose 


throughout America for immediate 


. !APE—Minnesota Mining & Mfg. 
shipment to you or your customers. 


Co., St. Paul, has produced a 25 
Send for these detailed catalogs which minute sound motion picture en 


show our complete line of wire rope and titled “Tape It Easy,” showing vat 
our distributor's sales plan. ious manual, semi-automatic, and 


Sales territories open for established automatic taping machines in action 


aggressive distributors. 


WIRE ROPE CORPO 


(‘he 16 mm. film is being made 
available through the firm’s branch 
sales offices 


- alee ee * 
Va ; 
ee 3 re 3 Tee 





CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 


BUILT RIGHT—Best materials throughout tool 

steel cutters Right and Left hand Threaded Bushings 

for Automatic Tightening. 
Hayden Drills Come 
In Dispenser 


Hayden Twist Drill Co., Detroit, 
now packing an assortment of 
wire drills in a dispenser designed 
for use by dealers who have only 
occasional calls for wire size drills. 
Drills are packed six to an assort 

ment 

EASY TO HOLD— Extra 

Weight well distributed VISES—Athol Machine & Foundry 
~ for smooth handling. Co., Athol, Mass., has issued a leaf 
‘ let on its new workshop vise. Fea 
Also CALDER Fine Diamond Dressing Tools d tured is a photo of the unit with 
irrows singling out various features 


SOLD ONLY THROUGH DISTRIBUTORS 
VALVES—Allen-Sherman-Hoft Co., 


CALDER MANUFACTURING CO. Wynnewood, Pa., has issued a data 


sheet (no. Ua) covering its line of 
2049 North Prince Street ° Lancaster, Pennsylvania : 
, slide gate type of segregating valves 
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Why your customers will stay sold 
on RIM’s Big 7 Packing Types 


With R/M’s Sig 7, your customers will be able to set up a 
schedule of preventive rather than corrective maintenance. 
The custom-built construction of these packings will give 
them superlative performance—and lower their maintenance 
costs. Most plants will need only 3 or 4 types. 


R/M’s sales policy favors you. You will never get any com- 
petition from the factory because all R/M packings foi 
maintenance purposes are sold only through authorized 
R/M have been for the past 


16 years. 


distributors, just as they 


Packing T ypes 


Before being offered for sale, R’ M's Big 
The leak detec- 


are run through rigid quality control tests 
tion test pictured above is just one of a great many different 
yenents 


tests made to insure your customers of getting the 


of R/M’s high standards of manufacture 


‘et. . " al 
Type 1, for pumps, valves; Type 2, for high temperature 
valve stems, expansion joints; Type 3, for high speed rotary 
air Compressors; Type 4, for corrosives, acids, viscous ma- 
terials; Type 5, “Teflon”* for chemicals; Type 6, gasket 
materials; Type 7, for hydraulic and pneumatic equipment 


ademark 


R/M’S BIG 7 PACKING TYPES MEET 95% OF ALL PACKING NEEDS 


FACTORIES: Bridgeport, Conn Manheim, P N harleston, 





BIG 7 PACKINGS | ec. one cc 


RAYBESTOS-MANHATTAN, INC. 


PACKING DIVISION, PASSAIC, N.J. 
MECHANICAL PACKINGS AND GASKET MATERIALS 


Passaic NJ Crawfordsville, ind Neenah, Wis Peter 


RAYBESTOS-MANHATTAN, INC., Packings ¢ Asbestos Textiles « 
Industrial Rubber, Engineered Plastic, and Sintered Metal Products 
¢ Abrasive and Diamond Wheels * Rubber Covered Equipment « 
Brake Linings * Brake Blocks ¢ Clutch Facings * Laundry Pads and 


Covers * Bowling Balls 
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for pneumatic materials handling 
systems. Application, design, and 
operation of the valves are dis 


aaeecee’ 
cussed, together with dimension 
drawings, tables, and installation in 
structions. 


py) py 
HANDLING—Elwell-Parker Elec 
tric Co., Cleveland, has issued a re 
print of a magazine article entitled 
“How to Figure Your Industrial 
l'ruck Costs.” The reprint lists 16 
points to consider in figuring costs. 


OFFERS 
ALL THIS! 


Lapeer Catalog 
Covers Clamps 
Lapeer Mfg. Co., Detroit, has is 


sued a 70-page catalog describing its 

A complete line of _ j ‘Knu-Vise” toggle-action clamps, 

“a ° ; pliers, and wrenches. All informa 

power transmission equipment : tion is bound into a three-color file 
using one interchangeable folder for ready reference. The cata 


bushin system log contains pictures, template draw 
g y > ings, descriptions, and prices of the 
firm’s line of hand- and air-operated 


va ; lamping devices. 
Browning is your one source for an integrated line of V-belts and sheaves, ; pins 


roller chain and sprockets, paper pulleys, and rigid, flexible and chain 
couplings. Profitable and easy to sell because the entire system employs 
Browning’s unbreakable malleable split taper bushing, which mounts 
and unmounts easily but won’: ioosen in usage. Standardizes whole plant 


GAGES—W ebber Gage Co., Cleve 
land, has issued a 36-page catalog 
describing its gage blocks and ac 


on one-type bushing, saves time, lowers maintenance costs. You can stock cessories. Photographs, line draw 


thousands of size and bore combinations, yet lower your inventories, ings, charts, and desc riptions are 
featured. The catalog contains also 


Save space and time, simplify orders and deliveries. Write today for 
» firm’s method of 


detailed information on this complete line. Ask for Catalog GC101. a section on the 
attaining high accuracy in manu 


tacture. 


MOTOR BRUSHES National 


MANUFACTURING COMPANY Carbon Co., Div. of Union Carbide 
MAYSVILLE, KENTUCKY | & Carbon Corp., has issued an 8 


page booklet featuring its new in 
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of H&A ROPE 


means maximum safety and service 


H&A “Blue Heart” Manila and “Red Heart” Sisal Ropes 
are expertly formed and laid with the right amount of 
twist for maximum uniformity, strength and flexibility. 
Internal friction and wear are minimized by the use of 
an exclusive H&A research-proved lubricant, which 


safeguards the rope against moisture and weather. 


LIVE ACTION! Yes there is a difference in rope! At Hooven 
& Allison rope is made better with “live action’’—a 
quality which provides greater flexibility and freedom 
from kinking, ease of handling, minimum friction be- 
tween strands and longer service life. It's the result of 
constant research and development by Hooven & Allison 
— “spinners of fine cordage since 1869.” 


MODERN PACKAGING AND MEASURE-MARKING! — H&A has pioneered 
new advances in packaging, too. Attractive cartons han- 
dle easily—store in minimum space. Rope is quickly 
dispensed and kept clean to the last foot. All sizes are 
accurately measure-marked every five feet. 


H&A "BLUE HEART” MANILA is easily handled and 
stored in this attractive octagonal carton with die-cut 
grip feature. Rope is easily dispensed. This modern 
packaging is available in both manila and sisal in 33, 
65 and 90 cartons. Also packed in multi-wall bags. 


For maximum safety and longer life 

stock the finest! Stock HOOVEN & 

ALLISON “Blue Heart” Manila, the 

rope that is scientifically made to 
exceed industrial requirements. Its safety factor plus ease 
of dispensing add up to positive rope economies. Write today 
for descriptive information. 


THE HOOVEN & ALLISON COMPANY 


‘Spinners of Fine Cordage Since 1869"' 
Xenia, Ohio 


Branches: Kansas City —Omaha— Minneapolis 


H&A ‘Blue Heart 


Max 
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dustrial motor and generator brush. 
The publication discusses character- 
istics and operating behavior of the 
product, and contains case histories 
of its application in various in- 
dustries. 


CLAMPS—Northwestern ‘Tool & 
Engineering Co., Dayton, O., has 
issued a catalog (no. 23) illustrating 
and describing its line of clamping 
and hold-down tools. 


" . HACK SAWS-—L. S. Starrett Co., 

—das easily and quickly as you eg eve 
! , Athol, Mass., has issued a cat 
can draw circles with a compass. ae PY A 
alog insert and a mailing piece 
on its recently-introduced “Red 


The Allpax gasket cutter uses our patented stripe,,”” “Greenstripe,” and “Blue 
“ironing” principle that presses the material stripe” hacksaw blades. Similar in 
flat to prevent buckling and “pie while cut- format, the two folders explain the 
ting. It cuts circles from ‘4” to 36” in diam- particular use of each type of blade, 
eter to a tolerance of % Ww hy risk costly te 

and depict photographically steps 
delays in operation dian you can replace a 


gasket in a jiffy with this handy tool in manufacturing and testing at the 


Starrett plant. 


SEND FOR OUR NEW CATALOG TODAY! 


See our complete line of packings, tools, and gasket PUMPS — Ingersoll-Rand, New 
materials. Contact our distributor or write to: ' . 
York, has issued a 20-page bulletin 


THE ALLPAX COMPANY | (no. 7094-B) on its line of process 
805 Mamaroneck Ave. * Mamaroneck, N. Y pumps. Design features of the 
pumps, dimension tables, cross-sec- 


ee perina tional, and installation views are 
given, along with a chart showing 


hefore your catalog SOEs to press interchangeability of parts. Range 


of coverage is from one to eight 


in., including capacities to 3200 
see gpm., heads to 925 ft., at tempera- 
EXTINGUISHERS a mt tes * 


FITTINGS—Thomas Laughlin 
Div., American Hoist & Derrick 
Co., St. Paul, has issued a 28-page 
catalog on its fittings for wire rope 
ind chain. Dimension and safety 
factors are given for links, rings, 
shackles, swivels, hooks, turnbuckles, 
thimbles, clips, sockets, ring bolts, 
eyes, and load binders. Engimeering 
data and charts are given for various 
fittings 





* A COMPLETE LINE of Approved Fire Fighting Equipment 


* Over 300 Service Stations to Serve You GRINDING WHEELS — Norton 


Co., Worcester, Mass., has issued a 


Consider the RANDOLPH INDUSTRIAL DISTRIBUTOR’S Package new booklet describing the benefits 
Plan ... and how you can profit in the fast-growing fire extinguisher " 
business. of collecting swarf from diamond 
Your RANDOLPH Line contains over forty portable extinguisher wheel grinding operations and sal 
models. And . . . over 300 Authorized Randolph Service Stations can . he ] 1 wheel 
handle your refills and replacements immediately. vaging the worn-out Cramond whec¢ 
With a complete line, substantial discounts, catalog aids, and national stubs. The booklet tells where swarf 
service stations...the Randolph Package Plan makes it easier for vou to 
can be sent for reclamation, value of 


sell more Extinguishers. Write now for franchise details. 
diamonds salvaged, and types of 


RANDOLPH LABORATORIES, INC, * 4£ast Kinzie St., Chicago 1), Ill. swarf acceptable for salvage. 
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Frankly, we’re quite proud of our distributor organization. 
And, we like to think that the feeling is mutual. What 
brought on this reciprocal “‘back patting”’ is a report from 
one of our distributors recently. 


He was quite lyrical about the support he was getting 
“best products...best sales training programs... best 
advertising and merchandising program...best ware- 
housing organization... best everything!’’ So that got us 
thinking, particularly about our advertising and merchan- 
dising, and wondering how many of you really take advan- 
tage of it. After all, it’s designed to help you. 

We're planning for even more for this year. Merchan- 
dising kits...local advertising ...literature and direct mail 
—all built around your requirements. Then don’t overlook 
our national advertising program— TIME, national trade 
papers, regional trade papers. It’s the best program ever 

Why not discuss the program with us...see how you 
can get the most benefit from it? We'll be only too happy 
to help. Just drop us a line. 


CHAIRS! BELT COMPANY 


Milwaukee 1, Wis. 
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DO YOU PASS UP THE 


PLUS PROFITS 
OF MASONRY ANCHORS? 


Your nearest RAWLPLUG branch can present to your men 
an effective 


“ANCHORING TRAINING PROGRAM” 


that will show them how and where to get this profitable 
“extra” business. 


The program is a brief full-color slide presentation...de- 
signed by experts in the field...using the latest techniques 
to make solid “how-to” information interesting and enter- 
taining to your men...to equip them to give sound, intelligent 
advice and increase your sales. 


ANCHORING DEVICES ARE AMONG YOUR MOST PROFITABLE ITEMS. 


Call your nearest Rawlplug branch 
today...there are 31 in leading cities 
...they will put on the program for 
your men... 











=, 


RAWL.- TAPERS 





THE 
es F vcooevoes| RAWLPLUG Co., Inc. 


eererrrrr) | 271 Church St., New York 13, N. Y. 


Raw. ANCHOR ' 
LAG SCREW CARBIDE 
RAWL.-DRIVES RAWL-ANCHORS SHIELDS DRILLS 











RAWLDRILLS 
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1956— 
A Good Year in Prospect 


(Starts on page 92) 





repeat in 1956. Lumber stocks are 
probably normal now, and housing 
starts will drop from 1.3 million 
to 1.2 million in 1956. The outlook 
for the lumber industry is for lower 
production in the year ahead. 


? Construction materials indus- 
etries—cement, glass, _ brick, 
and gypsum products—had their 
biggest year ever in 1955. Although 
the value of construction put in 
place is expected to be $44 billion 
in 1956, about 5% more than in 
1955, physical volume of construc- 
tion may be off next year. The big- 
gest component, residential con- 
struction, is expected to be lower by 
about 10% in physical terms. The 
big increase in construction in 1956 
will be in industrial and commercial 
building. But the unit increase in 
this area will not offset the unit de 
cline in residential construction. 


71 Output of furniture manufac 
¢ turers was up 10% last year. 
Smaller numbers of homes com- 
pleted in 1956 will result in a smal- 
ler increase in furniture sales next 
year than this. But more comple- 
tions of office buildings are expected 
to take place in 1956 than in 1955, 
so demand for office furniture 
should be higher. All in all, this 
industry should show a modest gain 
in 1956. 


22 The textile industry is en- 
ejoying a relatively good year. 
Mill production had its third high- 
est year on record in 1955, 10% 
higher than in 1954. In 1956 out- 
put will probably average 3%-5% 
higher than in 1955. Some inven 
tory building has taken place in the 
last few months, because of the 
anticipation of price increases from 
the $l-minimum-wage law that be- 
comes effective in March, 1956. But 
the build-up has been very small 
relative to current consumption 
levels. Apparel manufacturers may 











HERE'S 

YOUR 
SELLING” 
APPROACH 


with 


CROSBY 


and 


LAUGHLIN: 


It’s informative and it’s a 
big sales booster, too. Ads 
like this are placed in lead- 
ing industrial - construction 
publications 


IN YOUR BEHALF! 


Are you taking advantage of our 
advertising—promotion campaign 
that is the industry's hardest hit- 
ting merchandising progtum? 


it’s profitable and 
wise to 


SELL SAFETY 


and 
THE ACCEPTED BRANDS 


CROSBY 


CLIPS, BLOCKS — 


LAUGHLIN 


LINKS, SHACKLES 
SAFETY HOOKS 


Crosby and Laughlin Division 
products are offered in every 
popular selling size—they’‘re at- 
tractively packaged in sealed 
cartons! 


SELL SAFETY 


sell CROSBY 
ond LAUGHLIN 


(divisions of American Hoist & Derrick Co., 
St. Paul 1, Minnesota) 





INDUSTRIAL DISTRIBUTION ¢ FEBRUARY, 1956 


“"WORLD’S STRONGEST LINK” 


Actually stronger than proof-coil 
chain, famous Laughlin genuine “ Miss- 
ing Links” give an added element of 
safety on the job to men and equip- 
ment. Safety-conscious contractors 
say, “For safety’s sake, we always 
specify Laughlin, the world’s strongest 


SAFETY RECORD FOR 
CROSBY CLIPS, BLOCKS 
Working efficiently 


safely. Two products designed for 


means working 


safety as well as efficiency—genuine 
Crosby Clips and Load-Rated Crosby 


Blocks 


are helping set safety records 


- 


on projects across the country. Long- 
recognized as industry’s safest clips, 
Crosby Clips, with the famous Red-U- 
Bolt, are specified by more construc- 
tion firms than any other drop-forged 
wire rope fasteners. 

To safeguard men and equipment, 
Load-Rated Crosby Blocks have the 
safe working capacity of each block 
embossed right on the sideplates. To 
help keep your jobs safer. insist on 
genuine Crosby Clips and Crosby 
Blocks . . . products of the Crosby 
Products Division, American Hoist & 
Derrick Co., St. Paul 1, Minnesota. 


LAUGHLIN SHACKLES 
36% STRONGER 
Shackle strength depends for the most 
part on the kind of steel used. Recent 
tests show that famous Laughlin drop- 


split connecting link.” Drop-forged 
from special forging steel and heat- 
treated, Laughlin genuine “Missing 
Links” are matched under pressure for 
a perfect fit. They are available in a 
complete range of sizes ;’5" to 1%" at 
distributors everywhere. 





forged shackles have an ultimate ten- 
75,000 
36 percent 


sile strength of approximately 
pounds per square inch 
more than ordinary shackles. 


~—,. 
_ 


RIGGERS WANT SAFETY HOOK 
Jobs where one miscue can endanger 
men and equipment require the safest 
possible equipment. To prevent loads 
jarring from the hook—a major cause 
of accidents—safety leaders specify 
Laughlin Safety Hooks. Drop-forged 
Laughlin Safety Hooks are equipped 
with a powerful, easy-to-operate snap 
spring latch that guarantees loads can- 
not slip or jar from the hook and 
prevents overloading the hook with 
too many lines. Here's another safe, 
efficient Laughlin product from the 
world’s most complete line of fittings 
in all sizes for wire rope and chain. For 
complete catalog, write: Thomas 
Laughlin Division, American Hoist & 
Derrick Co., St. Paul 1, Minnesota, 
or Portland, Maine. 
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HAS FOR YOU 


THE RIGHT PROPOSITION 
ON HACK and BAND SAWS 


Build your hack and band saw profits on 
Spartans. Protect your saw blade business 
the Spartan way! Spartan makes the cor- 
rect metal-cutting saw for every job. Sell 
Spartans—The superior hack saw blades. 


Our SAF-T-SAWS a three-piece welded 
edge power blade, flexible; will take extra 
tension and is shatter proof. 


Genuine High Speed Steel, 

Kutall Molybdenum High Speed, 
Flexard, All Hard and Flexible hack saws; 
also Metal-Cutting and Wood Cutting Band 
Saws. 


The value of Spartan standing in the metal 
cutting field and with our distributors will 
be zealously maintained in order to safe- 
guard inherent quality which more and 
more metal critting people are recognizing 
as time goes on. 


JOIN THE SPARTAN BAND 


If you want a line to 

bring results today and tomorrow, 
one that marches ahead, with 
progress and distributor co-opera- 
tion. 


Write us— 


have trouble getting deliveries of 
goods in 1956, as current mill activ- 
ity is running close to capacity. This 
is expected to mean substantial 
order backlogs for textiles. Output 
will move up slowly, as new capacity 
comes in. 


? Apparel production was up 
°7% in 1955. This year’s out- 
put should surpass the record per- 
formance of 1955. Consumers will 
have considerably more money in 
their pockets, and they are expected 
to spend this money. In the year 
ahead they will increase their spend- 
ing on soft goods, while they are 
expected to cut spending on durable 
goods. Textile mill capacity may be 
the limiting factor on apparel pro 
duction and sales in 1956. 


24 Output of processed foods 
eand beverages this year has 
run about 2% above output in 1954. 
Next year, the outlook is for a gain 
of the same proportions. Three im- 
portant factors in the outlook for 
this industry are: 1. Population will 
increase another 1.5% in 1956; 2. 
Each person in the nation will have, 
on the average, about $50 more, 
after taxes, to spend on goods and 
services; and 3. There are no exces- 
sive inventories to be eaten up. 





SHIVERING TIME TABLE 


There's a limited time a worker can 
last in subfreezing temperature, no 
matter how warmly clothed he is, be- 
fore he begins to shiver violently — 
and before his finger or toe tempera- 
tures drop below 55 F, Factory Man- 
agement and Maintenance, McGraw- 
Hill publication, says. Assuming a man 
is dressed in heavy Arctic clothing, 
boots and mittens, he can last six 
hours at ten degrees above zero before 
shivering takes over; five hours when 
the thermometer reads zero; four hours 
at minus ten degrees, and two hours 
at minus 30 degrees. Only four min- 
utes of light sedentary work can be 
allotted to the man working at a tem- 
perature of 70 degrees below zero. 








SPARTAN SAW WORKS SPRINGFIELD, MASS. 
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What HARPER Offers Distributors in 
Corrosion-Resistant Fastenings 


There are many reasons why distributors should stock 4. Careful packaging to protect fastenings and assure 
Harper fastenings of nonferrous alloys and stainless clean, perfect stock. 
steels. Here are a few of them. . Long experience in selling through distributors 
which assures an understanding of distributors’ 
1. Over 7,000 different items—your customers can find problems. 
just what they want in the complete Harper line. . Better profits because of higher selling price of non- 
. Complete stocks ready for prompt shipment from ferrous and stainless fastenings. 
Harper warehouses and branches in all market Small stocking spa: 
areas. 3. One source for ali needs—one account to keep—one 


. Highest quality manufacture by the largest exclusive invoice to write—one bill to pay. 
g 1 it) y the g ' 
producer of fastenings from nonferrous and stain- THE H. M. HARPER COMPANY 


less. 8219 Lehigh Avenue, Morton Grove, Illinois 


Specialists in all corrosion-resistant fastenings 
Bolts « Nuts « Screws ¢ Rivets « Washers 
ef Brass « Bronze @« Monel « Aluminum e¢ Stainless 


Why 2o\ e\ae HARPER Ie 


OVER 7000 ITEMS IN STOCK...HARPER DISTRIBUTORS EVERYWHERE EVERLASTING FASTENINGS 
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This 


and similar ads 


are appearing in | 


27 LEADING 
PUBLICATIONS 


TO HELP 
YOU SELL 
VIKING 
PUMPS 


Send for your 
copy of manual 
KMM today. 
VIKING PUMP 
COMPANY 
Cedar Falls, lowa 


Most of the nationally 
known companies pum 
many sticky liquids with 
P-O-5-1-T-1-V-E VIKING 
ROTARY PUMPS 

The Viking ‘‘gear-within- 
“-gear’’ t 


terial to readily enter the 

pump. The non-slip ac 

tion of the gears forces 

the liquid out in a steady 
me 


Capacities 25 to 1050 

GPM. 750 cataloged mod- 
. Thousands of special 

designs. 

Investigate today the 

smooth, even flow 

Vikings handling 4 


Coder Falls, lowe, U.S.A in Canada, #'s “ROTO-KING™ pum. 


THE ORIGINAL “GEAR WITHIN 4 Glan” #OTAEY PUMP 





» 


Fast Sellers Proven Re- 
peoters! Your customers— 
and prospects know that Key 
Pine Seantina Compounds seal 
joints positively .. . yet are 
easily opened . . . do not 
freeze in the joints. Product 
superiority .. . back by 36 
years of leadership in the 
tield make these Key prod- 
ucts a dependable source of 
sales and profits fcr you! 


Good Door Openers, Too! 
Steady national advertising, 
dealer helps ond continvous 
sompling progrom build uni- 
versal demond . . . actually 
make openings for sales to 
mony rew customers for you. 





For sealing 
Pipe joints 
carrying woter, 


gas, low pressure 








For sealing 
lines carrying 

oils and high 
pressure 


steam 





WRITE FOR FREE SAMPLE AND 
DISTRIBUTOR INFORMATION 


A DIVISION OF Q.C.F- INDUSTRIES 
INCORPORATED 








D-A-T-E-5 
TO REMEMBER 





Feb. 68—Marketing Conference, 
American Management Associa- 
tion, Hotel Statler, New York. 

Feb. 14-16—Sales Promotion Show, 
Municipal Auditorium, Miami, 
Fla. 

Feb. 28-Mar. 2—American Road 
Builders Association Road Show, 
International Amphitheatre, Chi- 
cago. 

Feb. 29-Mar. 1—National Advertis- 
ing Industries Exposition, Mor 
rison Hotel, Chicago. 

March 19-23—American Society of 
lool Engineers Annual Meeting 
and Industrial Exposition, Inter- 
national Amphitheatre, Chicago. 

\pril (date not set)—-A.M.A. Na- 
tional Packaging Exposition, Audi- 
torium, Atlantic City. 

April 5-7—Electrical Industry Show, 
Shrine Exposition Hall, Los 
Angeles. 

April 8-12—National Oil Heat Ex 
position (city not designated). 
\pril 9-12—Society of Automotive 
Engineers, Aeronautic Display, 

Aircraft Production Forum and 
\ircraft Engineering Display, 
Statler Hotel, New York City. 
April 15-19—Southern Hardware 
Convention, Hotel Roosevelt, 
New Orleans. 

\pril 29-May 2—44th Annual Meet 
ng, Chamber of Commerce of 
the United States, Washington, 
D. C. 

May 9-11—Welding Show, Amen 
can Welding Society, Memorial 
Auditorium, Buffalo, N. Y. 

May 9-11—Western Material Han 
dling Show, American Materials 
Handling Society, Western Live 
stock Exhibit Building, Los 
Angeles. 

May 20-23—Annual Triple Indus 
trial Supply Convention, Atlantic 
City. 

Oct. 8-12—National Metal Exposi- 
tion and Congress, Public Audi 
torium, Cleveland. 


2621 McCASLAND, EAST ST. LOUIS, ILLINOIS | 
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NEW LINES 
taken on by 
DISTRIBUTORS 





The Cameron & Barkley Co., 
Charleston, S. C., has been ap- 
pointed distributor for the fol 
lowing lines: 
¢Multi-Amp Corp. 

* Nebel Machine Tool Corp. 


James Supply Co., Quincy, IIl., has 
been appointed distributor for 
the complete line of the L. S. 
Starrett Co. 


W. ]. Savage Co., Knoxville, Tenn., 
has been appointed distributor in 
eastern ‘Tennessee for Lay-Set 
wire rope of Hazard Wire Rope 
Division of American Chain & 
Cable Co. 


Somers, Fitler & Todd Co., Pitts 
burgh, has been appointed dis 
tributor for Westinghouse Elec 
tric Corp.'s Sturtevant Division. 


Guardian Industrial Supply Co., 
Camden, N. J., has been named 
distributor for Fort Worth Steel 
& Machinery Co. 





The Buyer Looks 
at Business 


Composite opinion of purchasing 





agents who comprise the N.A. 
P.A. Business Survey Committee. 


Pace Is Vigorous 


A continuation of the vigorous 
pace in general business activity is 
again reflected in the December 
reports of purchasing executives. 





SL _HNiKi 7 
For OVERNIGHT SHIPMENTS 
From Our Central Locations 


Elephant Brand Products Are Made By The Olddst 
Manufacturer of Chains in America: 


© Proof and BBB Chain 


¢ Hight-Test Steel Chain 


* Sling Chains Oo 


¢ Grab-H 


and Cg 
7 


huts 


— 


k¢Slip Hooks 


° Boomer Chains 


Conveyor Chains 
¢ Liberty Coil Chain 


e Machine Chain 
¢ Weldless Chain 


Alloy Chains Now Available 


Write for catalog and prices today 
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DISTRIBUTORS / 


Here’s a Real 


MONEY MAKER. 


ALEXANDER 
Spray type 
LIQUID BELT LUBE 


ME it 


is a time-proven product for application to all 


types of Belting. In this new spray container . . . 
it offers waste-free economy and easy-to-use con- 
venience that every maintenance man wants. 
Display it... push it... and watch it move by the 
can... by the case! Fast-moving . . . highly 
profitable. Write for details. 


ALEXANDER BROTHERS "\2%¢comra™" 





oh . 


A new idea in 1905 | 
.an accepted idea now: 





; | iw LOOSE-LEAF 
BINDERS 


Unretouched phote of first 
practical solesman's 
binder, made by Heinn 
in 1905 


¥ 


. = — 





One of thousands of 
modern Heinn-designed 
salesmen's catalog binders 
that simplify selling with 
facts kept up to dote 

and in sequence. 


Originators of the Loose-Leaf System 


214 


Make your next catalog loose-leaf and give it 
extra sales snap with Heinn custom-styled 
covers and indexing. Sheets that require no 
changes from printing to printing stay in your 
catalog. Inexpensive inserts provide up-to- 
dateness that's impossible when you wait 
months for a new edition of a large, costly 
catalog. Thousands of manufacturers and 
wholesalers know the facts . . . and now depend 
on beautifully fashioned, unbelievably durable 
loose-leaf binders and indexes by Heinn. 
‘Facts ot Your Finger- 
tips," Heinn’s heipful 
new booklet for the 
catalog planner. When 
writing for your copy, 


please describe your 
catalog problem. 


THE HEINN COMPANY 


304 W. Florida St. 
Milwaukee 4, Wis. 
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There were 40% saying production 
was better than in November and 
54% reporting their situation un- 
changed. Only 6% see conditions 
to be worse. The tempo of new 
orders slowed _ fractionally—with 
16% reporting reductions, com 
pared with 14% in November; an 
increase was reported by 35%, and 
the remaining 49% showed the flow 
of new business to be the same. 

\ greater number report prices 
higher in December than a month 
previous, with fewer reporting prices 
the same or lower. The inventor 
picture is essentially unchanged. 
Employment continues at record 
levels and would be better if it were 
not for strikes. 

In answer to a special look-ahead 
question, 76% of those who re 
sponded believe business will con- 
tinue at present levels through the 
second quarter of 1956. Of the 


c 


others, 17% look for even better 
conditions, while only 7% think the 
situation will be less favorable. 
Because of political uncertainties, 
apprehension about a continuance 
of the high automobile production, 
and an unwillingness to go too far 
into the realm of economic predic 
tion, the majority of those reporting 
preferred to withhold comment on 
the second half of next year. 


Prices Up, Slightly 


[hat the price plateau reported 
last month may not now be quite 
so level, is revealed by 57% who 
reported prices up—4% more than 
in November. There were 40% 
who say prices are the same—down 
2% from last month, while a scant 
3% report prices as being lower. 

rhe general tone of the reports 
indicates an awareness of several 
areas in which price increases may 
be expected in the near term, promi- 
nent among these being steel. 


Supply Shorter 


here was a slight decrease from 
30% to 28% for those who reported 
inventories up from November, 
pointing up shorter supply and con- 
tinuing good demand for products. 
The 57% reporting inventories the 





ROLLER CHAINS 
rede <> 


The smooth, positive power transfer via Diamond Roller 
Chains, whether at high speed or low, improves perform- 
ance, eliminates power waste as well as the cost and time of 
adjustments. 

Uniformity of quality of every part and every foot is one of 
the outstanding Diamond characteristics that discriminating 
experienced engineers and production men have counted 
on for long years of low-cost operation. 


ag DIAMOND CHAIN COMPANY, Inc. 
1 Where High Quality is Traditional 
Dept. 480, 402 Kentucky Ave., Indi polis 7, indi 





Cataleg 754 has 64 
pages of useful infor- 
mation. Copy on request. 


The user of Diamond Roller Chains and Sprockets is as near to your 
stock as his telephone. Diamond national industrial advertisements 
include this message—"See the classified section of your local 
telephone directory for the address of your Diamond distributor.’ 


DIAMOND. \ Dy Bouts a 


—— 
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Jack of all trades 
and good at 


FOR MOVING 
MACHINERY 


FOR PULLING 
WHEELS 


HEIN-WERNER HYDRAULIC JACKS 


make industrial lifting and pushing jobs...fast...easy...safe! 


Compact and portable — that’s the industrial 
story of powerful Hein-Werner Hydraulic 
Jacks. They're ideal for moving heavy machin- 
ery, pulling gears and pinions, bending pipe, 
as the power unit for presses, and countless 
other industrial applications. No crews or 
helpers are needed, either. 

Hein-Werner Hydraulic Jacks function 
equally well in either horizontal or vertical 
positions. Models of 12 tons capacity and 
larger have easy-to-use carrying and position- 
ing handles. 30, 50, and 100 ton models have 
tandem pump for simplified two-speed opera- 
tion, and are pre-drilled at the base for in- 
stallation of pressure gauge if desired. Stand- 
ard models of 8 through 20 tons capacity can 
be supplied with gauge drilling upon special 
order. All are factory tested at 1 times rated 
capacity to assure extra safety. Write us today, 
for full details. 


HEIN-WERNER CORPORATION 


WAUKESHA « WISCONSIN 


Priced in line for today’s modern 
industrial needs ... Order today! 





Model Capacity Price 





$ 27.55 
46.00 
89.30 
135.00 
297.50 


12 Tons 
20 Tons 
30 Tons 
50 Tons 
100 Tons 


E12.9A 
20.10AA 
30.11AA 
50.12AA 

100.12AA 








Hein-Werner manufactures and sells more 
hydraulic jacks than any other company in 
the world today. A full line of industriol jocks 
are available in models of 1'/2, 3, 5, 8, 12, 
20, 30, 50, and 100 tons capacity, os well os 
Push and Pull” Hydraulic Jacks of 4, 10, 

| and 20 tons capacity. 


FOR YOUR PROTECTION 
all factory approved service 
stations display this emblem. 
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same reflected normalcy and good 
balance, commented these commit- 
tee members. Lower inventories 
were the same as last month, 15% 
again reporting less stock on hand. 


Employment High 


Aside from the usual seasonal 
fall-off in the construction industry, 
employment remains high; short- 
ages of skilled labor and good cleri- 
cal help continue to plague some 
areas. However, 25% still report 
employment as greater than the 
previous month. Many of the 70% 
who report employment as the same 
are encouraged by its continued 
high level. The 5% who see em 
ployment as down generally reflect 
local situations, with strikes having 


a measurable effect. 


Some Buying Ahead 


[he general industrial purchas 
ing policy is obviously selective, 
with commitments being extended 
where necessary to protect delivery 
On production materials, there were 
50% reporting coverage of 90 days 
plus, with but 4% on a hand-to 
mouth basis, 16% allowing 30 days 
and 30% in the 60-day range. For 
MRO supplies, 87% are on a cut 
rent to 60-day schedule, of which 
35% and 33% are in the 30-day and 
60-day ranges, respectively On Cap! 
tal goods, 75% reported 90 days or 
more forward buying, about the 


same as November 


Specific Commodity Changes 


(he materials reported having in 
dications of price change are steel, 
nonferrous metals and paper, all up 

On the up side are: Some copper 
items, steel, steel scrap, zinc, lead, 
paper, alcohol, lumber, rubber, coal, 
fuel oil, cement, glass and bearings 

On the 


not enough reports on any single 


down side: There were 


item to comment. 
In short supply: Aluminum, cop 


per, nickel, many steel items (in 


cluding _ plate, 
sheets, stainless and carbon), sele 
paper (particularly kraft), 


titanium pigments, glass and beat 


shapes, structural, 


nium, 


ings 








Operations Ideas — 
Can You Use Any? 





Push Button Catalogs 
Loading Plate 
Personnel Time Records 
Strapping Check Chart 
Numbering Machine 
Fireproof Chests, Safes 
Photocopy Filter 
Sales Help 
Duplicating Supplies 


Push Button Catalogs 


Push button catalozs for sales aids 
in retail, industrial 
fields are now avail- 
able. These are adaptations of the 
maker's personal telephone index 
“list finders”. Descriptive literature 
is available 


wholesale and 
being made 


Loading Plate 


A new portable aluminum dock 
loading plate that weighs just 4 as 
much as conventional steel plates 
12,000 Ibs. 
under normal operations is now be- 
ing offered. ‘The plate weighs just 
58 Ibs. and can be easily handled by 
one man. It measures 24 by 48 in. 
duty 
aluminum. Slipping and sliding are 
eliminated by two built-in stop 
angles, and the plate is shaped to 
accommodate height differences be 
tween loading dock and truck floor 
surfaces. 


and yet bears loads of 


and is constructed of heavy 





NEW SALESMEN 
TO HELP YOU SELL 


PAASCHE 2 


As part of a recent reorganization 

and development program, Paasch 
Airbrush Company is under- 

taking an advertising and 

publicity campaign designed to carry 
the Paasche story to over 6,000,000 
prospects in the next twelve months. 
And hand in glove with this campaign 
will be the development of new 
Paasche catalogs for use by your 
salesmen. What does it mean to you? 
It means that, as never before, 


Paasche is going all out to help you sell An 


Paasche Airpainting equipment. 
What can you do to capitalize on 
this effort? Let the Paasche man 
tell you how to add to your profits 
with the most complete spray 
equipment line. 

Biggest Sales Effort in the 
company's 52-year History 

Now in Progress. 


PAASCHE 


AIRBRUSH CoO. 
1915 DIVERSEY PARKWAY 
CHICAGO 14, ILLINOIS 
PAASCHE AIRBRUSH (CANADA) LTD. 
T 6, Ontario 





DIVISION OF CLINE ELECTRIC MANUFACTURING COMPANY 
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STOCK 'EM... 
DISPLAY EM... 
AND YOU'LL SELL 'EM! 

Jaa —— 





Kleins—the standard of 
comparison by which 
other pliers are judged. 
Made of finest tool 
steel, precision fitted— 
individually tested. 
Biggest selection of 
patterns for standard 
or specialized service. 
Keep a representa- 
tive stock on hand for 
your customers who 


want the best. 


Write for your 
free copy of the 
No. 203 K/lein Pocket 
Tool Guide 
today! 
DISTRIBUTED 
THROUGH JOBBERS 


Foreign Distributor: 
international Standard 
Electric Corp., New York 


2s KLEIN 


Personnel Time Records 


A systems consultant is putting 
out a specially designed attendance 
record to provide a positive method 
of recording attendance and time 
off for payroll computations. It is 
supposed to replace the ordinary 
time-book or time-sheet and may 
be used with or without time clocks. 
Among its features are: |. 
are prepared once-a-year for each 


records 


employee instead of weekly as is 
required by usual time record sys 
tems; 2. entries for the entire year 
are visible at a glance; 3. the record 
ing of attendance for overtime, 
part-time, split shift or weekend 
coverage for employees paid on per 
diem or hourly basis is facilitated; 
4. bookkeeping department can take 
records for payroll computations 
and return it to proper department 
for re-use in succeeding payroll 
period; 5. records are easily handled 
and sorted as they are single units 
and file readily in letter-size folders 
or three-ring Adaptable 
for use with machine 


binders. 
manual or 
prepared payroll systems. 


Strapping Check Chart 


If you make any carload ship 
ments, this new carloading check 
chart for anchored loads should be 
of help to shipping reom and load 
ing dock personnel. It is a clear, 
simply illustrated chart on carload 
ing procedures for wall-anchored 
loads and includes instructions for 
preparing the car, wrapping anchor 
plates, droping the car, bulkhead 
construction and use of strapping 
tools. ‘The strap manufacturer is 
offering the chart free. 
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Numbering Machine 


If you have a lot of numbering 
to do on cards, labels, containers, 
carbon forms (12 copies), etc., you 
might be interested in a new air 
operated device for automatic num 
bering. Machine features “con- 
trolled impact” to suit each job. 
Setting is made by a simple turn 
of control knob and operating pres- 
sure observed on indicator dial. 
Rear and side adjustable gages posi- 
tion work accurately. Throat depth 
is six in. and platform width nine 
in. A precision built interchange- 
able numbering head automatically 
numbers to 999.999. No 
installation other than air hose con 


from | 


nection is required. 


Fireproof Chests, Safes 
Valuable 


guarded by a new line of fireproof 


records can be safe- 
chests and safes now being pro- 
duced by a large metal products 
manufacturer. They are finished in 
a soft metallic gray on the outside 
with a velour type trimming on the 
inside, in a rich contrasting maroon. 
Five models are available: a storage 
chest, an indexed vertical file chest, 
a miniature private protector box, 
a wall safe, and a floor safe—all of 
which offer guaranteed fire protec- 
tion for one hour at 1700 degrees, 
except the miniature private pro 
tector which meets a fire test of 


+ hr. at 1550 deg. 


Photocopy Filter 


A material that filters out 95% 
of the sun’s ultra-violet rays, with- 





out cutting down illumination, is 
now available for use with photo- 
copy equipment and papers made 
by this manufacturer. This is a 
durable amber-colored plastic that 
can be ordered to fit any sized win 
dow (rolls up and down like a 
window shade) or fitted over fluores 
cent lights. It is non-flammable and 
the material is resistant to effects 
of temperature and humidity. 


Sales Help 


Flatter your salesmen with a 
“tribute” which is included in a 
folder titled “Why Loose Leaf?” 
The “tribute” is a short article that 
defines salesmanship in a new and 
dramatic way, quite flattering. The 
folder explains how loose-leaf cata- 
logs in the maker's binders can 
increase the salesmen’s efficiency. 


Duplicating Supplies 

A new catalog, “Advanced ‘Tech- 
niques in Offset, Duplicating Plates 
and Supplies” is being offered to 
firms with Multilith and Davidson 
duplicating machines. Included in 
the listings are special ink-coverage 
and water control attachments, plus 
such other accessories as dry spray 
unit, chain delivery and a feeding 
unit, all designed to give “big press” 
quality on smaller offset duplicating 
machines. ‘The catalog is indexed 
in four important sections: copy 
preparation aids, platemaking sup 
plies and chemicals, bindery aids, 


press accessories. 





For information on where to 
obtain these items, write “Oper- 
ation Ideas’, INpusrriAn Dts 
rRIBUTION, 330 W. 42 St., New 
York 36, N.Y. 





SOUNDS GOOD, TASTES 
GOOD 


Because of the stigma attached to 
“chemicals in foods,” flavor chemists 
are proposing the term “flavomatics” 
for synthetic organic chemicals used 
in imitation food flavorings, reports 
Food Engineering, McGraw-Hill put- 


lication. 











Until he switched to ® 


Inventory Contro/ WAS his Problem 














What's 
YOURS 


ba 7 ? 


The simple solution for many distributors’ inventories has 
been the modern Handy Packs. Their easy-to-read label gives 
you quantity, type and size ata glance. A “Self Service” natural, 
Handy Packs have brought bolts out of the “ back room 
to build volume and profit with minimum sales or 
service effort. And it's equally easy to reorder through 
any of our offices listed below 


@ 3 CONVENIENT SEPVICE CENTERD 
WESTERN OFFICE EASTERN OFFICE CENTRAL OFFICE 


Chicago New York City North Tonawanda 
HArrison 7-217 REctor 2-1888 JAckson 2400 (Bufta 


BUFFALO BOLT COMPANY 


DIVISION OF BUFFALO-ECLIPSE CORPORATION 


NORTH TONAWANDA, WN. Y. 
tener 1d Frien 


ers a P t is 
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Here’s something to sell 
everywhere... 





Industrial Plants 
Institutions 


Trucking Companies 
Wholesalers 


It's the New 
( 


7. Ve-Be-V 
oy) Ne-Be-Veyor 


with the belt that 
can't run off center! 


Here's a “hot tip’? your customers—all your customers— will 
want to latch-on to—fast! Yes, and you'll want to sell this light- 
weight, portable, power belt conveyor that runs rings around 
its competition because 


Only the Ve-Be-Veyor 
> has a belt that’s “in the groove” and can't run off center 
> has the easiest belt take-up ever designed 
> has no troublesome pulley adjustment 
> has aluminum-light construction that makes it easy to set up 
anywhere 
> has built-in strength—enough to carry nearly its own weight in 
packaged loads 
> has a multitude of uses: loads and unloads trucks; moves 
packages floor to floor—up to 30° incline; boosters for gravity 
conveyor lines; warehouses packaged materials; carries packages, 
boxes, bales or bags. 
““Latch-on” to this new Ve-Be-Veyor now! Write, wire or phone 
today for all the amazing details on this, the first and only, 
fool-proof, light-weight, power conveyor. 


A. B. FARQUHAR DIVISION 


The Oliver Corporation 


ee sete aes 
Jargutar 


CONVEYORS 


POWER-BELT AND GRAVITY CONVEYORS 
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Have You Heard This? 


Memo for Purchasing Agents 


“There is a tendency to exagger- 
ate the importance of low price in 
the function of purchasing. Most 
purchasing agents would be well 
satisfied if they could come out with 
the market average price on the 
total of their purchases, provided 
the purchases were satisfactory in all 
other respects. An experienced 
purchasing agent will avoid making 
a quick decision to buy simply 
because the seller quotes him a price 
below the prevailing market. Both 
the quality of the material and the 
service offered by the seller are 
likely to be more important than 
price’ —Professors J. H. Westing and 
I. V. Fine, Industrial Purchasing, 
John Wiley & Sons. 


Say-That-Again Department 


“Today's salesman is neat, in- 
formed, able, ambitious, versatile 
and tactful. Aside from his job of 
selling, he serves as the pulse of his 
particular industry and, indirectly, 
of the general state of business. This 
is what I am most aware of in the 
men who call on me and who sign 
my business. I like giving it to them. 
I need you, the salesmen, as much 
as you need me. Let’s face it”— 
Joseph Gentile, purchasing agent, 
Dun & Bradstreet, Inc., “Some 
Do’s and Dont’s of Selling as One 
Buyer Sees Them. 


What Price Experience? 


Industry’s uncritical acceptance 
of experience as a good teacher has 
costly and tragic consequences. 
Kighty percent of today’s execu- 
tives do not know how to get the 
most out of their experience. 
Neither do they know’ when 
experience is not a useful guide. 
The blunders made by men who 
assume they know what’s right 
because they have ‘experience’ have 
damaged their firms and hurt their 





careers more frequently than is 
realized by the avefage executive 
. . . Experience can be a trap as well 
as a teacher. It can make individuals 
self-satisfied and blind to the signi- 
ficance of change. New develop- 
ments, seen through the lenses of 
experience, frequently are either 
grossly misinterpreted or their signi- 
ficance is missed entirely” —Edward 
Walther, Management Develop- 
ment Associates, as quoted in 
Sales Management, Sept. 20, 1955. 


Cheaper by the Mile 


“On reading about the new 
cooperative campaign sponsored by 
the gasoline companies pushing the 
slogan ‘Drive More—it gets cheaper 
by the mile,’ the Editor sat down 
to write something funny about it. 

“Here was our national economy 
in a nutshell. To cut down expense, 
spend more. To reduce debt, go 
more into debt. ‘To increase the 
bank account, make a new loan. 
The more money. you borrow, the 
cheaper the interest. What a 
program. 

“Then an unusual thing hap- 
pened. The Editor got to thinking. 

“And, the more he thought, the 
more logical the slogan seemed. 
The slogan wasn’t funny at all. It C a] LD ( ; a Lp 
was sound thinking. 

We get out of life pretty much . .. is what they call AERO-SEAL Hose Clamps! 
what we put into it. If we buy a The new quick-attach JET or REGULAR win all 
new car and leave it in the garage bouts with vibration, corrosion or competition. 

. : : h tainl st 
to keep from getting it rained on or Vases emooth, wide, stuiaigns stool bands never 
: pinch or damage hose. The precision worm 
getting scratched fenders, the times gear tightens with even pressure all around. 
we use that car become pretty You get a tight seal that stays put — won't 
snap open until you want to remove it. And 
.. ah. oe it's re-usable over and over. Widest range of 
pleasure, in addition”—Editorial, sizes for cars, trucks, tractors and industrial 
Southwestern Purchaser, Sept. 1955. uses. 

Insist on genuine AERO-SEALS — first choice 
today as always. Make more money with the 

world’s finest quality hose clamps. 


costly. And, we lose out on the 


Sales up, But Going Backwards 


“Many a company has enjoyed a 


post-1945 increase in sales in units. 
In relation to the potential, how 
ever, the increase may have been 


less than the rate of growth of the 

mat li ee and AERO-SEAL REGULAR WORM GEAR HOSE CLAMPS 
dd OTaces. se stances, 

the company is going backwards, 

and may not realize it”—Sales Man- 


agement, Sept. 1, 1955. BREEZE CORPORATIONS, INC., 700 LIBERTY AVE., UNION, N. J. 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1956 221 





For Arbor Spacers 
and Shims, 
Feeler Stock 


or Shim Stock... 
sell top-quality 


ARBOR SPACERS AND SHIMS ¢ 
20 arbor sizes %” to 4” . . . 19 thicknesses 
001" to .125’. Specify with or without 
keyways. Also available—hardened and 
ound spacing collars (with standard 
Comal 44" to 3” long in all popular sizes. 
(For use in milling, slitting and gang-saw 
setups, shimming gears and bearings). 


FEELER STOCK ® Made from tempered 
stock, rolled to close tolerances. 44" x 25’ 
coils packaged in transparent plastic boxes, 
except above .020". Strips 44” x 12”, in 
cellophane. 27 thicknesses. All thicknesses 
from .001” to .032’. (For use in precision 
fitting, checking clearances, inspection 
and production work.) 


SHIM STOCK ® Selected from material 
rolled to precision limits, free from burrs, 
and protected by oil coating. Coils packed 
in carton for easy dispensing and protec- 
tion. 15 thicknesses .001” to .032”. Sheets 
6” x 12°; coils 6” x 120”. Available also in 
assortment package of I2 thicknesses 
001" to 015". 


Write for complete 
dealer information 


DETROIT STAMPING CO. 


332 MIDLAND AVE, e@ DETROIT 3 MICH, 


222 





Obituaries 





| Howard T. Hallowell, 
| Standard Pressed Steel 


Howard T. Hallowell, 78, chair 
man of the board and a founder of 
Standard Pressed Steel Co., died 
on Christmas day, after a long ill 
ness. 

Inactive in the company since 
1951, he had been a resident in a 
local hospital for three years. 

Mr. Hallowell’s first job was with 
American Pulley Co., where he 
became shop superintendent. With 
several associates, including Harold 
F. Gade, he organized Standard 
Pressed Steel in 1903 to manufac 
ture a pressed steel hanger he had 
developed. In 1906 he was awarded 
the John Scott Medal by the City 
of Philadelphia for contributions 
to industrial safety and pioneering 
pressed steel uses. 

He is survived by his wife; a 
daughter, Mrs. Ruth N. H. Gray, 
of Haddonfield, N. J.; a son, H. 
Thomas Hallowell, Jr., president 
of Standard Pressed Steel, and three 
grandchildren. 


William Simpson, 
Templeton, Kenly 


William Simpson, retired vice 
president of ‘Templeton, Kenly & 
Co., died in California, Pa., Dec. 8 

He had been with the company 
31 vears, before retiring in 1953 
He was particularly active as a repre 
sentative for Simplex jacks in the 
mining and railroad fields. 


Gaston Drake, 
Railey-Milam Founder 

Gaston Drake, 84, a founder of 
Railey-Milam Hardware Co., Miami, 
Fla., died Dec. 18. 


Mr. Drake founded produce and 
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NOw! 


XO. 2 TON 


LIGHTWEIGHT 


LUG-ALL WINCH HOIST 
WITH 


20 FT. OF CABLE 


10 
MODELS 
CHOOSE FROM 


LUG-ALL sales now mean greater profits 
for you. All LUG-ALL models are huskier 
than ever and ore a natural seller to main- 
tenance departments, mining operation, 
railroads, utilities, contractors, quarries, 
municipalities, machine shops and retin- 
eries. Every model features galvanized or 
stainless steel preformed aircraft cable, 
safety type handles that bend when hoist is 
severely overloaded, and can be worked to 
10” of headroom with 34, 1% and 1'%2 ton 
models, and to within 13” of headroom with 
2 ton model. LUG-ALL distributors every- 
where say LUG-ALL sales are helping to 
keep the profit picture brighter 

WRITE TODAY FOR MORE INFORMATION 

ALSO 3000 LB CAPACITY 
LIGHTWEIGHT CAR DOOR PULLERS 
WHEN YOU ORDER LUG-ALL’S 
YOU ORDER THE BEST 


LUG-ALL IS THE MOST IMITATED 
WINCH HOIST ON THE MARKET 


THE LUG-ALL COMPANY 


HAVERFORD 11 PENNA. 





lumbering enterprises in South 
Florida at the turn of the century 
and built the town of Princeton, 
Fla. 

With Marcus Milam and Pat 
Railey he founded the Railey-Mi- 
lam Co. in 1909. 

He also pioneered oil explora- 
tions in the South Florida area. 

He is survived by his wife, Mrs. 
Mary Robinson Drake; two daugh 
ters, Mrs. K. M. Hocffel, of Wash- 
ington, D. C., and Mrs. John Van 
Ryn, of Lantana; a brother, Dr. 
B. F. Drake, of Ocala; and three 
grandchildren. 


Robert R. Ragan, 


Beeson Hardware 
Robert Rowland Ragan, 85, 


president of Beeson Hardware Co., 
High Point, N. C., died Dec. 21 
after a long illness. 

He was officer and director of 
several High Point enterprises, in- 
cluding Southern Varnish Co., 
Ragan Knitting Co., and two banks, 
and was a principal owner of the 
Sheraton Hotel. 

He was a founder and for 30 
years treasurer of the local 
Y.M.C.A., founder of Memorial 
Hospital, and one of the founders 
of the Public Library. He studied 
at Trinity College (now Duke Uni- 
versity) and the University of North 
Carolina. 

Surviving are his brother, Horace 
S. Ragan, and a sister, Mrs. G. H. 
Kearns 


Joseph L. Comer, 
Wm. Powell Co. 

Joseph L. Comer, 61, vice presi- 
dent of the Wm. Powell Co., died 
Dec. 31 in New York City after a 
brief illness. 

He has been general manager of 
Powell's New York office since 1948 
and before that had held other ex- 
ecutive posts in the valve industry. 

His wife, Mrs. Velma Comer, 
survives 


BRAND NEW! 


Saw-Jo:nter-Sander 
Combination 


Prospects for 
Yates-American 
J-Line 
Woodworking Machines 


are all around you 


They're in all these places: 

Schools Sign and Display Shops 
Cabinet Shops Pattern Shops 

Lumber Yards Planing Mills 

Toy Manufacturers Boat Builders 

Sash and Door Plants Building Contractors 
Furniture Manufacturers General Woodworking Shops 


They're in all these departments of large plants: 
Assembly 


Pattern Shop 
Research or Experimental 


Parts Production 
Shipping 
Maintenance 
Wherever wood is fabricated (or even plastics and 
light metals), wherever there's a job of maintenance, 
there’s a spot for Yates-American J-line machines 

And whenever you sell a Yates-American, you auto 
matically boost your day-to day volume on accessories, 
industrial supplies, et 

Are your men calling on all these prospects? Or are 
they passing some by? For the sake of your sales and 
profits, check and see. 


If you're not a Yates-American dealer now, tear out 
and mail the coupon below for complete information 
on a franchise in your area. 


Yuatea- llinerictan 


BELOIT, WISCONSIN 


Branch Offices: CHICAGO, ILL., HIGH POINT, N.C MEMPHIS 
TENN., PORTLAND, ORE 


Tear out coupon and mail today 


YATES-AMERICAN, Dept. 8-725, N. Fourth St., Beloit, Wis 


C) I am interested in a J-line franchise. Is my territory open 
Send me bulletin on new Saw-Jointer-Sander Combination 


Name 
Company Name 
Address 


City Zone 
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MAKE YOUR OWN 


HERCALtoy ‘°°' 


, CHAIN ASSEMBLIES 


with all components furnished from 
your distributor's stock. 


Cn 


Hammerlok 


COUPLING LINK 


@ NO PEENING 
@ NO WELDING 


@ Hammerlok is made of 
alloy steel...is stronger 
than Herc-Alloy chain... 
is thoroughly field tested. 


@ Write for literature or 
ask your industrial distrib- 
utor about Hammerlok. 


@ Made by the makers of 
Herc-Alloy...the original 
alloy steel chain. 


OLUMBUS McKINNON 
CHAIN CORPORATION 
TONAWANDA, NEW YORK 
DISTRICT OFFICES: NEW YORK 
CHICAGO « CLEVELAND 
in Conada. McKinnon Columbus Chain 
Limited, St. Catharines, Ontario 


HOISTS AND CHAIN 





From the Files 


1946 





25 YEARS AGO 


“The order taker is rapidly losing 


his place’”—Mill Supplies. 


H. J]. Behn, manager of the Mill 
Supplies Department of Hunter 
& Havens, Bridgeport, Conn., de 
scribed in an interview how plant 
surveys helped him build grinding 
wheel sales. 


Edward A. Hirshon, sales manager 
of W. S. Wilson Corp., New 
York City, supplied the first case 
history for a series of articles in 
Mill Supplies showing how sales 
men sell related lines. 


D. S. Brisbin, Columbus-McKinnon 
Chain Corp., was appointed to 
the Joint Merchandising Com 
mittee of the three associations. 
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George Puchta, of Queen City Sup- 
ply Co., Cincinnati, marked his 
50th year in the industrial supply 
business. 


Fire destroyed the headquarters of 
Armstrong Mfgrs. Supplies in 
Boston. 


Co., Springfield, 
the Greenfield 


Stacy Supply 
Mass., took on 
Tap & Die line. 


A new company, Wilcox, Glidders 
& Jones, was organized in New- 
ark, N. J., by former members of 
the Ludlow & Squier organiza- 
tion. Charles L. Wilcox was 
president; George T. Glidders, 
vice president; Donald M. Jones, 
secretary, and Arthur D. Wilcox, 
assistant treasurer. 


“It’s no longer a day of dog-eat-dog 
among distributors,” said J. C. 
Corby, Corby Supply Co., St. 
Louis, in announcing a plan for 
selling to competitors. Percent 
ages were scaled like this: 5% off 
on a sale where a non-stocking 
competitor gave Corby the lead; 
10% if the competitor's salesman 
actively helped; 15% if the com- 
petitor carried the account, and 
20% if the sale was closed with- 
out a Corby salesman. 


Phil Laib 
was organized in Louisville, Ky., 
Phil F. Laib as president. 


Sons, a new company, 


with 


FE. J. Munrell of Munnell & Sher 
rill, Portland, Ore., reported that 
1930 volume exceeded 1929 by 
15%, in spite of the depression. 


R. D. Van Dyke, Jr., became presi- 
dent of Industrial Supplies, Inc., 
Memphis, Tenn. 

American Chain Co. instituted 

group life insurance for employ- 

ees of one of its subsidiaries. 





10 YEARS AGO 

American Machinery & Supply Co., 
Omaha, changed its name to T. S. 
McShane Co. 


Government figures gave a clue as 
to why so many new industrial 
supply houses were to get their 
start just after the war. Accord- 
ing to the Department of Com- 
merce, there was a net shrinkage 
of some 30,000 in the number of 
wholesale concerns of all kinds 
during the war. There seemed to 
be room for newcomers. 


With reconversion 90% complete, 
unemployment in the country 
was currently less than 2,000,000. 
Civilian industrial production was 
up 75% from the previous July. 


Couch & Heyle, Inc., Los Angeles, 
completed its new 30,000 sq. ft. 
warehouse. 


White Supply Co., Waterbury, 
Conn., held open house for its 
suppliers to show off its new office 
procedures and “controlled ell- 
ing plan.” 


Hibbard Spencer Bartlett & Co., 
moved its H. Channon Co. divi- 
sion into a new building to sepa 
rate industrial supplies from hard 
ware lines. 


Robert H. Russell, of J. Russell & 
Co., Holyoke, Mass., and J. G. 
Geddes, of H. K. Porter, Inc., 
Everett, were co-chairmen of a 
distributor-manufacturer regional 
conference in Boston. 


The Foreign Economic Administra- 
tion recommended permanent dis- 
mantlement of German plants 
producing abrasives, antifriction 
bearings and industrial electrical 
products. 


Brig. General Leonard P. Ayres 
termed labor-management discord 
“tntolerable” and urged Congres- 
sional action to stabilize the situ 
ahon. 


a 


THE ORIGINAL 
ALLOY STEEL CHAIN 





@ Herc-Alloy is a special all-purpose 
chain with long-wearing properties and 
high resistance to impact loading. 


@ Herc-Alloy is sold in running 
lengths and in all types and sizes 
of sling chains assembled to 
customers’ specifications. 








@ Write for Bulletin 100 covering 
Herc-Alloy Sling Chains, including 
helpful information on their 
care, use and inspection. 


@ CM also produces a complete 
line of chain attachments and 


welded chain of all types including 
stainless steel and bronze. ie, 


CHAIN CORP. 


Tonawanda, New York 
Regional Offices: NEW YORK « CHICAGO « CLEVELAND 
HOISTS AND CHAIN In Canada: McKINNON COLUMBUS CHAIN LTD., 
Herc-Alloy® ST. CATHARINES, ONT. 
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10 Years Ago (Cont'd) 





THE TRADE CALLS 


for 
DYKEM 
STEEL BLUE < 


—_— 


L. L. Ensworth & Son, Hartford, 
Conn., completed its new 300-ft. 
long steel warehouse. 

Globe Machinery & Supply Co., Des 
Moines, Iowa, added several sales 
men to its staff. 


Harris Pump & Supply Co., Pitts 
burgh, took on the Carboloy line. 


Mark Lyons, Jr., succeeded his father 
as president of McGowin-Lyons 
Hardware & Supply Co., Mobile, 
Ala. 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in p relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
= Established 1920 
: 2305A North 11th St. © St. Lovis 6, Mo. 


Heres the bine that meanc 


BUSINESS FOR YOU! 





CARBIDE 


DRILLS! 


Looking for a drill line that will boost 
your sales volume? Then you'll do well 
to sell Ace “Ground -from-the-Solid” 
Drills! Take Ace Carbide Drills, for 
example. They're available tipped or 
solid in a wide range of sizes to meet 
your customers’ needs. Yet they're just 
one group in over 50 different types of 
quality drills and reamers in the fast- 
moving Ace Drill Line. Add to this 


Chicago-Latrobe executives threw a 
surprise party for Oscar Iber 
(left), of O. Iber Co., Chicago, 
on his 55th birthday. 

Earl Haas returned 


Malcolm and 


such advantages as credit on every order 
written in your territory, factory sales 
and engineering assistance, plus aggres- 
sive advertising in 8 leading metalwork- 
ing magazines . and you'll know why 


from Navy duty to work with 


their father, Edgar Haas, Sr., 


} 


Stauss & Haas, Inc.. New Orleans 


an Ace Distributor Franchise is the deal 
for you. Send for details today! 


got 


Hays Supply Co., Memphis, 


1 
back four of its salesmen from the 
Because, the ZIP line 
Siot Bolts, Hex Nuts, 
ds, ‘“*T’’ Slot 
Step Blocks, 
S are essential com- 
ery machine 
them it would 


ACE DRILL CORPORATION 
i Adrian, Michigan 


Armed Forces 


qu 


! Gentlemen: Please send me your complete line catalog 
] (No. 52), end full information on your Distributor's 


| 


J]. Robert Kelley was elected execu 


il 
\t 


| 
! 
| 
| 
| Franchise Agreement | tive vice president of Manni 

| | 

“sy , apis 

| 

| 

| 

| 


Maxwell & Moore, 


>’ sure prompt custoiner service. 


r 


iu 


Now packaged for your 
convenience 


Inc 


a 


i NAME 
Immediate delivertes frum 


! COMPANY stor any quantities 





(att) 


| Te 


Kero OLDER WORKERS WELCOME 

Cleveland metalworking firms are 
letting down the age barrier 
skilled workers, American Machinist, 
McGraw-Hill _ publication, 
Hiring policies currently are extend 
ing up to 60 years of age. 


iui 


{ 


for 





reports 


GEO. W. SELTZER & CO. 


DREXEL HILL, PA 


ADRIAN, MICHIGAN 











ORIGINATORS OF "“GROUND-FROM-THE-SOLID” DRULES 


a 
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(Starts on page 124) 





i BUFFALO 
etter-buil 


\ DRY CHEMICAL 
\\\ EXTINGUISHERS 


' \ \ 
SAFETY PIN 
WFFALO ANY 
Marcel Robilard (my POSITIVE PIERCE PIN 
eter bull . \ \sarecuano CARTRIDGE SEAL 
DRY 


Fite ExT ne UrSMER EN \ \ CONVENIENT CARRYING HANDLE 
\UTAMPER-PROOF FILLER CAP 


LARGE RADIUS DISCHARGE TUBE CURVE 





Supplies Manager 
1 * ok eee ' NON-KINK FLEXIBLE HOSE 
Named by Movelek ' = aero e CARBON DIOXIDE CARTRIDGE 


Marcel Robilard has been ap 7 = od STAINLESS STEEL CONSTRUCTION, stronger, 
wna lighter weight, safer and durable. 





pointed manager of the mill supply 

' a : ; = MOISTURE-PROOF SQUEEZE-GRIP 
department of The C. S. Mersick DISCHARGE NOZZLE 
& Co., New Haven, Conn., suc STAINLESS STEEL PIN AND SLEEVE 
CO, PRESSURE INLET 


ceeding Carl Lyon who has retired. 
i "__-— POWDER OUTLET 
Mr. Robilard has been with the — oo app a a a 


firm since 1920, when he started . / bottom assures 98% powder discharge. 


work as an office bov. / Oe BASE 


Mr. I , who was vice-president 
a ee Available in 5, 10, 20 and 30 Pound Models 
and mill supplies manager, had been 


with the company since 1902. 


UNDERWRITERS’ LABORATORIES APPROVED! 


W... you handle the Buffalo Fire Extinguisher 
line you can be sure you sell the finest because there's 
more fire protection built-in. Highest engineering 
standards, exacting manufacture and precision in- 
spection produce the finest extinguishers possible 
Buffalo's exclusive Distributor Sales Policy and con 
sistent advertising program to your customers direct 
ing sales to industrial distributors makes the Buffalo 
line very desirable. If you are not already a Buffalo 
Distributor, write today for complete information! 


WRITE TODAY FOR THIS COMPLETE 
POCKET GUIDE TO FIRE PROTECTION! 


BUFFALO FIRE APPLIANCE 


c 
an. ne ore ee ee ee 


Carl Lyon 
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there’s volume and profit in 


packaged assemblies and factory 
built overhead handling equipment by CONCO 


JIB CRANES 


1-BEAM TROLLEYS Wall bracket type, 4 to 3 
Plain or geared types, ball or roller bearings, tons, complete cranes, or pack- 


: aged assemblies. Write for 
to 10 tons. Write for bulletin 1100 bulletin 2400. 


£5). 





P. B. McSherry, Jr. 
CHAIN HOISTS 
Spur geared types, a 4 . Socket Screw Manager 


speed and light weight, 
te 25 tons. Write for bulle- Hy Named by Bristol 


tin 1200 
x S 3 <2 rhe Bristol Co. has appointed 
Peter B. McSherry, Jr., as sales man- 
er ae ager of its Socket Screw Division. 


PUSH TYPE UNDERHUNG With the firm since 1947, ne be- 
CRANE ASSEMBLIES came manager of supply sales in 


Packaged asemblies for single trolley model a’ 
CONCO ENGINEERING WORKS (ov ion ond multiple trolley models (6 to 2 tons the Instrument Division in 1949, 


Division of H. D. Conkey & Company, Mendota, til. Write for bulletins 1400 and 1440 - 
then field sales manager and, lately, 


HANES 


[$Useuff / 











VY AFFILIATES: Conco Engineering Works — Domestic Heating Equipment assistant sales manager of the Socket 
Conco Building Products, inc. — Brick, Tile, Stone Screw Division 





SALES Tl PS / | ‘ : Me 7” ‘ | Grand Rapids Line 


TT MITT Te -_ Sold to Hammond 
SELLING Hammond Machinery Builders, 


Inc., has purchased the Grand 


what does a MULTI-DRILL do? Rapids line of drill and tap grinders 


7 yer & Livingston Co. 
A MULTI-DRILL will drill 2 to 8 holes at 1 oe Coe & eee SO 
este of Grand Rapids, Mich. 
stroke—cut production time . . . reduce tool The Gret Gemnd Ranids line w 
investment . . . lower hoie costs. Fits any 1S ee See Cees Ene wes 
drill press without use of special tools 
or need of alterations. Thousands of 
MULTI-DRILLS in use today wherever 
metal, wood or plastics are drilled or tapped. 


introduced in 1917. Hammond of- 

ficials said the new grinders should 

fit in logically with the firm’s pres- 

ent lines of polishing, buffing and 

aay deburring machinery as well as car- 

features that help you sell ih oy bide tool, abrasive belt and general 
j purpose grinders. 

Hammond is filling orders for 
parts and new machines of the 
Grand Rapids line at its Kalamazoo, 
Mich. plant. 


Extremely flexible—quickly adjustable to drill any 
hole pattern witnin a 9” circle. 


© Centers as close as '2". 
Standard Extension Spindles available to 
increase working area to 22/2". 
enclosed ball thrust bearings . . . heat 


treated alloy gears ... heavy duty universal joints 4 - . Y 
gvarantee long, trouble free service. Works Manage . Named 





John W. Vance has been named 
works manager of the Henry Dis- 
ston Division of H. K. Porter Co. 
He has been chief plant engineer 
at Disston since 1953. 


Fit any drill press. 


Manufacturing Company 
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Los Angeles Firm 
tlas Two-Day Show 
Some 2,000 visitors attended a 
recent two-day open house of Mar- 
shall Tool & Supply Corp. in Los 
Angeles, featuring new machinery = 
lines and the public debut of the cage tie 
company’s newly renovated head pa a " a” 
quarters pa eae ee 
Equipment and supplies were £ 
exhibited by 70 manufacturers in 
the firm’s enlarged permanent show | 
room. A special effect in 3-D was é 
achieved by inflating photographs ee espineenonaaaieil : 
to actual size and mounting them 
at special angles for backdrop dis 
plays. 
Company officers showed guests 
through the renovated warehouse 
and offices and explained new order 
handling and filing systems. Door 
prizes were awarded. 
Carl Marshall, president, said the 
show will be made an annual event 
because of its success. 





“YANKEE” vises hold 


from start to finish 


In the photograph above “Yankee” Vise No. 1993 holds 
a steel bar on the bed of a milling machine for milling of 
assured accuracy. This kind of start-to-finish work hold- 
ing is one way to assure accuracy. Here’s how. 





KS 


ax) 
Q et — xs 


M. C. Butters S —Yy 





























Off the swivel Back on the Lifted onto drill Held in same 


General Manager base, end down swivel base, at press, still held position but 
for accurate bench, for cen- accurately in moved to mill- 


Named by Butterfield marking. ter punching position ing machine 
Union ‘Twist Drill Co. has ap No. 1993 lifts off and on swivel base as you see. It is 
pointed Martin C. Butters general machined square on top, bottom, sides and front end for 
manager of its Butterfield Divisions machine work. Hardened and grooved V-biock supplied 
1t Derby Line. Vt.. and Rock Island with every “Yankee” Vise. 4 sizes with or without swivel 
p O ) 12”, 2”, 254” and 4” jaw widths. 
He succeeds Stanley L. Holland, 
recently named president on Union 


Ke oo. | ae STANLEY 


base... 


With Union ‘Twist since 
Mr. Butters was previously with the 
du Pont Co. and OK Tool Co. 
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“SERVICE” 


J 

it’s ACTION! 

When last Fall’s disastrous flood hit the 
Northeast, for example, this distributor of 
Clark fasteners suffered heavily. 

As soon as flood waters receded, trucks 
were sent . . . damaged stock was gathered 
up, reprocessed, repackaged and returned to 
Templeton. 

Commenting on this help, Miles Stray, Pres- 
ident of Templeton, wrote: 

“You folks have used us so magnificently 
during our recent adversity that we really 
feel you have been imposed upon. 

“... your boys have re-worked practically 

all the Clark Bros. stock and many items 

which were never associated with Clark 

Bros. 

“Our sincerest thanks for everything.” 
Cordially, 
CHARLES A TEMPLETON, Inc. 
M. |. STRAY 

This isn’t an isolated instance. It’s typical 
of what Clark means by “service” . . . assis- 
tance when it's needed . . . all-out coopera- 
tion and effort to help your business run 
smoothly and profitably. 


BROS. BOLT CO. 
MILLDALE, CONN. 


Sa 





CAT UNDER TIN ROOF inspired 
this sign at White Supply Co., Water- 
bury, Conn. (see below) 


Waterbury Cat 
Has 8 Lives to Go 


Roger King, of R. W. King Co., 
was driving through Waterbury one 
day recently when he spied the sign 
pictured above on one of the build 
ings of White Supply Co. 

Intrigued, he took a_ picture 
and got the story from the White 
Supply office: It seemed that dur- 
ing the last big New England flood 
this fall, water rose all the way to 
the roof inside the warehouse. But 
when it subsided a cat was found 
clinging to debris, dripping but 
alive. There being no possible way 
to get in or out of the building when 
it was inundated, wondering em- 
ployees memorialized the loss of the 
cat’s first of nine lives in the sign. 
The cat is now dry and well, and 
still lives in the warehouse. 


Handbook Planned 


The Welding Society is revising 
its Welding Handbook and will di 
vide the book into five sections, 
publishing one completely-revised, 
500-page section each year. Fred L. 
Plummer, Hammond Iron Works, 
is chairman of the revision com 
mittee. 
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The Best Known Brand of 
Belting Throughout the World. 

Serving Industry Since 1868. 
Sold Through Stocking and 


Non-Stocking Dealers. 


PROFIT 
PACK 


Nationally 
Advertised 


MAK-A-KEY« 
THE PACKAGED KEY STOCK 


Sell steel key stock the new, 
profitable way — packaged in 6 
most commonly used sizes for 
industrial use. Cold finished 
steel — zinc-coated to prevent 
rust * Over-size to assure snug 
fit no back-lash. + Greaseless 

clean to handle + Easy to cut 
* Standard assortment in sturdy 
self-service display carton, 12 in. 
lengths: He A Ge &. Ate lk, 
in. squares. Also rectangles and 
additional sizes. Write for de- 
tails. 


DE VAN-JOHNSON CO. 
508 Rathbone Avenue, 
Aurora, Illinois 








Republic Steel ened 
Combines Divisions 

Republic Steel Corp. has com 
bined its Bolt & Nut and Chain 
Divisions into a new Bolt & Chain 
Division with its own sales organi 
zations. 

Harold (¢ Seifert, who had 
headed the two divisions when they 
operated separately, will be in 
charge. General manager of sales 
will be Harvey A. Craig, former 
sales head for the Bolt & Nut Divi 
sion. W. C. Schnackel, who man 
aged Chain Division sales, has been 


named assistant general manager for 
distributor and hardware sales 
Norman W. Foy, vice-president 


TR Sr et 
- * 7, 


in charge of sales, said the merger 


was a logical one for greater efh 


ooo 
¢ 


ciencv, since both former divisions 


make specialty products sold in 
many instances to complementary 
markets 

Besides fastener and chain prod- 
ucts, the new division will handle 
tool steel and cold-formed parts 
sales. 

New sales districts will be estab 
lished with headquarters in Cleve 
land, Detroit, Chicago, Birming 
ham, San Francisco, Los Angeles, 
Houston, Long Island City N. Y., 
and St. Louis 
The best man any one of your customers has couldn't 
match hand shears against this Stanley Unishear U216 
for speed and accuracy. U216 cuts through the center of 
16-gauge mild steel and trims 14-gauge at 20 ft. per min- 
ute; other models cut from 18 to 6 gauge 











\ 
\ 


A | 
\«< 











Cw a 
From the biggest ... to the smallest 














Stanley offers a complete line of electric shears... 6 
portable, 2 bench and | floor model. From the biggest — 
U3610 cuts mild steel up to 8-gauge, above left — to the 
smallest — U218 trims up to 16- gauge, above right — 
Stanley Unishears handle every cutting job. 


RAY BRISTOW, sales manager, Ken 
R. Humke Co., Portland, Ore., and 
James M. Owen, Cleveland Cap Screw 
representative from Seattle, discuss a 
customer’s fastener requirements. 
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Purchasing Power of Dollar Stabilized 


Hutto: “<== 


The Handiest Am 
Carton Cutter Made | ey \v 


Wholesale Prices-~ 








125 


Now you can satisfy your customer re- 
quests for the Kutto Carton Opener. Kutto 


is the handiest tool ever made for the re- - 
colving and chipping seem. Made of Source: U.S. Dept. of Commerce. 1947-49=100 


heavy quality steel, it will stand a life- rsitatitiriitisiitias Lootis Lists Lit mbotiifiits rbivtis] es 
time of hard use. 1935 1940 1945 1950 ; 1953 A— 1954 . er pa 
National Research Bureau 





1ool- 
j 





YOUR 
PRICE 


3Doz. 1900 


or more Per Doz. 


6 Doz 950 


LIST PRICE 

EACH Purchasing power of the doliar for goods at wholesale has trended downward since 
the end of 1954, according to Commerce Department averages (see chart at right). 
This reflects 1955’s price rises, including those in industrial supplies. Still, the 
dollar buys almost as much at wholesale as it did three years ago (within 1%) 
Purchasing power for consumer goods has dropped only slightly; in terms of food 
prices, it has gone up. All things considered, there’s been little, if any inflation 
since the end of the Korean War. Compared with 1935, of course, it’s a different 
story (see left-hand chart). Inflationary pressures of World War II, the postwar 
scarcity period and the Korean War had cut the 1935 dollar’s value in half by 1953 


| Kutto, with blade 
and 5 extra blades in 
handle, each postpaid $1.25 


6 Kuttos, with blade 
and 5 extra biedes in 
handle, postpaid 7.20 or more Per Doz 


12 Kuttos, with blade 
and 5 extra blades in 12 Doz 900 
handle, postpaid ve 13.50 or more Per Doz 


F.O.B. CHICAGO, ILL. 


MODERN SPECIALTIES CO. 
4301 Ogden Ave. Dept. ID 








Chicago 23, Ill. 








CHICAGO 31 


Flux 


Sodering Paste 
SAVES TIME—SAVES LABOR 


Safest—fast working 
sodering poste made. 





Double strength, 
non-evaporating. 
Adaptable to hand 
or machine soder- 
ing. Works like 
lightning. 

Call Your Distributor 

or Write to 


LB. ALLEN CO., INC. 




















6731 BRYN MAWR AVE 
ILLINOIS | 
@ Sold thru Distributors 
®@ Send for Catalog 





Weed & Co. 


Names Executive 


Weed & Co., Buffalo, N. Y., has 
elected William J. 
president. 

A director of the company, he 
has been with the firm 45 years. He 
started in the Rochester, N. Y. of 
fice, and transferred to Buftalo two 


Luxford vice 


years later. 


Acme Rubber 


Names Executive 


J. V. Carlin, Jr., has been ap- 
pointed assistant general sales man- 
ager of Acme Rubber Mfg. Co. 

With Acme since 1947, he has 
been a representative in the Phila 
delphia territory. He will assist 
J. V. Carlin, Sr., general 


manager. 


sales 





“* 


Thor Branch Managers Meet 


Thor Power ‘Tool Co.’s branch heads from 19 cities met with headquarters officials 


recently in Aurora, III 
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Lock Washers | 
in 


9 Popular Sizes 
Machine Packaged and coun- 
ted in Crimped-End Tubes 


PLATED 
WASHERS 
in White 
Tubes 


PLAIN STEEL 
in Yellow 
Tubes 


Patent Pending 


—and 2-Label 
Telescope CARTONS 


for upside-down or right- ~y" + ~e ~4 
ing or telescoping 

cover—all with PReadeble Fig Richt. ai 
up End Label. 


Use Them 
Like This 
Black bottom up 


for ‘‘upside-down'’ 
stacking 


— or This 


Yellow top up for 
conventional stack- 
ing 


and This 


Open carton tele- 
scoped inside cover 
with readable right- 
side-up End Label 


Get Details of 
Distributors TRIAL ORDER 


M-C Lock Washers in Coin Pak 
are sold to industry only through 
recognized Industrial Suppliers. 
If you are not familiar with this 
Modern, Functional, Small Lot 
Packaging of Lock Washers, write 

hota forall Information on Coin 
ory "Trial Order for distributors 
only. Ask also about JOB-PAK, 
the new Bulk Package for volume 
users. 


a 


David B. Voorhees 


R. C. Neal 
Names Officers 

David B. Voorhees has been 
named president of R. C. Neal Co., 
Buffalo, N. Y., succeeding Ray C. 
Neal who retired from the firm the 
first of the vear 

Leonard J. ‘Thorn was appointed 
sales manager. 

Frederick J. Zierk is vice-president 
and treasurer, with responsibility for 
finance and ofice management, and 
Carlton H. Russow was named sec 
retary and assistant treasurer 

Mr. Voorhees has been vice-pres 
ident and sales manager since he 
joined the firm in 1954. Mr. Thorn, 
who has been with the company 11 
years, became assistant sales man 
ager a year ago. Mr. Zierk has been 
with the firm since 1931 and Mr 
Russow since 1939 


Leonard J. Thorn 
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im WU SLLS * 


- Modern, Functional 
BULK PACKAGING 
«++ at No Extra Cost! 


*The contents of a Keg in 
ONE Shipping Container — 
divided into 6 equal cartons 
— Labeled and Counted 


FOR VOLUME USERS 
JOB-PAK has 6 inner cartons, 


each containing 1/6th of the con- 
tents of the “keg size” outer con- 
tainer. 


JOB-PAK individual inner car- 
tons of lock washers are the same 
as a distributor package. 


JOB-PAK reduces handling ex- 
pense — each inner carton of lock 
washers weighs approximately 33 
bs. — easy to place on stock 
shelves with other packaged items. 
JOB-PAK assures maximum use 
of stock room floor area—no open 
kegs, boxes or cartons on floor or 
in aisles. 

JOB-PAK eliminates countin 
and weighing, manual effort an 
error — prevents spilling and mix- 
ing of sizes. 


JOB-PAK speeds up physical in- 
ventory, simplifies multi-stock dis- 
tribution. 

Write for Prices, and a Home Assortment of 
Plated Lock Washers in Miniature JOB-PAK 


A8476 1/3c 











There’s more to this 


... than meets the eye 


Many folks confuse polecats 
with ordinary cats. Check 
them in action, however... . 
it’s easy to tell the difference. 
Same way with Cans. When 
you see WITT alongside other 
makes, they may even look 
alike—but don’t be confused. 
WITT outlast 3 to 5 ordinary 
containers! 
WITT Cans and Pails are 
made of heavy-gauge steel, 
reinforced by solid steel 
beaded bands top and bottom 
have deep, rolling cor- 
rugations and _ tight-fitting 
lids . . . are strongly con- 
constructed to stay in shape. 
You sell satisfaction — not 
just for days or months—but 
for years . . . when you sell 
WITT Cans. 


“Ougrnators of the Corrugated Can 
Pica via wilt CONNICE COMPARE) 


2111 Winchell Ave., Cincinnati 14, Ohio 








Carlton P. Pressler 


New Britain Firm 
Completes Building 

Mill Supplies, Inc., New Britain, 
Conn., has moved into its new 
building at South and Sherrill Sts. 

The eight-year-old company built 
the structure to modernize facilities 
and increase its space. 

Officers said few policy changes 
were planned but the firm would 
specialize in abrasives, cutting tools, 
fasteners and shop equipment 


Sales Engineer Added 


Carlton P. Pressler has joined the 
Mill Supplies outside staff as indus- 
trial sales engineer. In the indus- 
trial field for the past 12 years, he 
recently attended factory courses at 
Standard Pressed Steel Co. and Hy- 
Pro Tool Co. 





TEMPTING PROPOSITIONS 


inducements to relocate received by 
one major appliance maker from var- 
ious U. S. cities included rent-free, 
tax-free buildings; special country 
club privileges for executives; cheap 
labor; and a swimming pool and golf 
course for employees, American Ma- 
chinist, McGraw-Hill publication, says. 
The appliance manufacturer, however, 
has declined all offers. 
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"Suggest the best. . . 
for any application, 
sell G&K leather 


GRATON & KNIGHT 


WORCESTER. MA 








THE MOST COMPLETE SOURCE 


STAINLESS STEEL, 
SCREWS 


BOLTS NUTS 
WASHERS 


RIVETS — FASTENING DEVICES 
ALL TYPES 


PA l @) ALL SIZES 
e ve! 


SZ ANY QUANTITY 


SPECIALS 
MANUFACTURED 
TO, BLUEPRINT 
SPECIFICATIONS 


lone ss, 


SCREW & sige CORP. 


13) CH 


tains 





Nicholson steam trap simplicity gives you 


peak performance, 
low-cost maintenance 


Nicholson simplicity of design and operation pays off big . . . in 
performance for the user...in profits for you! There’s a big, 
broad market for Nicholson—wherever steam is used. And 
simplicity—Nicholson simplicity—-gives you an important 


product superiority to sell. 
Write, today, for your copy . . 
of new Bulletin 10-55—for @ one moving part—big husky bellows. 
detailed information. @ positive shut-off—no waste of steam. 
@ high capacity —effective use of large orifice. 


@ each unit service tested—with steam. 


Sell simplicity, too. Sell Nicholson. 


_@f NICHOLSON xd Conpary 


TRAPS * VALVES * FLOATS * METAL PARTITIONS 
LAUNDRY, DRY CLEANING AND PRESSING MACHINERY 


14 OREGON STREET, WILKES-BARRE, PA. - SALES AND ENGINEERING OFFICES IN 98 PRINCIPAL CITIES 
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“Cushion Throat” Pliers | 


Here's a simple and effective way to con- 
trol cut ends of wire—keep them from 
flying or falling into a chassis. 

The Utica® “Cushion Throat” is a 
tough, rubbery red plastisol coating 
bonded right beside the cutting edge of 
Urica® pliers. As the pliers close, the 
cushion grips the short end of wire and 
holds it tightly. 

The “Cushion Throat” is specially val- 
uable in electronics work—makes it pos- 
sible to cut inside chassis without danger 


of wire snips causing a short. Grips | 


spring or hard wire, too — gives extra 
safety on every cutting job! 


Order from your 
distributer, today! 
os 


ra ome — 
ur rich diagonal 7 
ing pliers. 


Exclusive UTICA 
Patent. 


hand too! trad 


wok twelstered inthe U.S. Patent Office. 
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Department Store Sales Top 1954 














° poitrriitiiiitis 
935 1940 19465 1960 





By New Year's, most U, S. retailers 
history. After the big Holiday buying 
predic ted that sales 


1947-49= 100 ( New Series, adjusted for seesono! variation) 


had rung 
spree 
for the first half of this 


Monthly Averages | 
| (Right hand scale) 











1 Fr PER SRS HA 100 
1954 1955 

National Research Bureau 

up the highest volume of sales in their 
Prof. Malcolm McNair of Harvard 
year will be up at least 5% over 1955 


lhe chart above shows the trend of department store sales before Christmas: up at 


least 10 points above the previous fall 
T cord levels (and consumer credit also 
make, Their buying habits sinc 
humming with orders 


1947-49 100) 
at its peak), 


mid-1954 have kept consumer goods industries 


With personal income at 
people are spending what they 
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Woodrow I. Lacey 


West Coast Manager 
Named by Sier-Bath 


Sier-Bath 
appointed Woodrow I. 
West Coast district manager of its 
Coupling Division with headquar 
ters in San Rafael, Calif. 

He will cover California, Wash 
ington and Oregon, with responsi 
bility for setting up additional dis 
tributors. 

Mr. Lacey has had experience in 
the area as owner of his own firm, 
Lacey Co. 


Gear & Pump Co. has 
Lacey as 


1956 


Rockwell Launches 


Expansion Program 
Rockwell Mfg. Co. officials an 


nounced recently that the company 
is negotiating for purchase of a 
third new plant following the start 
of construction of new plants at 
Russellville, Ky., and Porterville, 
Calif. 

Willard F. Rockwell, Jr., presi 
dent, said the firm was launching 
the biggest expansion program in 
its history to keep pace with natural 
gas developments, home building 
and the do-it-yourself market. 

Last year it opened a new meter 
repair center in Atlanta, expanded 
facilities in six plants and doubled 
the staff of its Pittsburgh research 
staff. 


Diamond Calk 
Names Representative 


Diamond Calk Horseshoe Co. has 
appointed Elmer R. Leuder terri- 
tory salesman in Illinois and Indi- 
ana. 

He was formerly with Ace Hard- 
ware Co., and James Chisolm 


Sons in Chicago. 











STANDARD TOOL 


ng (nuluslry since 1881 





@ The Standard Tool Man, Serving Industry 
Since 1881, can show you how to improve 
finish, increase tool life and cut production 
costs. He has broad experience on many types 
of metal cutting. Find out how his tooling 
knowledge can help cut your costs. The 
Standard Tool Man is at your service without 


obligation. 


Call him! 


Complete line ... stocked by the 
Standard Tool Distributor in your area 





0. | 


© DETROIT «© CHICAGO *« DALLAS © SAN FRANCISCO 


STANDARD TOOL ( 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 


FACTORY BRANCHES IN: NEW YORK 


THE STANDARD LINE: [Twist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Carbide-Tipped Tools - Gages - 








Sell these 3 Great Names | 


in Belt Fastening 
and Repairing 


- « « THEY MEAN MORE) 
PROFITS TO YOU! 


FLEXCO FASTENERS 
... the quality fastener that does an out- 
standing job in joining and repairing 
conveyor and elevator belts. 


FLEXCO HINGED FASTENERS 


are used for joining extension conveyors. Has 
removable hinge pin. Troughs naturally. 


ALLIGATOR V-BELT FASTENERS 


and open-end V-belting. Your customers 
can make up belts in any length to fit any 
drive, the fast economical way. 


ALLIGATOR 
CONVEYOR 
BELT LACING 
is universally used 
to join flat conveyor 
belts of any width. 
Only a hammer re- 
quired to apply it. 


REMA, the new 


and amazing self-vul- 
canizing rubber re- 
pair material that 
adds years of life 

to conveyor 


delts. 


The FLEXCO-ALLIGATOR Prestige Line 
—sold by key distributors everywhere 


FLEXIBLE STEEL LACING CO. 
Lexington St., Chicago 44, Ill. 
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Standard Pressed Steel Holds School 


Representatives of ten distributor firms attended recent factory course of Standard 


Pressed Steel Co. in Jenkintown, Pa 





A. L. Hawk 


Raybestos-Manhattan 
Names Area Manager 


Austin L 
manager of the Western sales dis 
trict of Raybestos-Manhattan, Inc 

He will supervise sales staffs at 
Chicago and Denver, where ware 
houses are maintained. 

With the firm 
Hawk 
manager in 195]. He succeeds J. 
B. Wittrup, Western district man 
since 1944, 
after 40 years with the company 

\lso appointed in the Western 
district were: H. C. Abrams, as re 
gional manager; Arthur Arguedas, 
supervisor of belt sales and engineer 
ing, and G. E 
visor of O. E. M. 


Hawk has been named 


1929, Mr. 


district 


since 


became assistant 


ager who has retired 


Lawrence, super 


Pratt & Whitney 
Buys Sterling Die 


Pratt & Whitney Co. has pu 
chased the assets and business of 
Sterling Die Co., Cleveland manu 
facturer of thread rolling dies. 

It will be operated as the parent 
company’s Sterling Die Division, 
with no changes in plant location 
or personnel contemplated, the new 
owners announced. 

\. H. d’Arcambal, Pratt & Whit 
ney president, called the acquisition 
an important addition to his com- 
pany’s cutting tool business and 
said it would help round out its 
lines. 

Herbert T. Yankee, founder and 
president of Sterling, will continue 
to direct Sterling’s operations as 
vice president and general manager. 

Mr. d’Arcambal said a long-range 
plan calls for enlarging Sterling’s 
plant and adding new equipment. 
Sterling was founded seven years 


ago. 


Chesterton Meeting Held 


\. W. Chesterton Co. held a 
meeting of executives and sales staff 
recently at the Belmont Manor 
Hotel in Bermuda. District man- 
agers and representatives from the 
U. S., Canada, Europe and South 

\merica attended. 








Get the BEST in tool and cutter 
performance with SIMONDS 


: ABRASIVE CO. »- 


a | en 


‘ 


| Grinding Wheels 








PROTECTIVELY 
PACKAGED 


Ideal for hardened and high-speed steels, high carbon, high chrome and 
other alloys, these wheels are a cinch to sell. They grind fast to reduce 


operating time yet cut cool to avoid burning expensive steels 


Furnished in protective plastic bags. Advertised in leading metal-working 
publications. For steady, profitable business, sell Simonds Abrasive 


7 


Company's W Borolon white wheels. Send for bulletin ESA 19 


YOUR SIMONDS 
CAL DISTRIBUTOR 





SIMONDS ABRASIVE COMPANY + PHILADELPHIA 37, PA. 


Branch Worehouses: Boston, Detroit, Chicago, Portland, San Francisco. Distributors in Principal Cities 


: 





Division of Simonds Saw and Steel Co., Fitchburg, Moss 








HERE’S 


492 


WHY 


BRASS AND ALUMINUM NUTS 


PUT YOU AHEAD 
OF THE FIELD! 


PREMIUM QUALITY 


Because they are turned for greater preci- 
sion, Fischer brass and aluminum nuts offer 
your customers important savings in assem- 
bly operations. Each is countersunk on both 
sides ... tapped square with face to Class 2 
tolerances . .. burrless. That means faster 
starting . smoother, easier running... 
superior bearing surface . . . elimination 
of rejects. 


COMPETITIVE PRICES 

There’s no premium on Fischer precision 
Fischer turned nuts cost no more than 

those produced by other, less accurate 

methods. 


PROMPT DELIVERY 


A complete range of standard 
types and sizes is maintained in 
stock, cutting delivery time to a 
minimum. 


Write today for Catalog No. 55 


SPECIAL MFG. CO. 


MORGAN ST CINCINNATI 6, OHIO 
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K. M. Kraska 


Formsprag Organizes 
West Coast District 


Formsprag Co. has expanded its 
sales force to include a district nan 
ager covering the West Coast. 

Kenneth M. Kraska has been ap- 
pointed to the new post with head 
quarters in Los Angeles and a terri 
tory including California, Arizona, 
Washington and Oregon. He will 
be temporarily located in Sierra 
Madre, Calif. 

For the past seven years he has 
been a West Coast district manager 
for Winter Brothers Co. 


Faultiess Caster 
Expands Facilities 

Faultless Caster Corp. will com 
plete a new fireproof building in 
March which will provide a 25% 
expansion of its Evansville, Ind., fa- 
cilities. 

The new structure will be at- 
tached to the main factory build 
ing. Part of it will be used for stock 
ing fast-moving items for quick ship 
ment. 





TREE SURGERY A SIDELINE 


Trees trimmed per year by one large 
electric utility total! 240,000, accord- 
ing to Electrical World, McGraw-Hill 
publication. The utility annually cuts 
down 50,000 trees; clears brush on 
100 miles of transmission and copes 
with an additional 8,000 new trees 
and 15,000 newly-matured trees each 
year 














gives Distributors | 
a big edge in selling Shears! 


A SUPERIOR PRODUCT! Actual tests prove 
that SKIL Shear has greater cutting speed, 
more power, and far better control than 
any other make. 

POWERFUL ADVERTISING! Big ads tell 
your customers the story of SKIL Shear 
superiority in these leading magazines: 
Factory + Mill & Factory « American Ma- 
chinist « Machinery + Plant Engineering « In- 
dustrial Equipment News « Western Industry 
+ Purchasing * Modern Machine Shop. 


SUPERIOR SELLING HELPS! 
SKIL Distributors get: 


@ Active Branch Support! Local SKIL factory service 
facilities and sales assistance from branch represent- 
atives! 

Catalogs and Promotional Materials! Fully illus- 
trated, complete catalogs, envelope stuffers, store dis- 
plays and other soles literature! 

Selective Distribution! Each distributor is assigned 
carefully to assure each a satisfactory and profitable 
volume with SKIL. 


Interesting Sales Meetings! 8ranch salesmen help 
train distributor salesmen and assist with distributor's 
customer sales clinics. 


Model 231 is faster, easier 
handling, more powerful! 
Features like the Contour 
Grip Handle at the rear of the 
tool make it a favorite with 
workmen on tough cutting 
jobs. Improved foot design 
keeps maintenance costs Model 231 

down for job superintendents. 12-gauge cap. $145.00 
The SKIL Mode] 231 is the 
Shear every shop needs Model 17 

16-gauge cap. $95.00 


PORTABLE TOOLS 


Made only by SKIL Corporation, formerly SKILSAW 


Contact Your SKIL representative for complete 
details about top-quality SKIL Shear 5033 Elston Avenue, Chicago 30, illinois 
3601 Dundas Street West, Toronto 9, Ontario 


and SKIL Sales Support! Fectery Branches le All Lesdiag Cities 
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ANGLE 


for heavy-duty dressing 


Desmond's Heavy Duty Dresser 
makes quick work of truing large, high 
speed rubber- or resinoid-bonded grind- 
ing wheels. Shears and picks at same 
time with patented angle-set Desmond- 
Huntington cutters. Dust-shielded ball 
bearings guarantee lasting precision. 
Cutters easily replaceable without ad- 
justing bearings. Ask your Desmond dis- 
tributor how proper dressing can make 
your grinding wheels serve better — 


longer. 


THE ONLY COMPLETE LINE OF GRINDING WHEEL DRESSERS AND CUTTERS 


Desmond 


THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO 


— —-. f 


Me 4 


7 


Another sales-building advéffisement frome 
Desmond, addres$ed to your prospects © 
through Mill & Factory, American Machinist, 
Modern Machine Shop, Foundry, and other 
publications. Total circulation more than 
135,000. For steady repeat business— 
promote Desmond. 


2 oo SN a 


(-------—- 


oie aa cial 
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— 
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BUSY ASSISTANT to management of 
W. L. Smith Co., Newburgh, N. Y., is 
Miss M. A. Wilson 





Pittsburgh Screw 
Names Executives 


Pittsburgh Screw & Bolt Corp. 
has appointed Howard D. Swartz 
and Frank L. Sonneman as assist- 
ants to the president, Donn D. 
Greenshields. 

Mr. Swartz recently resigned as 
general sales manager of Cleveland 
Cap Screw Co. and is currently 
president of the United States Cap 
Screw Service Bureau. Mr. Sonne 
man was recently general manager 
of the Bolt & Nut Division of the 
Murray Corp., Cleveland. He will 
take charge of Pittsburgh Screw & 
Bolt’s manufacturing operations. 





VISITOR’S CARD is checked by John 
Hagen, president of Paramount Supply 
Co., Portland, Ore 





Shapleigh Hardware 
Names New Officers 


Shapleigh Hardware Co., St. 
Louis, has elected A. Lee Shapleigh, 
II, president following transfer of 
financial interest to Harold C. 
Schott and associates of Cleveland. 

Raymond D. Ashman _ was 
elected chairman of the board; A. 
Wessel Shapleigh, vice chairman of 
the board; G. Edwin Pointexter, 
executive vice president and treas- 
urer, and W. F’. Barnes, secretary. 

Other officers will continue in 
their posts as before. 

The management said that Mr. 
Shapleigh’s election as president 
continues the 113-year-old com- 
pany’s tradition of having a mem 
ber of the Shapleigh family in an 
executive post. 

Directors include Mr. Schott, who 
is president of Curtis Mfg. Co. of 
St. Louis and is connected with 
several Cleveland industries, and his 
associates, Harrison O. Ash, presi- 
dent of Aluminum Industries, Inc., 
and Mr. Ashman, retired senior 
partner of Ernst & Ernst. Other di- 
rectors are the new president, A. 
Lee Shapleigh; Mr. Pointexter; Car- 
roll E. Gunnin, of the Boatman’s 
National Bank, and A. Wessel 
Shapleigh. 

The management said erection of 
a new warehouse on a suburban site 
is being considered. 


District Manager 
Named by SKF 


SKF Industries, Inc., has ap 
pointed Luke E. Jacobs district man 
ager at Cincinnati. 

G. E. Mayhew becomes assistant 
district manager in Cleveland. Wil 
liam Richardson, who previousl; 
covered both the Cleveland and 
Cincinnati districts, now works ex 
clusively in the Cleveland area. 


American-Marietta Buys 


American-Marietta Co. has put- 
chased Southern Cement Co. of 
Alabama and will operate it as a 
division. 
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chain sales records — 
co Chain’s exclusive 


"HEASURE: MARK 


NGG GRE GEGESGEGESD 





Color-Coded . . instant identification of 
chain grade 








GREEN hs tress concen 
RED for Campbell 
BLUE 
ORANG 


"Measure-Mark" 
BBB Chain 


“Measure-Mark" for Camp- 
bell High Test Stee! Chain 

“Measure-Mark” for 

Cam-Alloy Chain 








Chain sellers and users everywhere 
have been quick to recognize the 
Campbell ““Measure-Mark”’ Chain. 
some measuring—just count the 
markings. And you can instantly 
grade of chain with Campbell's exclusive Color-Coding 
Saves time—assures accuracy. Get all the 
this completely new time-and-labor-saving method of 
handling chain—available only from Campbell. Write 
today, or ask your Campbell Distributor. 


advantages of new 
No more cumber- 
colored _five-foot 
the 


identify proper 


details on 


4 
o 
(yy, 
= Labels are Color-Coded, too, for instant / 4 
identification. Space is provided for“ Per- Z o 
4, 


j . 
i you at a glance 7 
4 


Ar 
a FJ 
AVAILABLE ONLY FROM ae 


| CAMPBELL CHAIN @oneang 


Main Office, York, Pa. 
West Burlington, lowa « Portland, Oregon + Sacramento, Calif. 


petual Inventory’’ to tel 
just how much chain you have in stock 


Makers of the famous Lug-Reinforced Tire Chains 
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Our Sales Are 


ZOOMING! 
Our ADS are PULLIN G/ 


Wwe FAST/ 


Plenty of PROFITS for You! 


Write Us Today! 
HOP ON THE 


“RED HEAD PLILLEY’ 
© RANDWAGON 


*Red Head Pulleys are 
Available in EVERY 
Shape and Size! 
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* 
PS. We mean if / 
MERCURY INDUSTRIES, INC. 


(PULLEY AND ROLL DIVISION) Dept. 1 
HILLSDALE , BERGEN COUNTY, NEW JERSEY 


TELEPHONE — WESTWOOD 5-2636 
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Leonard A. Goldkopf 


New York House 
Names Officer 


Leonard A. Goldkopf has been 
appointed assistant vice president 
of Masback Inc., New York City. 

Industrial sales manager since 
1954, he will continue to super 
vise all phases of the company’s 
industrial operations. He _ started 


| with the firm in 1945. 


Imperiai Brass 
Opens Warehouse 


The Imperial Brass Mfg. Co. has 
opened a new sales office and ware- 
house in San Francisco. 

Replacing a sales office on Eddy 


| St., the new facility, at 476 Golden 


Gate, will serve distributors in north 
and central California and the Pa 
cific Northwest. 

Gordon J. Duerr, Western Divi 
sion sales manager, is in charge. 
Two representatives have been 
added to the staff, Ralph Nelson 
and Robert McCormick. 

The company will retain its 
present Los Angeles stocks and of- 


| fice. 





WALLPAPER IN FACTORIES 


Wallpaper in industrial plants is 
the newest idea in the trend towards 
attractive, well-kept factories, Factory 
Management and Maintenance, 
McGraw-Hill publication, says. Wall- 
paper is said to create the home-like 
atmosphere that women workers wel- 


come 














Even without this famous —— 


fi = Housing ever. 
Breaks or Distorts we 
will replace it Free. 


eal still be the 
World's Most Popular 
Pipe Wrench 


... easiest to sell — 
millions of users know 
it out-performs, 


out-lasts all others! 


It’s the “RIAID” name that 
guarantees your customers every- 
thing they want in a pipe wrench 
—instant bite on the pipe, instant 
let-go—it can’t lock, assured by 
patented hookjaw suspension ... 
handy pipe scale, easy-spin adjust- 
ing nut, comfort-grip I-beam han- 
You get faster turnover ) die...and every one factory-tested 
and more profit from before shipment! It pays you to 
sell RIGA0s— order today! 


all RIZ1D Pipe Tools. 
“Threaded Pipe 


4P Die Stock, It's Tight — 
2%” to 4” it's Best — 











Pipe Cutt Power Drive 


The Ridge Tool Company: Elyria, Ohio, U.S.A. 
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Steel Ingot Production Near Capacity 


% OF RATED 

CAPACITY 

110;-— S —— - —————— 
Yeorly Averages 
(Left hand scale) 


% OF RATED 
CAPACITY 


—ny 500 





SALES POINTS | 


that help you SELL 


Weekly Stotistics 
(Right hand scale) 


GRINDERS 


BALDOR Grinders have totally enclosed, splash. 
proof motors protected against dust, dirt, grit 
and metal particles. (less servicing) 

Motors are dynamically balanced for smooth op- 
eration, (wide clearance between wheels and 
motor frame for fast, precision grinding) 

. Large ball-bearings, lubricated for life. 

Wide range: 4 to 3 hp., 6” to 12” individually 
balanced wi is. Bench & Pedestal types for 
shops and industry. 

. Sturdy-bullt for heavy-duty and fully 
teed by Baldor—a basic manufacturer o 
ers for more than 35 years. 
Competitively priced—a better valuo considering 
initial cost and years of service. 


BALDOR ELECTRIC CO. 
4364 Duncan Ave. ST. LOUIS 10, MO. 








Source: The American tron 
a & Stee! institute 
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National Research Bureau 
Despite huge increases in steel ingot capacity over the past 15 years, nearly all of 
this ¢ apacity is in full use, the American Iron & Steel Institute reports. The steady 
climb in ingot production over the past 16 months to record levels reflects what 
has been happening in most industries that use steel: increased production and sales 
and confident buying after the so-called slump of 1954. Steel shortages are again 
in sight if the pressure of current demand continues before new facilities can be 


ASK 
FOR 
BULLETIN 





153-8 inch 


*106°° 


ABOVE: Buldor Bench Grinder, 
V2 hp. motor, 8” wheels, Lis? 








WA BIG ORANGE PUD 


YOU BUY THE. BEST 
Shackle Chain HOOKS 


U Use on “HIGH TEST” Chain 


EXTRA STRONG 
GRAB HOOKS 


Even the pin is made 

of hi-strength steel and 
heat-treated 

Available 

for Chain 

Sizes y ; 


SAVES TIME 
Can be attached 
anywhere on the 
job. Only a pair 
of pliers needed 
; ty 


SLIP HOOKS 
Available 
for Chain 
Sizes V4" 

- 5/16", % 

’ ond 2" 

ancnon and CHAIN 

Screw Pin SHACKLES 


Forged of HI-STRENGTH "STEEL 
Available in sizes V4" to 2”. EXTRA STRONG 
—EXTRA TOUGH. Self- colored or galvanized 

Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 








added 





Union Twist Drill 
Names Branch Head 


Ralph P. Sharp has been ap 
pointed district manager of the 
company’s San Francisco branch. 

Active in cutting tool machinery 
sales on the West Coast for 25 years, 
he will direct activities in San Fran 
cisco and Seattle for the combined 
Union group of Union, Butterfield 
and S. W. Card. 


Hamilton Rubber 
Names Sales Manager 

George C. Johnson has been 
named sales manager of Hamilton 
Rubber Mfg. Co. 

Active in the industry since 1919, 
he joined Hamilton in 1950 as pro 
motional sales manager. He had 
been a branch manager and general 
sales manager of another firm be 
fore coming to Hamilton. 





Specialists Trained by Manufacturer’s Man 


New line features are pointed out to Corbett Bowers and Bill Freeman, being 


trained as cutting tool specialists at Textile Mill Supply Co.. 
S. Gardner, Bay State Tap & Die Co 


addition to other duties, by W. 


Dixon, Textile Mill Supply inside contact man, is 
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N. C., in 
Warren 


Charlotte, 


second from right 





There's a sale for every prospect with... 


ALEMITE HIGH POWERED 
LINE OF GREASE GUNS 


Heavy-Duty Lever Guns 


This sturdy lever gun develops up to 10,000 
pounds of pressure. Handles all ar pres- 
sure gun greases. Long operating e for 
maximum leverage. te r fitting for fast, 
clean filling fee may be filled by suction). 
Heavy steel li e maintains piston align- 
ment. Follower aa disappears after filling. 
(Model 1 ) 


Extra-Heavy-Duty Lever Guns 


Where operating conditions are severe, these 
Alemite guns are ideal. They’re built to take 
the toughest kind of treatment and deliver a 
large volume of lube per stroke. Extra long 
handle for maximum leverage and ease of 
operation. Built-in check valve easily cleaned. 
Telescoping follower rod may be pushed in 
after loading. Special linkage for heavy-duty 
use. (Model 6243-J and 6679-J.) 


Push-Type Hand Guns 


This is the answer to hard-to-reach fittings. Up 
to 10,000 pounds of pressure with easy one-hand 
operation! Long narrow design makes this 
Alemite gun especially handy to reach out-of.- 
the-way fittings. A straight back pull disengages 
this gun from the grease fitting. (Model 7556.) 


ALEMITE A <n 





GC Uv 5 PAT OFF 
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Why 


| THE qnaon 


100" Package? 


For many years, the National Industrial 
| Distributors’ Association has been advo- 
™ cating the use of decimal packaging. 


|) Lamson & Sessions again leads the fastener 
") packaging parade by becoming the first 
| major manufacturer to package stove 

bolts, machine screws and machine screw 
» nuts in the “100” unit package for the 
)) convenience of the distributor. 


EASY TO ORDER 4@ 


Our decimal dollar and cents monetary 

system has made it easier for people to 

think in terms of 100 units. Hence it’s 

easier to order nuts and bolts when you 

can order by the hundreds, thousands or 

ten thousands. And it’s easier to figure 
» what they cost you per unit, too. 


EASY TO PRICE @ 


By the same token it’s easier to price the 
single units or packages and know pre- 
cisely what percent profit you are getting. 


EASY TO SELL 


Distributor salesman and their customers 
| invariably talk in terms of decimal quanti- 
| ties and most orders are issued on this basis. 
= That's why the “100” packaging—and 
) only the “100” packaging—makes sense. 


So, make it easy on yourself. Buy all 
your stove bolt, machine screw and 
machine screw nut requirements from 
A Lamson & Sessions. We can promise fast 
Se delivery from stock. 
5 


Ye LAMSON & SESSIONS @. 


1971 West 85th St. Cleveland 2, Ohio 
Plants at Cleveland end Kent, Ohio « Birmingham e Chicage 
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..- HIGH PROFIT— 
0 FAST TURNOVER 
LINE AVAILABLE... 


ADAMS Poro-Stone AIR FILTERS! © 





: 


W. C. Burns 


Flexible Tubing 
Names Western Manager 


Walter C. Burns has been ap 
pointed manager of Western opera- 
tions of Flexible Tubing Corp. He 
will direct activities involving dis 
tributors in 11 Western states as 
well as aircraft sales. 

Formerly general sales manager 
of Pioneer Rubber Mills’ Indus 

, . = . . “ 

TWENTY YEARS of repeat sales . . . that’s how long many of ag tgp ge corte nee rd 
Adams’ customers have been coming back for this “satisfaction . — lls s:: 
guaranteed” unit. Rubber Co. 


NATIONAL ADVERTISING in leading publications such as 

INDUSTRIAL EQUIPMENT NEWS, NEW EQUIPMENT 

DIGEST, APPLIED HYDRAULICS, COMPRESSED AIR 

MAGAZINE, THE PLANT, PLANT ENGINEERING supports —e . 

your sales efforts . . . creates a growing demand that makes wide Hewitt-Robins 
national distribution a “must”. Names Executive 


COMPETITIVELY PRICED to make selling easier. 

UNLIMITED POTENTIAL since virtually every industrial plant 

uses compressed air. 

HIGH DISCOUNT on all sales . . . plus an added discount for trial rubber, machinery and engi 

stocked units or volume sales. neering divisions of Hewitt-Robins, 
Inc., has been promoted to the post 


Here's an opportunity to handle units available through national ; ms sident 
an established line of air filters distribution channels. It is your of executive vice president. 
which have wide acceptance and chance to get in on a fast moving, With the company since 1941, 


demand. Expanded business has easily sold item with unlimited scent for shecace desis Wald 

made it necessary to make these market potential. except for SDSCRCe curing = c 

War II service, he became assist 

Don't miss this chance! Fill in the coupon below and get full details. ant to the vice president in charge 
of sales in 1948 and subsequently 


R * | a - A DA wt s Cc oO =5 i re Cc e assistant division manager and gen 


255 EAST PARK DRIVE eral manager. 
BUFFALO 17, NEW YORK 


ee > 
R. P. ADAMS COMPANY, INC F.56 Research Head Named 


255 EAST PARK DRIVE . > i 
BUFFALO 17, NEW YORK Major General Leslie E. Simon 


Gentlemen: Is : Beker 
, . ' 2 ie S.A. Ret.), former assistant chief 

We would like full information on the Adams Poro-Stone Air Filter for \. Ret.), former assistant ¢ 
sale through our industrial distribution firm. of ordnance for research and devel 
opment in the Ordnance Corps, has 


Name Title 

Company been appointed director of the Re 
search and Development Division 

of The Carborundum Co. 


Austin Goodyear, vice president 
and general manager of the indus- 


Street 
City State 
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_ Eas 


HIGH SPEED 


pee 


12° -18T 


HIGH SPEED 


see 


10 -18T 


All hands are top 
hands with a 
“Red End” Blade. 


For Fast Service 
from 


Complete Stocks 





Call your 


SIMONDS 
industrial Supply 
DISTRIBUTOR 


Factory Branches in Boston, Chicago, Son Francisco and Portland, Or: 
Canodian Factory in Montreal, Que., Simonds Divisions: Simonds 


Quick aa a 


‘geal Mill, Lockport, N. Y. 
Heller Too! Co., Newcomerstown, Ohio, Simonds Abrasive Co., Philo., Po., aad Arvide, Que., Caneda 


aG 


— 


SIMONDS 


Red End” 


HACKSAW 
BLADES 


There is a difference in hacksaw blades. A 
quality blade cuts faster, easier, straighter 
... gives more cuts per blade. That's why 
those who know, insist on Simonds “Red End” the blade 
that’s famous for quality 
Tough electric furnace steel, accurately milled and preci 
sion set teeth, scientific heat treatment and close production 
control are combined in these blades to give sharper, faster, 
longer lasting cut-ability to every blade. What's more, you 
have a choice of three types of blades for lowest cost and best 
results on different jobs: STANDARD STEEL for general 
purpose use; HIGH SPEED MOLYBDENUM for longer 
wear and greater resistance to breakage; HIGH SPEED 
TUNGSTEN for best results in cutting tough alloy steels. All 
blades come in 10 and 12 inch lengths and in standard tooth 
sizes with a choice of Hard Edge or All Hard. Sell “Red End 
Hacksaw Blades and help yourself to extra profits 


SIMONDS 


| SAW AND STEEL CO. | 


FITCHBURG MASS 
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a question for distributor executives and salesmen: 


did you hold your. our. ix. ‘55? 
whats producted tor '56 7 


—With ID’s Annual Survey of Distributor Operations—1955, 
you can check your sales performance against distributors 
in your own area as well as nationally. Besides overall 
figures, this annual report shows 1954 vs. 1955 percentage 
changes in 10 vital areas. It’s an accounting for the 

past year, a forecast for the year ahead. 

It’s the next issue. Don’t miss it! 


1955 was a good year for industrial distributors. 


Here is the picture up through October: Sales were 12% over 1954. Each region 
showed a sales gain of at least six percent. Pacific sales set the pace with a sizzling 
26%. The South Atlantic and East North Central regions racked up sales in- 
creases of 19 and 14 percent respectively. Look at the Supply Sales Trend feature 
in this issue for the latest figures. 


How did you do in 1955? 
Did you get your share of these sales increases? 
How did your 1955 figures compare with 1954 in: 


Sales Number of invoices 
Inventory Number of employees 
Gross Margin Number of salesmen 
Turnover Sales per employee 
Accounts Receivable Sales per salesman 


What’s predicted for this year? 


You'll find the answers in ID’s Annual Survey of Distributor Operations in the 
March issue. It offers you an excellent opportunity for you to check past perform- 
ance and strengthen your sales structure for this year. 


Watch for it. It’s the March issue of INDUSTRIAL DISTRIBUTION. 
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WON. Levey © estunen cums 
» Sales hit $3 2 billion 
. Inventories advance 
+ Number of emplo 


12 percent 
yees up 9 percent 


ANOS Mem ne 


3-08 weary ~— 
NE . eve 








inchustrial Distribution Py sents 


An 
_Distribyt nual Survey of 


Operations — 1953 


Y 


mmc 24% to $3.9 Cites . 








Industrial 
Distribution 


ABC ABP 


Serves the men who Supply industrial America... 


330 West 42nd Street, New York 36, New York 
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HOT FORGED from solid, 
rectangular steel bars, de- 
signed and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


NEW OWNER of H. W. Sharp Co., 
Portland, Ore., is Galvin J. Sanders, 
former salesman 


A TYPE FOR EVERY USE! 
FOR ALL PRESSURES! 
FOR ALL TEMPERATURES ! 





ton 





Houston Firm 
Plans Building 


F. W. Heitmann Co., Houston, 
Texas, has started construction on 
a new 156,000 sq. ft. warehouse and 
office building to cost more than 
$1 million. 

It will be located on a ten acre 
tract on Old Clinton Ave. and is 
expected to be ready for occupancy 
in August. 

Modern mechanical equipment 
will be installed to speed service, 
and adequate parking will be pro 
vided, G. E. Pleoger, president, said. 
The firm, which was founded in 
1865, is now located on Main St 








Standard & Double) 
Extra Heavy 


UNIONS 


Available with 
screwed or socket 
weld ends. 3000- 


Ib. sizes Yg” to 3”; 
6000-ib. sizes « 


a 








to 2”, 








ie 
aS 


ORIFICE ) 
UNIONS 


With screwed or 
socket weld ends. 
3000-lb. and 6000- 


Ib. service. 

















(MALE & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
orifice seats. 3000-Ib. 


lees only. 


(FULL STAINLESS & my 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends. 


3000-Ib. and 8000-Ib, 


WRITE FOR CATALOG I! 


Showing the complete Catawissa line of 
Perfect Seal Products 


CATAWISSA VALVE & 
FITTINGS COMPANY 
300 MILL ST. - CATAWISSA, PA. 




















MANAGER Joe Trent, Bearings, Inc., 
Muncie, Ind., follows transmission 
trends through the pages of I.D. 





security 


for Industrial plants 
with the 


NEW X-DUO PADLOCK 


This new Illinois X-DUO Padlock 
offers greater security to industrial 
plants and can be a BIG Profit 
maker for you! 
Here’s why .. . 
the padlock’s extreme durabil- 
ity allows it to withstand a 2000 
lb. shackle pull. 
the 14 tumbler brass precision 
mechanism makes it practically 
pickproof and permits unlimited 
key changes. Can be master 
keyed. 

. the key blanks are sold only to 
users or recognized ethical lock- 
smiths thereby preventing loss 
of security through unauthor- 
ized key duplication. 

This handsome padlock comes in 

a satin chrome fnish with three 
shackle lengths available: %", 11%” 
and 214’. 

Sell... Stock . . . Profit with this 

new super secure X-DUO Padlock! 

Illinois Lock Co. also offers you 

a complete range of padlocks vary- 
ing in price, finish, keys and mechan- 
ism. Whatever your customers’ 
needs you can service them profit- 
ably with the Illinois Padlock line. 


FREE 


MERCHANDISER 

This attractive metal display is 

given FREE with your initial pur- 
chase of Minois Padlocks. 

WRITE FOR LITERATURE 

OR FREE SAMPLES NOW! 





Some exclusive territories open 
to manufacturers representatives 














Mini SS), lela Gele Gieel 17-1. bi 


813 South Ada Street + 




















Chicago 7, Illinois 
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For steady profitabie business... 


AIR Extra lightweight, highly flexible hose for heavy duty 
work. Resists weather damage and abrasion. Non-porous tube 
of oil resistant rubber compound. Rugged Neoprene cover. 
Ideal for almost any hose installation. 


FIRE Resilient, flat-folding hose saves space and gives 
long service in interior fire protection. Highly flexible and re- 
sistant to cracking. Leak-proof tube bonded to strong single 
jacket cover. Recommended for institutions, offices, ships, etc 


STEAM Many times stronger than wrapped fabric hose 
for general steam-handling jobs. Also lighter, more flexible 
and kinkproof for easier handling. Steel wire and glass rein- 
forcing insures extra safety. Resists high pressures up to 
388° F, 


WELDING twisted, tangled lines, Two lines are 


securely bonded together to form a single, safe hose unit. Kink- 
free and resistant to welding gases. Stands up to lots of drag- 
ging across rough surfaces. Especially effective on portable 
welding dollies. 


WATER For long wear and outstanding value, this 


easy-to-handle hose has what you need. Reinforced with mul- 
tiple plies of high tensile yarn, it takes higher than usual work- 
ing pressures. Cover stands up to weather extremes without 
cracking or peeling. 





Gear your selling to Quaker advertising . . . con- 
sistent, year ’round drive, emphasizing the advantages 
of Quaker-Quaker Pioneer hose and rubber products 
to every industry in your area. 











H. K. PORTER COMPANY, INC. 
QUAKER RUBBER DIVISION 


Philadeiphia 24, Pa. 


QUAKER PIONEER RUBBER DIVISION 


H. K. PORTER COMPANY, INC. San Francisco 7, California 


40 SNOISIAIG 
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DISTRIBUTOR SALES PROBLEMS GET EXECUTIVE 
STUDY by E. L. Claussen (right), Sales Manager, 


i Distributor Sales, and two other Chicago Screw 
Company sales executives. ‘‘Firing-line’’ prob- 
lems from distributors are handled fast. 





HIGH-IMPACT ADVERTISING IN BUSINESS PA- 
PERS. This productive tool of selling spreads the 
advantages of ‘‘Chicago"’ products widely across 
the distributor's prospect audience. 


: | FACTORY 


MANAGEMENT AND MAINTENANCE 





“NET PRICE’’ CATALOG DATA is a feature of the 
literature supplied to distributors. Other product 
pamphlets, envelope stuffers, brochures, etc., are 
freely given to help the distributor sell. 


“WE USE FACTORY," says Sales Manager Claus- 
sen, ‘‘to make sales contacts with the plant men 
in charge of production and maintenance opera- 
tions. These men are hard for our salesmen to see. 
FACTORY gives us the entree."’ 


FACTORY's value for Chicago Screw lies in 
its unequalled circulation among the plant 
operating men in America's manufacturing 
industries, No other business paper ap- 
proaches FACTORY's coverage and ac- 
ceptance. Ask for this kind of sales 

help on every product line you handle. 


PRODUCT DISPLAY AND DEMONSTRATION is an 
integral part of the trade show activity engaged in 
by the company. In this form of sales promotion, 
many distributor prospects and customers actually 
see and feel the product. . . and are thus pre-sold. 


A McGraw-Hill Publication, 330 West 42nd Street, New York 36, N.Y. 








Norton Promotes 


Robert Cushman 


Norton Co. recently made three 


promotions to managerial sales 
posts. 

Robert Cushman, former West 
Coast district manager, was named 
to the manager, 


assistant sales 


HAE—MA.- 162-156 


y 


loads, 


ineered 
{fA DESC 
shells and 


Three to New Post 


Harry G. Brustlin 


Grinding Wheels, at Worcester. 

Harry G. Brustlin, former abra 
sive engineer in Los Angeles, be 
comes West Coast district man 
ager. 


Donald F. Jones, former abrasive 


bear 
anginaanes e nl rope- 


costs 
and en- 
ou'll find 
heavy steel 
safest choice. 


se they're designed 
for specific tasks, Y 
O blocks with 
i our 5 “. 
~~" ‘construction _ ben 4 
o . 

— yoy over thirty 


to save liftin: 
too that com 


tenance an 


every need. 
tributor—@n 
catalog. 


sco 
o 
-_ Consult you 


d meantime 


MADESCO TACKLE BLOCK CO., Easton, Pa. 
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Jones 


engineer in Syracuse, N. Y., has 
been named Pittsburgh managei 
succeeding Charles B. Price, who 
retired recently. 

Mr. Cushman 
engineer in Syracuse from 1945 to 
1952 when he transferred to the 
West Coast. Mr. Brustlin worked 
for Carey Machinery & Supply 
Co., Baltimore, before joining Nor 
ton in 1948. Mr. Jones started 
with Norton in 1937 and joined 
its sales engineering department in 


1944. 


was an abrasive 


Republic Steel 
Sells Two Mines 


Republic Steel Corp. has sold two 
of its Minnesota iron ore mines to 
Pacific Isle Mining Co. The prop 
erties are the St. Paul—Day Mine 
at Keewatin and the Stevenson 
Mine in Stuntz Township, togethe: 
with plant and equipment con 
nected with the operations. 

Both mines are former properties 
of Corrigan, McKinney Steel Co 
and were acquired by Republic in 
1935 along with other properties of 
Corrigan, McKinney. 


Controller Named 

Fort Worth Steel & Machinery 
Co. has appointed John D. Witt 
mayer to the new post of controller 
He continues as secretary-treasuret 





“24 years ago...we wisely chose NYBaP” 


Oo 
a eat 
\ 


NOT ALL of our Distributors have represented NYB&P continuously for 50, 75 or more years... 
like those our ads have featured during the past year! In fact, more than a score of top-notch 
industrial distributors have been added to the New York Belting & Packing Company family 
during the past several years. 


We trust that they—like Mr. Semmelmeyer, whose firm will soon round out its first quarter-century 
as an NYB&P Distributor—will be inclined to state that they, too, chose wisely... 
25, 50 or even 100 years from now! 


etiter, 


V-BELTS AND ‘“‘TIMING®”’ BELTS 





NYB&P INDUSTRIAL RUBBER PRODUCTS 





__J America’s Oldest Manufacturer of Industrial Rubber Products 
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This advertising is ap-| 


Since 1903 


black pearing in leading In- 
devil dustrial Publications 


TWIST DRILLS — REAMERS and is designed to help 


you SELL 





CELFOR TOOL COMPANY 


DIiVis ‘ VILOSEWN 


TOOLS: & MACE INC of KALAMAZOO 


Qn I] 


NO-DUST Mics 


BIG LOAD of afternoon’s orders fills 
conveyor at Abrasive Machine & Sup- 
ply Co., Newark. Harold Callahan 
right) checks with truck driver. 


SAVE OVER 50% FLOOR SPACE 
THE HAMMOND WAY 





Simpler Price Sheets 
= on Urged To Save Time 


floor space — requires only 
10" rene 14" wheels, + 4s TD 
ot Ca Che National Association of Elec 


CHICAGO PLANT Kon. Memmon’ Micheriry Cuitbscs trical Distributors Catalog Commit 
322 SOUTH GREEN ST., CHICAGO 7, ILLINOIS ~ ences, Sree _snacieaee. meme | tee wants manufacturers to simplify 
their price sheets. Clerical costs 
would be reduced and salesmen’s 














1617 Douglas Avenue Kalamazoo, Michigan 





effectiveness would be increased if 
“condensed, illustrated price lists, 
preferably showing net resale 
prices,” were furnished, said the 
committee in a recent statement. 
H. D. Roden, committee chair 
man, said the new plan would 
simplify distributors’ operations 
and provide salesmen with a better 
selling tool in the field. ““The com 
mittee recognizes a noticeable trend 
in this direction,” he added. 
lhe committee also urged manu 

facturers to condense their cata 
logs. Catalogs of considerably 
fewer pages, it was pointed out, 

r- could be more conveniently handled 

? by salesmen and carried with them 

in their handbooks. 

For 120 years The American Crayon Com 

pany has been the “‘first” \.2 the development 


and manufacture of the FINEST in marking 
crayons 


For Clear, Long-I . Legible marking eas 
When MARKING  wuctscS8ERRSPSaR Plant Addition Planned 
CRAYONS ) 
@) N Send for your Free Industrial Crayon Guide lhe management of Continenta 
Cc U TS-Count on a Screw Co ted announced plans for 
AMERICAN ! THE AMERICAN CRAYON COMPANY = 51. cof plant addition to be 
* ‘at SANDUSKY, OHIO WEW YORK a 200-by . plant addition to be 


used by its afhiliate, Hy-Pro Tool 


Co., in New Bedford, Mass. The 
AMERICAN LUMBER CRAYONS project will cost about $250,000. 
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[GR APEDE: POWER HACK SAW BLADES 


are best by very test! 


oe 


QUALITY ... The very finest in both 
steels and workmanship 


SERVICE... | Prompt Deliveries 
TECHNICAL ASSISTANCE... 


Whenever needed on unusual 
or difficult cutting problems 


These things we pledge to you. The final test is on 
your own machines. Try Lenox for yourself... on 


any job . . . against any other blade in the world. 
Then you be the judge. I E N 0 X pong: 


Springfield Massachusetts 


SERRE REAR MR MR SS oe = 
ees EPS ee ee ee 
sitereciesscresseessereeceseeseererecresreress 
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This hoist is the most efficient 
lightest, safest hoist in its 
capacity class available today! 








The Coffing 
Super Power 


A. Ralph Cooper 


; | Black & Decker 
263, ¥ 


Names Region Head 


iD 
( | | The Black & Decker Mfg. Co. 
iy y\ Mm SF has named A. Ralph Cooper as 


(0) 
t 








Midwest regional manager succeed 
ing the late William L. Povnter. 
Recently Dallas district manager, 
he also has headed the Denver dis 
trict and worked as service manager 
at Kansas City since joining the 
company in 1927. He will be in 
charge of all or parts of 16 states. 


Strong, Carlisle 


Buys Buildings 





Strong, Carlisle & Hammond Co. 
has purchased the property it oc 
cupies on West Third St., Cleve- 
land, including three multi-story 
buildings and a parking lot. 

Under lease to the Cleveland dis 


; i tributing firm for the past 59 years, 
It’s an exclusive Coffing-designed coil chain 2 I ‘ 


hoist using patented, compound hardened alloy 
steel levers instead of bulky, heavy gears. It’s 
more efficient (85%), more compact, with the 
greatest power-to-weight ratio and the highest 
safety factor (5) of any ratchet lever hoist yet 
invented. Available in 6 models from % to 5 ton 
capacities. Model RG coil chain hoist available 
in % ton. 

“Safety valve handle” beads at point of maxi- 
mum safe overload—may be adjusted for length 
and operated from either side of the hoist—can't 
spin out of control should operator’s hand slip 


the parcel was sold for an undis 
closed price by the estate of the late 
Mary Perkins Lawton. The down- 
town block was originally laid out by 
General Simon Perkins, Revolu 
tionary War hero and first member 
of the Perkins family to come to 


Ohio. 





from handle. Every hoist must withstand the shock of its capacity 
load dropped in increments of 1” thru 4”, an impact load of well over ROOFING FOR ROADS 
5 to 1. Ask your Coffing salesman for literature or write for bulletin 


SP, Coffing Hoist Division, Duff-Norton Co., 806 Walter Street, Eighty per cent of all precast con- 
Danville, Ill. crete roof deck sold in the last ten 


years, amounting to 200,000,000 


square feet, would be enough to pave 


a 200-foot highway from New York to 
Washington, D. C., or from Detroit to 
Chicago, Construction Methods and 
| Equipment, McGraw-Hill publication, 
reports. 
| 
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Richmond Merger 
Forms New Company 

Central Belting & Supply Co. 
and Richmond Belting Co., both 
of Richmond, Va., have merged to 
become Central Belting Hose & 
Rubber Co. 

Central Belting, of 1515 East 
Main St., has been manufacturing, 
retailing and wholesaling transmis- 
sion and conveyor belting, hose and 
industrial rubber products for the 
past 19 years. Richmond Belting, a 
ten-year-old firm, manufactures 
leather belting. Its plant is adjacent 
to Central Belting’s. Both opera- 
tions will be retained. 

Partners in the new firm are 
Bernard L. Jerry, John J. Stott and 
Fred B. Klercker. Mr. Jerry is 
owner of Richmond Belting and 
Mr. Stott and Mr. Klercker are 
partners in Central Belting. 





D. R. Hill 


J. H. Williams 


Names Representative 


Donald R. Hill has been ap 
pointed Ontario and Quebec sales 
representative for J. H. Williams 
& Co. 

He will cover the two provinces 
from headquarters in Toronto. 


Serves on Board 


Gilbert W. Chapman, president 
of The Yale & Towne Mfg. Co., 
has been elected for another term 
as member of the National Indus- 
trial Conference Board. 


The most efficient 
purchasing system 
is through... 


Recognized 
Industrial 
Distributors 


No one has yet been able to 
devise a more efficient, lower 
cost method of buying indus- 
trial goods and services than 
the system established by 
recognized industrial distribu- 
tors throughout the United 
States. 

Recognized distributors give you immediate availability of 
tools and supplies, emergency service around the clock, one source 
for many items and assurance of dependable products. There is 
no need to tie up space, cash, inventory or people of your own 
in stockrooms—no extra paper work. 

Every time you by-pass a recognized distributor in the pur- 
chase of industrial supplies and equipment, you are in effect 
werkening the most efficient purchasing system ever invented. 

Think it over next time you’re tempted to buy what looks 
like a lower price from someone other than a recognized indus- 
trial distributor. 








This message, directed to your customers, will be 
inserted in Duff-Norton Jack and Coffing Hoist Divi- 
sion advertisements this year. It will appear approxi- 
mately 2-million times in leading trade magazines. 


DUFF-NORTO 


PITTSBURGH 30, PA. 


complete line of mechanical, screw and hydraulic jacks 


OFFING HOIST 


Division 


DANVILLE, ILLINOIS 
complete line of ratchet, spur gear and electric hoists 
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WILTON VISES . . . greater ruggedness today 


... is sound economy tomorrow! 


The strength and ruggedness of Wilton Vises* guarantees big savings in future 
repairs and replacement. Malleable iron castings of 54,000 psi tensile strength 
are used on all stressed parts. Fully enclosed housing contains a permanent 
grease pack. Don’t your customers deserve the best? . . . that’s WILTON! 

*Model shown is 4” size No. 400S—58 pounds 


UNCONDITIONALLY GUARANTEED FOR FIVE YEARS! 
Send for the Free 32 Page Catalog of Wilton Clamping Tools! 


1D-2 


LEP WILTON sour. 


SCHILLER PARK, ILLINOIS 
Sold by leading distributors the world over 











| 
| 
| 
| 
| 


a your pick of 7,000—that’s 

' “seven thousand” —sizes. 

gictt OFF THE SHELF! And 

thet’s not all. We can give you 
ice on “specials,” 


If it’s stainless, we can make 
tap 


nd 


ae ‘ thread, head, stamp a 
pane iY = » t off to a quick 
@ blueprint or 
le. 
4 ” STOCK OR SPECIAL . . . LOOK 
OO] } > ' TO STAR FOR STAINLESS STEEL 
FASTENERS RIGHT OFF THE 


SHELF TO YOU: 
“off. ‘ STAINLESS STEEL 
O } ‘ 4.4 Bolts and Cap Screws 
.- » , Socket, Set and Cap 
Nuts, Washers 


Sheet Metal Screws 
Wood Screws 


stainless 4 » 
fastenings 


Write, wire, or phone for your a 
copy of the new STAR catalog. Stan says: 


“Star Stainless 


whiliy, 


screws have 
CLEAN 
BRIGHT-AND- 
STAR STAINLESS SCREW CO. **°*" e405" 
645 Union Bivd., Paterson 2, N. J. + ‘phone: Littie Falis 4-2300 | 
¢[D Direct New York Telephone: WI in 7-9041 
MANUFACTURERS’ REPRESENTATIVES: A Few Choice Territories Open. Inquiries lnvited. 
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R. H. Whitney 


Morse Chain 
Names District Head 


Morse Chain Co. has appointed 
Raymond H. Whitney as south 
eastern district manager with head 
quarters in Charlotte, N. C 

He has had some 14 years’ work 
in power transmission sales to the 
tobacco, textile, paper and general 


industrial fields. 


Thomas Truck 
Names Sales Head 


C. Parke Anderson has been 
named general sales manager of 
Thomas Truck & Caster Co. 

With the company 12 years, he 
was recently assistant sales manager 
He will direct activities in the firm’s 
100-odd sales territories, including 
export and railroad operations. 





TRANSMISSION MANAGER at 
Hansen & Yorke Co. of New Jersey, 
Jim Pappas (right), explains a fine 
point to a customer (center) with Lou 
Eucker of Hansen & Yorke at Wood 
bridge headquarters. 





Niagata Cutter 


Buys Erie Tool All Yew 


A new firm, Bollier-Damerell, ‘ 
Inc., has been organized to manu- 
facture cutting tools in North Tona- 
wanda, N. Y., following the pur | 
chase of Erie Too! Co. by Niagara | 


Cutter Co. 
Both former companies will now 
operate as divisions of Bollier 


Damerell, with Roger Bollier and 
Marshall H. Damerell, founders of 


Niagara Cutter, as president and 
vice president, respectively. Lee 
Howard, formerly with Niagara Cut 


ter, is sales manager for both di 











visions. 





Erie Tool Co. was founded a 


number of years ago by Albert UNDERWRITERS’ 'W-\:(e) '9-bne) 1) 45 


Kirchguessner, now a director of 

Bollier-Damerell. Niagara Cutter APPROVED AND LABELED 
was established by Mr. Bollier and 

Mr. Damerell in 1954. Mr. Bollier 

is former chief engineer of Union 

Twist Drill Co. 





a2 LARGE STOCK ON HAND 
es Baie FOR IMMEDIATE SHIPMENT 


Reliance Division of Eaton Mfg 
Co. has appointed Gerald M 
Scheufler sales engineer in the Chi 
cago area covering Illinois, Indiana, Write for Complete Spececfications Prices aud Discounts 
Iowa, Wisconsin and Minnesota. 


He was formerly with Bastion MANUFACTURED BY 


Blessing Co THE NATIONAL FIRE GUARD CORPORATION 


Research Director Named MAIN OFFICE AND PLANT 

Martin C. Carroll has been named 1685 SHERMER ROAD ®© NORTHBROOK 
director of research and develop 20 MILES NORTH OF CHICAGO, ILLINOIS 
ment for Skil Corp 











INDUSTRIAL DISTRIBUTION © FEBRUARY, 1956 





pss SS caie a prs is . | Chicago Latrobe Names Representatives 
this INDUSTRIAL . oes 


HARDWARE ° 


LL 


* yours 


. for the asking! 


| 
| 


@ This new fine FANNER Catalog illustrates and 


A, +4. 


@ complete range of industrial hard- 
ware items — only a few of which are shown 
below. In Fanner, you get a combination of 





facilities unequalled for quality, dependability | 


and service in cast iron, malleable iron and 
drop forging products. As a result every fine 
FANNER product is produced by the method 


which makes it mos! suitable for the purpose | 


| 


I. Get acq 





- «+ and the mos? ec i 


with the complete line by sending for this free | 


catalog No. 19 today. 


TURNBUCKLE BODIES 
STUB END TURNBUCKLES 


HOOK AND EYE TURNBUCKLES 


Co 


CONNECTING LINKS 


FIGURE ‘*8"* LINKS 


EYE BOLTS 


FAST EYE BLOCKS 


PHILADELPHIA HARDWARE AND 
MALLEABLE IRON WORKS, INC. 
Established 1852 
division of 
THE FANNER MANUFACTURING CO. 


Executive Offices Philadelphia Plant 
Pl and Warehouse 

2207 Bridge St. 

Philadelphia, Po. 


John R. Roberts 


John R. Roberts has rejoined 
Chicago Latrobe as sales and serv 
ice representative following armed 
forces duty. He will cover the Mid 
west and the Chicago metropolitan 
area. 

A. E. Baldwin has joined the com 
pany’s Southwest staff covering 
Texas, Louisiana and Arkansas. He 
will live in Houston, assisting Bern 
ard Stapp, the present Texas rep 
resentative in Fort Worth. 

Andrew Welch has been named 
representative covering the Hartford 
and southern New England terri 
tory. 


A. E. Baldwin 


Andrew Welch 





Bought by Republic 


The Republic Supply Co. of 
California, Los Angeles, has pur 
chased Thomas P. Pike Drilling 
Co. Officers said Republic Supply 
would not go into the contract 
drilling business but that the acqui 
sition would enlarge its activity in 
rental and sale of oil field drilling 
equipment. 


Heads Illinois Group 


Gordon S. Culver, president of 
Richards-Wilcox Mfg. Co., has 
been elected president of the IIli 
nois Manufacturers Association. 
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Tube Turns 
Makes Staff Change 


lube ‘Turns has appointed L. J. 
Morris assistant district manager at 
Pittsburgh, succeeding W. C. Rob 
inson, who was recently transferred 
to the Eastern Division as assistant 
sales manager and is now engaged 
in sales promotion programs. 

Mr. Morris joined the Tube 
urns organization in 1943 and the 
Pittsburgh staff in 1949. 

I’. J. Thompson has been added 
to Pittsburgh staff. He is a former 
Pittsburgh representative for Wat- 
son-Stillman Fittings Division of 
H. K. Co. (now WSS Fit 


tings 


Porter 











SINTERED POWDERED 
BRONZE BEARINGS 
AND BARS 





Now available for delivery is a complete line 
of Bunting Sintered Powdered Bronze Plain 
and Flange Bearings, Solid and Tubular Bars, 


and Thrust Bearings. 


Manufactured in Bunting’s own factory these 
Sintered Powdered Bronze Bearings represent 
a high point in sintered bronze quality and 


precision. 


The Bunting line of Sintered Powdered Bronze 
Bunting Industrial 
bearings provides a wide range of sizes 
Distributors have 


~ 


. . r + « 
stocks of these Bunting including all A.S.T.M. recommended sizes, 


Sintered Powdered tolerances and standards. The composition of 
Bronze bearings. Ask your . the Bunting Sintered Bronze Stock line is 


— 


copper 90% , tin 10%. _—_— 


or your nearest Bunting | P 
i ee, 


Bun fing Di stributor 


Branch for catalog P-56 
coe OF Write e te 
This advertisement appears in bs 7 § rt 
R 


lron Age @ Mill & Factory 
Machinery ¢ Modern Machine Shop 


Southern Power & Industry ¢ Steel BUSHINGS, BEARINGS, BARS AND SPECIAL PARTS 


OF CAST BRONZE AND POWDERED METAL 


The Bunting Brass and Bronze Company * Toledo 1, Ohio*+ Branches in Principal Cities « Distribytors Everywhere 
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R. M. Hughes 


Two Representatives 
Assigned by Stanley 
Stanley Tools has appointed Rob 
ert M. Hughes to call on distribu 
tors and do special sales work in the 
Chicago area. 
Kober Seippel has been assigned 
the territory of Alabama, Tennessee 
' and Mississippi. 
BEARCAT ELECTRIC HOIST CUTS SCRAP HANDLING TIME. Loading scrap at this Mr. Hughes has done missionarv 


plant was formerly done by hand. It took two men the better part of a day to load one wack teri coin in the @ j 
truck. Now, with a BEARCAT and tilt-bins, the same job is done in about 20 minutes. Wor aE = company = the south 
and New England. Mr. Seippel was 


previously a salesman for Stauss & 


Where there’s lifting to be done, Haas, Inc., New Orleans. 
there’s a ae Hoist to do it 


BEARCAT ELECTRIC HOISTS 


HOISTS for intermittent for fast lifting of light to me- 
lifting of loads from 4 dium loads—170 to 4000 Ib. 


to 60 tons. 


PEERLESS PACKET TROL- 
LEY HOISTS for lifting PEERLESS PACKET Alt 

tae STEEL HOISTS for lifting 4 
and conveying 4 to 2 Sane" 

. to 2 tons. Special construc- 
tion makes these hoists eco- 
nomical to maintain, easy 
to operate. 


ton leads on I-beams. 
Low headroom units ad- 
justable to a wide range 
of I-beam sizes. 


PEERLESS PACKET ALU- HARRINGTON I-BEAM 

MINUM HOISTS for use - . TROLLEYS for rapid and 

where hoists must be { = easy movement of materials Kober Seippel 
moved frequently. Much Y : = over I-beams. Regularly 
lighter than all-steel ™ supplied in geared and plain 
model, with no sacrifice LS models in capacities from 
of any other quality. 14 to 20 tons, 





Markets for these cost-cutting products are unlimited, and profits are good. To Enlarge Laboratory 
Write complete information about o1 li line hoist products. : 
te flr commie, Gpermdivon Gout our Jay Re of Howe gre Edward Valves, Inc. Rockwell 


HAR R} N GTO N Mfg. Co. subsidiary, is doubling the 
THE COMPANY size of its East Chicago research 
Makers of Hoists Since 1876 laboratory, the management has an 

Gravers Roap at THE TurNpIKE, PLrymouts Meetrne 11, Pa. nounced 
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Allis-Chalmers 
Names Representatives 


Allis‘Chalmers Mfg. Co. has 
made eight new assignments to dis- 
trict offices of its Industries Group. 

Named to new posts were: Ken 
neth W. Geiser, Syracuse, N. Y.; 
Thomas G. Heron, Philadelphia; 
Robert E. Ochs, Cincinnati; Clif 
ford R. Gentrup, St. Louis; James 
W. Koontz and Robert E. South 
ard, Chicago; Nat C. Hughes, Jr., 
Tampa, Fla.; and Dale F. Romohr, 
Charleston, S. C 





W. B. Ross 


Southern Assignment 
Made by Fairbanks 

The Fairbanks Co. has appointed 
William B. Ross as representative 
in Alabama and ‘Tennessee 

A University of Wyoming grad 
uate and Air Force veteran, he has 
recently been selling machinery to 
dealer organizations. His territory 
will be serviced from the company’s 
Rome, Ga., factory. 


Ducommun Gives 
Year-End Bonus 


Ducommun Metals & Supply Co., 
Los Angeles, shared more than 
$425,000 of its 1955 earnings with 
its 774 employees, the management 
has announced. 

Some $150,000 was distributed 
in cash and the rest went into profit 
sharing and retirement trusts. 

The firm’s sales for the year were 
at an all time peak of $39,000,000. 








IT STARTS LIKE THIS 


Here is an inexpensive but 
efficient OTC pulling tool 
doing one of the many jobs 
of which it is capable. 

With less than $40.00 invested 
the shop has an amazing time, 
tool and part saving puller 
that can pay for itself in less 
than a week 


Removing o counter shaft gear and bear- 
ing with OTC mechanical Grip-O-Motic. 


AND THEN THIS 


As jobs get tougher and more 
power is required the shop soon 
buys an OTC POWER-TWIN 
Hydraulic Ram and conversion 
adaptors which fit the original 
Grip-O-Matic. More big jobs 
are pulled, more money is saved 
by your customer, and your 
profits grow with each additional 
OTC sale 

With the OTC Hydraulic POWER-TWIN 

added the unit now pulls a flexible 

coupler from a 50 h.p. motor 


AND SALES CONTINUE 


The versatile OTC POWER- 
TWIN adapts itself to still 
another type job by merely 
adding a push-puller and 
adaptors. OTC’s unexcelled 
“on the job”’ performance 
guarantees bigger sales and 
profits for you 


GET STARTED 


WITH THE |ff[f{}| PULLING SYSTEM 


and it will continue to pull repeat sales for you! 


With the addition of the push-puller the 
OTC POWER-TWIN Hydraulic unit now 
removes poper shearing machine drive 
gear easily and quickly 














Write for the complete Hydraulic story! 


OWATONNA TOOL COMPANY 


OWATONNA, MINNESOTA 


“-EDAR STREET 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1956 





Flex-0-Tube Names Representatives 


offers more profits because 
it builds repeat sales 


Each new Speed Vise that is sold is sure to 
build repeat orders because once production 
men have used Speed Vise they quickly dis- 
cover several other places where additional 
Speed Vises will save more time and money. 


Priced lower than other drill press vises 


$10.90 to $22.90 list ie: 


Cc. L. MeCormick Cc. K. Stiles 


* Field assistance for your sales force 
* Sold enly through industrial distributors 


Charles K. Stiles has been as- 
signed to northern Illinois, Wis- 


Flex-O-Tube Division of Meridan 
Corp. has appointed Chester L. 


If you are not selling the Speed Vise 
line, write for complete information. 





1819 Dana Street, Glendale, California 


McCormick district representative 
for Massachusetts, Rhode Island, 
Connecticut, New York, New Jer 
sey, Delaware and Maryland. 





CARDINAL MACHINE CO. 








Cut FASTER 


More Accurately 


at LESS COST 


“KELLER =< 


The Popular Model 3CH Wet Cut 


Model 3CH 

Cap. 634''x6%4 

production line’ cutting. Has more 
Quick-acting swivel vise 


is buiit-for-the-job and delivers top-quality 
features for fast, accurate cutting, and longer life 
Automatic Stop Switch, Handy Foot-Lift for Saw Frame, Adjustable Bronze Bearings 
for guide-bar, Built-in Coolant Tank and Pump, Automatic Lift and Dilite 
bearings throughout. Variable Pressure Control for cutting thin wall tubing or 
heavy bars—Makes biades last longer too! 

SELL the Complete Keller Line—10 Models 4x4", 5°x5S", 634x634", 8Y2"'x8V2 


and 10\Q"x9 
Write Today for Details. 


SALES SERVICE MACHINE TOOL CO. 
2347 University Ave. St. Paul W-14, Minn. 


Power HACK SAWS 


Builders of Power Hack Saws since 1931 
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consin, Minnesota, Iowa and Ne 
braska. 

Mr. McCormick was formerly 
with Weatherhead Co. and was at 
one time sales manager of Uland 
Rubber & Supply Co., Louisville, 
Ky. Mr. Stiles is a former sales 
engineer for Marshall Steel Co., 
LaGrange, IIl. 


Los Angeles Warehouse 
Planned by Sylvania 

Sylvania Electric Products Inc. is 
building a new 86,000 sq. ft. ware 
house and sales office in Los Angeles 
to serve southern California and 
nearby Western states. 

Scheduled to be ready May 1, the 
structure will double the storage 
area of the company’s present ware 
house. The building is at Gayhart 
St. and Davie Ave. in the Central 
Manufacturing district. 


President Named 

\. J. DeWolf has been elected 
president and treasurer of Dreis & 
Krump Mfg. Co. succeeding his 
father-in-law, Walter H. Dreis, who 
died Dec. 8. Edward J. Dreis was 
named first vice president and Matt 
Krump, second vice president. 





Robertshaw-Fulton 


¥ F . . 

Names Executives Your Nearest Distributor 
Woodford D. Miller, vice pres : 

ident and general manager of the 


Robertshaw Thermostat Division of is your best 
Robertshaw-Fulton Controls Co., stoc k room 


has been made executive vice pres 


ident in charge of the company’s by Swen and Orting 0 
eastern operations. on hand, your nearest industrial 

The . . supplier, wholesale hardware, or 

I'he office is a new one, with re | -sewrsan? iy b ings lr 
sponsibility for Robertshaw Ther to keep production up, while :; 
cet your inventory costs down. 


mostat, Fulton Sylphon, American 
Controls and Bridgeport ‘Thermostat 
Divisions 

Frank H. Post, assistant vice pres 
ident, was named vice president and 
general manager of Robertshaw 


COMPLETE LINE 
ANCHORING AND DRILLING DEVICES 
FOR ALL MASONRY 


Thermostat 





ae — , exer fe «aw 
— fo <a! ARROFLIUTE CARBIDE MASONRY DRil 


ome se fe ee 


-~ 





William Killion 


Whitman & Barnes 

Names Sales Engineer L-LEAD BOLT ANCHOR 
Whitman & Barnes has ap 

pointed William Killion sales engi 


TWIST DRILL POINT 


neer in the Carolinas and eastern 
lennessee. 

He recently completed the firm’s 
training course after five years in 


shipping and service 
A-C-E EXPANSION SHIELE 


RUBBERGRIP DRILL POINT HOLDE 
MTT c m~ 
ae - = ~ | > 
 ——_———_ » = 


Transmission Group Meets 
E EXPANSION SHIELL LITTLE MAJOR TURNBUCKLE 


John F. Mansfield, of Dayton 
Rubber Co., was the speaker at the 
first 1956 meeting of the New 


York Chapter, Power Transmission , : . . 
Cosme. Tie sublect es. “Pee See your industrial, hardware or electrical supplier 


vention Maintenance of V-Belt | ARRO EXPANSION BOLT COMPANY 


Drives.” 1230 Boone Ave., Marion, Ohio 
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WILL HELP BUILD PIPE 
FITTING SALES FOR 
YOU, TOO 


There are so many really important reasons for 
the supremacy of Jefferson Unions . . . reasons 
so easily proved ... that it will be greatly to 
your advantage, business-wise, to make Jeffer- 
son your exclusive source of supply in fully 
satisfying the most exacting needs of your cus- 
tomers. For example: 


. » . they are of uniformly high quality such as 
to assure everlasting dependability. Jefferson 
employs air refined malleable iron in material 
of construction which has a tensile strength of 
55,000 lbs. P.S.1. as a means of providing meaxi- 
mum basic strength. 


. they have been demonstrated time and 
again over many years in service for their sav- 
ings in both installation and maintenance costs. 
It has invariably paid to specify “Jefferson” . . . 
and sell them. 


. « . Seat rings cut from specially drawn hard 
brass tubing make a nonporous seat which ex- 
perience has shown is far better than seats of 
other materials. Furthermore, seats are ground, 
not just finish machined. Jefferson can furnish 
seats of either brass or iron-to-iron, depending 
on service needs. 


. all Jefferson Unions are carefully air-tested 
for protection in user service. is can be 
proved from our records of service and from an 
irreducible quantity of unions returned as being 
defective. 


. . « Jefferson Unions enjoy the approval of Un- 
derwriter’s Laboratories. 


In addition to the high quality of the top Jeffer- 
son line, which in many instances can be sold 
to replace higher priced steel unions, Jefferson 
can furnish $0 and 45° Union Elbows, Union 
Tees and Flange Unions. The complete line in- 
cludes 1507, 250% and 300% unions and union 
fittings. Here is your opportunity to sell a line 
of pipe unions which will not only meet all user 
soquisoments but which will satisfy all custom- 
ers with the finest kind of performance. Investi- 
gate NOW. 


JEFFERSON 
UNION CO. 


671 W. 26th St., New York 1,N. Y. 
49 Fletcher Ave., 
Lexington 73, Mass. 


Build your business by 
satisfying your customers 


272 


BILL COLVIN, vice-president, Gen- 
eral Rubber & Supply Co., Portland, 
Ore., awaits a return call. 





Brewer-Titchener 
Names Representative 

The Brewer-Titchener Corp. has 
appointed H. A. B. Sneve Co. as 
representative for its recently intro 
duced line of marine and industrial 
hardware. 

The Sneve Co. has offices in San 
Francisco, Seattle, Honolulu and 
Silvana, Wash. 

The Brewer-Titchener Marine & 
Industrial Hardware Division is op 
erating under the direction of 
Walter S. Story, with Charles A 
Morrill as sales manager. 





PHONE BOOTH is handy for Noah 
Gordon, Patron Transmission Co., 
New York City, when he needs to call 
in for specs. 
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STOCK IT--SELL IT 
Profit with it 





W. A. WHITNEY — 


® This versatile punch, in a baked green 
enameled metal box, is an unusually good 
item to have in stock. The entire tool is 
made of drop forgings and heat treated. 
The depth gage on side can be had in 
the metal box which holds 6 extra punches 
and dies. The capacity of the punch is 
V4" hole through 1/16” gage iron—weighs 
3 Ibs. —is 8%” long. 
Send for our complete catalog. 
SEE YOUR JOBBER 


TRADE MARK 


REGISTERED 


W. A. WHITNEY MFG. CO. 


626 RACE ST. ROCKFORD, ILL. 








| 


“ 
~s, %@ 


A 395 Zz 


ed 
Ti ECONOMY CHEST 
retails for only $9475 


(slightly higher in the East and Far West) 


Lowest cost, full sized tool chest on the market 
today —that’s the Huot 4-drawer Economy Chest 
Model 107! It has 4 slide mounted drawers and 
rugged steel cabinet finished in blue-grey enamel. 
Measures 26" x 1244" x 124%". 


OTHER HOT ITEMS FROM HUOT: 


SUPER DUTY CHESTS: Bigger chests for bigger tools 
—all drawers roll easily on compound slides and 
can be locked. Model 108—a big 6-drawer chest 
measuring 28°L x 15°D x 21°H; Model 109—4 
drawers, 28°L x 15"D x 15%"H. 

SUPER DUTY CABINET—MODEL 275: Chests 108 or 
109 can be mounted on this easy rolling cabinet 
that has locking compartments. 

MODEL 400 TULDEX: Tools hang on 6 roll-out peg- 
boards. Drawer holds bigger tools. Mounts on wall, 
bench, or Huot Porta-Cab. 29” x 26" x 13%". 
DISTRIBUTORS: Huot makes a complete range of 
tool chests and cabinets for mechanics and ma- 
chinists—you'll meet every demand in the tool 
chest field when you stock the Huot line! Order a 
supply of Huot literature—let your customers see 
the quality difference. 


HUOT MANUFACTURING CO. 


551 No. Wheeler St., St. Pav! 4, Minn. 





. . selling is my business 


JAMES J. WATERS: 


“Don’t Look Now— 
It May Be a Big Order’ 


“One of the fascinations of sell 
ing is the way the little, routine 
orders sometimes turn into big ones 
when you least expect it,” says James 
J. Waters, salesman for Colonial 
Hardware Co., New York, N. Y. 
“You may work on a large customer 
for months and get nothing but 
peanuts—then suddenly a big order 
drops in your lap when you're not 
looking.” 

That’s the way it happened re 
cently with a good prospect Mr. 
Waters had been calling on for a 
year with indifferent results except 
for an occasional order worth $200 
or less. 

He had been pushing cutting 
tools, but all of this business con- 
tinued to go to competition, and 
Colonial Hardware was favored with 
only infrequent inquiries on pipe 
threading equipment. Then one 
day this customer made an inquiry, 
in an offhand way, for “pipe cutting 
tools for plastic pipe.” Mr. Waters 
thought of a wrench, vise and pipe 
cutter, envisaged at the most a 
routine order for $200 worth of 


Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop. .. and because 
they’re basic, they’re the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades ... slitting saws . . . cutoff blades . . . key- 
seat cutters ... and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


ovheane TOOL COMPANY 





equipment if some one else did not 
underbid him. He knew the cus 
tomer had many branches, but these 
presumably were all equipped with 


“EVERYTHING IN STANDARD AND SPECIAL CUTTING TOOLS” 





14400 WOODROW WILSON ° DETROIT 3, MICHIGAN 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 
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DAVIS 


VALVE SPECIALTIES 
FOR STEAM, 
AIR 

OR GAS 


Davis offers a complete line of valve 
specialties including relief valves, alti- 
tude valves, pump governors, pressure 
regulators and emergency valves. No 
matter what the control problem, 
there’s a Davis specialty product to 
meet the need. Contact Davis today 
for precision control valves. 


No. 401 
PRESSURE 
’ REGULATOR 
Brerytiing you want for — 
pressure reducing and con- 
trol service on steam, air or 
as. Spring loaded, balanced 
Sisc construction for indoor 
or outdoor service. Range of 
size: 4 to 10°. . . initial pres- 
sures to 600 psi. . . reduced 
from 500 down to 1 psi. Con- 
troller attached or remote. 
Request Catelog 200 


LIONS 
¥ 
No. 80 BACK ; 
PRESSURE VALVE 
For automatic control 
of exhaust steam for 
heating and processing 
use. Semi-balanced double- 
port valve. Temperature 
compensated to avoid stick- 
ing. Standard sizes 2 to 24". 
Davis No. 81 style for abso- 
lutely drip-tight closing. 
Davis No. 82 where both pres- 
sure and vacuum conditions 
prevail. Ask for Bulletin 101A. 


8 


No. 101—No. 102 
BOILER STOP AND 
CHECK VALVES 


No. 101—For high pressure, 
heavy duty steam plants. 
External oil dash pot... 
counter-weighted lever 

for testing and visible 
action. Clean, simple 

inner construction. 


Neo. 102—Popular valve for general service 
q Internal steam dash pot 
eliminates chatter 


Both valves in complete 
size ranges, corner or 
elbow, semi-carbon or 
alloy steel bodies with 
trim to suit pressure or 
temperature needs. Ask 
for Bulletin 101A 


es 2 Se 4 
FOR COMPLETE FILE OF LITERATURE 


SEND 


| modern pipe handling installations. | 


Then he had a second thought: 
this was for plastic, not conven 
tional pipe, a product fairly new 
both to the customer and the dis- 
tributor firm, and he knew the cus 
tomer’s plants had heavy 4-inch in 
stallations. He went back to the 
customer for a sample of the pipe, 
and tested it with his fingernail. 
This confirmed a_ suspicion—the 
material in this particular pipe 
scratched readily, and _ probably 
could not be threaded with conven- 
tional tools and equipment. Also 
he learned that this was becoming a 
major problem for the customer's 
purchasing agent, and that his fac 
tory people did not believe thread 
ing equipment could be found that 
would suit their needs 


| 


Months of Testing 


Mr. Waters took it up with his 
firm’s supplier, whose factory had 
been experimenting with machines 
for this kind of installation but so 
far had not developed one that 
would fit all particulars. Then fol 
lowed nine months of testing in 
both the supplier’s factory and the 
distributor's warehouse shop, while 
various dies and setups were tried 
many times. A number of 
petitors were also trying for the 


com 


order by this time. Finally the new 
tools passed the test, and the order 
went through for Colonial to pro 
vide several machines. Then came 
the surprise: the customer put in a 
repeat order almost at once, to 
equip all its branches, for a total 
dollar value nearly 30 times what 
Mr. Waters had hoped for when 
the tests began. 

What’s more, his firm now had 
an inside track in a new field po 
tentially worth 


more in sales. 


many thousands 


“You could say this experience 
proves the value of service and per- 


" . . | 
sistence, which of course it does,” | 


Mr. what it 


proves to 


Waters. “But 
me is that a 
never knows where a casual inquiry 
That’s what I like about 
this business.” 


Says 


salesman 


will lead 


HOLD-E-ZEE 


The Original 
AUTOMATIC GRIP 


SCREWDRIVERS 


Provide These 
Outstanding 
Advantages: 


@ LOK-BLOK that makes blade 


twist and impact proof 


@ GRIPPER that snaps back— 


recedes deep into handle 
giving full blade use 


@ HAND GROUND BiTS 


— special design fits 
both types recessed 
head screws 
PLUS MANY OTHER 
MUCH WANTED 
FEATURES 


...YET COST NO 
y/ MORE THAN ORDINARY 
SCREWDRIVERS 


! BACKED By 
POWERFUL NATIONAL 
ADVERTISING. .. 


Popular Mec 
Monthly 


Saturday Evening Post + hanics 


Popular Scien 


FREE / sei-Fast Displays: Col- 
orful, attractive just right for 
profitable volume without over- 
stocking. Ask your jobber 


snc Ga ahaiina © Cadas & Wilals UPSON BROS., INC. ROCHESTER 14, N. Y, 
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THIRTY-FOUR YEARS in the indus 
trial supply field is the record of E. J. 
Trier, president, Fort Wayne Pipe & 
Supply Co., Fort Wayne, Ind. 





Welding Show 
To Be Held in Spring 
The / 
has scheduled its fourth Welding 
Show for May 9-11 in the Memorial 
Auditorium, Buffalo, N. Y. 
Exhibits are planned by 
firms. Exhibit space is 28% larger 
than at the last show, according to 
A series of technical 


merican Welding Society 


100 


its sponsors. 
conferences will be held 


Hyster Names Executive 

Hyster Co. has appointed Walter 
A. St. Clair as assistant sales man 
ager of its Eastern Industrial Truck 
Division. 





DAN FREEL, owner of Industrial 
Supply Co. of Salem, Salem, Ore., 
attends to some business at the counter 


ARE OUR SALES FORCE! 


OUR SALES POLICY... 


100% through Distributors 
YOU ASK ABOUT. . . THE LINE? 


WE SAY .. . complete as can be . . . Bench and Pedestal 
Grinders e Tappers e Screw Drivers e Bench and 
Pedestal Buffers e Routers e Electric Drills e Abrasive 
Cut-Off Machines e Nut Setters e Portable Grinders 
e Air Master Dust Collectors e Speed Lathes e Tool 
Post Grinders. 


1 HAVE TO STOCK YOUR COMPLETE LINE? 
We will be guided by your 





you ASK >. . . DO 
WE SAY .. . of course, not. 


requirements. 


YOU ASK ABOUT... QUALITY! 
WE SAY .. . assured by over 50 yeors experience in making 
fine electrical tools. 


. « PRICE! 
competitive with other quality tools—most tools 


YOU ASK ABOUT. 
WE SAY... 


built in two or more price ranges to fit your cus- 
tomer's budget. 


YOU ASK ABOUT. . . DELIVERY! 
WE SAY .. . excellent! Usually from stock. 


YOU ASK ABOUT... ADVERTISING! 

WE SAY... THE CINCINNATI advertising will pave the way 
in 8 publications: Modern Machine Shop, New Equip- 
ment Digest, Metalworking, Mining Ads; additional 
promotional space in Thomas’ Register, McRae's Bive 
Book, Conover-Mast Purchasing Directory and Machine 
and Tool Blue Book Directory. 


YOU ASK ABOUT. . . LITERATURE! 


WE SAY .. . complete catalogs and other promotional ma- 
terial available to you and your salesmen on request. 


THE CINCINNATI ELECTRICAL TOOL CO. 


2686 MADISON ROAD CINCINNATI 8, OHIO 
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CAPITOL 


0032 and 6000+ 
FORGED STEEL 


COUPLINGS 


Y 


¥ Mus) 


WZ) 


YY 


for all 
high pressure 


installations 


Both 3000# and 6000# 
couplings are manufactured 
to ASTM Specification A-105. 


Available in full and half 
couplings for immediate 
shipment from stock in sizes: 
3000 # — Ye" through 4” 
6000# — 4" through 3” 








= 


MFG. & SUPPLY CO. 





COLUMBUS, OHIO ae 





COUPLINGS — NIPPLES — UNIONS — RADIANT 
WHEAT FITTINGS — FURNACE COILS — 
WELL SUPPLIES — STEEL PIPE FITTINGS 


Peak Levels this Half Forecast for Industry 


Secretary of Commerce Sinclair 
Weeks predicted recently that most 
major industries will continue op 
erating at close to peak levels 
through the first six months of 
1956. 

Based on a year end survey, these 
estimates were made by the Business 
and. Defense Services Administra 
tion: 


Iron and steel—The first half will 
see one of the highest, if not the 
highest, production level in history. 
Shutdowns for repairs, if any, will 
be offset by new facilities. ‘hese 
facilities will alleviate, but not over 
come, the tight supply situation 
Most steel products will remain in 
short supply for the first half. Order 
books are solid until June, it is r 
ported. Nickel will remain 
and will limit production of nickel 
bearing alloys, including stainless, 
below the growing demand for thes« 


short 


metals. 


Aluminum—Shipments for the 
first half will be 18% higher than 
1955, a new record level 


Copper—Supplies will be short 
the first quarter, but will probably 
approach demand in the second, 
due to new production 


Automobiles and trucks—Produ 

tion of pleasure cars for the first six 
months will probably exceed 4,251 

000 vehicles, compared to record 
production of 4,227,000 in 1955’s 
first half. There has been an excel 
lent cleanup of 1955 models. Truck 
production is also expected to show 
an increase over last year’s first half 
show a. strong 


Advance orders 


market 
Aircraft—The industry has a 
$13.5 million backlog of military 
and commercial orders. It should 
be kept busy enough for the next 


six months. 


Shipbuilding—Work in_ progress 
and on order is 18% higher than a 
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year ago and a continued increase 
in orders placed is expected in the 
next six months. But the current 
total is only 25-30% of a normal 
good velume for the industry 


Railroad freight cars—Some 145, 
000 are on order, compared with 
76,528 when the year ended. Due 
to steel shortage, though, no pro 
duction increase is expected for sev 
eral months 


Construction — Expenditures are 
estimated at 5% above last year’s 
all-time record. Somewhat fewer 
residences will be built, but more 
stores and service buildings, espe 
cially along highways and in sub 


urbs, it is expected 


Power equipment— Ihe Westing 
house Electric Corp. strike has cut 
production of steam and hydraulic 
turbine-driven electric generators 
ind steam turbines, but past high 
production will add 12 million kilo 
watts of installed capacity. Nuclear 
power continues to take a large 
portion of the attention and plan 
ning in the industry. 


Electrical equipment—The indus 
try will be operating at near peak 
levels during the first six months 
In some phases of motor and con 


trol field, backlog is causing concern 


Electronics—Production for 1956 
is estimated at $6.8 billion, com 
pared with $6.3 billion in 1955. The 
field includes radio and television 
receivers, tubes and components, 
ind military equipment. By year’s 
end almost all automobile and port 
able radios will be made with tran 
Color T\ 


is expected to boost sale of color 
receivers to more than $250 million 


sistors instead of tubes. 


Machine tools—Shipments are es 
timated at $430 million for the first 
half, against $409 million in last 
year's first half. But for the full year 
sales are expected to be $200 inillion 
under the 1955 total 





Agricultural machinery—Produc- 
tion increases are doubtful for six 
months, but there will probably be 
price increases. 


Construction machinery—Present 
rate of production will continue, 
with some price increases. Shortages 
of certain steels held 1955 produc- 
tion below capacity. 


Oil field machinery—A record 
total of 57,000 wells were drilled 
last year and a new record is ex- 
pected this year. Manufacturing of 
equipment is running about 7% 
over last year’s level. 


Chemicals—Sales for the first 
half are estimated at $12 billion, 
compared with $11.5 billion for the 
1955 period. Inventories are low 
and activity is at a high level in in 
dustries using chemicals. 


Rubber—Continuing high pro 
duction not much below the 1955 
record level is expected. Despite 
synthetics, rubber supplies were 
tight in 1955. Progress in synthetics 
will relieve this situation later. Tire 
inventories are somewhat higher 
than a year ago 


Pulp, paper and paperboard—To 
meet demands, production will have 
to be somewhat above 1955’s record 
level. 


Lumber—Production may set a 
20-year record for 1955. Output for 
the first half of 1956 is expected to 
be about 2% below the 1955 first 
half. 


Office equipment—After the in 
dustry’s most prosperous year in its 
history, further gains are expected 
in the first half, ranging 10-15% 
higher than in the 1955 period. 


Consumer durable goods—Sales 
will equal or slightly exceed the 
1955 rate. Household furniture 
made a record last year and will 
continue at a high level. Household 
appliances are operating at record 
levels, and demand for the many 
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More SATISFIED (istomers 
with the WORLDS LARGEST 
END, ~ MILL LINE / 
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Whether a customer has a routine milling job or an unusually 
tough one . . . he’s sure to be satisfied when you sell him 


a Putnam End Mill. 


As a Putnam distributor, you can offer him over 1000 
different types and sizes to choose from. With this wide 
range of standard, catalog-listed end mills, you can always 
sell the RIGHT tool for the job for faster cutting, better 
finish, less tool wear, less chance for work damage. 


Putnam's always-expanding end mill line now inciudes the 
famous Postiv-Lok series, an especially heavy duty design 
for large boring mills, profiling and similar applications. 


These and similar advancements in end 
mill design and manufacture have made 
Putnam the leading end mill line. 


That's why it's easier for you to have 
more satisfied customers, more sales, 
more profits .. . when you sell Putnam. 
Putnam Tool Co., 2981 Charlevoix Ave., 
Detroit 7, Michigan. 
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Professor and pooch hove 
eppeared on magazine covers 
for two yeors stimulating 
strong industry interest in Putnom 
—the end mill speciolists 








new products introduced recently 
should carry it forward. Personal 
durable goods, such as jewelry, sil- 
verware, sporting goods, toys, etc., 
should benefit from the current 
high level of consumer income and 
spending, which is expected to con- 
tinue for the next six months. The 
glass industry will continue operat- 
ing at or near capacity due to its 
order backlog from the automobile, 
construction and furniture indus- 
tries. 


It’s EASY to 
Be ameon’,” YOUR Customers 


that THIS is THE TOOL to get 
‘on UP.-: 
Costs DOWN 


on “SMALL-WORK” Grinding 
and Finishing Jobs! 


Producti 





—_ Many of YOUR customers can 
i: PROFITABLY USE Foredoms. POW- 


eames sont 
featherweight and handy, easily controlled | amenrens . ye ate 
pieces (pencil size or larger) make friends afid S ies Pea Pp sete Pree 
influence orders. Unhampered by bulk and weight, LOW INVESTMENT (less than $100) 
the operator produces more and better work be-- you can give effecti f o 
cause FATIGUE IS NOT A FACTOR. More and more / "en te this fast-paced line. Feretes 
shops insist on FOREDOM. That's one big reason pa me Poowrenel 
why the FOREDOM line is so downright 
profitable for distributors - A, 
to sell. 7 


# AAS C1. cu 


Containers—The packaging and 
container industry should continue 
the current high levels around the 
1953 peaks for the first half. 





Textiles—In general 1955 has 
been a good year. The prospect for 
1956 is somewhat clouded because 
of record imports from low-wage 
countries in special categories and 
the normal cyclical trend of slow- 
down following a year of activity. 


REPEAT BUSINESS ON ACCESSORIES! 
Here are just a few of the many accessories listed 
in ovr catalog to make your sales of Foredoms 
BUILD PROFITS. 


QnA ELECTRIC COMPANY 


27 PARK PLACE, Dept. DEEDS NEW YORK 7, N.Y 


For details of ovr outstanding 
distributor set-up write for 


Catelog No. N 31 8 


Shoes—Production is expected to 
continue around the record levels 
set in the first half of last year. 
Early Easter will add to the length 
of the spring selling season. 





RED SEAL 


THE VISE THAT GIVES YOU 
MORE FEATURES TO SELL! 


Since 1895, beyond compare for materials, 
design and construction. 


Nutting Truck & Caster 


Names Sales Executive 


Adrian D. Thompson has been 
promoted from Eastern district 
sales manager to manager of jobber 
sales for Nutting Truck & Caster 
Co. 

With the company since 1951, 
he succeeds M. A. Larson, named 
to head the company’s Des Moines, 
lowa, sales office. 


Red Seal Extra Heavy Machinist Vises are built to stand up 
under the hardest use. Compare it feature for feature with any 
other vise. You'll find your customers will recognize and prefer 
Red Seal Vises, too. Their high quality make them easier to sell! 


Sold through distributors only. 


FEATURES: 


© Stationary or swivel base. 





® Jaws faced with high grade tool steel 
over entire face. Knurled, heat-treated, 





© Castings of semi-steel. 


® Rear jaw broached to insure proper fit 
with sliding bar. 

® Sliding bar milled on all 4 sides. 

*® Screw of cold-rolled steel with deep cut 
acme threads for quicker action and 
better holding power. 


One of our many factory representatives is near you to serve your needs. 


milled, tongued and grooved. Attached 
to jaw faces with screws for easy re- 
placement. 

Convertible! Standard stationary vise 
can be converted to swivel vise by addi- 
tion of base. Swivel model can be made 
stationary by removing base. 


Write for 


complete Price and Discount Schedules on These Fast-Selling Vises. 


AMERICAN SCALE & VISE CO. 


2745 SOUTHWEST BLVD., KANSAS CITY, MO. 





ANTI-INSECT FLIGHTS 
INCREASE 


Aircraft certificated for dusting and 
spraying now total more than 4,200, 
reports Aviation Week, McGraw-Hill 
publication. Flying for this purpese 
should hit new records in 1955, with 
3,180,000 acres of forest already cov- 
ered in the fight against the gypsy 
moth and 1,600,000 acres sprayed to 
control grasshoppers. 
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GEORGE HARRIS, owner of Harris 
Supply Co., Portland, Ore., is proud 
of this valve stock 





Pittsburgh Manager 
Retires from Norton 

Charles B. Price retired recently 
after 29 years’ service with Norton 
Co. He had been Pittsburgh district 
manager since 1941. 

He was honored at a recent Nor- 
ton sales conference by colleagues, 
including his twin brothers, Don 
Price, Norton sales manager of 
Grinding Wheels, and Ron Price, 
the company’s New England dis- 
trict manager 


Borg-Warner Cited 


Borg-Warner Corp. was honored 
as the Company of the Month in 
January by the Henry George 
School of Social Science. The cita- 
tion is designed to recognize serv- 
ice to the free-market economy. Roy 
C. Ingersoll, president of Borg 
Warner, accepted it at the school’s 
Commerce and Industry luncheon 


in Chicago. 


Director Elected 

United States Rubber Co. has 
elected Herbert M. Kelton a d 
rector and vice president. He was 
also designated chairman of the 
finance committee and a member 
of the executive committee. 
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SEND TODAY for Kester’s new 78- 
page informative textbook ‘“‘SOLDER 
. Its Fundamentals and Usage.’ 


: 


The almost universal acceptance and popularity of Kesrer FLux-Core 
SoLpER is largely due to its quality, based on constant solder alloy 
control and consistent flux formulae. Kester comes in 8 fluxes, with all 
available in 5 core sizes. And since Kester’s the type of solder that 
everybody wants, it’s far easier to sell and to sell it again and again. 
You see, a full spool of Kester Flux-Core Solder never lasts very long! 


KESTER SOLDER 


CoO M PANY 4214 Wrightwood Avenue, Chicago 39, Illinois 
Newark 5, New Jersey * Brantford, Canada 
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District Manager Named by Roper, 


WANT AN 
EXTRA 
SALE? 


More Pattern 
Shops Can Use 


Rim-Cutting FORSTNER 
BITS 


E. H. Bigden 


that bore at any angle , 
» E. Laidlaw 


and cut any arc of a circle 


Geo. D. Roper Corp. has ap- ager for Fairbanks-Morse Co. and 


In many localities distributors have 


been selling Forstner Bits to customers 
with pattern shops as long as they can 
remember. Patternmakers depend on 
this rim-cutting bit for intricate, pains- 
taking work. Can you use some of this 
business? Simply write us today for full 
information. 


pointed L. E. Laidlaw, of Laidlaw 
Co., Indianapolis, as district sales 
manager for Pump Division prod 
ucts covering Indiana and western 
Kentucky 
Head of his present business since 
} 


1948, he has also been branch man 


CONNECTICUT VALLEY MFG, CO. 





Centerbrook 3, Conn. 





RUBBLE 
GOES DOWN 


PROFITS 
GO UP AS 
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SPROUT-WALDRON 


BELT-SAVER 
PULLEYS 


Both you and your customers 
ean profit from Belt-Saver Pulleys. 

The exclusive cone and wing design prevents 
materials from lodging between pulley and belt. 
Sharp lumps and abrasives cannot damage the 
belt. Belt life is increased from 50% to 400% in 
installations conveying abrasive materials. 

Such savings produce greater profits for 
quarries, foundries, mines, sand and gravel plants, 
contracting companies, and others, and can pay off 
for you in steady sales and good will. 

In addition to Belt-Savers, Sprout-Waldron 
offers a full line of sturdy, cast-iron pulleys for 
transmission and conveyor use in a wide selection 
of sizes and types. Write for free bulletins contain- 
ing full information about Sprout-Waldron pulleys. 


= 


SPROUT-WALDRON 


3 LOGAN STREET, MUNCY, PA. 
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regional sales manager for Carver 
Pump Co. 

E.. H. Bigden has been named dis 
trict manager for Roper’s Pump Di 
vision in St. Louis, covering eastern 
Missouri and southern Illinois. He 
had been with Roper’s Chicago of 
fice since 1946 


Delta Re-Organizes 
Canadian Operation 


Regional sales managers of Rock 
well Mfg. Co.’s Delta Power Tool 
Division met recently with’ officials 
of the company’s Canadian “Beaver’ 
power tool line. Partial integration 
of Canadian distribution for Delta 
and Beaver lines was discussed. 

Rockwell acquired the Beaver line 
with the purchase of Callander 
Foundry & Mfg. Co. of Guelph, 
Ont., in 1953 





CEMENT WALLS OUTDATED 


Heavy masonry walls for industrial 
plants are a thing of the past, accord 
ing to architects, who say “sandwich” 
panels—with a lightweight honeycomb 
grid of plastic or heavy paper between 
two sheets of metal — permit much 
greater flexibility and ease of plan ex- 
pansion, reports American Machinist, 
McGraw-Hill publication. 














Jones & Laughlin 
Names Executive 


Frank G. Brydon has been named 
manager of advertising and market 
development of Jones & Laughlin 
Steel Corp.’s Warehouse Division. 

With the company since 1927, 
he has been assistant sales manager 
of the division’s Chicago district. 

Robert T. Rabe, former district 
salesman in Chicago, succeeds Mr. 
Brydon as assistant sales manager 
at Chicago. 





R. K. Grobholz 


Division Manager 
Named by Worthington 


Worthington Corp., Harrison, 
N. J., has appointed R. K. Grobholz 
manager of its Power Pump Sales 
Division at Oil City, Pa., succeeding 
A. F. Welsh, now manager of the 
Marketing Research Division. 

Mr. Grobholz was recently man 
ager Of the Reciprocating Pump 
Sales Section. 


Service Manager 
Named by Le Roi 

Le Roi Division of Westinghouse 
Air Brake Co. has appointed Paul 
Azzolina service manager. 

He will direct field servicing of 
all Le Roi products and the main 
tenance of parts and catalogs. 


Sales Head Appointed 

Le Roi has named William F 
Briney manager of construction in- 
dustry sales. 


TIONAL SANDERS 


METAL 
Tole] 
LEATHER 


URFACES 


POWERFUL .. . LIGHTWEIGHT 
MODEL 400 ORBITAL ACTION 





Versatile block sander . . . speed can be 
varied from 4000 to 6000 rpm depend- 
ing on the surface and abrasive. Weighs 
only 4 Ibs. but has 25 sq. in. of abrasive 
area. Over 125,000 in use throughout 
the nation .. . in many types of industry. 


MODEL 300 TWO-PAD 





A straight-line action, two pad sander 
with built-in water spray for wet 
sanding. Nine different pads and two 
sizes of pad shoes are available. 
Write for details. 


MODEL 500 ELECTRIC 





Powerful block sander, with 4 HP 
electric motor. Orbital action, operating 
at a constant speed of 5000 _—_ Has 
38” of abrasive area. Sponge rubber and 
felt pads available. 


MODEL 600 SINGLE-PAD 
A straight-line action, single pad, air 
driven block sander. Weighs only 
5 Ibs., but operating at 3200 rpm. 
A 5/16” pad stroke assures rapid 
stock removal. Has built-in water at- 
tachment for wet sanding. Both 


rubber and felt pads available. 





Write for literature 
NATIONAL AIR SANDER, INC. 


2820 AUBURN ST., ROCKFORD, ILL. 
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Will this blot 
spread... 
or shrink? 


NOTHING STRIKES so brutally at human lives as a slum. 

Yet of America’s many millions of homes, the blot that 
is a slum covers more than | out of every 10... and 
nearly one-half of all our homes are urgently in need of 
repair and basic improvements. 

Will the blot go on spreading? Or will a concerted, na- 
tionwide attack on the causes of slums shrink it, year by 
year, until it is wiped out? Today, this is a challenge to 
every American... a challenge that must be met. 


Your community . . . your problem! 


A slum reaches across blocks, across miles, to sit on your 
doorstep and demand a price. 

You pay it in the threat of crime and juvenile delin- 
quency to your family. You pay the price in higher per- 
sonal property taxes to fight the disease and crime and 
poverty that are slum-bred. You pay personally when the 
value of your home sinks as community deterioration 
takes another step closer. 

Your firm pays when the community where you do 
business goes downhill. Slums automatically mean lower 
purchasing power and less effective labor. 


Good citizenship is good business 


It’s good citizenship and good business both for your firm 
to join efforts to check housing decay... to stop slums 
before they start. In fact, it’s the responsibility of every 
business, as it is of every other good citizen, to support 
community improvement efforts. 


Some slums are beyond repair. They should be torn down 
and a fresh start made. Others can be remodeled, made 
to conform to better living standards. So it is up to you 
to get behind every sound program which seeks to pro- 
vide adequate housing for all our people. 

Adding your support to the efforts of the millions already 
attacking the problem, your firm can help stop slums cold 
and put America’s housing standards at a new height. 


How to get into action 


A group of Americans from every walk of life has formed 
a new, non-profit organization to help combat home and 
community deterioration — The American Council To 
Improve Our Neighborhoods . . . A.C.T.LO.N. 


Send for a free copy of “‘ACTION.”’ It explains what 
A.C.T.1.O.N. is and proposes to do. It also'lists book- 
lets, research reports, check-lists, and other material 
which can help you protect the housing health of your 
community. Address P. O. Box 500, Radio City Station, 
New York 20, N. Y. 


American Council To Improve Our Neighborhoods 
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For your convenience: 
available in handy 
1-Ib. brush top cons. 


‘PLASTIC LEAD SEAL 


Nationally advertised “John Crane” PLS is the 
leading pipe thread and gasket sealing compound 
in all types of industrial service throughout the continent. 
That is because PLS is an all-service compound—insoluble in petroleum 
Bell & Gossett products, steam, water and a wide variety of chemicals and gases, including 
+ ie butane-propane and anhydrous ammonia. 
Vv , . : . : 
Names Division Head Maintenance men prefer PLS because less is required to give a better seal 
Bell & Gossett Co. has appointed .. . because, once applied, it lasts for the life of the connection . . . won't 
wil to th J ted crack due to temperature change and vibration .. . allows joints to be 
Lee lison to € new y crea easily disassembled, even after years of service. 
post of manager of its Air Compres- PLS is safe . . . withstands pressures to 6000 psi, temperatures to 500° F. .. 
sor Division. approved by Underwriters’ Laboratories and the Butane Propane Institute 
He joined the company in 1954 * Leulsiona. ; 
after Sve vears neral = Stock and sell PLS in 1, 5, 15, 28, or handy 1-lb. brush-top cans. Get full 
alter Hive years a5 general saree msn- information now! Crane Packing Co., 6459 Oakton St., Morton Grove, IIl., 
ager of Gerbing Mfg. Corp. Bell & (Chicago Suburb). Jn Canada: Crane Packing Co., Ltd., Hamilton, Ont. 


Gossett officials said the new post 

helps provide for the company’s ex- = CRANE PACKIN G COMPANY 
panded production and sales in the 
compressor field. 


Lee Wilson 





| Sell ONE Grinder to 
Subsidiaries Discontinued | Sharpen ALL Drills... 


General Electric Co. has discon- : i 
tinued General Electric Distribut- @ 90° to 140° Included Angle 


ing Corp. as a separate corporation. @ Ye" to 22" Diameter 

Its three divisions, G. E. Supply | © 2-3-4 Flutes 

Co., Hotpoint Appliance Co. and | 

G. E. Appliances Co., will be in- STERLING @ Without Chucks or Collets 
tegrated in the parent organization, Model “DV” Write for complete details and 
the management announced. Of- Variable Angle information on selective dealerships. 
ficials said the change was to sim- DRILL GRINDER 

plify organizational structure and 

would not alter the functions per- 

formed through the former sub- 

sidiaries. 


Sell MORE Tool and 


Cutter Grinding Capacity 
Edward Assigns Area at LESS Cost 


Edward Valves, Inc., has assigned 
Earl N. Stone, Denver ee 0 Sterling Model “RK-2" provides more 
: a capacity at half the cost of a Universal 


neer, to additional territory in : ‘ : 
; : ‘ Grinder. Write for details. 
North and South Dakota. He now 


covers Colorado, Utah, western M DONOUGH MFG CO 
C . . 


Kansas, Montana, Wyoming and 
the Farmington, N. M., area. 1510 GALLOWAY ¢ EAU CLAIRE, WISCONSIN 


Se 
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ow 
TO DO YOUR 


BEST IN 
VISE SALES 


, | CONTACT MORGAN 
2 GET DETAILS 
3 SELL- MORGAN VISES 


® We want your business and 
we think you will want to 
standardize on the sale of 
Morgan Vises once you know 
MORGAN Vise Quality 
MORGAN’S complete line 
MORGAN'S sales coopera- 
tion 
MORGAN’S 
guarantee 
You will be sure of a depend- 
able and complete source 
—you'll like our way of 
doing business—you'll give 
your customers the benefits 
that come with top quality 
—and with it all you'll sell 
vises that are uncondition- 
ally guaranteed. 

Write for the MORGAN 
Distributor Plan. 

We urge users to buy thru 
their local distributor 


MORGAN 
VISE CO. 


108-128 North Jefferson St. 
Chicago 6, Illinois 


unconditional 


R. H. Rose 


Field Representatives 
Named by Bristol 


The Bristol Co. has appointed 
two new socket screw field repre 
sentatives. 

Reginald H. Rose has been as 
signed to the Boston office and will 
call on distributors in the area. He 
was formerly with Allied Control 
Co. and G. M. Williams Co 

L. Robert Steele will work out of 
the San Francisco office, covering 
northern California, Oregon and 
Washington. He has been repre- 
senting Republic Steel Corp. in the 
area. 





Executive Named 

Standard Pressed Steel Co. has 
appointed William M. Briner pro 
duction control manager in its Fas 
tener Division. 
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PRECISION BRAND 


, ARBOR 
packet SPACERS 
and SHIMS 


FOR FAST, 
ACCURATE 
SPACING 


Tops in every respect, Precision Brand 
Arbor Spacers and Shims are used for 
accurate spacing of milling cutters, slit- 
ter knives, gang saws and many other 
uses. They come neatly packaged in 
thicknesses from .001” to .125” thick 
and %” to 7” hole diameter 


WITH KEYWAY WITHOUT KEYWAY 
Please 
specify 
type 
desired 
when 
ordering. 


PRECISION STEEL 
WAREHOUSE, INC. 


N . 


AGO 24 











HARRIS 
METAL FLOATS 


\~ Made of copper, plain steel, copper 
plated steel, stainless steel, KA-2SMO, 
aluminum, brass, monel, pure nickel, 
Admiralty and Everdur or any suitable 
metal for open tank and all pressures. 


od Seamless copper ball floats carried 

in stock in diameters of 2'/,"" to 12" 
inclusive for open tank and pressures of 
25, 50, 100 and 150 Ib. Floats in special 
sizes and pressures to your specifico- 
tions 


i Stainless steel ball floots iarger than 
12" diameter MADE TO ORDER. Write 
for catalog. 


Copper plated—brazed joint —steel 


ball and special floats for high and 
low pressure, 


ARTHUR HARRIS « company 


212 NORTH ABERDEEN ST. CHICAGO7. ILLINOTS 











SUBBING for the branch manager 
during vacation, Herb Keller was busy 
this summer for the Campbell Indus 
trial Supply Co., Tacoma, Wash 
branch 





Western Handling Show 
Planned in May 


The Western Material Handling 
Conference and Equipment Show 
will be held May 9-11 at the West 
ern Livestock Exhibit Building in 
Los Angeles. 

Subjects at the conference will 
include automation for high and 
low production industries, ware 
house problems, and conveyors in 
plants. A “Fork Truck Rodeo” 
will provide entertainment 


General Manager 
Named by Towner 


Towner Mfg. Co. has named 
Harry D. Myers, who recently be- 
came a partner in the firm, as 
general manager of its operations. 

Formerly president of Cloyes 
Gear Works in Cleveland, he has 
also been president of Standard 
Products Co., production head for 
Harry Ferguson, Inc., and director 
of purchases for Thompson Prod 
ucts. 


To Sell for Engelberg 
Engelberg Huller Co. has ap 
pointed Harron, Rikard & McCone 
Co. of Southern California to han 
dle its lines in the Los Angeles area 


SLEEVES and SOCKETS 


NOW! 
HEAT TREATED 


© So Popular with users * 


COLLIS Heot Treated Sleeves and Sockets are 

manufactured by skilled workmen to give long 

durable services and extra long life. This type 

of sleeve has less chance of nicks and assures ? STANDARD 
same accuracy with longer runs TYPE 

HEAT TREATED 

Call at once for our representative to explain 

about the Complete Collis Line of Lathe Cen 

ters, Arbors, Drill Drifts, and Magic Type Chucks 


os well as Sleeves and Sockets and Collets 


"Call Collis for Service” 
me, THE COLLIS COMPANY am 


DEPT. A, CLINTON, IOWA 


PRECISION 


EATRA PROFIT? a WAYS 


FOR YOU 


selling low cost 


high production 
ANDERSON tools! 


Anderson Senadies Ways 
save time, reduce vibrations, 

IMPROVED HAND SCRAPER increase motor bearing life, 
improve motor perform- 
ance. They are priced to sell, 
and will pay for themselves 
in a few months use. 


Both high-speed steel and carbide-tipped blades in 
18”, 20”, or 22” lengths. They are light in weight, 
easy to use, reduce need for costly regrinding. Once 
they are introduced into a factory, the customer will 
come back for more. You will find these scrapers 
real profit makers. Also, Anderson offers power 
scrapers, and various types of straightening presses. 
Sell the complete Anderson line. 


ANDERSON BROS. MFG. CO. Write today .. . See 
DEPT. A, ROCKFORD, ILLINOIS how you can profit 
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NEW 


MODEL 600 


‘METAL CUTTING 


plus 


Wet cutting system 
shown is an option- 
al extra. Castera 
available for easy 
portability. 


SELECT FEATURES 
Exclusive Wells ‘‘constant-load,” fool- 
proof blade tensioning. 

Safety Switch with thermal overload 
protection and automatic stop features. 
Uses Blade %” wide for more accurate 
cutting. 

Sealed type ball bearing motor for Full 
Power at Low Cost. 

Efficient V-belt drive—4 selective speeds. 
Easily adjusted ball bearing guides for 
stabilizing the blade. 

Extra rigid, heavy-duty cast iron frame 
and !-beam. 

Adjustable, uniform gravity feed of 
counterbalanced frame. 


SPECIFICATIONS 
CAPACITY: 
Rectangular 
Rounds 
45° angle. 
SPEEDS, ft. per min. 
BLADE SIZE “ » 032 x 8 2%" 
MOTOR “% HP. 
WIDTH OF BED 84" 
FLOOR TO TOP OF BED 25'2" 
FLOOR SPACE 21” x 50” 
SHIPPING WEIGHT, approximate....375 Ibs. 
with coolant 425 Ibs. 


eee” dia. or 6” pipe 
, Sa 3” 
...50, 90, 160, 250 


BAND SAW 


Larger Capacity 


aki Pmelireiitsg 


fel me Clactehacls 


VALUE and PERFORMANCE 


Now you can get the larger capaci- 
ty you’ve been looking for in a 
Quality Built, Moderately Priced 
horizontal metal cutting band saw. 
Designed and built by Wells Manu- 
facturing Corporation to give you 
BIG Value and OUTSTANDING 
Performance, the New Model 600 
is the answer to metal cutting for 
medium and small production jobs, 
general utility, or tool and stock 
room work. 

Big capacity—6” pipe—is only 
part of the story. The Model 600 
offers Wells Quality throughout. A 
few of these features are listed at 
the left. The combination of these 
features makes it possible to do a 
better job of cutting at a lower 
unit cost. 

Set up a Model 600 in your shop. 
Put it to the test—You’ll see metal 
cutting at its best. 

Call your Welis Distributor for all 
the details, or write for descriptive 
information. 


See us at Booth 274 at the Tool Show 


“The Pioneers of Horizontal 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 


606 ADAMS STREET, THREE RIVERS, MICHIGAN 


. 
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Book Reviews 





PROBLEMS IN BUSINESS AD- 
MINISTRATION, Analysis by the 
Case Method, by Thomas Cicchino 
Raymond, Harvard Graduate School 
of Business Administration, Mc- 
Graw-Hill Book Co., 330 W. 42 St., 
New York City, $5.50—The case 
method of teaching business situa- 
tions is not new, and plenty of case 
books are available, most of them 
written by the Harvard Business 
School group that for many years 
has championed the case method 
of teaching. But few books have 
been written to explain what the 
case method is, and how practicing 
businessmen, as well as students 
and teachers, can use it to develop 
This book, too, 
is mostly actual cases, but it con- 
tains a carefully written introduc- 
tion of several chapters that should 
be required reading for any one who 
hopes to get much out of reading 
cases in business (or seeing them 
happen before his eyes). 

Tackling a case (or any business 
problem), the author explains, is 
largely an exercise in logic and 
patience. A step-by-step outline on 
how to analyze the problem, mar- 
shall the evidence, and isolate cen- 
tral issues from unimportant detail 
is given along with a sample case 
analysis to illustrate the procedure. 
For teachers, or businessmen who 
want to use the case method for 
training purposes, there is a chapter 
on how to evaluate a case analysis. 

he author does not attempt to 
sell the case method to the skeptic 
other than to point out what it 
seeks to achieve: “a way of thinking 
meaningfully in a 
given situation.” Precepts are used 
in law and medicine, and give the 
background for solution of cases in 
these fields, he points out. But in 


business acumen. 


logically and 


business no two situations are alike, 
ind it is difficult to carry over value 
from the analysis of one problem to 
nother, except in “the thinking 
and reasoning processes applied to 





each different set of facts.” In other 
words, cases are designed to teach 
analytical ability, not precepts that 
can be applied to several situations. 
If you believe this, here is a book 


worth some attention. 


PROBLEMS OF THE INDE- 
PENDENT BUSINESSMAN, by 
Austin Grimshaw, University of 
Washington, McGraw-Hill Book 
Co., 330 W. 42 St., New York City, 
$6.50—This is almost a straight case 
book, but includes a “Plea for Small 
Business” in the preface. The con- 
clusion is that small businessmen 
can’t be helped much by Govern 
ment; they have to help themselves. 
For which the cases in this book 
may have their uses, at least in de- 
veloping executive thinking pro 
cedures and savvy. A number of 
the cases would be of interest to 
salesmen 


STRENGTHENING MANAGE- 
MENT FOR THE NEW TECH- 
NOLOGY, General Management 
Series No. 178, American Manage- 
ment Association, New York City, 
$1.75—These 64 pages include five 
papers presented at the A.M.A.’s 
General Conference last May. They 
have more than passing interest for 
the businessman who knows that 
future technological developments 
are his concern because he will have 
to live with them, whether he works 
in industry or serves it. 

“Organizing for Industrial 
Change,” by President Charles B. 
Thornton of Litton Industries, 
stresses the need to re-orient indi- 
viduals’ thinking so they will be 
receptive to new ideas. He discusses 
pitfalls of formal organization in a 
company, where managers of long 
experience clash with specialists on 
new techniques. 

“The Impact of Automation on 
the Company Organization”, by two 
Monsanto Chemical 
speculates on what automatic proc 
esses will require of management 
(see “Automation: What It Means 


executives, 


| Exclusive Features 


Sell 
SIMPLEX Jacks 


|\@ That unbeatable edge over 
| competitors, the exclusive feature, 


works overtime for you when you 
sell Simplex Jacks. With Simplex, 
you have three exclusive features to 


_make sales easier and to get repeat 


orders. 


ad 


“CENTER-HOLE” PULLING 


—an exclusive feature in Simplex 
“Jenny” and Re-Mo-Trol Hydraulic 


| Pullers — makes pulling of shafts, 


pistons, liners, keys, valve seats, 
pins, etc. as much as 75% easier. 
The reason? Eccentric ivading has 
been eliminated by pulling through 


| the center of the tubular ram. Reduces 
| set-up time and promotes safety, 


too. The benefits this feature offers 
are easy to see, easy to sell. 


THE LARGEST LINE OF INDUSTRIAL 
JACKS AND PULLERS 


| Here’s an exclusive feature that 


benefits you as well as your custom- 
ers. By filling all jack needs from 
one source, you can prevent expen- 
sive stock duplications, make inven- 
tory control easier, cut ordering 
detail and freight costs. And your 
customers have the advantage of 
choosing from a complete line. It’s 
fully described in catalog 53. 


mrGOs OF INDUSTRIAL 


MYDRAULIC J 


WORLD'S LARGEST 
MECHANICAL AND 


vars SACKS vocre 
UTH-A-TOOL 201-108 
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LIFTS FULL CAPACITY 
ON CAP OR TOE 

Unlike many other brands, Simplex 
Ratchet Lowering Jacks are rated 
for full lifting capacity on either 
the cap or the toe. One Simplex 
Jack can work in low clearances 
that would require two ordinary 
jacks with toe lifts rated at half the 
cap capacity. This exclusive feature 
means greater versatility, more 
uses and more value to your cus- 
tomers. And more sales to you. 


COMPLETE SIMPLEX 


Re-Mo-Trol Lifting Rams and 
Pullers — 10-100 tens 


New Rol-Tee lifts 
full capacity on cap 
or tee 


Screw 
Jocks— 
12-24 tons 


Standard Hydraulic Jacks—3-100 tons 
Lever Jacks — 5-55 tons 


Special Jacks for Railroads, Mines, Utili- 
ties, Oil Fields and Construction 


TEMPLETON, KENLY & CO. 


2523 Gardner Road, Broadview, Ill. 











(‘Nationally Recognized a 
Heavy Duty Bench Type 


ALLEN 


PUNCH PRESSES 


Nationally Advertised 
in leading Trade Papers 


Inquiries from ad- 
vertising are sup- 
plied to our In- 
dustrial Supply 
dealers. 


Complete Line 


any 

Popular Models 
¥% to 5 ton 
capacities 


Write or call today 
for details on han- 
dling the Allen 
Punch Presses. 


ALVA ALLEN INDUSTRIES 








Dept. ID Clinton, Missouri_} 





Easy to sell because 
it's the soldering flux 
that’s easy to use. 


Fast selling as well as 
fast acting to properly 
condition metal for a 
strong union. 


Cost less 
in the 
long run. 


Available in liquid 
and paste Cus 
tomers like its ad 
vantages, come back 
for more. Rubyfluid 
will make friends 
and build business 
for you, too 

For stainless steel 
sell Ruby’s Stain 
less Steel Flux 
perfected for that 
metal 


RUBY 


CHEMICAL CO. 
76 S. McDowell St. 
Columbia 8, Ohio 


to You” on page 97). Among other 
things, they believe, it will demand 
much longer-range marketing plans, 
and an end to “horseback deci- 
sions.” The automated factory will 
not be flexible enough to change 
its products, or its production line 
overnight. Automation may also 
mean that centralized control of 
companies will be easier, once the 
course is set. 

The automation dream—and pres 
ent reality—is further explored in a 
paper on “Computer Applications 
in Management Problems,” by Dr 
Jay W. Forrester, of Massachusetts 
Institute of Technology. New vistas 
for control have been opened, he 
says, because the speed of digital 
machines has been increased by a 
factor of 100,000 over the past ten 
years of development, and a com 
puter can now handle an operation 
at a cost of $30 which would cost 
$30,000 to accomplish manually 
The problem for managers is only 
to decide what data they want and 
to learn how to apply it. This should 
be good for quite a few more papers, 
if not volumes, on the subject 
known in the jargon of the brain 
trade as “linear programming,” 
which the author defines as “an or 
derly mathematical and statistical 
foundation for certain decisions.” 

Another paper, “Developing Pat 
terns in Management,” describes 
the training of supervisors to “inte 
grate human relations and the scien- 
tific management approach,” or in 
plain but less precise language, how 
to be a human relations expert and 
an efficiency engineer at the same 
time. The author, incidentally, pro- 
vides one of the clearest short sum- 
maries you are likely to find any- 
where on what the current “Human 
Relations Theory” of business 
leadership is and how it came about. 
The famous experiments of Van 
nevar Bush and Elton Mayo pro 
vided the foundation in the early 
1920's. Up to that time Henry Ford 
I’s famous dictum—“All that we ask 
of the men is that they do the work 
which is set before them” 
been the universal creed. 

“Widening the Scope of Manage 
ment Development,” a paper for 


-had 
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the Institute of Humanistic Studies 
for Executives, is good source mate 
rial for partisans of the theory of 
liberal education in a technogically 
oriented society. The author quotes 
John L. McCaffrey, president of In 
ternational Harvester Co.: “The 
world of the specialist is a narrow 
one, and tends to produce narrow 
human beings.” That should be a 
good opening for some strong opin 
ions pro and con 


THE MAN IN THE GRAY 
FLANNEL SUIT, by Sloan Wil 
son, Simon & Schuster, 630 Fifth 
Ave.. New York 20, N. Y., $3.50 

[his is one of four novels with a 
business background that have at 
tracted some attention over the past 
three vears. The others are Execu 
Cash McCall, by 
Cameron Hawley, and Sincerely 
Willis Wade, by John P. Marquand 


tive Suite and 


More — 
profits — 
for you" 
FASTER 


with 


Ke 


INDUSTRIAL CASTERS 


Rapistan’s specialized line of 
casters offers you a quick-turn- 
over, fully competitive line for 
the most profitable wheel and 
caster market. And Rapistan’s 
“concentrated”, top quality line 
eliminates the expense of main- 
taining a larger slow-moving 
stock, and keeps your invest- 
ment paying off steadily and 
most satisfactorily. 


WRITE FOR FULL DETAILS on the Rapistan 
Money-Back Guaranteed Caster Franchise 
. and the new caster catalog. 


The RAPIDS-STANDARD CO., Inc. 


742 Rapistan Bldg., Grand Rapids 2, Mich 





Ihe background for Executive 
Suite (ID, editorial, “Businessmen 
Are Human Too,” Feb. 1953) is a 
furniture business; for Cash McCall, 
the world of the big-time capital 
gains operators; for Willis Wade, an 
industrial products manufacturer. 
For The Man with the Gray Flan- 
nel Suit, it’s broadcasting and high- 
powered public relations, and as 
such is further outside the average 
businessman’s experience, with the 
possible exception of Cash McCall, 
than any of the others. Still, like 
the others, it treats the business of 
making a living with understanding 
and sympathy, and the satire, 
though unmistakable, is gentle 
rather than vindictive. The literary 
critics have already had their say 





Vis 
Carrhae, 


Coitrtth, 


Check Your Trade On These 


“BIG BEAR” SERVICE VISES 


aay 


For extra heavy work in both the 
industrial and service station fields. 
Up to 30 pounds heavier than the 
standard machinist vise, have a 
heavy anvil. Size of jaw 4 inch and 


DOUBLE SWIVEL VISE 


i 


Designed for tool makers, die 
sinkers, and metal pattern makers. 
Two swivels operate independently 
of each other, allowing the work 


to be swung into any position. 


on this book. Most of them found 5 inch. 


the story good, the characters only 
fair, the realism open to question. 
It stacks up well with Cash McCall 
but definitely misses the dramatic 
and artistic level of Executive Suite 
and Sincerely, Willis Wade. Long 
after the story and The Man in the 
Gray Flannel Suit have been for 
gotten, one passage will probably 
stick in the minds of most readers 
This is the exchange where the hero 
complains to his boss, a hardwork 
ing latter-day tycoon in his field, 
that he does not want to take the 
job with higher pay and more re 
sponsibility, and the Big Man re 
plies: “Somebody has to do the big 
jobs. This world was built by men 
like me. To really do a job, you 
have to live it, body and soul. You 
people who just give half your mind 
to your work are riding on our 


backs.” 


ORDERS AWAIT YOUR EFFORTS 


100% SALES THROUGH DISTRIBUTORS 
THE CHARLES PARKER CO. MERIDEN, CONN. 


PARKER VISES 


America’s First Vise Maker 





“SULFLO”™ 


FIRST worn In QUALITY 
LAST worn 'n PERFORMANCE 


ALWAYS te 


on the 
SULFLO NO. 1 


For Hand Threading, Tap- 
ping and Brush On Jobs. 


V.N. P 
SULFLO NO. 2 

For Machine Use Lighter 
density than No. 1. Has 





URANIUM FEVER 
IN NORWAY 


The uranium-searching fever is ex- 
pected to grip Norwegians this Fall, 
Engineering and Mining Journal, Mc- 
Graw-Hill publication, reports. At that 
time, the state’s exclusive rights to all 
uranium deposits expire, allowing 
Norwegians, who formerly kept knowl- 
edge of their deposits secret lest the 
government take over their land, to 
take advantage of their holdings. 


same properties as No. | 


SULFLO Machine-Kut 


For Pipe Threading Machines and for the machining of high 
alloy steels. Machine-Kut is a sulphurized fluid type cutting 
oil, transparent on work 


Sulflo Products are sold by selective Distributors 
(If you don’t know who your local SULFLO Distributor is, 
write us—we'll be glad to send you literature and put you in 
touch with him.) 


SULFLO, 


ELIZABETH 4, N. J 


INC. 
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‘ Bookkeepers... 
Bakers... 
and Busy 
Dressmakers... 


YES, ALL KINDS OF PEOPLE 
ARE GIVING BLOOD SO THAT 
OUR WOUNDED MAY LIVE! 


@ Today, the blood ofa 
Boston bookkeeper may be 
flowing through the veins of 
a wounded kid from a Kansas 
farm ... the blood of a pretty 
Southern housewife may have 
saved the life of a grizzled 
leatherneck. For, blood is 
blood, a God-given miracle 
for which there is no substi- 
tute .. . and when a man’s 
life hangs in the balance and 
blood is needed, there is 
nothing else to take its place! 

Right now the need for 
blood is urgent. In hospitals 
-—at home and overseas— 


many men require four and 
six transfusions during deli- 
cate operations. And the 
blood must be there—when 
it’s needed. So give the most 
precious gift of all—your 
blood! 

Be assured that giving 
blood is neither difficult nor 
distressing. And what a thrill 
there is in knowing that 
you’ve performed a really 
unselfish act! So call your 
local American Red Cross 
today and make an appoint- 
ment. And tell your friends 
and neighbors about your ex- 
perience. Let them share the 
wonderful feeling Americans 
get when they roll up their 
sleeves—and give blood. 








“Bit= 


WHAT HAPPENED 
TO THAT PINT OF 
BLOOD YOU WERE 
GOING TO GIVE? 


“(all Your American Red Gross Today f 
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NO.40 OF A SERIES Starre 
NEWS, IDEAS AND INFORMATION ; > , 


OF INTEREST TO STARRETT DiIS- 
TRIBUTORS AND THEIR SALESMEN 





THE L. S. STARRETT COMPANY 


Nothing Sparks Customer Interest Like 


New Starrett toois 


Like candy to a child, these new Starrett items have an irresistible ap- 
peal to tool buyers and users. Make it a habit to slip at least one in your 
pocket when you start your daily rounds. Just lay it on your prospect’s 
desk and watch him rise to the bait. Works like a charm with old cus- 
tomers and new ... and it’s especially effective with over-the-counter 


trade, too. Try it and see how easily you can rack up extra sales. 


NEW STARRETT SATIN 
CHROME STEEL RULES 


NEW MAGNETIC BASE 
INDICATOR HOLDER 


SALES LEADS 


SINCE 188O WORLD'S GREATEST TOOLMAKERS 


Satin Chrome Finish, the no-glare, hard 
wearing, multiplate finish, pioneered by 
Starrett, is now available on six new 
Starrett Steel Rules in the popular 6, 12, 
18 and 24-inch lengths with fractional 
or new decimal graduations. 


NEW SAFE-FLEX* HOLE SAWS 
Double-welded, shatterproof hole saws 
for cutting large diameter holes in 
metals, plastics, wood. Interchangeable 
arbors hold wide range of saw sizes. For 
portable power tools, lathes, drill 
presses, etc. 


No. 657 with off-on push button for one- 
hand operation has universal adjustment 
including sensitive fine adjustment. 
Mounts any “‘Last Word,’’ No. 196 or 
No. 25 Series dial indicator. 


NEW TOOL AND 
INSTRUMENT OIL 


The same extra-fine lubricant made es- 
pecially for our own use is now available 
in handy tool box size cans. Protects, 
preserves fine tools. Excellent for guns, 
fishing tackle, etc. 





MECHANICS’ HAND MEASURING TOOLS AND 
PRECISION INSTRUMENTS ~- DIAL INDICATORS 
STEEL TAPES - PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS end BAND KNIVES 


ATHOL, MASS., U. S.A. 


NEW MUL-T-ANVIL MICROMETER 
No. 220 is now available in 0-1” and 
1-2” sizes. Vise-type frame holds round 
or double-ended flat anvil (furnished) — 
also special anvils. With vise jaw re- 
moved, also serves as height gage. 


NEW STAINLESS STEEL 
RADIUS GAGES 
No. 167 is available in six convenient 
sets. Each gage has five gaging surfaces 
for convex and concave radii. Made of 
rustproof stainless steel with Satin Finish. 


NEW “KLEENSCRIBE” 
LAYOUT er : 
Your customers asked for this. Special 
formula dries instantly to an opaque, no- 
glare finish. Makes scribed lines stand 
out sharp and clear. 4 fluid ounce cans 
with brush in cap. 


SEE NEW STARRETT CATALOG NO. 27 FOR COMPLETE DETAILS 
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products 


5 Reasons Why 
YOU MAKE MORE MONEY) cs R-Peb VALVE 


A COMPLETE LINE 


The R-P&C line is complete—enables you to bid on, and get, a 
big share of all the valve business in your territory. 


R-P&C makes gate, globe, angle and check valves in all stand- 
ard materials—including bronze, iron and steel—in a wide variety 
of sizes and pressure classes. A complete line of cast steel fit- 
tings and numerous specialties such as asbestos-packed cocks, 
bar stock valves, Lubrotite gate valves—all add to your profit 


- EASY TO SELL 


For over 86 years R-P&C has been building a reputation for quality 
and service among valve users. Their preference for R-P&C valves 
makes your selling job easier, enables you to close sales faster. 


ENGINEERING HELP 


R-P&C’s staff of sales engineers gives distributors technical 
assistance on major projects—helps you sell the big orders. 


SALES AIDS 


R-P&C gives you a roster of sales aids unsurpassed in the valve 
industry—an extensive advertising schedule in industrial publi- 
cations, complete up-to-date catalogs, wall charts and other 
“‘giveaway’’ items, a quarterly house organ, valve selector slide 
rules—all these increase the selling push behind R-P&C. 


EASY TO STOCK AND SHIP 


R-P&C’s unit packaging system keeps your stocks neat and cuts 
down your handling time and costs. 








Learn more about the bigger profits to be made with the R-PaC line. 
Write today to our Reading, Pa., office for details. 


R-P2C Valve Division 


9 AMERICAN CHAIN & CABLE (pre 





Reading, Pa., Atlanta, Boston, Chicago, Denver, Detroit, Value 
Houston, New York, Philadelphia, Pittsburgh, San Francisco, 
Bridgeport, Conn. 





